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BISHOP FOR PRESIDENT 
TO HEAD THE NATIONAL BODY 





Chicago Manager of Massachusetts 
Mutual Is Backed by the Local 
Life Underwriters 





No more enthusiastic gathering of 
Chicago life insurance men was ever 
held than the opening fall dinner of the 
Life Underwriters’ Association at the 
Hotel Sherman Tuesday night. It held 
quadruple significance for the members. 
Fred W. Potter, insurance commis- 
sioner for the state of Illinois, brought 
an important message to the life insur- 
ance interests; the session was the pre- 
paratory meeting for the National con- 
vention to be held in Chicago; a boom 
to elect L. Brackett Bishop, Chicago, 
general agent of the Massachusetts 
Mutual Life, to the presidency of the 
National association was launched and 
the Chicago association set a new mark 
for local associations all over the coun- 
try in the acquisition of new members 
at one time. , : f 

President Jules Girardin presided and 
immediately following the dinner he an- 
nounced the program for the National 
meeting. He said that no other asso- 
ciation of any kind, bankers, lawyers, 
doctors or any profession, that had met 
in Chicago had ever had a better pro- 
gram or better entertainment planned. 
Preparations have been completed and 
all that is needed now is the coopera- 
tion and assistance of the Chicago life 
men. All members of the association 
and all agents and solicitors are alike 
invited to attend the sessions of the 
National body. 

Executive Committee Reports 

The various committees reported and 
the executive committee presented res- 
olutions regarding the convention that 
were unanimously adopted. The reso- 
lutions follow: 

The work of the executive committee 
which it proposed at the beginning of 
the year, has been somewhat disarranged 
because of the necessary preparation for 
the National association, which work has 
been necessarily assumed by a much 
larger representation from this body, and 
which at this date seems to portend the 
successful entertaining of the largest, 
most enthusiastic, most important and 
most influential insurance gathering ever 
held upon the continent. It is an op- 
portunity such as comes extremely sel- 
dom to the average solicitor. We earn- 
estly advise every life insurance man, 
whether seasoned or inexperiencd, wheth- 
er a member of this association or not, to 

arrange the routine of his daily business 
So that he can devote as much time as 
possible to attendance upon these meet- 
ings. The importance of the themes dis- 
cussed, and the well known ability and 


(CONTINUED ON PAGE 24) 
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BIG WEEK’S WORK IS ON 


NORTHWESTERN CONVENTION 





Large Number to be in Chicago to At- 
tend Sessions—Blue Goose 





BLUE GOOSE MEETING 


The Fire Underwriters Association of 
the Northwest will hold 
meeting at the Hotel La Salle in Chi- 
cago Wednesday and Thursday of next 
week. The papers are of an unusually 
high order and President A. R. Monroe 
is urging a large attendance at each 
session. There has been some criticism 
in the past of the small number pres- 
ent at some of the sessions, especially 
when distinguished men were on the 


tance td participate in the proceedings. 
It has been somewhat humiliating to 
the officers to see speakers confronted 
with a corporal’s guard. 
Monroe this year is urging loyalty to 
the meetings and he feels a word to the 
wise is sufficient. 
Directors to Hold Meeting 

The directors will hold a meeting 
Tuesday afternoon and go from it to 
the Blue Goose dinner. 
departments will have their usual field 
dinners. The Minn-dako-wis Tribe will 
have its usual powwow and the North- 
WILLIAM L. LERCH, 24 Asst. Mer west life members 
luncheon Thursday noon. H. H. Walker 
of the Home is chairman and Holger 
de Roode, the Chicago local agent is 


A number of 


John F, Stafford of Minneapolis, state 
agent of the London & Lancashire and 
M. W. Van Valkenberg of Kansas City, 
state agent of the Liverpool & London 
466.01 & Globe are the rival candidates for 
#00. “ . —— ape indications 
} - there will be a sharp and close contest. 
Reserve for all other Claims = _ 176,000.00 Each side is lined up in a good natured 
NET SURPLUS, en 3,655,131.25 fashion and much quiet work is being 
Total Assets, $10,737,657.32 done. 

sites. SBME. Contest for the Treasurership 

With the withdrawal 
Manager E. W. Jewell of the Atlas 
from the treasurership race, there are left 

(CONTINUED ON PAGE 15) 
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TO VISIT NEW ENGLAND 
PRESIDENT SOUTHGATE’S TRIP 





Head of the National Local Fire Insur- 
ance Agents’ Association Plans an 
Interesting Itinerary 





Chairman Cowles of the New Eng- 
land Conference, acting in conjunction 
with the presidents of the other New 
England state local agents’ associations, 
has shaped up arrangements for the re- 
ception of President J. H. Southgate of 
the National association on the occa- 
sion of his visit to New England for 
the week beginning Oct. 15. It will be 
a busy week for President Southgate, 
with steady travel, but he will be re- 
ceived by friends all along the line and 
taken good care of. 

The first stop will be at Hartford, 
Conn., the state association holding its 
business meeting in the afternoon. In 
the evening there will be a banquet 
tendered by the Hartford Beard of Fire 
Underwriters, presided over by Presi- 
dent Cowles. The banquet will be pre- 
ceded by a reception for President 
Southgate and the members of the Con- 
necticut association. Mayor Smith of 
Hartford and President Charles E. 
Parker of the Hartford Board will be 
among the speakers in addition to Pres- 
ident Southgate. Local committee on 
arrangements consists of E. W. Beards- 
ley, chairman; M. O. Wells and Charles 
Merriman. 

Rhode Island and Vermont 

President Southgate will remain over 
night at Hartford and reach Providence 
the following day at noon, being enter- 
tained in the afternoon by President 
Henshaw of the state association. In 
the evening there will be a dinner at- 
tended by Governor Pothier and the 
mayor of Providence. Invitations have 
been extended to all Rhode Island 
agents to attend this meeting, which is 
a special one, the annual meeting hav- 
ing already been held. The committee 
in charge of the banquet consists of 
Robert L. Spencer, Thomas J. Freeman 
and William C. Chambers. 

From Providence, President South- 
gate will go to Hartford, Vt., to attend 
the annual meeting to be held Oct. 18. 
An unusually large attendance of Ver- 
mont agents is expected, many new 
members having been added during the 
past year. Secretary Brigham states 
that there are many others who ought 
to join, and specially requests that every 
member of the state association give a 
personal invitation to some other agent 
whom he would like to have attend the 
meeting to join. 

President Southgate’s next stop will 
be at Manchester, N. H., where the 
state association will hold a business 
meeting in the afternoon and a ban- 
quet in the evening, at which President 
Southgate will speak. 

Will Visit Maine 

From Manchester, President South- 
gate will go to Portland, Me., where ar- 
rangements have been made to hold a 
business meeting on the afternoon of 
Oct. 20 and a banquet in the evening. 
Among the speakers will be Beecher 
Putnam, insurance commissioner of 
Maine. 

The last meeting of the week will be 
held in Boston, at which time it is ex- 
pected there will be a large attendance 
of Massachusetts agents. There will 
be a business meeting in the morning, 
followed by a luncheon. William H. 
Rogers of Boston and T. H. Raymond 
of Cambridge have been appointed a 
committee to complete the arrange- 
ments for this meeting, which takes 
place on Oct. 21. A special commit- 
tee, consisting of C. H. Cornish of New 
Bedford, F. S. Hamlin of Haverhill and 
C. C. Puffe of Brockton have been 
appointed to entertain President South- 
gate on the occasion of his visit to 
Boston. One pleasing feature of the 
meetings will be the attendance of New 
England presidents so far as practica- 





ble, and it is expected that this occa- 
sion will act as a big boom for the 
agents’ movement in New England. 





Bliven Is Elected Vice-President 

Waite Bliven, vice-president of the 
State of Pennsylvania, has just been 
elected vice-president of the American 
of Philadelphia. L. L. Wiltbank, su- 
perintendent of agents of the State, be- 
comes secretary of the American, 





Becomes Sterling Fire 

The directors and advisory board of 
the Home Fire of Indianapolis have de- 
cided to change the name of the com- 
pany to Sterling Fire Insurance Com- 
pany. After all legal requirements have 
been complied with new stock certi- 
ficates will be issued in place of the old 
ones 

President Billheimer states that the 
company found the word “Home” is in 
the names of eight companies doing an 
interstate business. Insurance depart- 
ments object to this duplication of 
names and desirable agents represent- 
ing other companies with similar names 
object to taking on a new one to cause 
confusion in their offices. 





Will Meet the Field Men 

Duncan Reid, general manager of the 
Globe Indemnity, will attend the North- 
west meeting in Chicago next week, to 
get in touch with the L. & L. & G. field- 
men of the territory. He will canvass 
the situation with them and make pre- 
liminary preparation for the work that 
the indemnity company will have for 
the fire specials. 





Aruthur M. Travers Makes Change 

Arthur M. Travers, special agent of the 
Commercial Union and Palatine for 
Virginia, North Carolina and West Vir- 
ginia resigns to becomes special agent 
in Virginia for the Liverpool & Lon- 
don & Globe, succeeding Calvert R. 
Dey. 





Will Be a Tall One 


A prospectus of the thirty-story build- 
ing in New York which is being erected 
by interests connected with the Conti- 
nental Insurance Company, known as the 
Fire Companies Building Corporation, 
of which Henry Evans is president, has 
been sent out. The building will be 
called Eighty Maiden Lane, and will 
have a frontage of 143 feet on Maiden 
lane and 173 feet on Cedar street street. 
The Continental and the Fidelity- 
Phenix will occupy the three top stories 
of the building. 
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HALL’S FIRST LECTURE 


TALKS ON LOSS ADJUSTMENTS 





Series Will Be Published as Fire In- 
surance Text Book Under Copy- 
right by Author 





Thrasher Hall, the Chicago adjuster, 
delivered his introductory lecture on 
loss adjustments before the Fire Insur- 
ance Club of Chicago on Tuesday even- 
ing. The assembly room of the Chicago 
board was crowded. There will be a 
series of these lectures, which later 
will be issued as a copyrighted book 
under the title, “Fire Insurance Text 
Book.” This lecture was more than a 
discussion of adjustments. It contained 
much other valuable information and 
advice for local agents, especially those 
in the country. 

Mr. Hall first discussed briefly the 
general law of contracts, taking up ex- 
ecuted and executory contracts, con- 
tracts under seal, verbal and written 
contracts, consideration, contracts by 
insane or intoxicated persons and those 
given under duress and the like. Fol- 
lowing this was a discussion of the con- 
struction of contracts. A contract will 
be construed if possible so that all of 
it will stand. If part is written and 
part printed and they nullify each other 
the written portion will. prevail. Words 
will be construed most strongly against 
those who use them, for example, the 
words of an insurance policy against 
the company issuing it. Where a pol- 
icy is subject to two interpretations 
the one giving the larger indemnity 
will prevail. In the absence of fraud 
oral evidence is not admissible to vary 
the terms of a written contract. 

Insurance Policies 

An insurance policy does not confer 
upon the company ary proprietary 
rights before, at or after the fire. It 
does not insure the property but agrees 
to indemnify the insured for loss of the 
property by fire. If the insured does 
not own the property or if he disposes 
of it, the policy is void. It is not as- 
signable before loss without the com- 
pany’s consent. 

The agent’s commission does not give 
him any right to deal for the company 
after a loss. Therefore he should not 
attempt to dictate to the insured what 
he shall do with his insured property 
during or after a fire. Dishonest in- 
sured are sometimes very ready to 
move property during a fire and have it 
damaged ready for a “fire sale” or to 
prevent its being saved. Honest prop- 
erty owners will always try to save 
their property unless they get rattled at 
the fire. 

Advice Regarding Fires 

The speaker at this point gave some 
advice to agents regarding conduct at 
fires. Keep a cool head; don’t get ex- 
cited. The risking of life to save life 
is commendable, but to save mere prop- 
erty it is foolish. If the assured will 
not protect windows with shutters get 

im to put two hooks above each win- 
dow and have blankets and barrels of 
brine on hand so a blanket saturated 
with salt water may be hung over each 
window. This will often keep fire out 
of a brick or stone building. If this 
has not been done hang blankets on 
nails over windows and keep them 
soaked with water. 

Owners of shelf goods should be in- 
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brief definite telegrams if the damaged 
stock is perishable and needs immedi- 
ate adjustment. There need be no haste 
where loss is total and wet goods if 
arranged to dry out are better to wait 
a few days. 

Don’t insure any one unless you know 
who he is. Don’t insure unprofitable 
property. If the moral hazard is good, 
don’t be afraid of the physical hazard; 
the rate will take care of that; but no 
rate will take care of a moral hazard. 

If the loss is fraudulent or looks that 
way and any part of the stock is oblit- 
erated do not advise moving it or hav- 
ing it conditioned. The adjuster should 
see the remains as they lie so he can 
judge what part of the stock has been 
destroyed from the relative positions 
of articles and the places where the fire 
raged. Moving the stock will destroy 
evidence. If a rascally assured under- 
takes to move his stock after an appar- 
ently fraudulent loss, call a photog- 
rapher and have him make several flash- 
light pictures. The company will glad- 
ly pay for the photographs. 

Use of Binders 

If the assured tries to abandon the 
property to the company by turning 
over the key to the agent, call his at- 
tention to the fact that the policy pro- 
vides there shall be no abandonment; 
the compatiy has the right to take dam- 
aged property at the appraised value, 
but the assured has no power to make 
it take it. 

When asked to bind insurance orally, 
agree with the assured upon the 
amount and time and if possible give 
him a written memorandum giving 
amount, time and name of company. 
Then send a daily report on the risk at 
once if possible; if not possible at once, 
write the company you have put it on 
such and such property for such amount 
for such time. Issue the policy and 
take up and destroy the memorandum. 
If loss occurs before policy is issued, 
give the company a complete statement 
of the facts, but under no circum- 
stances issue the policy or give the as- 
sured any writing except by permission 
of the company. If the company doubts 
your word, draw up yourself a com- 
plete statement of the facts, send the 
company one copy and give the assured 
one copy. If the company will not pay 
the loss under such circumstances, re- 
sign it. 

Caring for Goods After Fire 

If you know the insured is an hon- 
orable, upright man, encourage him to 
put the damaged goods in order and 
make an inventory. Do this before the 
adjuster arrives and save his time. 

Mr. Hall impressed the fact that there 


requirements, citing freely from court 
decisions. The first requirement is 
prompt notice of loss in writing to the 


company. Mere knowledge of the com- | 


pany’s agent gained incidentally is not 
sufficient nor is notice to the agent 
sufficient, though if the agent states he 
has notified the company that is suffi- 
cient. 

The second requirement is to “protect 
the property from further damage, 
forthwith separate the damaged and un- 
damaged personal property, put it in 
the best possible order, make a com- 
plete inventory of same, stating the 
quantity and cost of each article and 
the amount claimed thereon.” Many 
decisions were cited in construction of 
this rule. The inventory does not have 
to accompany the proof of loss, the as- 
sured does not have to furnish the 
company an inventory. 

Proofs of Loss 

The third requirement is the making 
of sworn proof of loss within sixty days 
after the fire. The proofs of loss re- 
quire the cash value of each item. The 
word “item” here is not used as syn- 
onymous with “article,” but in its trade 





sense, as building item, stock item, ma- 
chinery item, etc. 

Many people think mistakenly that 
the company must settle within sixty 
days after the fire or right to sue ex- 
ists. Unless proofs have been waived, 
the insured has sixty days in which to 
file them and then the company has 
sixty days from their receipt in which 
to settle. 

The fourth requirement is “the in- 
sured as often as required shall exhibit 
to any person designated by the com- 
pany all that remains of any property 
described in the policy. 

The fifth and sixth requirements re- 
fer to examination of the assured un- 
der oath and production of books, ac- 
counts, etc. 

The seventh is appraisal provision. 
This is very important. An appraisal 
is not an arbitration; it merely settles 
the value of the property and does not 
touch the questions of liability and the 
like. Mr. Hall devoted more attention 
te this subject than to almost any other. 





Some men kick because they don’t get justice 
and some because they do. 
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W ant Ads 





Companies: Do you need a Clerk, Daily 
Report Examiner or a Special Agent? 


General Agents and Field Men: Do 


you wish a Local Agent in any town? 


Local Agents: Do you want another Fire, 
Life or Casualty Company: to sell your 


duced if possible to have the shelving 
set out from the wall half an inch or an 
inch, with a thin board back put on it, 
and a slanting waterproof “roof” put 
Over each stack of shelving to prevent 
water from above from damaging 
80ods. If stock must be moved during 
a fire to protect it, clear out the crowd, 
get a few level headed men and move 
the stock in an orderly way, leaving 


temebody on watch to guard against 


is no danger from smoke unless there agency, or buy one? 
is discoloration. Every experienced ad- 
juster will advise insured that what he 
will get from companies for smoke 
damage where there is no discoloration 
will not compensate him for his loss in 
disposing of the stock as damaged 
goods at a heavy discount. 

An agent should assist the insured in 
honest claims, but not hesitate to ad- 
vise him against unreasonable ones. The 
man loudest in denouncing companies is 
usually a rascal. 

The lecturer took up the duties of 
the assured under the different policy 








We want The Western Underwriter 
to become the clearing house for all 
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Reporting Losses 
_ After the fire keep cool, look up the 
msurance and notify your companies in 
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ADDRESS BY COMMITTEE 


EFFORTS FOR CONSERVATION 





Paper Prepared Under Direction of Na- 
tional Board Presented at Na- 
tional Congress 





At the National Conservation Con- 
gress, which was held this year at Kan- 
sas City, on Sept. 25-27, the National 
Board of Fire Underwriters again pre- 
sented an address prepared by a special 
committee. The subject of the address 
was “Preventable Fire Waste; Conser- 
vation Efforts for Its Reduction.” The 
members of the committee this year 
were George W. Babb, United States 
manager of the Northern; W. N. Kre- 
mer, president of the German-Ameri- 
can; E. W. West, secretary of the Glens 
alisy E. G. Richards, United States 
manager of the North British; R. M. 
Bissell, vice-president of the Hartford; 
R. Dale Benson, president of the Penn- 
sylvania Fire, and C. G. Smith, of New 
York. 

The address reviewed the efforts 
made in the past year toward fire pre- 
vention and suggested further attention 
thereto on part of those attending the 
congress. The address was in part as 
follows: 


In each of the previous national assem- 
blages of this character the National 
Board of Fire Underwriters has been rep- 
resented and has earnestly endeavored to 
portray the enormity of the preventable 
fire waste of our country and its retard- 
ing effect on our national growth and pros- 


perity. 
Figures Were Compiled 

With each annual meeting of our or- 
ganization, statistical information has 
been prepared and furnished to the pub- 
lic and press, setting forth the tremen- 
dous money value in property which was 
being annually destroyed by fire through- 
out our country. As an aid toward con- 
vincing our people that a vast amount of 
real wealth was being wiped out of exist- 
ence annually by preventable fires, our 
committee on statistics and origin of fires, 
by the aid of the federal government, se- 
cured figures of the fire loss in European 
cities and countries which were compared 
with the fire loss of the cities of the 
United States and the United States as a 
whole and reduced to a comparison of 
the loss per capita. These figures were 
published by the National Board in 1906. 
The comparison was so startling as to 
attract very wide attention and gave ac- 
tivity to the fire conservation movement. 

The geological survey, through its 
technologic branch, investigated the fire 
loss and the cost of fire protection in the 
United States in 1907, and published bul- 
letin No, 418, known as “The Fire Tax and 
Waste of Structural Materials in the 
United States”—a pamphlet most impres- 
sive in the facts presented and irrefutable 
in its arguments. 


Record Since 1875 


Aggregate Aggregate 
Property sie 4 

Year 4oss Year Los 
1875....$ 78,102,285 1893. ed 167,544, 370 
1876.... 64,630,600 1894.. 140,006,484 
1877.... 68,265,800 1895 142,110,233 
1878 64,315,900 1896 118,737,420 
1879.... 77,703,700 1897.... 116,354,575 
1880.... 74,648,400 1898.... 130,593,905 
1881.... 81,280,900 1899.... 153,597,830 
1882.... 84,505,024 1900.... 160,929,805 
1883.... 100,149,228 1901.... 165,817,816 
1884.... 110,008,611 1902.... 161,078,040 
1885.... 102,818,796 1903.... 145,302,155 
1886.... 104,924,750 1904.... 229,198,050 
1887.... 120,283,055 1905.... 165,221,650 
1888.... 110,885,665 1906.... 518,611,800 
1889.... 123,046,833 1907.... 215,084,709 
1890.... 108,993,792 1908.... 217,885,850 
1891.... 148,764,967 1909.... 188,705,150 
1892.... 151,516,098 1910.... 214,003,300 


Carried on Aggressive Campaign 

The fire insurance interests have car- 
ried on an aggressive campaign for the 
reduction of our discreditable fire losses 
and have been foremost in suggesting 
practical and reasonable remedial meas- 
ures, 

At the first conservation congress a 
paper on “The Fire Waste in the United 
States” was presented by this board and 
upwards of 12,000 copies were distributed 


(CONTINUED ON PAGE 15) 


Buxton Insuring Agency 


63 William Street, NEW YORK 


Excess lines placed anywhere 
in the country 








W. N. JOHNSON, General Agent. 


Insurance Company of North America 


STATEMENT _ a a 1, 1911 


Cash Capital, : $4,000,000.00 
Total - ~ - 16,001,411.66 
Total Liabilities (except Capital) - - 8,257,431.49 
Surplus to Policy Holders, 7,743,980.17 


AGENTS. WANTED EVERYWHERE 
WESTERN DEPARTMENT, 76 West Monroe St., CHICAGO, ILL. 


LADELPHIA, PA. 


B. L. WEST, Assistant General Agent 











No Red Tape and 
No Delay 


Plincis Surety Company 


HOME OFFICE, 134 S: La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” Literat Commissions 
Local Agents Wanted Everywhere 


INCORPORATED APRIL, 1905 


WRITE TODAY Attractive Contracts 

















Changes in the Field 











E. W. Bishop 
E. W. Bishop of Kansas City, Mo., 
superintendent of agents of the Calumet 
in Missouri, Kansas and Oklahoma, has 
resigned. Mr. Bishop is a highly suc- 
cessful field man and formerly traveled 
for the Hamburg-Bremen. 


R. E. Boegelsack 


R. E. Boegelsack, for some years 
Cook county special agent of the 
Equitable Fire & Marine, has resigned 
and taken a similar position with the 
Norwich Union in the office of L. E. 
Yager & Co., Cook county managers. 


H. Oram Smith . 
H. Oram Smith of Columbus, Ohio, 
has been appointed special agent for 
the Law Union & Rock, to succeed E. 
L. Miller, who was called into the 
United States branch office at Chicago 
to assist Manager A. F. Shaw. He will 
cover Indiana, Ohio, Kentucky and 
West Virginia. Mr. Smith is now with 
the Ohio Inspection Bureau as chief 
inspector at Columbus, and prior to his 
connection there was with the Sanborn 
Map Company. 











George G. Cornelson 
George G. Cornelson of Chicago, 
Cook county special agent of the Mil- 
waukee Mechanics, has tendered his 
resignation. Mr. Cornelson formerly 
traveled for the company in northern 
Illinois. 





Insurance Commissioner Schiveley of 
Washington regards as premature the 
ruling against separation made by his 
deputy in his absence, and announces 
that the entire matter still awaits a de- 
cision from the attorney general as to 
its legality. Commissioner Schiveley 
says that the department indorsed 
graded commissions, but strenuously op- 
poses separation. 


WANTED 


A Cook County Special Agent 
for good Eastern Company. One 
who has a clientele outside of district 
No. 1 and inside the city limits, in- 
cluding district No. 2 Agents. Ad- 
dress stating experience and salary 
expected. Applications confidential. 
Address §2-C, care The Western 








Underwriter. 


THE WRCTEPN rrarmcpourntreern 


American Union Fire Insurance Co. 


of Philadelphia 
Capital $500,000, Full Paid 
(Organized and Incorporated Under the Laws of Pennsylvania) 
JAMES F. STONE, President 


331-337 Walnut Street LYMAN & RICHIE, General Agents 
Philadelphia, Pa. 29 S. La Salle Street, Chicago 


Correspondence invited from agents where not already committed 






































HOTEL CUMBERLAND 


NEW YORK 


BROADWAY AT S4th STREET 


Near 60th Street Subway Station 
and 63rd Street Elevated 








“Broadway”: Cars from Grand Central Depot 
pass the door 


New and Fireproof 


Best Hotel Accommodations in New York at 
Reasonable Rates 


$2.50 with bath, and up 
Ten minutes’ walk to 20 Theatres 








Excellent Restaurant. Prices moderate 
Send for Booklet 


HARRY P. STIMSON, Formerly with Hotel Imperial 
Only New York Hotel window-screened throughout 


HEADQUARTERS FOR INSURANCE MEN 

















Surplus Lines 


Good Risks solicited—tariff rates—prompt service— 
Excellent American Companies 


R. W. HOSMER & CO., ” ‘srmer“* Chicago 
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AS VIEWED FROM GHICAGO | : omnisieapnigiii 
A Policy placed in the LAW BROS.,, 
RULE NO LONGER OBLIGATORY ROYAL seldom leaves weenceers 2 
The Western Union has stricken from its books. It is a tower ROYAL INS. BLDG. 
its rules the one making it obligatory of strength, especially 400 W. Festnen Eire. 
on a member to have his field men join during troublous times 


the state boards or field clubs. 
~ * 

VETERANS’ ANNUAL GATHERING 

The annual gathering of the Society 
of Life Members of the Fire Under- 
writers’ Association of the Northwest 
will be held at the Union League Club, 
Chicago, at 12:30 o’clock Thursday aft- 
ernoon, Oct. 5, the last day of the 
Northwest meeting. There will be an 
informal lunch, some interesting re- 
marks, enjoyable reminiscences, and a 
good-fellowship time generally. Five 
members have died during the year, 
but nine others have now become eligi- 
ble to join and have been provisionally 
accepted by the executive committee. 
H. H. Walker, manager of the western 
farm department of the Home, is chair- 
man and Holger de Roode is secretary. 


* * = 

MEETING HAS BEEN POSTPONED 

The regular meeting of the executive 
board of the Western Insurance Bu- 
reau, which was to have been held 
Tuesday of this week, has been post- 
poned until next Tuesday. The change 
was made to make it possible for mem- 
bers to attend both this meeting and 
the Northwestern meeting on the same 
trip to Chicago. 


. 
WILL HAVE A FIELD CONFERENCE 
The North British & Mercantile is 
arranging for a general conference of 
field men from all over the country in 
a few weeks. This will be the first time 
that it will have gotten together its field 
generals. In view of this coming event, 
the North British field workers will 
not be at the Northwest meeting this 
year. 
* * * 
ILLINOIS POND MEETS 


The annual meeting of the Illinois 
Pond of the Blue Goose was held Mon- 
day evening at the Chicago board 
rooms. The old officers were re- 
elected as follows: 

Most Loyal Gander—Carroll L. DeWitt, 
Newark. 

Supervisor of the Flock—Everett T. 
Tanner, Security of New Haven. 

Custodian of the Goslings—Fred J. 
Sauter, Hanover. 

Wielder of the Goose Quill—William S. 
Crawford, The Western Underwriter. 

Keeper of the Golden Goose Egg—J. L. 
Whitlo¢k, Glens Falls. 

Guardian of the Pond—L. S. MacEna- 
ney, Philadelphia Underwriters. 

Keeper of the Granary and Tool House 
—J. C. Bagby, British America. 

Carroll L. DeWitt and William S. 
Crawford were elected delegates and 
Everett T. Tanner and Fred J. Sauter 
alternates to the grand nest meeting. 

M. LePitre, special agent of the Fire 
Association, and William B. Shaw, ad- 
juster of the Connecticut, were elected 
members and will be initiated at the 
grand nest meeting. 

The resignations of the following 
members were accepted: W. J. Little- 
john, Louis H. Parker, Riddell Miles, 
C. F. Persch, George A. Stickney, P. P. 
nepal W. M. Umbdenstock and J. R. 

yde 


The proposed new constitution and 














L “Settled in full promptly on 


ROYAL 


The National Credit Men’s Association said of the 

ROYAL’S settlement of San Francisco Claims: 
—— without cash discount. Its loss was heavy, and the company is highly commended. 
Gross loss was about Six Million Seven Hundred Thousand Dollars.” 
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by-laws of the order, as submitted by 
the revision committee, were fliscussed 
by the pond and it was the unanimous 
sentiment that grand nest dues should 
be reduced to $1 a year as proposed, 
also that state fire marshals should be 
made eligible to membership. It was 
the decision of the pond that if the 
grand nest dues are reduced as pro- 
posed, the annual dues of the Illinois 
pond shall continue to be $3 a year as 
in the past, thus giving the pond an 
income of about $400 a year. 
* * * 
RETIRES FROM THE BRACE 

E. W. Jewell, assistant western man- 
ager of the Atlas of England, who was 
announced as a candidate for the treas- 
urership of the Fire Underwriters’ Asso- 
ciation of the Northwest, has decided 
he will not allow his name to be pre- 
sented. Increasing duties at his office 
cause him to feel he might not be able 
to do justice to the Northwest associa- 
tion. His company, however, did not 
object to his making the race. Mr. 
Jewell would have made a strong candi- 
date. He is a popular man and has a 
wide circle of acquaintances. 
a * . 

GETS MORE COMPANIES 

F. R. Thompson of Chicago has 
added to his list of companies for sur- 
plus lines the Rimouski of Canada and 
Globe Fire of San Antonio, Tex. He 
also has the Equity Fire of Kansas City. 
This gives him three surplus line com- 
panies for the central west. Mr. 
Thompson is one of the experts in his 
line in Chicago. 

* * 7 
IMPORTANT DECISIONS 

The right of an agent to insure his 
own property in the company he repre- 
sents has been given another blow by 
the supreme court of Oregon. Row- 
land, a local agent for the Queen City 
Fire, wrote a policy on his own prop- 
erty with a mortgagee clause payable 
to Salene and with Salene having full 
knowledge of the facts. The court held 
that in view of this Salene must prove 
that the company had ratified the pol- 
icy in question before he could hold the 
company liable. This is in line with 
the recent ruling of the New York 
department on the right of a company 
to allow an agent a commission on 
business written for himself and sim- 
ilar rulings from other departments 
since antirebate laws have been en- 
acted. 

Another important decision has been 
rendered in the case of the Shawnee 
Fire against Cosgrove before the Kan- 





CHILDS, YOUNG & WOOD 


19 South La Sslle Street, Chicago, ¥. M. C. A. Bldg. 
TELEPHONE RANDOLPH 2379 
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Cook County Managers 





WESTERN RESERVE INSURANCE CO.,CLEVELAND, OHIO 





Established 1906 


TOTAL RESOURCES OVER $4,000,000 


THE REISCH INDEMNITY COMPANY 


A PARTNERSHIP 
DRAM SHOP INDEMNITY 





Office: 
The Reisch Indemnity Building 
SPRINGFIELD, ILL. 





1215-1216 Corn Bactenge Bank Building 
le 
134 6 La Salle Serer 


WILLIS S. HERRICE BENJAMIN AUERBACH 


Herrick & Auerbach 


(Successors to R. J.O. HUNTER & CO.) 
Managers of the Western Department 


The Mechanics Ins. Co., of Philadelphia, Inc. 1854 
Pittsburgh Fire Ins. Co., of Pittsburgh, Inc. 1851 
Lumbermens Ins. Co., of Philadelphia, Inc. 1873 
German Fire Ins. Co., of Wheeling, Inc. 1867 


GOOD ACENTS WANTED 116 S. LASALLE 
| CHAS. E. MANN, EXECUTIVE SPECIAL CHICAGO, ILLINOIS 


® 











PROMPT LOSS SETTLEMENTS 


® 





THE 
GIRARD FIRE & MARINE 
Insurance Company of Philadelphia 


W.E. ROLLO & SON, Managers 
29 South La Salle St., CHICAGO, ILL. 
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Organized in 18538. 
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Agents Wanted rs) 


HAWKEYE & DES MOINES FIRE 
INSURANCE CO. 


DES MOINES, IOWA 


The consolidation of 2old and substantial lowa 
companies under a conservative management 
which has strengthened the policy contracts of both. 


H. R. HOWELL, President 
G.G. HUNTER, Vice-Pres. 
Cc. S&S. HUNTER Sec’ 
SKINN R, Treas. 
ad Ss. HOWELL, Asst. Sec’y 
Capital Paid in, $300,000 Surplus Paid in, $300,000 
JAMES B. HOBBS, Pres. HENRY P. MAGILL, Genl. Mgr. 
FRANK M. RICE, Secy. 


CENTRAL NATIONAL 


FIRE INSURANCE COMPANY 


108 S. La Salle Street, Chicago 


First Class Agents wanted in Ohio, Indiana, I[linois, Mihigne, Wisconsin, Minnesota, 
the Dakotas, Iowa, Nebraska, Missouri and Kansas 
FARM DEPARTMENT 


Excellent Reinsurance facilities at disposal of deserving Agents. 
D. H. DUNHAM, President CHARLES COLYER, Vice-President 


FIREMEN’S in SUraNcE 


COMPANY OF 
ASSETS $6,121,382.27 

















_ ORGANIZED 1868: 




















A. H. HASSINGER, Secretary 


NEWARK, N. J. 


NET SURPLUS $2.841,939.41 
sc ecsensegccocovacssaned $3,841,939.41 


ORGANIZED 1865 
CAPITAL $1,000,000.00 


SURPLUS TO POLICYHOLDERS 


Western Department 137 S. La Salle Street 


NEAL BASSETT, Manager 


Arkansas, Colorado, Ilinois, Indiana, lowa, Kansas, Kentucky, Michigan, Minnesota, Missouri, Montana 
Nebraska, Ohio, Oklahoma, Tennessee, Utah, Wisconsin, Wyoming, Province of Manitoba, Canada. 
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sas supreme court. The tribunal held 
that where loss to insured property is 
occasioned by a wrongdoer and the 
loss exceeds the amount of the insur- 
ance the owner is the only party which 
can recover from the wrongdoer. 
Where such action is with the full 
knowledge of the insuring company it 
can protect its own interests only by 
intervention. Though the insurance 
company could not have brought suit 
in its own name its only chance for 
protection lay in joining the appellee. 
+ 


* * 
WILL ENFORCE THE LAW 

The law creating the Illinois state fire 
marshal requires mayors of cities and 
presidents of village boards, which have 
no fire department, and the chief of 
every fire department in every city and 
village to report within two days every 
fire occurring within the corporate lim- 
its of the city and village in this state 
and the township clerk to report all 
fires which occur in the township out- 
side of the incorporated city or village. 

The law imposes a fine of not less 
than $25 nor more than $200 for each 
offense wherein the officers refuse to 
make the report of the fire to the state 
fire marshal department. The state fire 
marshal has sent to all mayors, chiefs 
of fire departments and township clerks 
in the state, proper blanks for report- 
ing these fires and unless the law is 
complied with during the month of Sep- 
tember the penalty of the law will be 
enforced by the department. 

* + + 


WESTERN UNION COMPANIES 
The revised list of Western Union 
companies is as follows: 


*Aachen & Munich. *Monongahela Und. 
*Aetna. 


Alliance, Pa. 
*American Central. 
*American Union. 
Atlas, Eng. 
British America. 
British Underw. 
*Caledonian, 
Caled,.-American. 
*California. 
*Calumet. 
*Citizens, Mo. 
Citizens, W. Va. 
*Commercial Union. 
*Com. Union, N. 
Com'wealth, N. Y. 
*Consol. F. & M. 
*Continental. 
Detroit F. & M 
Dutchess. 

Empire City. 
*Equitable, R. I. 
*Fidelity-Phenix. 
*Fid. Undw. 

*Tire Association. 
*Fireman’s Fund. 
*Franklin, Pa. 
General. 

Georgia Home. 
German, Neb. 
*German Alli, Assn. 
*German Alli. Co, 


*German-Am., N. Y. 


Globe Fire. 
Granite State. 
Hamburg-Bremen. 
*Hanover. 
*Hartford. 

Henry es Ky. 
*Home, N 
*Imperial. 

*Ins. Co. of N. A. 


LL&L. &G. N.Y 
London Assur. 
*London & Lan. 
Mass. F. & M. 
*Mech. & Traders. 
Mercantile F. 
Michigan F. & M. 
*Middle West, N. D. 
Minneapolis F. & M. 


*Writes Tornado. 


& M. 


Nassau. 
*National, Ct. 
Newark Fire. 
*New Hampshire. 
*New Jersey Fire 
*New York Und. 
Niagara-Det. Und. 
*Niagara Fire. 
ae Deutsche. 
*N. & Eng. 


‘NB a M,N. Y. 


*Northern, Eng. 
North River. 

*N. W. F. & M. 
*Norwich Union. 
Occidental, N. M. 
*Orient. 
*Osage. 
*Palatine. 

Pelican. 
*Pennsylvania. 
People’s National. 
*Philadelphia Und. 
*Phoenix, Ct. 
Phoenix, Eng. 
Providence Und. 
*Providence Wash. 
*Queen., 

Richmond, N. Y. 
Roch. Ger. Und. 
*Royal. 

Royal Spemanes. 
*Scotch Un 
Scottish u "& N. 
Sovereign. 
*Springfield. 
Standard, Ct. 
State, of Eng. 
*State, Neb. 

*St. Paul F. & M. 
Sun, Eng. 

Sun, La. 

Sun Und. 

Svea. 

Union, N. Y. 
United Firemen’s. 
United States. 


United States Und. 


* Westchester. 
Western, Can. 
Western Reserve. 
West. & Atlantic. 


*Woodmen Fire, Neb. 


SOME LOCAL EVENTS 


The agency of the Mechanics will go 
to Herrick, Auerbach & Vastine in Chi- 


cago, Oct. 1, 


Moore, Case, Lyman & Hub- 


bard retaining the Lumbermens. 

A committee of the Chicago Board of 
Underwriters has agreed with a com- 
mittee from the board of trade on a new 
form covering grain and provision prod- 
ucts sold on the board, under which the 
insurance will follow the sale for a suffi- 
cient time after the sale to enable the pur- 


chaser to mak 
for insurance. 
the change at 
meeting. 


e his own arrangements 
The board will vote on 
the October quarterly 





x. 8S. Wilson--H. S. Wilson, manager of 
the Sovereign Fire of Toronto, has been 





elected president of the Acme Fire of 
fowa, representing the Toronto interests 
that have secured control of the com- 
pany. G. A. Doerfier will remain as sec- 
retary in charge of the underwriting. 





OHIO AND WEST VIRGINIA 


TROUBLE BREWING AT DAYTON 


Likely That Issue Will Be Forced Over 
the Local Board’s Rule 
on Solicitors 











There is a lively time on among 
members of the local board at Dayton 
regarding the solicitors taken over fol- 
lowing the reinsurance of the Cooper, 
by the local agency of Bell & Hoskins. 
There were some thirty or more solici- 
tors attached to the Cooper’s local of- 
fice, controlling a fine lot of business. 
The Cooper was not a member of the 
local board, but Bell & Hoskins are. 
The board limits solicitors to four for 
each agency. Bell & Hoskins so far 
have not reduced the number taken over 
and some of the other agents are 
threatening to force the issue. 

It is stated that one of the local com- 
panies made overtures to some of the 
Cooper’s solicitors, but the North Brit- 
ish soon made it known that it would 
not tolerate any interference and the 
subject then was dropped. 


INCENDIARISM ON INCREASE 
Ohio Fire Marshal Finds Record Worse 


Than Last Year, Notwith- 
standing Hard Work 











Fire Marshal John W. Zuber of Ohio 
and his deputies over the state are ask- 
ing themselves what is the cause of the 
increase of incendiary fires in Ohio this 
year. It is very large, and the year’s 
total probably will set a new and dis- 
creditable record. Last year there was 
a considerable reduction in the number 
of cases of incendiarism, but this year, 
though the department has worked as 
hard to get convictions and prosecuted 
firebugs relentlessly, the work seem- 
ingly hasn’t resulted in an abatement of 
arson. 

Though Columbus has had a number 
of cases of this kind, it has not been a 
serious offender, but other cities have 
been heavy contributors to the fire loss 
through wilful destruction of property. 
One theory that has been advanced is 
that all parts of the state have not beén 
prosperous. In a number of cases it 
has been found that merchants have set 
fire to their stores. Investigation de- 
veloped that the reason was that busi- 
ness was dull. Through careless fire 
insurance agents properties were over- 
insured, and then followed fires, not al- 
always successful from the viewpoint 
of the firebugs. 

Cases of this kind have proved easier 
of detection than those which grew out 
of malice, wherein another person did 
the firing. Inquiry develops the busi- 
ness condition of the man who fires his 
establishment, thus supplying the mo- 
tive. The rest is comparatively easy. 
There are a few counties in the state 
which give the department much trou- 
ble. Grand juries will not indict, even 
when an accomplice has confessed, and 
in a couple of cases have refused to 
hear the evidence adduced. These 
counties are considerable of a discour- 
agement to the department, which also 
is handicapped in other ways. 





Mizer Sells His Agency 
W. A. Mizer, the veteran local agent 
at Coshocton, Ohio, has sold his 
agency and will retire. Jacobs & Arm- 
strong are the purchasers. 


Gas Struck at Ashland 


Some of the agents in Ashland, O., 
are notifying companies that gas wells 
are being driven near residences. Com- 


Send Your Cincinnati Business 


Cgnncctiont,, ppuscerisentts 
State ompany 








Paw 


Earls & Johansing 





CINCINNATI 


Ist National Bank Bldg. 





Richland Mutual Insurance Company 


MANSFIELD, OHIO 








BUSINESS CONFINED TO OHIO R. SMITH, Secretary 


The Central Manufacturers’ Mutual Insurance Company 


VAN WERT, OHIO Organized 1876 


Cash Assets---$537,88 1.36 Cash Surplus---$327,946.3 1 


H. V. Cc. A. L. PURMORT, Secretary. 











OLNEY, President. 





KNOX COUNTY MUTUAL INS. CO. 


MT. VERNON, 
CASH SURPLUS $164,310.42 
BUSINESS CONFINED TO OHIO 
H. H. GREER, Secretary 


OHIO 
ORGANIZED 1837 


W. A. BOUNDS, President 











Organized in 1903 


Ohio Underwriters Mutual Fire Insurance Company 


COLUMBUS, OHIO 
Columbus Endorsement Spreads AGENTS WANTED 


Dayton Mutual Fire 
Insurance Co., "éni0™ 


OHIO 
B. C. COLEMAN, Secy. 


Confidence Abroad 


E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


THE 
Mansfield Mutual 
Fire Insurance Company 


OF MANSFIELD, OHIO 


Insurance . $4,716,161 
Premium Notes . 667,871 





Conservative and Careful Management. 
A Recent Examination by the INSUR- 
ANCE DEPARTMENT Sbkows Our Con- 
dition. 


AGENTS WANTED 
Address Home Office. 





An Agency Company 


Business Confined to Ohic. 
ENDORSED AT HOME APPROVED ABROAD 


THE PITTSBURG H CASUALTY COMPANY 
ACCIDENT, HEALTH, PLATE GLASS INSURANCE 
Surplus and Reserve to Policy Holders, $178,746 
Write for attractive Agency Propositions in Pennsylvania, Ohio, West Virginia and New Jersey 
JOHN M. BOGGS, Sec’y and Gen'l Mor. 


HUDSON UNDERWRITERS 
AGENCY OF THE 
Lumber Insurance Company of New York 


CAPITAL, $400,000.00 
S42 William Street 











NEw YOorRE 


HEAVY VALUED RISKS 
At Tariff Rates Only 





Sa yan 


we 





LOSSES PAID OVER $300,000 
Prompt Service by Mail or Wire 
W. H. MARKHAM & CO., MGRS. - - ST. LOUIS 


Pittsbure Underwriters 


IRVAN NECKERMAN, Manager Commonwealth Bid¢., PITTSBURG, PA. 





ERWRITTEN BY COMBINED SZ ATEMENT. JAN, 1, 1911 
ia Fire Ins. Co., of Pittsburg, Pa Capital, 700,000.00 
Humboldt Fire Ins. Co.. of a. Net Gentes, oa = - 1,780, 166.00 
National-Ben Franklin Ins. Co., . Pa. Assets, - - - 7,060 ,043.00 
Teutonia Fire Ins. Co., of Allegheny, Surplus to Policyholders, - =  3,480,166.00 


HOWARD STEPHENSON, F. H. WESTMEYER, G. R. MANDERBACH, Special Agents 
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panies as a rule recognize the added 
hazard and are ordering policies on ex- 
posing property cancelled. Some wells 
are being driven in back yards and 
vacant lots. 





WILL NOT DISTURB ANNEXES 


Agents at Cleveland Decide That Noth- 
ing Can Be Done at Pres- 
ent Time 








Cleveland, Ohio, Sept. 26—(Special)— 
It is possible that nothing further will 
be done here at present in regard to 
annexes, as the system of doing busi- 
ness has gone so far that almost any 
move made would result in complica- 
tions. Some insurance men look upon 
the matter as a proper subject for legis- 
lation or for the action of the insurance 
departments, rather than for agents’ or- 
ganizations, and believe the time is not 
far distant when it willl be necessary 
to capitalize annexes if they are to con- 
tinue in business. It is believed that in 
the case of some of them, the liability 
of the companies themselves will be so 
increased that they will suffer and this 
alone will cause them to be considered 
by the lawmakers. 


It is said that the Barry Brothers 
Company, which was expelled by the 
Insurance Exchange some time ago, 
will ask for another hearing. With the 
exception of two which made a change 
several weeks ago, their companies 
have supported them and nothing fur- 
ther is looked for in that direction. In 
all probability another hearing will be 
granted if requested. 


A suit was brought by a property 
owner several days ago to prevent the 


state fire marshal from causing a house; 


which had been condemned, fo be torn 
down. It is probable that the constitu- 
tionality of the new law giving this au- 
thority to the fire marshal will be test- 
ed. Cleveland needs the cleaning up 
intended by the state fire marshal just 
as badly as any other city, and it would 
be a disappointment to the insurance 
men if the law does not stand the test. 





Ohio Agency Appointments 
Aetna—Melvin Goddard, Orwell; 
Heskett, Bethesda; Mrs. L. A. Trader, L. 
H. Zeter and H. W.. Denman, Cincinnati; 
C. W. DeRodes, Van Buren; N. L. Crist, 
Millersburg; W. . Waters, !Madison; 
Charles Varner, Continental; C. H. Inger- 
—. Middlepoint; W. E. Kerr, Grand Rap- 

s. 


Alliance—J. M. Bechtol, Norwalk. 

Allemania—Jacobs & Armstrong, Cos- 
hocton; T. J. Campbell, Toronto; U. S. 
Saunders, Shreve. 

Amer. Cent.—F. L. Kerr, Painesville. 

American, N. J.—E. H. Conoway, Card- 
ington; Carr & Lynn, Zanesville. 

Atlas, Eng.—C. A. Trinter, Vermilion; 
Samuel bs Cincinnati; F. 4 a. 
Oberlin; C. D. Smiley, Mt. Gile 

Sostea cE "HL Pollock, Mt. Gilead: The 
Cottle Company, Warren. 

Buff. Coml.—cC. I. Anderson, Hamilton. 
on™ German—C. I. Anderson, Hamil- 
on. 

California—L. E. Bilyen, 
Davis Webb, Hamilton. 

Coml. Union, Eng.—DeWald & Caltey, 
Crestline; E. D. Barber, Painesville. 

Continental—Cc. A. Trinter, Vermilion; 
Edge & Edge, Washington C.'H.; H. U.G. 
Weaver, Roseville; L. E. Ewing, North 
Baltimore. 

Delaware—George Theobald, Cleveland. 

Dixie—F. C. Fritzinger, Ashland; C. E. 
Maxwell, Defiance; S. T. Mikkleson, Canal 


over. 
Shaffer, Tiffin; 


R. C. 


Cambridge; 


Empire City—W. M. 
Hunnicutt & Vallance, Columbus. 


Fidel. Und.—Smith Bowman Company, 
i mr McGinnis & Friesner, Middle- 


Ger. Alli—Roy Degler, Dayton. 

Ger. Amer., N. Y.—H. J. Reichert, Bur- 
kettsville; Eyman Realty Company, Lan- 
caster; Roy Degler, Dayton; L. D. Koh- 
ler, Oakwood; A. Scharf, Cloverdale. 

German, W. Va.—Prall & Horn, Belle- 
fontaine. 


Germania—c, C. North, Madison. 














ORGANIZED-1851- 


AGENTS WANTED IN OHIO 


“NATIONA 


INSURANCE 
COMPANY 


o CINCINNATI 


G. W. POHLMAN, JR., President 
E. A. WINTER, Secretary 





O 


- 


IO FARMERS IN SURANCE CO. 


LE ROY, OHIO 


Organized 1848 


_POINTS EMPHASIZING INDIVIDUALITY 

The loyal support of an intelligent, trustworthy agency force. 

The prestige of long continued fair dealing with its patrons. 

The democratic spirit permeating its entire organization. 

The quality of its assets. 

Its steady, healthy growth. 

Not erratic in its business policy. 

JAMES C. JOHNSON, President; W. E. HAINES, Secretary; F. H. HAWLEY, Treasurer 





Girard—Dow Bretz, Napoleon. 

Hanover—Hicks & Orebaugh, London; 
J. V. Wilson, Marion; W. E. Evans, Chil- 
licothe. 

Hartford—F. B. Cotner, Lafayette; R. 
C. Heskett, Bethesda; Miss Clela Johnson, 
Coshocton; Samuel Bigger, Smithfield; W. 
W. Waters, Madison; E. K. Terwilliger, 
Antwerp; Haynes & Caldwell, Niles; A. 
B. Tisher & Co., Marietta; L. E. Ewing, 
North Baltimore. 

as. H. Spaulding, Steuben- 
ville. 

State of Pa.—W. S., Miss M. V. and Miss 
Zella Burkett, Fremont; Jacobs & Arm- 
strong, Coshocton. 

Mich. F. & M.—Grant Funk, East Liv- 
erpool; C. D. Rice, Celina. - 

Milw. German—Jean Josselyn, Elyria. 





New Sofa Pillow Hazard 


A novel fire insurance hazard is re- 
ported from Ripley, Ohio, where fire 
started, apparently from spontaneous 
combustion, in a sofa pillow stuffed with 
a substance known as kapok. This is a 
form of thistle imported from the West 
Indies, and if the fire was due to the 
material itself it must contain enough 
vegetable oil to generate spontaneous 
combustion. The circumstances of the 
fire have been very carefully investigated 
and it is declared that no fire of any 
kind was near the pillow and that spon- 
taneous combustion is the only explana- 
tion.—Record-Herald. 





OHIO NOTES 


Marcus Westerman, William Wester- 
man and H. J. Wilbur have formed a 
partnership in the insurance business at 
Youngstown, Ohio. 

The stork has just paid its fifth visit 
to the home of “Joe” Rielag, chief clerk 
in the office of the C. Gordon Neff Com- 
pany in Cincinnati. 

A deputy of the Ohio fire marshal’s 
office has arrested Charles Phillips, aged 
15, son of James Phillips of Washington, 
Cc. H., on a charge of setting fire to the 
$10, 000 stock barn of Charles Mark, a 
horse breeder, west of that city. Young 
Phillips, who had been warned off the 
place, was seen leaving the barn just 
before the fire was discovered, and 
watched the progress of the flames from 
a hill a mile away. Fire Marshal Zuber 
and his deputies are investigating a fire 
last week in the plant of the Norwalk 
Motor Car Company, at Norwalk. It has 
developed that following the fire large 
quantities of oily rags were found, scat- 
tered where they would practically form 
a train of inflammables to various parts 
of the plant. 





WEST VIRGINIA NOTES 


The fire loss in West Virginia for 
August, according to the state fire mar- 
shal’s report, was $52,212. 


KEYSTONE UNDERWRITERS 


OF PITTSBURG, PA. 
Underwritten by the following companies: 


German Fire Insurance Co. 


German American Insurance Co. 
All of Pittsburg, Pa. 


Union Insurance Co. 
Western Insurance Co. 


Sn my kghhskilens es nvekanniete gsecwaend . seo genee 
NE EE a rr eae ea entae 2 ,037,878. 
Surplus to Policyholders..................... ,488 082. 
JASPER 2S hd Reliable Agents Wanted HENRY WACHTER 
Ailance, Ohio ee ee 218 Fourth Ave., Pittsburg 





OHIO AGENTS WANTED 


United States Underwriters Policy, Capital $1,350,000. Assets over $5,300,000 
North River Insurance Company, Capital $350,000. Surplus $604,707 
Empire City Fire Insurance Co., Capital $400,000. Surplus $226,000 
United States Fire Insurance Co., -Capital $400,000. Surplus $271,711 
Nassau Fire Insurance Company, Capital $200,000. Surplus $225,041 
Richmond Fire Insurance Company, Capital $200,000. Surplus $101,607 


F. F. MURRAY, Special Agent 


911 Commercial Tribune Bldg. CINCINNATI, OHIO 
LONG DISTANCE PHONE, CANAL 190 





R. P. CHEW, President R. W. ALEXANDER, Secretary 






Cash C. ' 
$300,008 00" a A Ara oP licynolders 
, $438,860.21 


GHARLES TOWN, WEST VIRGINIA, 


FOR AGENCIES IN ILLINOIS, INDIANA AND OHIO, ADDRESS D. M. TANNER, SPECIAL 
AGENT, RICHWOOD, OHIO, OR HOME OFFICE. 





Companies recently admitted to West 


Virginia are the Michigan F. & M., West- 
ern & Atlantic Fire, and General Fire of 
France. 





Automobile Insurance 


Liability — Property Damage — Collision — Fire — Theft 
Agents Wanted for Ohio 


NEALE BROS. & CO., Cleveland 











Capital - $100,000 
25,000 


Surplus - 


LIVE STOCK INSURANCE 


presents splendid opportunities for 
ACENTS’ ATTENTION 
Unoccupied territory in Indiana, Illinois, Ohio and Michigan. 


Liberal contracts. 
MULE Ss 


wezees | NATIONALLIVESTOCK 
ae INSURANCE CO. 


DEATH OR THEFT! Majestic Bidg., Indianapolis. Ind. 





HORSES 
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MICHIGAN AND INDIANA That system fitted the time but it LOCAL AGENTS! WE CAN HELP YOU 
doesn’t go now. with Big Risks. A; and Inventories of Sound Values made. Working with 
— us brings you SATISF CUSTOMERS and obviates danger from competition. We 
Card of Thanks—Last week we had 


COMMENTS BY OLD DETROITER 


Dean Schedule Did Not Reduce Rates 
in His Town—Sympathy from 
Louisville Friend 








Detroit, Mich., September 26—(Spe- 
cial Correspondence)—We noticed in 
Tue WEsTERN UNDERWRITER that some 
agents in localities where they have just 
commenced to apply the Dean schedule 
have a kick coming because it lowers 
rates. We wish we had these fellows 
here who know how to apply the Dean 
schedule in the same way. Our experi- 
ence has been that in most cases the 
Dean schedule raises rates. Perhaps 
this may be explained by saying the old 
system was largely a guess proposition 
and the pressure brought to bear on the 
man who did the guessing by both the 
agent and the assured made the rate too 
low. Anyway, our friends, the agents, 
feel that Mr. Dean put one on them 
when he got up his system and began 
to apply it in Detroit. Of course, to- 
day the rates made are only for ex- 
ample, not for application. 

To Test Thermostat—Edward Crok- 
er, former head of tne New York fire 
department, is coming to Detroit this 
week to demonstrate the efficiency of a 
new automatic fire alarm device or ther- 
mostat. He will personally supervise 
the installation of the system on the 
steamer Eastern States. As soon as it 
is in place it will be demonstrated be- 
fore the officials of the Detroit & Cleve- 
land line. The contrivance is simply a 
copper wire the size of a lead pencil or 
smaller. On the boat it will be strung 
through all the staterooms and at other 
points where fire is apt to break out. 
The wire, when heated by an open 
flame such as a burning newspaper or 
gas jet, automatically rings a fire 
alarm. 


Times Are Changing—A very good 
insurance paper said a few days ago the 
old fellow could not compete with the 
new agent. He had his ideas of how 
things should be done and would not 
change. In other words, you can’t learn 
an old dog a new trick. I think in a 
manner the proposition is right. Cer- 
tainly to follow the business these days, 
a man has got to be a thinker as well as 
a worker. The days when a man gave 
his insurance to a certain company have 
passed just as the time has passed when 
he gave it to a certain agent. It is 
true some of the old time insurance 
buyers stick to the old agent, but even 
he has got to get a little of the mod- 
ern way of doing things into his sys- 
tem or the first thing he knows he’s out. 
Of course this does not apply to agents 
for insurance companies alone. This is 
the day of hustling. I had a talk with 
an old time merchant a few days ago. 
He had given up business simply be- 
cause he could not adjust himself or his 
business to the modern system. There 
is no doubt things have improved. 
Some of the old time, honest fellows 
can’t see it that way, but they have had 
their day and now it is their privilege to 
tell how they used to do business, just 
as some of the old fellows tell our boys 
how we did things when we were boys. 








a street car strike which lasted about 
twenty-four hours and caused lots of 
trouble when there was nothing doing 
in the street car riding line. A very 
good friend of ours who lives in Louis- 
ville, Ky., heard there was trouble of 
the kind above stated and knowing that 
all the means we had for going or com- 
ing was our own walking apparatus, 
sent us the following: 

“When I think of your being reducec 
to walking for your living in your old 
age—walking, not working—it wrings 
my heart. I don’t care a d——n about 
Guenther who is rich,. arrogant and 
handsome; but for you, poor, humble 
and plain as hell—even though pic- 
turesque—I feel that life has been a 
glued oyster to you too much. I see 
the d——d motorman is kicking for two 
cents an hour more. Inclosed find the 
necessary two cents in the understand- 
ing that it certainly cannot take you 
longer than half an hour each way to 
and from your office. Give it to the mo- 
torman and solve this difficulty, besides 
saving your shoes for the coming win- 
ter. 

We got all ready to tender the stamp 
inclosed, but found that some influential 
fellows got ahead of us and settled the 
matter. Ordinarily the proper thing to 
do would be to thank our friend pri- 
vately for his kind solicitude and gener- 
ous donation, but we think it worth 
more than private thanks, therefore we 
thank our generous friend through the 
press. 


Value of Meeting—Next week a good 
many agents, not field men, will be 1n 
Chicago to attend the Northwestern 
meeting. This meeting should produce 
good results. I understand the papers 
are not to be so deep as to cast a gloom 
over the assemblage but will be of a 
modern make-up and with some good 
cheer in them. Aside from the knowl- 
edge the men who attend get from the 
papers, there is another feature which 
commends itself in these annual gather- 
ings—exchange of thought, and getting 
better acquainted. The trouble with 
most of us is that we don’t know each 
other well enough. The E. M. F. Auto- 
mobile Company has just spent over a 
hundred thousand dollars gathering to- 
gether in Detroit every sales agent it 
has in the United States. They got the 
news from Maine to California and after 
a number of days discussing what was 
good for the business, also having a 
little pleasure mixed in, they went 
home prepared for a harder campaign 
than ever. It pays to get together even 
though the companies foot the bills. 

It Makes a Difference—Another joy 
belonging to the insurance man is in 
the shape of a proposition which runs 
as follows: Amount of insurance car- 
ried, $170,000; rate, $2.144. Premium 
comes around yearly and looks awfully 
good. The sprinkler man gets his eagle 
eye on the premises and they sprinkle, 
but before the job is completed the 
business is written at the old rate, with 
a provision, however, that should there 
be no fire from the date the policies are 
written to the time the plant is equipped 
the policies will take the sprinkled rate, 








DETROIT, MICH. 


KReedeeecevecwes ed $1,372,882.79 


E. J. BOOTH 





M. W. O'BRIEN 
President Vice-President 


THE MICHIGAN 


Fire and Marine Insurance Company 


HAS BEEN FURNISHING HONORABLE FIRE 
INSURANCE INDEMNITY FOR THIRTY-ONE YEARS 


It has paid $6,179,000.00 in losses. 


IT 1S ONE OF THE STAUNCH AND RELIABLE COMPANIES IN THE WEST 


RE rea $400,000.00 


H. E. EVERETT E. P. WEBB 
Secretary Ase 't Secretary 








are always glad to help with suggestions as to forms. 
Write Us... THE POLICY HOLDERS S SERVICE € ADJUSTMENT CO. 


J. R. SUTTON, President DETROIT, MICH. 
Fire Protection ENGINEERS ADJUSTERS FOR THE ASSURED 














FIRE, TORNADO AND AUTOMOBILE 
INSURANCE 


Michigan Commercial 


Insurance Company 
Lansing, Michigan 


Total Assets ° 


$1,112,949.43 
Surplus to Policy Holders ° ° 


486,266.52 


F. A. Hooker, President 
B. L. Hewett, Ass’t Secretary 


Robert Henkel, Vice Pres dent 
A. D. Baker, Secretary 
Ralph Rawlings, Ass’t Secretary 


























AMERICAN UNION FIRE INSURANCE 
COMPANY @g Philadelphia 


ELECTED A UNION COMPANY 
AT NIAGARA FALLS MEETING 


Good Agents Wanted 


BLACKMAN, GLASS & COOK 


DETROIT General Agents MICHIGAN 


GEORGE M. COBB é CO. 


FIRE & LIABILITY INSURANCE 
NEWTON CLAYPOOL BLDC., 











INDIANAPOLIS 
EXPERT SERVICE 














ASSETS $1,083,959.55 ORGANIZED 1853 


LOSSES PAID $9,593,145 


THE FARMERS’ FIRE INSURANCE CO. 


OF YORK, PENNA. 
W. H. MILLER, President A. S. McCONKEY, Sec’y & Treas. 


THE LARGEST AND OLDEST GENERAL AGENCY IN OUR FIELD 


BIERCE & SAGE 


Whitney Opera House Bldg., DETROIT, MICH. 
GENERAL AGENTS FOR 
Concordia of Milwaukee, for Michigan 
North River of New York, for Michigan and Wisconsin 
Empire City of New York, for Michigan and Wisconsin 
Nassau of New York, for Michigan and Wisconsin 
German of Pittsburgh, for Michigan and Wisconsin 
Dixie of Greensboro, for Michigan, Wisconsin and Ohio 
Ben Franklin Underwriters, for Michigan, Wisconsin and Ohio 
Monongahela Underwriters, for Michigan 


Agents wanted at points where not now represented 


ORIEN T Tht CONCORDIA FIRE 


INSURANCE COMPANY 
INSURANCE OF MILWAUKEE, WIS. 


SURPLUS $523,622.54 











COMPANY Cash Capital -  - $800,000.00 
Reinsurance Reserve ~ ee ss 
Reserve for all other Liabilities 181,543. 

a Surplus to Policyholders 530,308.94 
Total Assets aad ad 1,644,638.80 





Steen 


CHARLES E. DOX 


MANAGER 


STATE AGENTS: 
«747 M. onan, We Women’s Temple, Chicago, 


ic Indiana 
1 Ohio, for Ohio. 
P, NORRIS, Columbus, O io, nity, Mo., fot 


Oklah and 

AE. CLARE, Des Moines, Ia., for Iowa and Ne- 

E. G. FORD, Seattle, Wash., for Washington aof 
Oregon. 





39 S. La Salle St., Chicago, I!1. 
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which is $0.3923. We didn’t have much 
but what we did have we must give up. 
We don’t blame the man who owns the 
property, nor the man who builds 
sprinklers. The fellow we don’t like is 
the one who forced: us to give up all 
the good money we thought was ours, 
but that is the way things are being 


HOTEL EUCLID 


Euclid Ave., Huron Road & E. 14th St. 
CLEVELAND, OHIO 





Five minutes walk from 
center of Insurance district 


EUROPEAN PLAN 
$1.50 Per Day and Upward 
on FRED S. AVERY 

When in Cincinnati stop et the | 


GRAND HOTEL 


Insurance Men’s Headquarters 


Cuar.es H. Mitier, Manager 











An increasing number of Insurance 
Men are stopping at “‘The Grand” 








BEW QUARTERS THE BUSINESS MEN'S CLUB 
STRICTLY FIREPROOF 


iti BREVOORT 


Chicago, Illinois 


MOST MODERN EQUIPMENT 
UNEXCELLED RESTAURANT 


On Madison St., near La Salle 


One minute from the Insurance District 


The Patronage of Insurance Men 
Is Solicited 


Fire Association of Philadelphia 
Office, 407-409 Walnut Street 
Organized Sept. 1, 1817 

E. C. IRVIN, President 
THEO. H. CONDERMAN 


V. P. 
M. G. GARRIGUES, S. and Treas. 
N. KELLY, JR., Asst. Sec’y. 


Incorporated March 27, 1820 
Charter Perpetual 


Losses paid since organization 





OR es OR 35,000,000 
ee ee 750,000 
Assets Meivcwschasadnee ests 8,767,555 





Do You Need a Safe? 


THE WESTERN UNDERWRITER 
has arranged with one of the standard 
manufacturers to handle its line for the 
insurance trade. Interiors built especially 
for insurance offices without extra charge 
and our prices are lower than at your 
local dealer’s. 

If you haven't a safe, you need one. 

Let us send you our catalogue. 


The Western Underwriter Company 


Supply Department 
CHICAGO CINCINNATI 





done these good days. But our sorrow 
is small compared with the fellow who 
had the big end of the deal. In this 
case, consolation lies in the fact that 
we had only a small part of the line and 
have to return accordingly. 

Op DETROITER. 


BOOMING FIRE PREVENTION 








Enthusiastic Meeting Held in Indian- 
apolis to Promote the Cause 
Throughout the State 





John B. Cromer, state agent of the 
Home in Indiana, asked the local agents 
of the state to meet with the members 
of the Indiana Fire Prevention Asso- 
ciation Monday in Indianapolis and 
many of the leading local agents of the 
state and of Indianapolis responded. 
The purpose was to ascertain what the 
men representing the fire insurance 
companies in the state were prepared 
to do to help make Oct. 9, fire preven- 
tion day, in Indiana, the success which 
it promises to be. Governor Marshall 
has issued a proclamation asking the 
people to set aside this day. 

The officers of the Indianapolis Trade 
Association, which is taking active in- 
terest in the movement, are consulting 
with the state board of education, as to 
the part the school children all over the 
state will take in the observance of 
the day. Their proposal is to have a 
set program of half an hour or so, in 
which the attention of the children 
will be called in an interesting and 
practical way to the matter of fire pre- 
vention. City and county officials and 
the commercial bodies of the state will 
also be asked to do definite and vital 
things in the right direction, Oct. 9. 

At the agents’ meeting, Monday, 
speeches were made by Mr. Cromer, 
by Richard Lieber, now well known to 
the insurance men since his activity 
in behalf of getting lower rates in In- 
dianapolis and by several of the lead- 
ing members of the Indiana Associa- 
tion of Local Agents, including Presi- 
dent Kirkpatrick. A resolution was 
passed binding the insurance represen- 
tatives of the day to do all in their 
power to carry out the Governor’s rec- 
ommendations and start the universal 
fire prevention campaign with the vigor 
that its importance deserves. 





Indiana Agency Appointments 
Ger. Amer.—Test & Buckley, Peru. 
Girard—Troutman & Finn, Huntington. 
Humboldt—H. E. Rosencrans, Greens- 

burg; W. R. Goldsmith, Elwood. 

State of Ill—H. A. Hodapp, Seymour. 

Mich. Coml.—O. A. Johnson, Hobart. 

Mech. & Trad.—M. B. Rockwell, Crown 
Point; Smith-Bader-Davidson Co., Gary. 

Natl. Ben Fr.—The Cronin-Townsend 
Agency, Hartford City; Richmond Insur- 
ance Agency, Richmond. 

National, Ct.—A. M. Smith & Bro., Ot- 
terbein; McNair Insurance Agency, Mar- 
tinsville; J. W. Robb & Son, Clinton. 

Nationale, France—J. J. Brandon, In- 
dianapolis. 

New Jersey—Home Protection Service 
Company, Indianapolis. 

N. W. Natl.—cC. F. Baxter, Knights- 
town; D. C. Gimason, Greenfield. 

Old Colony—A. McM,. Creed Company, 
Inc., South Bend; G. W. Worley, War- 
saw. 

Reliance, Pa.—Warsaw 
Company, Warsaw. 

Royal Exchange—American Trust & 
Savings Bank, Hammond. 

Citizens, Mo.—John Held, Williamsport. 

Commonwealth—E. S. Emerine, Ham- 
mond; R. V. Zimmerman, Alexandria. 

Delaware—Warsaw Investment Com- 
pany, Inc., Warsaw. 

Firemens—Howe & Pfrimmer, Bloom- 
ington. 

Franklin, Pa.—N. W. Freeman, Paoli. 

General—American Trust & Savings 
Company, South Bend. 

Globe & Rut.—J. L. Smith, Jasonville. 

New Hamp.—J. T. Shimer, Indianapolis. 

Nord Deutsche—Duke Bros. & Co., Ko- 
komo; J. J. Pauley & Son, Fort Wayne. 

N. W. Natl.—F. L. Lough, Remington; 
Frank Davis, Brook. 





Wanted ! A position as special agent in Illinois for good strong 





Company. Would like to travel two weeks out of | 


the month, but can work all the time if necessary. Have had ten years 
local agency experience and one year’s experience as special agent. Can 
furnish references as to ability, etc. Address, &§1-IB care The Western 


Underwriter. 


Investment- 


The Indiana and Ohio 


Live Stock Insurance Company 
OF CRAWFORDSVILLE, IND. 


Organized in 1886 Cash Paid-up Capital $200,000.00 


Assets Almost a Half Million Dollars 


4 Producing agents wanted in all unoccupied territory where the company is 
writing business. It pays to sell live stock insurance if you represent the ‘Indiana 
and Ohio.”’ Promptness and fair dealing make it popular with farmers and stock- 
men. Our system of advertising is helpful to the agent. Write Home Office at once. 


INDIANA AND OHIO LIVE STOCK INS. CO. 
Crawfordsville, Ind. 


TO INDIANA AGENTS 


Indiana Millers Insurance Company 
INDIANAPOLIS, INDIANA 


THE SPECIAL HAZARD COMPANY 
ORGANIZED 1889 


Capital, $100,000 Surplus, over $300,000 


SPECIAL HAZARDS OUR SPECIALTY 


We assist our —_— in securing Bus‘ness. 
No annexes—Single Agency Guaranteed. 


E. E. PERRY, President 


JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 

















Write us NOW 








ALEXANDER N. STEWART, President 
S. LAURENCE BODINE, Vice-President 
SAMUEL W. SCOTT, Secretary . 














Ohe 
K SHIRE INSURANCE CO., LTD., 
OF YORK, ENGLAND 
Is now entering the Eastern States for Agency Business, appointing Representatives 
in the principal cities. and will soon be prepared to consider other territory. 


ESTABLISHED 1824 


The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not here- 
tofore represented in the United States. 


Ample funds have been furnished for purposes of United States deposit and 
investment. 
FRANK & DU BOIS 


NEW YORK LIFE INSURANCE WILLARD 8S. BROWN &CO 





U. S. Managers AND TRUST CO. Metropolitan District Managers 
47 William St., New York U. S. Trustee New York 1 Liberty St. New York 
F. E. EENASTON, Pres. C. W. RANSOM, Vice-Pres. JOHN H. GRIFFIN, Sec’y and Treas 


CONSOLIDATED 


Fire & Marine Insurance Company 
MINNEAPOLIS, MINN. 





JANUARY 1, 1911 


Ns ik ai cnt deek bh inbiws kee tee eens $367,185.71 
Liabilities (except capital) ........ Rae Py : 144,611.04 
Policy Holders’ Surplus.......... nilee 6 sone 222,574.67 
Net Premiums Received, 1910...... nln hg odie 139,948.15 





Net Losses Incurred, 1910 66,591.33 
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Phoenix, Eng.—G. V. Cain, Scottsburg. 
Royal Exch.—J. T. Woodward, Bloom- 


ington. 
Pa.—W. R. Goldsmith, El- 


Teutonia, 
wood, 
Western, Can.—J. H. Reeves, Greenfield. 





Michigan Agency Appointments 

Maryland Motor Car—W. H. McBryan, 
Detroit. 

Mercantile—C. J. Tolonen, Hancock; R. 
R. Gale, Hart. 

Mich, Coml.—F. H. Williams, Allegan. 

Mich. F. & M.—G,. A, Fuehr, Tower; A. 
A. Leonard, Detroit. 

— Natl.—Bassett & Smith, De- 
roit. 

Milw. Mech.—A. B. Krieger, Petoskey; 
N. J. Stone, Petoskey; Joseph Galipeau, 
Laurium; F. J. Sherman, Calumet; E. E. 
Warner, Chassell; G. H. Kellow, Paines- 
dale; William Fitzpatrick, Hubbell. 

Natl-Ben Fr.—W. F. McCorkle, Detroit. 

Natl. Union—A. H. Phinney, Detroit; 
F, C. Heide, Highland Park. 

Old Colony—Citizens Insurance Agency, 
Lansing. 

Orient—M. J. Shaw, Grand Rapids; 
Snedicor & Hatch, Detroit. 

Peoples Natl.—C. T. Warner, Benton 
Harbor; Canavan & Weber, St. Joseph. 


Phoenix, Eng.—E. N. Barnard, Grand 
Rapids. 

Phoenix, Ct.—Banister & Glascoff, 
Springport. 


Prov. Wash.—Patch & Lincoln, Jack- 
son; Davis Real Estate Exchange, Battle 
Creek; Lawrence Hollander, Kalamazoo; 
W. O. Phillips, Owosso. 

Reliance — Alexander Bongiorno, De- 
troit; Crego Realty Company, Mt. Clem- 
ens. 

St. Paul—E. J. Bergman, Bark River. 

Aetna—Banister & Glascoff, Springport; 
J. W. Bell, Indian River; J. C. Riggs, 
Pittsford; W. G. Ripley, Linden; G. L. 
Davis, Hamilton. 

Allemannia—W. F. Wallace, Saginaw. 


American, N. J.—W. C. Stiff, Burton; T. | 


D. Meddick, Frederic. 

Amer. Cent.—C. J. Tolonen, Hancock; 
T. & W. A. Benjamin, Grand Rapids; H. 
B. Tibbitts, Vassar. 

Atlas, Eng.—F. C. Arms, Grand Ledge; 
Townsend & Greenfield, Marshall; Loren- 
zo Webber, Portland. 

Boston—-H. L. Murphy, St. Joseph. 

Caledonian—Bronislaus Pieganowski, O. 
A. Campbell, W. W. Gates and C. A. Mal- 
len, Detroit. 

Commercial, D. C.—H. B. Corell, Ben- 
ton Harbor; J. F. Shepherd, Cheboygan; 
E. M. Carpenter, Flint; John Sharp, Grant; 

. D. S&S. Hanson & Son, Hart; A. M. 
Fleischhauer, Reed City; Dayid Swinton, 
Saginaw. 

Connecticut—H. L. Murphy, St. Joseph. 

Delaware—John Van Den Beldt, Grand 
Rapids. 

Detroit—F. C. Arms, Grand Lodge; F. 
P. Wilber, Ypsilanti. 

Fid.-Phenix—J. T. Healy, Houghton; Le 
Roy Pearson, Port Huron; Arthur Groov- 
er, Pontiac. 

—_— Pa.—¥oung & Young, Charle- 
voix. 

General—J. W. Sutphen, Port Huron. 

Germania—The Bay City Insurance 
Agency, Inc., Bay City. 





MICHIGAN NOTES 


The Worcester Manufacturers Mutual 
of Massachusetts has been licensed in 
Michigan. 

To comply with the state law the policy 
fee rule of the Saginaw, Mich, local board 
has been repealed and other requested 
changes will soon be made. 


The Michigan Inspection Bureau has 
issued special hazard reports upon the 
following risks: Allegan Furniture Com- 
pany, Allegan; Campbell Stone Company, 
Afton; Central Lake Canning Company, 
Central Lake; Holland Gelatine Works, 
Holland; Andrew Nelson, Crystal Falls; 
Raniville Estate, Grand Rapids. New 
book of estimates has been issued for 
Afcion and Taylor Center. 





INDIANA NOTES 


Hanley & Miller at Michigan City, Ind., 
have cleared their agency. 

H. R. Erbaugh, Winona Lake, Ind., has 
sold his agency to V. M. Hatfield. Mr. 
Erbaugh has gone to New York, to be- 
come accountant for Byers Bros., who 
have one of the largest wholesale poul- 
try and hen houses in that city. 


‘tion consisting of President John H. 


IN ILLINOIS AND WISCONSIN 


SETTLED THE JOLIET FIGHT 








Connecticut and the Goodspeed Agency 
Dispose of Injunction Suit 
Against the Company 





The injunction suit of the Goodspeed 
agency of Joliet, Ill., against the Con- 
necticut Fire was settled out of court 
on Monday of this week. A committee 
of the Illinois Local Agents Associa- 


Wood, Secretary Shirley E. Moisant 
and Henry F. Arnold brought the par- 
ties together and then withdrew, leav- 
ing them to reach an agreement them- 
selves. The basis of the settlement was 
the cessation of hostilities in and out 
of court, everything being left in statu 
quo. Neither side will be required to 
undo anything that has been done. The 
injunction suit was dismissed, the com- 
pany taking on itself the court costs 
but not the attorney fees. The Good- 
speed agency agreed not to bring any 
action for damages and the Connecticut 
agreed to pay the Goodspeed agency 
the earned premium on policies can- 
celled in the war on which collection 
had not been made 





BIG BALL GAME AT MILWAUKEE 


Local Agents Beat the Specials 9 to 8 
in a Hotly Contested Fight 
on the Diamond 





The ball game in Milwaukee on Sat- 
urday between the local and special 
agents was one of the most interesting 
of the many contests that have taken 
place between the rival teams, and the 
locals now hold both the Schroeder and 
Russell cups emblematic of the cham- 
pionship. It took ten innings to decide 
the contest, which is going some in an 
amateur game as the appended score 
indicates. 

A goodly number of friends of the 
players were present to urge on their 
favorites or guy their friends with great 
impartiality. A predominant trait of 
the field men must have been apparent 
even on the diamond as one little fellow 
was heard to designate them as the 
social agents. 

The pleasure of the afternoon was 
narred by an accident to Frank Dela- 
hunt of the locals team, who broke his 
right arm while in the act of pitching a 
ball in the sixth inning. 

The following players participated: 
Locals—Soevig, Riley, Calhoun, Hug, 
Ernst, Zipter, Holzhauer, Delahunt, 
Barth, C. Roberts, Wilkinson. 

Specials—Atwater, Anderson, Cal- 
houn, Zechlin, Freedy, Miller, Munn, 
Cormany, Finney and Jackson. 

Score— 
Locals 
Specials 





A Recognition of Talent 
We see that Victor E. Bender of the 
Springfield News has secured the’ pub- 
lication of the insurance statements, 
which have heretofore appeared in the 





Journal. Victor is a toilsome soul, but 
he toiled in vain until-his partner and 
fellow sufferer, Mackey, was converted 
by Billy Sunday. This injected a vital 
streak of piety into the News and com- 


58th ANNUAL STATEMENT 


6 
oe Capital - a ” - $ 500,000.00 
Assets (to protect pelterhatdere) . + 3,761,805.29 
Net a to policyholders - . 1,800,599.27 
of MatartouneN.¥: Net Surplus to stockholders - * 1,300,599.27 
W. H. STEVENS, President JOHN Q. ADAMS, Secretary 


STUART MORGAN, State Agent, Michigan, Detroit 
N. T. JULIAN, State Agent, Ohio and West Virginia, Columbus 
GUS M. WISE, Special A ent, Indiana and Kentucky, Indianapolis 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, 159 La Salle St., Chicago 
RAYNOLDS BARNUM, State Agt., Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Neb. 


PITTSBURGH FIRE INSURANCE COMPANY 


Organized 1851 1808-11 Commonwealth Building, Pittsburgh, Pa 


CAI s vnc ceviwotesneiacesnes $200,060.00 Net Surplus...... ....-.-..-+00+++ $200,355.60 
Assets, January 1, 1911 551,793.94 Surplus to Policyholders.......... 400,355.60 
Licensed to do business in Pennsylvania, Illinois, Michigan, Ohio and Wisconsin 


R. J. WILSON, President D. C. SHAW, Vice-President R. J. MCKNIGHT, Sec’y and Treas. 
W. J. R. MAGILL, Ass’t Secretary JOSEPH H. GORDON, General Agent 


GERMAN FIRE @incinnati Underwriters 
INSURANCE Comp ANY 121 East 3rd St., CINCINNATI, O. 


. W. VA. : 
Organized in 1867 Cagentnes 2068 eee 


Cash Capital $200,000, Net Surplus $234,549.22 








COMBINED STATEMENT 


WM. F. STIFEL, President Capital - - - + = $250,000.00 
F. RIESTER, Secretary hoeta « « © «© «© © QRRseRee 
S. W. RICE, Supt, of Agencies 439,819.00 


Surplus to Policy Holders 
DANA E. LATIMER —_———__— 
Williamson Building, CLEVELAND, OHIO 
Special Agent for Ohio and Indiana 


W, IRVING OSBORNE, President 


F, A. ROTHIER, Prest. ADAM BENUS, Secty. 
R. HEINTZ, Asst. Secty. 


JAMES A, PATTEN, Vice-Pres, OTTO E. GREELY, Secretary 


CALUMET INSURANCE COMPANY 


39 S. La Sallie Street, CHICAGO 


CHICAGO’S OLDEST INSURANCE AGENCY 
B. N. Anderson, Prest. Fred E. Young, V. Pres. & Treas. W. P. Craine, Secy. 


Brown, Anderson & Young tm. 
ESTABLISHED T N 8 U R A N C E 29 So. LaSalle St. 


1862 CHICAGO 
Representing the following well known companies. 
GLENS FALLS LONDON LANCASHIRE LIVERPOOL AND LONDON & GLOBE 


EMPIRE BOSTON (Automobile Ins.) METROPOLITAN (Plate Glass) 
AMERICAN BONDING CO. (Burglary) 


Chicago business controlled by outside agents will receive especial care. 
Telephenes; Central 3008 Central 6992 


Marsh & McLennan 


SURPLUS INSURANCE 


Duluth CHICAGO OFFICE a 
Minneapolis 29 S. La Salle Street New York 


SURPLUS LINES 


For the best service and the best companies refer your excess 
lines and special hazards to 


SCHUPP & LOHMAR COMPANY 


Now at PHRORIA, ILLINOIS Arcade Bidg., 
Insurance written anywhere in the U.S. in high grade stock companies. LIBERAL CUMMISSIONS 























RETURN MAIL SERVICE 








M. C. TIFFT 


Insurance Law 
a Specialty 





901-2 Andrus Bldg. 


MINNEAPOLIS, MINN. 

















Home Fire Insurance Company of Indiana 


JOHN C. BILLHEIMER, ea 
JAMES F. JOSEPH, Vice-President and Underwriting Manager 
LYNN B. MILLIKAN, Treasurer 
CYRUS W. NEAL, Secretary 
JOHN W. HOLTZMAN and-LEWIS A. COLEMAN, Counsel 


Applications for Territory now being received 


INDIANAPOLIS 


President 
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pelled the politicians, among whom is 
Rose, secretary of state, to sit up and 

take notice. We join our congratula- 
tions with the rest of the craft in the 
- a of the News.—Peoria (lIIl.) 
tar. 


WILL STRIKE VALUED POLICY 








Insurance Men to Make a Vigorous At- 
tack on the Measure Before In- 
vestigation Committee 





The insurance men will make stren- 
uous endeavors to have the Wisconsin 
legislative investigating committee rec- 
ommend in its report the repeal of the 
valued policy law. It will be pointed 
out with the state having a state fire 
marshal endeavoring to reduce the loss 
waste, it is inconsistent to have the 
valued policy law on the books which 
the fire marshal declares is conducive 
to arson. 

It is stated that Insurance Commis- 
sioner Ekern is opposed to the valued 
pclicy law and it is thought his support, 
therefore, can be secured. The experi- 
ence with the law in all states has been 
unsatisfactory and the state fire mar- 
shals condemn it. 

No hint has been given as to what 
the questions will be that the investi- 
gating committee will send out to 
agents and companies and assured 
along the line of securing information. 





Inspect Pekin Schools 


Deputies A. H. Bogardus, Jr., and W. 
S. Hoopes, of the state fire marshal de- 
partment, have just completed an in- 
spection of the Lincoln and Douglas 
schools at Pekin, Ill. They issued an 
order upon the board of education to 
make such alterations as would permit 
daylight in all of the halls and addi- 
tional exits for the children. While 
they were inspecting the Douglas 
school eight rooms were marched out 
in perfect order, in fire drill, on to the 
ground. This quick time is remarkable 
in view of the fact that this was the 
first fire drill during this school year. 
The superintendent of public schools of 
Pekin has ordered a fire drill weekly in 
all of the city schools. 





Fire Marshal Doyle’s Report 

Fire Marshal Doyle’s report on fires 
in Illinois during August gives the fol- 
lowing data. Fires reported outside 
Chicago, 318; total value of buildings 
involved, $1,120,669; damages to build- 
ings, $310,838; value of contents, $443,- 
445; damage to contents, $216,097; in- 
surance on buildings, $276,312; insur- 
ance on contents, $281,912; losses on 
contents, $197,643. The Chicago fires 
were: Number reported, 480; value of 
buildings, $4,203,150; damage to build- 
ings, $66,560; value of contents, $32,650; 
insurance on buildings and contents, 
$4,090,650; losses on buildings and con- 
tents, $149,210. Marshal Doyle com- 
plains of the negligence of city and 
town officials who fail to comply with 
the state law by reporting fires to his 
department within two days after their 
occurrence. 





Indicted for Arson 
Samual D. Darr, lessee, and Harvey 
A. Six, manager of the Aldine Hotel at 
Peoria, Ill., which burned recently, have 
been indicted for arson by the Peoria 


The Hotel Ryan 


ST. PAUL 


The Insurance Men's Home 
and center of the Insurance District 


EUROPEAN PLAN 


Rates, $1.00 and $1.50: with Bath, 
$2.00 and up. 


Your patronage is solicited. 





| The loss did not look good to the in- 


county grand jury. The witness against 
them was Louis W. Hill, who turned 
state’s evidence and testified that he had 
been paid to pour gasoline and kero- 
sene down the elevator shafts. The Al- 
dine was a family hotel and is said to 
never have paid a profit. 

_The German of Peoria which had $2,- 
500 on furniture, compromised the claim 
for $650 and the insurance on building, 
carried by Thomas C. Lasley, who 
owned the structure in fee simple, has 
not yet been adjusted. The following 
companies were on: Boston, $6,000; 
Glens Falls, $5,000; Girard, $2,000; 
Hawkeye, Des Moines, $2,000. 

Dill C. Schupp, the well-known local 
and surplus line agent, is clerk of the 
grand jury. 


INTERESTING AS ARSON CASE 


Career of Emery A. Lawrence Who 
Has Been Indicted at Joliet is 
Most Spectacular 








The Connecticut, Continental, Glens 
Falls, State of Pennsylvania and Me- 
chanics & Traders are interested to 
the extent of $14,500 in the indictments 
returned by the Will County grand 
jury at Joliet, Ill, Tuesday against 
Emery A. Lawrence charged with arson 
and defrauding the companies out of 
a good share of the $10,000 they paid 
him on his household furniture claim. 


surance companies and was only paid 
after the sixty day allowance had ex- 
pired and nothing could be developed 
against Lawrence. State Fire Marshal 
C. J. Doyle was not satisfied, however, 
and, with the assistance of Pinkertons 
and the local detective agency at Joliet 
has worked up a case against Lawrence 
so strong that his whereabouts are not 
now known and it is believed he is 
fleeing for Mexico. 

The evidence tends to show that a 
considerable portion of the furniture 
was moved out of the house before the 
fire and subsequently placed in storage 
in Chicago and that this is the same 
Emery A. Lawrence who served five 
years, lacking three days, in the state 
penitentiary of Massachusetts for arson 
and had previously collected insurance 
on two suspicious fires in the same 
state. 

Lawrence, who is a striking looking 
man of fine bearing and noticeable white 
hair, went to Joliet with his wife three 
years ago. He went into partnership 
with William C. Buchanan, under the 
firm name of the Buchanan-Lawrence 
Company, to manufacture felt insoles. 
He -had difficulty in finding a residence 
of sufficient size to hold his large col- 
lection of antique furniture and col- 
lection of paintings, curios and oriental 
rugs. Finally he rented Goodspeed 
Manor, the antebellum mansion of the 
Goodspeed family, known to the insur- 


ance world through Miss Edith I. 
Goodspeed and Charles Goodspeed, 
now local agents in Joliet. This dis- 


play of wealth and the evident culture 
of Mr. and Mrs. Lawrence proved an 
open sesame for them to the elite 
circles of the city. They were promi- 
nent socially from the start and Mr. 
Lawrence was considered an acquisition 
to the business circles of the commun- 
ity. 

On March 18 Goodspeed Manor 
burned. Mrs. Lawrence was out of the 
city at the time. Mr. Lawrence ex- 
plained that he had been splitting kin- 
dling in the basement in the evening 
and a flying stick striking an oil lamp 
overturned it into a pile of excelsior. 
The manor is located just outside the 
corporate limits of Joliet and only the 
chemical engine of the fire department 
could be used. This proved of no avail. 
The Connecticut and Continental each 
had $3,500, the Glens Falls $2,000 and 
the State of Pennsylvania $1,000 on 
furniture.” The Mechanics & Traders 
carried $4,500 on building for the own- 
er, Guy Learnard. When W. G. Al- 
bright for the Connecticut, Jesse Davis 
for the Continental and Thomas H. 





WALTER A. POCOCK, Mgr. 





‘cantile establishment burned out 





the scene to adjust they were each sur- 
prised to learn that there was insur- 
ance in addition to that in their respec- 
tive companies. The loss was finally 
paid May 29. 

The investigation of the fire marshal 
department developed some sensational 
points. It was followed by the disso- 
lution of partnership between Mr. Law- 
rence and Mr. Buchanan and Mr. and 
Mrs. Lawrence left Joliet. After the 
fire eight large dry goods boxes and 
two large bundles, wrapped in burlap, 
were hauled by a Chicago van from the 
barn on the Goodspeed homestead. 
These were traced and with the assist- 
ance of a rug expert the contents of 
these boxes and bundles were identified 
to the satisfaction of many as articles 
that were scheduled on the proofs of 
loss. The record of one Emery A. Law- 
rence at Worcester and Webster, Mass., 
dates back to the early nineties. He 
was employed in a paint store by a 
relative and this and an adjoining mer- 
in 
1893. The interiors had been soaked 
with oil. He was arrested and allowing 
his hair to grow pleaded insanity. A 
seven year sentence was, however, 


meted out to him. He also collected 
insurance on a heavily covered naphtha 
launch and sail boat that burned when 
the fire department had been called to 
a sawmill on the outskirts of the city. 
On March 17, 1905, the Bliss Slipper 
Company at Worcester, with $150,000 
of insurance burned and Lawrence was 
superintendent of the plant at the time. 

A letter has been received by a Chi- 
cago paper from Bessie Clark Law- 
rence, purporting to be the wife of 
Emery A. Lawrence. She says that 
others in Joliet are implicated in the 
fire and will in time be reached. 





To Start the Investigation 


October 3-4 has been fixed upon as 
the tentative date for the next meet- 
ing of the special legislative commit- 
tee investigating fire insurance condi- 
tions in Wisconsin. The session will 
be held in Madison. The committee 
will discuss the scope of the work 
planned and take up replies to hun- 
dreds of letters already received. Nearly 
4,000 requests for information about 
various phases of the subject are be- 
ing sent out to fire insurance agents 
throughout Wisconsin, and requests for 


Attention! 


The American Live Stock 
Insurance Company 


INDIANAPOLIS, INDIANA 


STERLING R. HOLT, President JOHN W. McCARDLE, Secretary 
Paid up Cash Capital, $100,000 Net Surplus, $25,000 


Insures Horses, Mules and Cattle Against Death From 
Any Cause Anywhere in the United States or Canada 


LIBERAL CONTRACTS TO AGENTS 
For Territory Apply to Home Office 


NORTHWESTERN LIVE STOCK 
INSURANCE COMPANY 


OF DES MOINES, IOWA 
Paid-up Capital, $100,000 Assets, $150,000 
One Hundred Thousand Dollars in Real Estate Mortgages on Deposit 
with the Iowa Insurance Department 


Good Producing Agents vo in Illinois, lowa, Nebraska, Missouri, Kansas, 


ahoma and Texas 


ADDRESS HOME OFFICE, DES MOINES, IOWA 
For Texas Business, address KYTE & CHANDLER, Dallas, Texas 


Geo. E. Shipman H. L. Wayne 


SHIPMAN & WAYNE 


29 S. La Salle St., CHICAGO 
INSURANCE IN ALL ITS BRANCBES 
Hartford Fire Ins. Co. Virginia State Ins. Co. 
Milwaukee Fire Ins. Co. Pacific Coast Fire Ins. Co. 
Calumet Insurance Co. Old Line Bankers Life 


Fidelity & Deposit Co. of Maryland 


SURPLUS LINE DEPARTMENT 


Surplus Lines and Floaters covered anywhere in the United States, Canada or 
Mexico in first-class Surplus Line Companies 
Automobile Insurance Burglary Insurance 


SURPLU 
LINES 200 .- Sassen aa 


FLOATERS » F, R. THOMPSON 


So. La Salle St., Chicago, Ill. 


The Sovereign Fire Assurance Company 


OF CANADA 
UNITED STATES BRANCH 
55 John Street, NEW YORE 








Agents, 











Exceptional facilities for handling 
Surplus and difficult lines and un- 
usual forms of insurance in best 





Head Office 
Temple Building, TORONTO 





Smith for the Glens Falls appeared on 


H. S. WILSON, Managing Director 
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data on the causes of fires are being 
sent to the fire chiefs of the principal 
states and nations. 


May Nullify the Law 

The rulings recently made by Judge 
Parish of Ashland, Wis., threaten to 
nullify the Wisconsin state fire marshal 
law. Basing his action on the point 
that the proceeding of the fire marshal 
in compelling persons in a secret exam- 
ination to give evidence which is used 
against them is contrary to their con- 
stitutional right, which guarantees that 
no man can be compelled to be a wit- 
ness against himself, Judge Parish re- 
leased from custody Con W. Lloyd, an 
insurance man accused of conspiracy to 
write insurance on lumber after it had 
been destroyed, and Charles Crown, a 
resident of Madeline Island, arrested for 
setting fire to his own buildings in or- 
der to secure the insurance money. 
Both were arrested upon complaint of 
the fire marshal. 

Under the provisions of the law or- 
ganizing the Wisconsin state fire mar- 
shal’s force, the marshal and his depu- 
ties are permitted to hold a secret ex- 
amination in order to determine the 
facts concerning any fire, a proceeding 
which is generally held to be necessary 
in order to make a fire marshal law ef- 
fective. In both the Lloyd and Crown 
cases, before any warrants were issued, 
the state fire marshal held a secret in- 
vestigation, compelling each man to 
give up what evidence he had, and it 
was upon this evidence secured that the 
state fire marshal had the warrants is- 
sued. 

As a natural result of the rulings of 
Judge Parish, a number of attorneys in 
northern Wisconsin are preparing motions 
to have released from custody a number 
of people who have been sent to prison 
through the efforts of the fire marshal’s 
department. 








Wisconsin Agency Appointments 

American, N. J.—W. C. Howe, Boscobel; 
F. A. Partlow, Clear Lake. 

Coml. Union, Eng.—J. E. Eldred, Jr., 
Milwaukee. 

_ Mech.—Robert Homberger, Sauk 

y. 

Northern, N. Y.—G. C. Marlow, Lan- 
caster; W. H. Turbitt, Prairie du Chien. 

N. W. Natl.—J. C. Ruppenthal, Tiger- 
ton; H. M. Picard, Peshtigo; Lenna ;. 
Hibbard, Viola; O. A. Prellwitz, Green- 
wood; Mrs. Effie Trautwein, Lancaster. 

Pa, Fire—J. E. Robertson, West Allis. 

Prov., Wash.—B. . Brown, Grand 
Rapids; E. R. Schilling, Minocqua; J. P. 
Reinhard, Sparta. 

Pruss. Natl.—C. P. Miller, Green Bay. 

Scott. Union—A. C. Kingston, Chilton; 
Clarence Hill, Port Washington. 

Svea—J. D. Wilde, Ripon. 

N. B. & M., Eng.—vVal Fischer, Schleis- 
ingerville; O. Walter, Ingram; F. H. 
Arthur, Dodgeville; W. R. Phillips, Evans- 
ville; W. S. Egan, Highland; John and 
need Day, Lancaster; W. H. Payne, Bos- 
cobel. 





Illinois Agency Appointments 

Conn.—W. H. Paris, Carthage; J. W. 
Rea, Litehfield; Malfred Hamm, Madison. 

Connecticut—C, N. Stoll, Joliet. 

County—H. M. Miller, Champaign; L. 
U. Everhart, Urbana. 

Dubuque—J. W. Irwin, Peoria; McCal- 
lister & Sons, Carmi. 

Fid. Und.—Henry Ream, Peru. 

Fid.-Phenix—C. H. Pingree, Blooming- 
ton; Horace Perrick, Perry. 

Fire Assn.—F. A. Eldridge, Wm, Olden- 
burger and Adolph Federman, South Chi- 
cago; Aikman, Jackson & Aikman, Ma- 
rion; E. M. Nead, Greenup; E. F. Mann, 
Eldridge. 

Firemens—J. W. Rea, Litchfield; Eng- 
strom Bros., Rockford. 

Franklin, Pa.—H. F. Downing, Virginia. 





No Cheaper Method 
Of Transportation 





for the Insurance it than the WAGNER YCLE 
effords. i ees be ee are 
our agency proposition , 

Write for Catalog “1” 


WAGNER MOTORCYCLE C0., st. Paul, Minn. 





Minneapolis Fire & Marine Insurance Company 


STATEMENT OF CONDITION JANUARY 1, 1911 


Cash Capital - - - - - 


- $200,000.00 
Total Liabilities (except capital) 224,165.23 


Total Assets - - -.- - = 
Surplus to Policyholders - - 


$574,595.35 
350,430.12 


WE DESIRE AGENTS IN ALL TOWNS IN THE NORTHWEST 


F. C. Van Dusen, President 


Joun D. McMi1ttan, Vice-Pres. ALFRED Stinson, Secretary 





Ger. Amer., N. Y.—Fitzgerald & Rogers, 
Kankakee; Hjalmar Kohler, Moline; 
D. Wheeler, Colchester; Harry Hansch- 
man, Riverdale. 

German, Ind.—T. A. Prunty, Chrisman; 
W. L. Weedman, Farmer City; H. W. 
Johnson & Son, Taylorville. 

German, Ill.—J. L. Grumley, Elmwood. 

Germania—Arthur Wilson, - Decatur; 
Miss F. E, Messmore, 
Heim, Chicago. 

Girard—J. W. Knowlton, Decatur. 

Glens Falls—C. L. Kern, 
A. Holland, Fernwood. 


field. 
Ham.-Brem.—Brearton & Walter, Sa- 
vanna; A. P. Stagorski, Chicago Heights. 


Home—J, J. Weaver, Hampshire; D. B. | 


Ellis, Atlanta; Leavitt & Harris, Maroa; 
E. E. Wright, Sullivan. 
Humboldt—William Schaarman, 
Island; Grant Frederick, 
Cc. L. Kern, Mattoon. 
State of Ill.—U. G. Jones, St. Joseph; I. 
H. Baker, Dwight; J. R. Hyde, Wood- 


stock, 
Louisville—C. L. Burke, Elco, 

Lon. & Lan.—E. F. Bowman, East St, 
Louis. 
Mercantile—Herman Wolter, Chester. 
Metropolitan—G. E. Swinscoe, Chicago. 
Mich. F. & M.—C. O. Taylor, Newman. 


Milw. Ger.—Morriss Realty Company, | 


Granite City. 


Milw. Mech.—William .Newell, Keiths- 


burg; S. D. Salter, Oquawka; W. H. Pet- 
tee, Chicago; O. H. Davis, Henry. 

Natl, Union—Ben Heckle & Sons, 
Quincy. 





ILLINOIS NOTES 


At Woodland, Ill, Cyrus Leatherman 
has purchased the agency of H. 8S. Wil- 
liams. 

Moake, Impson & Burklow have pur- 
chased the Burklow & Hayton agency at 
Carterville, Ill. 

The Germania has_ discontinued its 
agency at Avon, Ill., where it was repre- 
sented by Gillette & Son. F 

J. EB. Gard of Springfield, Ill, has 
unionized. The Teutonia of Louisiana 
and National Union have gone to Ward 
G. Murray. 

L. A. La Voie, a new agent, has started 
an office in Quincy, Ill, He already has 


the Orient, St. Paul, Sun of New Or- 
leans and English American Under- 
writers. 


T. C. Gibson, one of the oldest agents 
at Ottawa, Ill. retires from business at 
the age of 80, transferring his companies 
and business to George M. Trimble, who 
has a prominent agency there. 

F. D. Hess, formerly in charge of 
East St. Louis office of the Illinois 
spection Bureau, but who located in 
other business at Peoria, Ill., has 
turned to the bureau as a general 
spector. 


Through the joint work of the commit- 
tee of the state board and field club the 
troubles at Decatur, Ill., over the stamp- 
ing bureau have been satisfactorily ad- 
justed. The secretary has been continued 
and all agencies are now _ reporting 
through him. 

The National Board has offered a re- 
ward of $250 for the conviction of the 
person who set fire to the grocery and 
residence of Lorenzo Pessico at Dundee, 
Ill, Aug. 9. It was found that kerosene 
had been splashed on the side of the 
building and then set afire. The London 
Assurance, egrried the policy. 

es 


the 
In- 
an- 
re- 
in- 


Du Quoin; John | 


Mattoon; B. | 
Gran, State—Worman & Wicha, Pitts- | 





Rock | 
Bloomington; | 


=| SIOUX FIRE INSURANCE COMPANY 


SIOUX CITY, IOWA 


Fully paid cash capital at time of organization, $200,000.00: 
twice the amount required under the laws of Iowa. Net 
surplus, $52,580.40; security to policyholders, $302,480.45. 


Presents the most liberal City and Farm policies 
and offers unusual advantages to hustling agents in 
Iowa, South Dakota and Nebraska towns where 
not now represented. 


_F. A. McCORNACK, President  C. J. WOOLDRIDGE, Secretary and Treas. 


_ THE SPALDING 


HEADQUARTERS FOR INSURANCE MEN 
| DULUTH’S LEADING HOTEL 


Modern and up-to-date. $100,000.00 recently expended on improvements. European 


Plan. Cuisine of acknowledged excellence. Restaurant prices reasonable. Club 
Breakfasts, Club Luncheons. 


LEE HOTEL CO., Proprietors 
EDWIN H. LEE, Managing Director 


SEHECU RIT Y 


Fire Insurance Company of Davenport, Ia. 
s. F. GILMAN, Pres’t M. Cc. HINSCH, Sec’y 
CASH CAPITAL $200,000 


This Company has had 27 years of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin and Ohio. It isa good company for the agent, 
because in addition to writing a general business, it accepts practically all classes of 
farm risks. We want agents in the above states, and would appreciate hear- 
ing from agents desiring to represent us. Address the Secretary. 


W. W. MARSH HERMANN MILLER 


IOWA “=== 


‘Manufacturers Insurance Co. 


OF WATERLOO, IOWA 
Fire and Tornado Insurance in Iowa and Illinois 














Writes 


Strictly an Agency Company—No Surplus Lines—For tation in protected Cities 
and Towns, make cggtiantien Geo. 


Northwestern Mutual FireInsurance Co. 
FARGO, NORTH DAKOTA 
CONFINED TO NORTH AND SOUTH DAKOTA 
W. W. KING, President J. H. DAHL, Sec’y & Gen’l Mer 














EQUITY 


FIRE INSURANCE 


ASSOCIATION 
GENERAL INSURANCE BUSINESS 


AGENTS WANTED IN IOWA 
409 UNITED BANK BLDG. 
SIOUX CITY, IOWA 


T. W. PURCELL J. V. F. BABCOCK 
President Sec’y and Treas. 


ROBT. ANDERSON HERMAN WINTERER WM. OLSON W. A. GORDON 
Pres. Vice-Pres. T Sec’y & Mgr. 


MXKIDDLEWEST FIRE 


INSURANGE COMPANY 
Capital . . . . . .~ $200,000.00 


ALLEY CITY, 
Gross Assets, . . . . 301,567.07 | -NontH 
Surplus to Policy Holders, 238,429.10 DAKOTA 


A Progressive, Conservative, Western Company operating in North Dakota, 
South Dakota, Manitoba, Alberta, Saskatchewan 


AGENTS WANTED IN UNOCCUPIED TBRRITORY 








September 28, 1911. 
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IN THE GREAT NORTHWEST 


IOWA, MINNESOTA, NORTH AND 
SOUTH DAKOTA 








HE DISCUSSES STATE RATING 





Commissioner Preus of Minnesota Goes 
Into the Subject and Also 
Investigates Separation 


J. A. O. Preus, commissioner of in- 
surance for Minnesota, recommends 
state supervision over both rates and 
commissions. His purpose, he states, 
is to eliminate discrimination in both 
cases. His rate regulation program is 
patterned after that of New York state. 
He heartily endorses rating bureaus 
and a means of reducing expenses, but 
wants the figures made by such bureaus 
to be established as legal rates. If the 
collection of these were enforced a long 
step would be taken toward the elimi- 
nation of discrimination. which, he says, 
runs riot under a competitive plan. 
He believes, however, that the public 
should have redress against the legal- 
ized rates by allowing for correction by 
the state on complaint. 

On the commission question he is 
going over the matter of separation. 
He believes that union companies can- 
not remain within the antitrust laws 
and pay a flat commission to agents 
representing nonunion companies as 
well as union and graded commissions 
to those who represent only union com- 
panies. He has taken the question up 
with Fred S. James, president of the 
union, and held a conference with 
Thomas Bates, counsel for the union. 
Now he has asked the attorney general 
of his state to render an opinion on the 
matter. 

He has taken the rate regulation mat- 
ter up in his annual report as follows: 


The attention of this department dur- 
ing the past few months has been called 
frequently to complaints made in regard 
to the issuing of fire insurance policies 
in this state at a rate which has been 
considerably less than the rate given in 
the published schedule of the general in- 
spection bureau. Under the laws of this 
state rebating constitutes a criminal 
offense. 

Referring to the recent investigations 
made by legislative committees in New 
York and Illinois, Mr. Preus continues: 
These committees have evidenced their 
findings by reporting that, while they are 
not in favor of the state assuming the 
duties of constructing the rates, they 
are in favor of the state having the power 
to regulate and supervise the fire insur- 
ance rates as applied to risks located 
within the state, and in the state of New 
York a law has recently been passed 
placing all rating bureaus under the 
supervision of the superintendent of in- 
surance. 

Cooperation in the making of rates is 
absolutely necessary. First, because a 
wide experience is necessary in order to 
arrive at equitable rates; secondly, econ- 
omy would require cooperation in arriv- 
ing at rates because the same rates are 
required by all insurance companies and 
duplication of the work would be extrava- 
gant. The time has now gone by when 
any commonwealth is desirous of compe- 
tition in rates. The experience has al- 
Ways and invariably been that where 
there is competition in rates men with 
influence get the lowest rates and such 
competition has usually resulted in the 
elimination of the smaller companies, and 
has weakened the confidence of the public 
in the stability of fire insurance com- 
Panies in general. There can be no ques- 
tion but that open competition in rates 
invariably operates to the detriment of 
the poor man and in favor of the person 
of large property holdings. 

Rate making bureaus are frequently 
referred to as trusts or combinations in 
restraint of trade, and in certain in- 
Stances where they are not subject to 
State supervision they have been rightly 
designated as monopolies . restraining 
trade. All rate making bureaus operat- 
ing in the state of Minnesota should be 
Subject to supervision by the state insur- 
ance department. No company or agent 
Subscribing to the rates of a bureau 
Should be permitted to cut the rates so 
Prescribed or in any manner discrimin- 
ate between the insured. An agent or 
any violating the law against rebat- 
ie, should be penalized by having their 
conse revoked by the commissioner of 
nsurance. 

In addition, the offender should be re- 
quired to answer criminally for his act. 
rnin Supervision, publicity and competi- 
— between the companies could be re- 
— upon to keep the rates down as wéll 
- that they be equitably made. The 
Ommissioner of insurance should be em- 





powered upon complaint of an assured 
or insurer, after investigation by the 
proper authority, to correct the rates of 
a rating bureau. Property should 
rated according to the kind or class of 
risk, taking into consideration the ex- 
posure, hazard, local fire loss record and 
means of fire prevention. There is no 
reason at this time why the state should 
have the burden imposed. upon it of mak- 
ing rates, but certainly it should have 
supervisory power over all rating insti- 
tutions, 





Inspected Jamestown, N. D. 

Jamestown, N. D., was inspected by 
a committee of the state fire prevention 
association last week, following the us- 
ual lines of investigation. Some cases 
of bad hazard were found and a num- 
ber of instances of defective wiring. A 
public meeting was held with addresses 
upon different lines of insurance work, 
delivered. B. E. Perry gave a chalk 
talk on rates and rate-making. Com- 
missioner Taylor gave a general talk, 
based upon experiences of the depart- 
ment. E. C. Cooper, former commis- 
sioner, spoke of the waste by fire. O. 
M. Thurber, of the state fire prevention 
association, outlined the work of the 
organization. 





Will Do Business in Manitoba 

Following the visit of W. L. Steele, 
western manager of the Niagara, to 
Manitoba, the company will begin op- 
erations in that province. C. H. En- 
derton & Co. get the company at Win- 
nipeg. The agents in Manitoba will re- 
port to Chicago. 


Has Good Record 

South Dakota has done good work in 
stamping out incendiarism. According 
to a statement by Commissioner Bas- 
ford, of the insurance department, who 
has been in the Twin Cities, the state 
has a record of fifteen men in prison, 
and five boys in the reformatory, all as 
a result of the state’s move against the 
crime. One woman committed suicide 
before prosecution began. 





To Reelect Carpenter 


J. D. Carpenter of the Queen will be 
reelected president of the Iowa State 
Fire Prevention Association at the an- 
nual meeting in Des Moines the third 
Friday of October unless all signs fail. 
A number of field men, gathered in an 
office of one of them Monday after- 
noon, nominated Mr. Carpenter, who 
was not present, then reelected him. 
The association was never in so good 
condition and there is universal praise 
for Mr. Carpenter’s work as president. 





First Appeal Made 

Fire Marshal Ole Roe of Iowa has 
received his first appeal. It is from 
John Bauer of Cherokee, who states 
that he has been ordered by the fire 
chief to make repairs in buildings that 
have been classed by the fire chief as 
fire traps. Marshal Roe set yesterday, 
Wednesday, as the date for a hearing 
which was held at Cherokee. On four- 
teen buildings which were ordered re- 
paired at Cherokee, there has been no 
difficulty save that raised by Bauer, 





Advertises Cut Rates 


J. Linn Hoopes, the Muscatine, Ia., 
local agent, is advertising in the papers 
that he will write insurance on dwelling 
at 5 cents below the lowest bid offered. 
He represents the Anchor of Iowa, Buf- 
falo Commercial, Buffalo German, Calu- 
met, Columbia Underwriters, Com- 
merce, Commonwealth, German Under- 
writers, State of Pennsylvania, Iowa 
Manufacturers, National-Ben Franklin, 
Peoples National. 





Full Pay on Plate Glass 


Iowa insurance men are hoping that 
there may be some sort of a definite un- 
derstanding reached as to tornado dam- 
ages and the payment of insurance 
upon them by fire companies. The 
storm season has brought the question 
to the front again and numerous plate 
glass losses have made it imperative 
that there be some sort of a ruling 





made as to whether fire companies 
shall pay the actual value of the win- 
dows or their value in proportion to 
the insurance carried on the entire struc- 
ture. Auditor Bleakly has adhered to 
the former rule, while the fire compa- 
nies have asserted that the proportionate 
payment is all that may be reasonably 
expected. It is not improbable that a 
suit will be started in some one of the 
courts of the state so as to get a rul- 
ing on the statute. 


WANT IOWA PREVENTION DAY 
Fire Marshal and State Association 


Will Ask Governor Carroll 
for Proclamation 





The movement to give Iowa a fire 
prevention day is meeting with much 
encouragement according to the field 
men and State Fire Marshal Ole O. 
Roe. It is the plan to ask Governor 
Carroll to issue a proclamation setting 
aside some date to he decided upon 
later and asking the people of the state 
to observe it generally by getting rid 
of rubbish, fixing up furnaces and in 
all possible ways ridding their prop- 
erty of fire menaces. 

It is the plan of President J. D. Car- 
penter to put the proposition up to the 
fowa State Fire Prevention Associa- 
tion when it meets in Des Moines late 
in October. The association will then 
draft a formal request to present to 
Governor Carroll. As the governor was 
for seven years state auditor and is 
familiar with the needs of insurance 
men, it is anticipated that no difficulty 
will be obtained in securing his assent. 
The influerice of Fire Marshal Roe is 
expected to help along this line. 

President Carpenter plans also to ask 
the mayors of various cities and towns 
to issue similar proclamations asking 
their constituents to observe the day. 
Mayor Hanna inaugurated “clean-up 
day” in Des Moines two years ago and 
it has been most successfully observed 
on the first of May each year. 

There has been some question in lowa 
as to whether the date should come in 
the spring, prior to possible drouths, 
or in the fall just before the furnace 
season starts. It has been suggested 
that the success of the day in Illinois 
early in October will be of value to the 
insurance men when they take up the 
question at the coming annual meeting. 


New North Dakota Company 

The Northern Fire & Marine of 
Grand Forks, N. D., has been incorpo- 
rated with a capital stock of $100,000. 
C. K. Bradley, Mylo, N. D.; Carl 
Fischer, Cashel, N. D., and J. M. Gal- 
logly, Grand Forks, are the incorpo- 
rators. 





C. M. Fulton Retires 


Towa field men will regret to hear 
that C. M. Fulton, agent at Columbus 
Junction for various fire insurance com- 
panies for nearly forty years, has sold 
his agency and will retire. Fred Moore 
is the purchaser. It is believed that 
Mr. Fulton was the oldest agent in 
point of service in Iowa. He has rep- 
resented the Phcenix of Hartford for 
practically thirty-five years. Every field 
man in Iowa knows Mr. Fulton and 
they unite in declaring that he has al- 
ways been a live, up-to-the-minute in- 
surance agent. 


Secures First Conviction 

Fire Marshal Roe of Iowa has se- 
cured his first conviction since the of- 
fice was established in Iowa. At Du- 
mont, A. P. Peiffer has been fined $500 
and sent to the county jail for six 
months, while his wife was fined $500 
when both pleaded guilty to setting 
their house afire so as to collect some 
$800 insurance on household goods. It 
was in the Peiffer home that the mem- 
bers of the fire department found jars 
filled with gasoline strung about the 
rooms on chairs and so arranged that 
when a lighted candle would burn the 
string in two, the jars would empty the 





gasoline on the floor. Peiffer and his 
wife had reached a neighboring town 
before the candle started the blaze, but 
they were apprehended and returned to 
Dumont. 

The undertaking parlors at Gravity, 
Iowa, belonging to L. L. McGregor, 
were burned to the ground last week 
and Fire Marshal Roe has ordered his 
deputy, J. A. Tracey, to investigate the 
report that the blaze was of incendiary 
origin. The damage extended to two 
restaurants and a harness shop and the 
total loss was about $10,000. 


Big Promotion at Winnipeg 
A $2,000,000 fire company at Winni- 
peg, Man., is being promoted. It is 
asserted that the entire capital has al- 
ready been placed at a premium of 15 
percent and that about $525,000 has 
been paid in. The name of the com- 





pany is the Canada National. William 
Robinson is president. 
Anchor Selling Stock 
The Anchor Fire of Des Moines, 


which has been selling stock in Iowa, 
reports progress in disposing of the 
same. Elton L. Ellis, president, has 
himself been visiting some of the cities 
of the state. The stock which has been 
offered is that which it was voted to 
issue some time ago when the capital 
was doubled from $100,000 to $200,000. 





Minnesota Agency Appointments 
Aetna—Oscar Barnes, Bagley. 

Amer. Cent.—J. W. Seager, St. James. 
Citizens, Mo.—J. C, Faith, Gilbert. 


Connecticut—John Swendiman, Jr., 
Dodge Center. 
Delaware—C. Sawbridge, Fergus 


Falls; J. H. Walter, St. Cloud. 
Fire Assn.—J. A. Otte, Bluffton. 
Hanover—Robert Vollmer, Biscay; J. C. 

Faith, Gilbert; A. P. Simsons, Henderson; 

D. M. Campbell, St. Cloud; W. J. McAl- 

pin, Tenny; F. D. Herder, Jordon; J. D. 

Boyle, Pine City; A. H. Dorn, Sanborn. 
State of Pa.—E. M. Heimbach, Warroad. 
L, & L. & G., Eng.—N. J. Harren, Hold- 

ingford. 

Lon. & Lanc.—W. C. Burtman, Waseca; 
Nathaniel Gardner and Lachlan Macdon- 
ald, Virginia. 

Milw. Ger.—S. H. Haynes, Red Wing; 
J. R. Rodd, Winona. 

Milw. Mech.—R. E. O’Connor, 
ton; F. W. Streimer, Alpha. 

Natl. Union—Thomas Richmond, Shore- 


am. 

Nord Deutche—Alexander Campbell, 
Austin; L. Belknap, J. P. Thompson, E. M. 
Christian, A. W. Armitage and C. 8. War- 
tenbe, Minneapolis. 

N. W. Natl.—Cavour Owen, Osseo; Mike 
Borck, Rogers. 


Apple- 


Orient—L. M. Bolter, Grand Rapids. 
ao Natl.—Carl Bollander, Little 
alls. 


Phoenix, Ct.—J. A. Otte, Bluffton; L. M. 
Bolter, Grand Rapids, 


Prov. Wash.—A. W. Hadwick, Pipe- 
stone. 

Royal—L. 8S. Sersen, Browerville. 
Scott. Union—C. W. Simons, Monte- 


video. 
Western, Ont.—J. A. Green, Graceville. 


IOWA NOTES 


P. H. Bestor of Clearfield, Iowa, has 
become associated with the Clarence W. 
Soesbe agency at Green, Iowa. 


The Percival-Porter-Ford agency gets 
the sole agency of the Girard at Des 
Moines. The reinsurance of the Union 
of Philadelphia made a vacancy in the 
office. 


M. V. Bolton & Co., of Cedar Rapids, 
Iowa, have resigned the agency of the 
Acme Fire of Cedar Rapids. Mr. Bolton 
formerly was a stockholder and director 
of the Acme, but sold his stock recently 
to interests representing the Sovereign 
Fire of Canada. 


MINNESOTA NOTES 


A new compilation of the insurance 
laws has been completed by the Minne- 
sota department and will be ready for dis- 
tribution in the near future. 


The fire losses in Minnesota for the 
month of July, 1911, as compared with 
the same month in 1910, were as follows: 
July, 1911, $520,000; July, 1910, $650,000. 

Commissioner Preus, of Minnesota, has 
written C. P. Reeves, of Glenwood, Minn., 
attorney for the Park Region Mutual Hail, 
directing him to proceed for the re- 
moval of O. J. Johnson as receiver for 
the concern. Johnson was named as re- 
ceiver a year ago, and has done nothing 
toward winding up the affairs of the com- 
pany. , 





The annual meeting of the joint su- 
pervisory committee for the mountain 
field will begin In Denver, Oct. 7. 
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THE WEST AND SOUTHWEST 


MISSOURI, KANSAS, NEBRASKA, 
ARKANSAS, OKLAHOMA, 
COLORADO 


JUST PRECEDING INVENTORY 
Case Involving This Point Is Decided 


by Court of Civil Appeals 
of Texas 














The Insurance Green Bag bulletins 
a case, Queen City vs. Long, decided by 
the Court of Civil Appeals of Texas. 
The main question to decide was, what 
is the last preceding inventory? It 
says: 

Suit on fire policy providing for pres- 
ervation of “last preceding inventory.” 
Insured made an inventory when policy 
was given him and took inventory and 
Policy to agent of insured who said it 
was all right. After loss, insurer claimed 
the inventory taken three months prior 
was the “last preceding inventory.” 

On the facts above stated, the court 
below gave a preemptory instruction for 
plaintiff, but the Court of Appeals re- 
versed the judgment, holding it was a 
question for the jury and that the court 
K gg erred in not submitting it to the 

ury. 





Nebraska Men to Meet 

The Nebraska Fire Prevention Asso- 
ciation and the Nebraska Blue Goose 
will have doings in Omaha Oct. 17. The 
date has just been agreed upon by com- 
mittees of the two organizations, and 
the formulation of programs is now un- 
der way. 





Farewell to E. E. Wells 

The Colorado Blue Goose and a 
number of Denver local agents gave a 
farewell dinner last Saturday evening 
to E. E. Wells, state agent of the 
New York Underwriters, who goes to 
Missouri as state agent of the Liver- 
pool & London & Globe. 

The Colorado delegates to the grand 
nest of the Blue Goose are: L. S. Day, 
Continental and L. S. Griffin, Fire As- 
sociation. The alternates are: B. M. Mc- 
Donald, Aetna and H. M. Beck, Queen. 





Delegates for Grand Nest 
The following have been elected to 
represent the Arkansas pond of the 
Blue Goose at the grand nest meeting 
in Chicago next week: Delegates, J. 
W. Powell and J. S. Speed; alternates, 
Gilbert Leigh and J. D. Arnold. 
Form Oklahoma Agents Association 
The local agents of Oklahoma will 
meet at Oklahoma City Oct. 5 for the 
purpose of forming a state association. 
An especiaily good attendance is ex- 
pected because of the meeting being set 
for the week of the state fair. 





Brief, But Comprehensive 

A letter received by Insurance Com- 
missioner Ballard of Oklahoma from 
Charles H. Maull, commissioner of Del- 
aware, in regard to the Aetna Fire & 
Marine, an unauthorized company 
which has been doing considerable 
“wildcat” business in Oklahoma, af- 
fords scant comfort to people of the 
state who are holding policies in the 
company. Mr. Maull’s letter is brief 
but comprehensive. He says: 

“The Aetna Fire & Marine Insurance 
Company, a corporation of this state, 
is a mutual assessment company. Its 
certificate of authority to do business 
in Delaware has been revoked. It had 
no assets.” 





Missouri Agency Appointments 


Delaware—W. S. Hale & Co., Nevada; 
A. y- Furrer, St. Louis; L. F. Pues, Wash- 
ington. 

id.-Phenix—Karl Sheetz, Atlanta; 

. C. Darr, Bethany; Chas. E. Clark, 
Tipton; Fred Krone, Meta; F. A, Lambert, 
Mill Grove; I. T. Hammond, Moundville; 
J. M, Adams, Rushville. 

r. Amer., N. Y.—W. B. Johnson & 
Co., Kansas City. 

Germania—Miss Martha Pierce, Apple- 
ton City. 

Ham.-Brem.—W. R. Watson, Neosho. 

Hartford—zZ. T. Randall, Craig; Bettal- 
heim & Skene, Brookfield; E. L. erking, 


Blackburn; Golladay Bros., Otterville; 
F. O. Varney, Nelson; W. O. Ballen, Malta 
Bend; Reuben Rhoades, Knox City; Barnes 
& Bridell, Maplewood; Gus Delaney, Hurd- 
land; H. T. Mills, Versailles; G. F. Kel- 
log, Skidmore; Bickett & Son, Maryville. 

zane of Ill—J. H. Rountree, Spring- 


eld. 

Mich. Coml.—J. W. Rodger and E. H. 
Furman, Joplin. 

Milw. Mech.—A. D. Hubbard, Jackson; 
H. H. Gorton, Stewartsville. 

National, Ct.—F. W. Miller, St. Louis; 
J. T. Barlow, Neosho; 8S. H. Smith, Jef- 
ferson City. 

Nord-Deutsche—S. G. Kennedy, St. 
Louis; J. W. Brown, St. Joseph. 

Northern, Eng.—J. D. Coon, Princeton. 

N. W. Natl—E. F. Sugre, St. Louis; 
A. B. Ridington, St. Louis; C. W. Mahan, 
Adrian; W. A. Sharp, Craig. 

Norw. Union—J. T. Barlow, Neosho. 

Pa. Fire—S. H. Smith, Jefferson City. 

Queen—E. D. Mann, Gallatin; Watten- 
berger & Maggart, Milan; F. Yenne, 
Amazonia; Ward Ellis, Macks Creek; 
E. N. Sloop, Queen City; Hering & Repp, 
Centreview; J. D. Fleming, Atlanta; 
H. L. Bailey, Maitland; H. M. Johnson 
and T. B. Gill, St. Louis; A. C. Drace, 
Ketsville; J. M. Whanger, Mokane; C. G. 
Allen, Harrisonville; C. P. Hudson, Ham- 
ilton; Pinckney Bruce, Hughesville. 

Reliance—C, E. Campbell, Chillicothe; 
A. J. Smith, Huntsville; R. A. Pohlmann, 
Jefferson City; W. S. Hale & Co., Nevada. 

Royal—J. D. Coon, Princeton. 

Westchester—Canterbury & Travis, 
Butler; Peltier & Lewis, Carrollton; J. D. 
Coon, Princeton. 

Wmsburgh City—E. D. Stearns, Green- 
field; J. F. Patton, Skidmore; Houston & 
Houston, Carrollton; J. . Stephens, 
Salem; R. S. Faddis, Laddonia; J. C. Shel- 
ton, Excelsior Springs; W. Burwell, 
Milan; F. C. Mitchell, Centralia, 

Atlas, Eng.—Sig. Soloman, Monett. 

Connecticut—R. G. Burge, Richmond. 





Georgia Home Changes 
W. L. Foster, special agent of the Geor- 
gia Home for Arkansas and Oklahoma, re- 
signs Oct. 1 to go with the Western of 
Pittsburgh. J. A. Parrish, the Georgia 
Home's special agent for Alabama, Missis- 
sippi and Louisiana, will thereafter handle 
Arkansas, and Wallace Kelly, its Texas 

special, will also have Oklahoma, 


ARKANSAS NOTES 


R. H. Mills of Little Rock, Ark., has 
been appointed local agent of the Inter- 
state Fire of Birmingham, Ala. 

P. O. Purtell has purchased the L. D. 
Williams agency at Delight, Ark. Mr. 
Purtell is also postmaster at Delight. 

The Southern States Fire & Casualty 
of Birmingham, Ala., has complied with 
the requirements for admission to Arkan- 
sas. It is probable that G. L. Meyers & 
Co., of Memphis, will handle the busi- 
ness. 


The new Padgett-Glenn insurance 
agency, at Batesville, Ark., will be com- 
posed of the following men: Thomas B. 
Padgett, John W. Glenn, Frank C. Stuart 
and John W. Martin. The proposed con- 
solidation takes place Oct. 1. 


Auditor Jobe of Arkansas has received 
numerous letters from various sections 
of the state making inquiries about the 
Reciprocal Underwriters of St. Louis, 
which is reported to be writing business 
in Arkansas. All have been notified that 
the company is not authorized to do busi- 
ness in the state. 








GENERAL WESTERN NOTES 


The new rules of the Western Union 
will not apply in Colorado, Wyoming and 
New Mexico until formally approved by 
the joint supervisory committee on the 


so reminded. 


The Rocky Mountain Insurance & Ad- 
justment Company of Salt Lake City, has 
been incorporated with a capital of $25,- 
000. Those interested are E. J. Milne, 
president; H. B. Sprague, vice-president; 
Ww. Hunter, secretary, and John K. 
Hardy, treasurer. 

Theodore Stanisics, the wealthy fire- 
bug of Lincoln, Neb., who was sentenced 
to serve seven years in the penitentiary, 
and who forfeited his $5,000 bond given 
for his release on appeal to the supreme 
court, has been definitely located in Hon- 
duras, beyond the possibility of extradi- 
tion. The Lion Bonding & Surety, which 
signed the bond, is amply secured with 
property turned over to it by Stanisics 
before the bond was signed. 


MISSOURI NOTES 
Samuel G. Kennedy gets the Nord 
Deutsche at St. Louis. 
The Teutonia of New Orleans goes to 
D. Voy & Sons at Brookville, Mo. 








WANTED: POSITION— 


Young man with seven years home office and 
local agency experience desires position as Assistant 
to State t in west or office position. Now 
holding o! — with western company. 
References. Address: 





49-Z, Care The Western Underwriter. 


KENTUCKY AND THE SOUTH 


CITIZENS’ 








PREVENTION BODY 


Local Association Is Organized at Gal- 
latin, Tenn., When Field Men 
Visit Town 








A new idea, which probably will be 
generally applied, was put into use at 
Gallatin, Tenn., where the Tennessee 
Fire Prevention Association met re- 
cently. Taking advantage of the sen- 
timent in favor of work along this 
line which has been created, a local 
association composed of citizens of Gal- 
latin was formed with the mayor of the 
town as president and C. R. Tompkins, 
a well known local agent, as secretary. 
Field men who attended the meeting 
are enthusiastic over this plan, which 
they believe will enable the enthusiasm 
created by the inspection to be crys- 
tallized into some definite action, which 
can be better developed through organi- 
zed than individual effort. At Gallatin 
the fire prevention bureau will follow 
up the inspection made by the members 
of the state association and will urge 
the carrying out of the improvements 
which have been recommended. 


Big Louisville Blaze 

The belief which has been expressed 
within the past few months that 1911 
losses in Louisville would be heavier 
than in years was confirmed by a con- 
flagration in the Kentucky metropolis 
last Saturday night involving a prop- 
erty loss of $450,000, and an insurance 
loss of well over $350,000. The lines 
involved were pretty well distributed, 
so that most of the companies doing 
7, in Louisville will share in the 
oss. 








Met at Lebanon 


The September meeting of the Ken- 
tucky Fire Prevention Association was 








held yesterday at Lebanon. The meet- 
ing was carried out according to cus- 
tom, an inspection of the mercantile 
and manufacturing risks being followed 
by a meeting with business men, city 
officials and local agents. The latter 
extended cooperation to a marked ex- 
tent, and good results are expected to 
follow the examination. President W. 
H. Sowards has completed preparations 
for the organization of the state into 
districts. 





Boom Russell for President 


M. B. Russell, special agent in Ken- 
tucky and Tennessee of the Fireman’s 
Fund, and vice-president of the Ken- 
tucky Board of Fire Underwriters, is 
being groomed by his friends in prepa- 
ration for the race for the presidency 
of the Kentucky board. The date of 
the annual meeting at which the elec- 
tion of officers will be held will be set 
at the next meeting of the executive 
committee. It will be in Louisville 
early in November. 


KENTUCKY NOTES 


As a result of joining the union the 
Peoples National has withdrawn from the 
Hoffman general agency at Lexington, Ky. 


The movement of tobacco to the barns 
has begun in Kentucky. It is said that 
fewer companies will write tobacco in 
barns this fall than usual. 

X. R. Royster succeeds E. T. Lawrence, 
at Corydon, and J. B. Collier succeeds 
Mr. Haseldon of the firm of Beazley & 
Haseldon, Lancaster, Ky., as representa- 
tives of the Norwich Union. 





The semi-annual meeting of the South- 
eastern Underwriters’ Association will be 
held in Atlanta, Ga. at the Georgian 
Terrace Hotel on Nov. 15. 





Edward Surentin—Edward Surentin, 
formerly chief clerk in the western office 
of the Girard, and more recently in the 
home office of the Peoples National, has 
returned from a trip abroad. While in 
Chicago, Mr. Surentin was prominent in 
the Chicago Fire Insurance Club. He will 
locate again in Chicago and take either 
an Office or field position. 
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ADDRESS BY COMMITTEE 


(CONTINUED FROM PAGE 4) 
to state and municipal authorities and to 
the press. 

At the second conservation congress a 
paper on the “Conservation of Utilized 
Resources from Destruction by Fire” was 
presented by us and about 13,000 copies 
were widely distributed. 

This organization has not been alone 
in its efforts in this direction, neither 
has there been an entire absence of ac- 
tivity on the part of state and municipal 
authorities. 

The National Fire Protection Associa- 
tion, of which the National Board of 
Fire Underwriters is an active member, 
has through some of its members, but 
principally through its secretary, deliv- 
ered forty-two addresses on the fire 
waste in thirty-two different cities. 

At the same meeting the association 
was honored in being addresed on “The 
Fire Waste” by the Hon. Walter L. 
Fisher, Secretary of the Interior. 


Work of Publicity Committee 


The Western Union, an organization of 
insurance companies operating in the 
middle and central west, has carried on, 
by public speeches of some of its mem- 
bers and through its committee on pub- 
licity, a most commendable campaign to 
impress the public with the significance 
of our fire waste. Numerous circulars 
have been distributed and printed in 
whole or in part in the newspapers. 

Many commercial bodies and boards of 
trade of our cities have taken up the 
subject of the fire waste, appointed local 
committees on fire prevention and advo- 
cated and secured improvements tend- 
ing to afford better fire protection, and 
lessen the great financial drain which the 
= loss was causing in their communi- 
ties. 

The National Association of Credit 
Men, which has perhaps devoted more 
time to the study of insurance and the 
fire waste of the country than any other 
commercial body, has been very active 
in acquainting business men with the im- 
portance of the subject and in encourag- 
ing the adoption by municipality and 
state of such remedial measures as will 
tend to diminish the steadily and rapidly 
increasing fire losses, 

Work in Different States 


The states of Ohio, Montana, Nebraska 
and Iowa are instructing their school 
children as to the importance of observ- 
ing greater care in the handling and use 
of the ordinary fire hazards. 

The governors of a number of our com- 
monwealths have by proclamation § set 
aside a day to be known as “fire pre- 
vention day,” when the citizens will be 
called upon to clean up their several 
premises and provide better fire protec- 
tion, as a part of a nation-wide study of 
fire waste, and the individual responsibil- 
ity of property owners and householders. 

The awakening of our people on this 
subject affords encouragement, but as yet 
it is only partial, incomplete, and not in 
keeping with the national importance of 
the subject. 

A number of our states enacted fire 
marshal laws during their last legisla- 
tive sessions, some of which were com- 
mendable in their provisions, but many of 
them embodied the false theory that 
such laws are more beneficial to the fire 
insurance companies than to the public, 
and impose on the former an additional 
tax for its support and enforcement. In 
contrast to this policy, the legislature of 
New York, recognizing that the state was 
collecting through its insurance depart- 
ment vastly more than the expenses of 
the department, enacted what may be 
taken as a model fire marshal law, the 
provisions of which are to be carried out 
on enforced by the state at its own ex- 


Two-thirds of Loss Preventable 

Probably two-thirds of our fire loss is 
from preventable causes. Based on this 
estimate, nearly $200,000,000 of property 
values are unnecessarly destroyed an- 
hually, reducing the wealth of the nation 
in like measure, since insurance does not 
restore but merely indemnifies out of re- 
maining wealth. It has truly been said 
that this preventable fire waste is a na- 





tional disgrace, and we have the humilia- 
tion of knowing that the United States 
is by far the leader in this discreditable 
condition. 

Publicity has been mentioned recently 
as a cure, or partial cure, for other evils. 
Likewise publicity will have an advan- 
tageous effect in preventing fires. 
special lesson to be preached and re- 
iterated is that those who cause, or have, 
avoidable fires, injure their neighbors, 
their municipalities, their states and 
their country. They have created a part 
of the $200,000,000 yearly “national 
scandal.” They have destroyed wealth 
and increased taxes. They have been 
bad citizens. 

If the distinguished persons who are in 
attendance here will interest themselves 
in their respective communities and states 
and advocate the cause of conservation 
of the fire waste and the elimination of 
preventable fires, they will help and give 
an impetus to, the movement for lessened 
fire losses and the saving of lives from 
fire. While the members of the National 
Board have an advantage of contact and 
outlook as to the fire situation, they have 
no more and no different interest in the 
subject than have other citizens. Good 
citizenship demands that all, individually 
and collectively, should do their full part 
in inculeating principles and bringing 
about practices which will stop the rav- 
ages of the tremendous fire waste that is 
scandalous because obviously preventable. 


BIG WEEK’S WORK IS ON 
(CONTINUED FROM PAGE 1) 
Charles L. Hecox, assistant manager of 
the Delaware and Reliance and Assist- 
ant Manager W. A. Chapman of the 
Connecticut. Both men have many 

friends and the politicians are busy. 

So far no one has loomed up for the 
secretaryship except Guy A. Richards 
of Chicago, special agent of the Com- 
mercial Union. 

Blue Goose Meeting 

The grand nest of the Blue Goose 
will hold its annual meeting during the 
day Tuesday and at night will be the 
Blue Goose “Good Fellows and Good 
Fellowship Dinner.” There will be 
singing galore, special songs having 
been prepared by W. S. Crawford of 
Tue WESTERN UNDERWRITER and W. W. 
Mack of the Insurance Field, two not- 
able musical artists. 

A large number of goslings will be 
initiated, the work of the order being 
exemplified on Gosling F. M. Amonson 
of the Peoples National by the crack 
Iowa team headed by Most Loyal Gan- 
der H. Verne Myers. The Iowa contin- 
gent will arrive on Monday as will the 
celebrated Ontario team which will in- 
stall the grand officers. H. M. Samp- 
son of Toronto, inspector for the Phoe- 
nix of London, is most loyal gander. 
The Toronto ganders deserve much 
credit for the time they are taking for 
the good of the order. 

Fred W. Ransom of Ohio, will be 
present with the big bunch of Buckeye 
warblers who will furnish special music 
and lead the congregational singing. 

Palmer to be Toastmaster 

Insurance Commissioner C. A. Pal- 
mer of Michigan will be toastmaster. 
The program is: 

A Word of Greeting from Chicago— 
Carroll L. De Witt, most loyal gander, 
Illinois pond. 

The Blue Goose—T. H. Williams, San 
Francisco, most loyal grand gander. 

The Future of the Order—W. T. Benal- 
lack, Detroit, his highness, supervisor of 
the flock. 


Blue Goose Brotherhood—cC, H. Pescay, 
New Orleans, past most loyal grand gan- 





der. 
The Northwest Association—A. R. Mon- 





International 


Live Stock Insurance Company 


Meridian Life Building, INDIANAPOLIS, IND. 


NOW ORGANIZING 


Capital $500,000 


Largest Live Stock Insurance Company in the world. Only company of its 


Surplus $250,000 


kind that can do business in every State in the Union. 
We are now open for insurance connections. 


Good Stock Salesmen Wanted 


Direct Leads Furnished 





roe, president Fire Underwriters Associa- 
tion of the Northwest. 

Under One Flag—J. R. Stewart, To- 
ronto, Can., grand guard. 

Plan of the Evening 

The entertainment committee is sim- 
ply providing a dinner, not a banquet. 
Dress will be informal and there will 
be much of the old time good feeling. 
The evening will demonstrate this year 
much of the dignity and serious phases 
of the order. There will be no fire- 
works nor any spectacular display. But 
there will be something doing all the 
time. The Blue Goose festivities will 
all be out of the way in time for the 
Northwest meeting, which is the main 
drawing card and the chief feature of 
the week. It is not the intention of the 
Blue Goose to be any thing else than 
an incident of the week. It is not by 
any means taking the place of the 
Northwest meeting. 





News About Companies 





Peoples Wational—For the past few 
months it has averaged an increase of 
surplus of $20,000 per month. The sur- 
plus is now about $180,000. 


Vulcan Fire, a, Calif.—The pro- 
moters have been dismissed and the future 
of the organization is now in doubt. The 
time limit set for the promotion by the 
state law has expired and if the stock- 
holders decide to push through the estab- 
lishment of the company they will have 
to secure an extension from the insur- 
ance department. 

The stock has been sold in shares of 
$25 on a 20 percent commission and over 
$600,000 has been subscribed and a por- 
tion paid in. A deal for taking over the 
Oils & Metals Bank & Trust Company 
was also arranged whereby 2,000 shares 
of bank stock at $125 were to be ex- 
changed for $210,000 worth of stock in the 
Vulcan and a bonus of $40,000. Insurance 
Commissioner E. C. Cooper declined to 
allow this transaction as a company can- 
not legally acquire “other assets” before 
it has invested at least $200,000 of cap- 
ital in preferred securities. The deal, if 
consummated, would probably have saved 
the bank, but the banking department of 
the state has taken charge and liquida- 
tion will follow. All depositors will be 
paid in full but stockholders will realize 
but about 50 percent of their original in- 
vestment. 

The main promoter of the company is 
I. H. Clay, a local agent at Oakland. 


Newark FPire—The company is now 
amending its charter so that it can write 
tornado risks. It has sent out centen- 
nial daily reports to agents for new risks 
during October and November in honor 
of its 100th anniversary. 

* 


Toledo National Fire—This company is 
being organized at Toledo, Ohio, and is 
to be capalitalized at $200,000 with a sur- 
plus fund of the same amount. The board 
of directors will be composed of I. 


Merrill, A. 8. Cohen, Joseph Roth, W. Ed- 
wards, T. C. Stevens, W. C. Carr, J. M. 
Spencer, Jethro Mitchell and C. 
ham. Others interested are Frank Mul- 
holland, Merrill L. Jackson and J. Gaz- 
zam MacKensie. a pa 

Great Southern Fire, Louisville, Ky.— 
The company now organizing reports the 
selection of J. W. McCulloch, president 
Green River Distilling Company and 
banker of Owensboro, Ky., and Geo. G. 
Fetter, president Geo. G, Fetter Company 
of Louisville, as members of its organi- 
zation committee. The company reports 
the sale of its stock as progressing in a 
very satisfactory manner, and from pres- 
ent indications will be able to write busi- 
ness within the next sixty or ninety 
days. Many applications for local and 
general agencies are being received and 
the company is already guaranteed at 
least $500,000 in premiums during the 
first year of its operations. 

. . + 


London & Lancashire—This is the com- 
pany’s fiftieth year. It is asking agents 
to remember it with an increase of busi- 
ness in consequence. The company is one 
of the most substantial of the foreign 
corporations. It has made money in this 
country. Its management is strong and 
progressive and its field men are among 
the best that carry the grip. 





“People who talk the most usually at- 
tract the least attention’—but you can't 
get business by being “mum.” 





C aledonian Insurance 


Co.., of Scotland 


FOUNDED 1805 


“The Oldest Scottish Insurance Office” 


United States Head* Office: 


Caledonian Bldg, 50-52 Pine St.. New York 
CHAS. H. POST. 
U. S. 


Manager. 


R. C. CHRISTOPHER. 
Ase't U.S. Manager 





INCORPORATED 1840 


WESTERN 


Insurance Company 
of Pittsburgh 


FIRE AND TORNADO 


CAPITAL ° ° . $ 300,000.00 
SURPLUS TO POLICY HOLDERS, 387,713.39 
ASSETS . . . * 954,385.58 
LOSSES PAID TO DATE - 4,764,557.00 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1869 


Cash Capital, $1,000,000.00 
Assets, - - - - $6,648,971.67 
Net Surplus, - - $2,021,740.21 
Surplus for Policy 

$3,021,740.21 


Holders, - - - 


HEAD OFFICE: 
Cor. William and Cedar Streets 


Commercial 
Union 


. Assurance Company, Ltd. 





of LonCon 
UNITED STATES BRANCH: 
orner Pine and William Streets, NEW YORE 


WESTERN DEPARTMENT: 


226 Monroe Street - - + «+ CHICAG@ 








[THE COMPANY WITH THE PYRAMID 
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FIRE INSURANCE Co. 















































S770. 360.67] 
3.) 7. 70 
ge AN CHES 
[ 4,310, 636.19 
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4,861.149.6! 
[siesaras 1,510,064.23 
TOTAL LIABILITIES $2,585,953.23 
POLICY-HOLDERS SURPLUS 
WESTERN SPECIAL AGENTS—M. 5. 
Moore and F. S. Chase, Terre Haute, Ind; 
George K. March, Hillsdale, Mich; D. 
Zercher, Kansas City Mo.; C. W. Krueger, 
Neb.; A. T. , Denver, Colo.; AL 
w. J Columbus, Ohio; A. D. Yeaton, Osh- 
posh ; E j. Mac Minneapolis, 
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L. BRACKETT BISHOP 

Some time ago, it became apparent 
that many of the friends of JULES 
GIRARDIN, manager of the Puoenrx Mvu- 
TuAL Lire in Chicago and president of 
the Cuicaco Lire UNnperwriters’ Asso- 
CIATION, had him in mind for the presi- 
dency of the National association. Mr. 
GIRARDIN is serving his second term as 
head of the Chicago body and has done 
heroic work in preparing for the com- 
ing convention. It was felt that he pos- 
sessed the qualities necessary for mak- 
ing an admirable success as chief ex- 
ecutive of the NATIONAL UNDERWRITERS’ 
Association. Mr. Grrarpin for personal 
reasons feels impelled to decline to al- 
low his name to be presented. 

But Chicago is by no means shy on 
presidential timber. L. Brackett BisuHop, 
the energetic, popular and successful 
manager of the Massacnusetrs MuTUAL 
Lirr, will be presented by the Chicago 
association for the National presidency. 
Neither Mr. Bisuop or the Chicago as- 
sociation is foisting him on the dele- 
gates, if some one else more desirable 
meets with the approval of the nomi- 
nating committee. 

But the Chicago association doubts 
whether there is any one that will fill 
the bill any more acceptably than Mr. 
Bisuor. He has long been identified 
with the movement, has served the Chi- 
cago association as president and in 
other important capacities. He has been 
a delegate to the National meetings for 
years. He is fertile in his ideas, keen 
in his business perception, stands for 
the highest in the business, conducts a 
well organized and splendid producing 
agency, is a strong individual producer, 
is a man of many personal charrns, a 
forceful speaker and a skillful organizer. 
Mr. Bisnuop would make a president 
that would carry on with might and 
vigor the work of the association move- 
ment. 

He is chairman of the banquet com- 
mittee that has charge of that function 
in connection with the convention and 
is one of the real workers that is labor- 
ing for the complete success of the en- 
tertainment features of the big meeting. 

Chicago is for L. Brackett BisHop. 





AT LAST, IT’S SOLVED 
Reciprocity, Elbert Hubbardism, gov- 
ernment ownership, absolute life and all 
the rest are mere nostrums—there’s 
nothing to them along side of insurance 
when it comes to actually solving the 
Through the 


real problems of life. 





bonding companies the American home, 
bulwark of our civilization, is to be 
preserved—getting down to the kernel 
of things, the servant question is to be 
answered. The maids are to be bonded. 

The idea was conceived in the brain 
of Cyrit G. Perry, of Chicago, owner of 
the only mosaic floored apartment 
house in the middle west. After a study 
of the problem in America and abroad 
he decided the solution lay in throwing 
the same safeguards around the valu- 
ables of his renters as a bank puts on 
the deposits of its patrons when it 
bonds its employes. He has taken an 
inventory of all the jewelry, all the bric- 
a-brac, all the furniture in the eighty- 
five apartments in his building. One 
head maid, Miss Emmy Atcrter, has the 
master key and will each day check the 
list to discover loss. She is to be heav- 
ily bonded. Her assistants are to be 
similarly made safe. 

Mr. Perry has his representative in 
New York City taking the matter up 
with the bonding companies and he pre- 
dicts that within a few years his little 
scheme will have brought unbounded 
joy to thousands and a big volume of 
business for the bonding companies. 





A STEP FORWARD 

No one can read the proceedings of 
the American Lire CoNVENTION, whose 
annual meeting was held in Pittsburg 
last week, can peruse the papers pre- 
sented or study the personal factors, 
without feeling that this organization is 
doing much for life insurance. Its lead- 
ers are earnest, forceful men, who have 
been through a struggle. They have 
fought their way through many discour- 
agements and overcome many ob- 
stacles. 

The convention took a step forward 
at Pittsburg. The company officers 
realize their trusteeship, appreciate the 
fact that life insurance can never be 
made a private business, and hence it is 
due policyholders that the affairs of 
companies be administered not only 
honestly, but economically and intelli- 
gently. 

The members are now taking up some 
of the problems that confront them 
with the pioneer work out of the way. 
The labor before the companies now is 
not so much ploughing and getting the 
ground cleared as it is cultivation and 
careful nursing. Most of the companies 
have passed through the experimental 
stage. They have had their early dis- 
eases and made mistakes, but in the re- 
vamping process, they are at the build- 
ing stage, where they can pay more at- 
tention to the finer points of construc- 
tion. 

The west and south owe much to this 
organization. The new companies have 
been factors and now they are greater 
ones. They have stimulated interest as 
iocal units in a cause where the eastern 
or larger companies would not have had 
the influence. 

The American Lire ConveENTION is des- 
tined for a greater day. Its members are 
mutual friends. They are working toward 
the same end and with this cooperative 
spirit, an atmosphere is being engend- 
ered that is inspiring. 





“Success is a target with a mighty 
small bull’s eye. Shoot straight and 
keep firing.” 








Personal Side of the 
Insurance Business 


J. W. Norton, local agent at Wash- 
ington, Iowa, has established a record 
with few equals for long continuance of 
one policy with one manager. Twenty- 
five years ago in September he began 
his career as an insurance man by tak- 
ing the agency of the Rockford. His 
first policy was issued to Selden L. 
Stewart and he has continued the line 
unintermittently since. When the Rock- 
ford sold out to the American of New- 
ark the policy was transferred to that 
company, but has always been in the 
company managed by Charles E. Shel- 
don. There is no similar instance 
among the four thousand agents re- 
porting to the western department of 
the American. 





Samuel A. Kozer has resigned as in- 
surance commissioner of Oregon, to 
become deputy secretary of state. He 
is succeeded by J. W. Ferguson, secre- 
tary of the Democratic state central 
committee, who has had an insurance 
experience of only a few months as 
examiner for the insurance department. 


John T. McCurdy, brother of Mrs. 
Thomas E. Gallagher, wife of the west- 
ern general agent of the Aetna, died 


at Youngstown, Ohio, last week. Mr. 


McCurdy was formerly New York state 
agent of the Continental and afterwards 
a member of the firm of Post & Mc- 
Curdy, managers of the Washington 
F. & in the middle department. 
Mr. McCurdy was a popular man, and 
in his day was one of the leading un- 
derwriters of New York state. 


The Metropolitan Life is sending out 
to its superintendents who have facili- 
ties for displaying it a collapsible model 
of the home office building made of 
sheet iron painted white and standing 
62 inches high, including the tower— 
40 inches long and 19 inches wide. The 
building can be illuminated by placing 
an electric bulb inside and a remarkable 
effect is obtained. 


Secretary A. F. Hall of the Lincoln 
National Life is one company official 
who has gone beyond the talking stage 
in the still infantile program for the 
conservation of life. He is responsible 
for a committee on city health and san- 
itation in the Commercial Club of Fort 
Wayne, Ind., and at present has the 
body investigating the garbage ques- 
tion. As the people of the country will 
profit far more than the insurance com- 
panies from the conservation propa- 
ganda, it is rather a work of charity and 
Mr. Hall has put into practice the the- 
ory that charity begins at home by eat- 
ing but two meals a day. Besides his 
activities along these lines he is other- 
wise prominent in his own city and 
state. He is director of the Country 
Club at Fort Wayne and chairman of 
an important committee. In Masonic 
circles Mr. Hall is high up and a well- 
known Shriner. 

C. H. Carpenter, agency director for 
the New York Life at Columbus, Ohio, 
who spent the summer with his family 
in the Adirondacks, for the benefit of 
his health, has returned to his home in 
Columbus much improved, although 
during his visit he was the victim of a 
mishap which resulted in the breaking 
cf his lower jaw and the loss of several 
teeth. While he was playing on the 
Lake Placid links, a companion acci- 
dentally struck him with a golf club. 
The injury is about healed, and will 
leave no permanent marks. 


A Milwaukee insurance man con- 
tributes the following: 

“T had occasion to be in Hurley, Wis., 
recently, where Daniel Reid has the 
largest agency. He recently purchased 
a building and had it remodeled into 
an exceptionally nice office. It is a 
two story building, Mr. Reid occupying 











the lower floor while the second story 
is occupied by a religious organization. 
There are three windows in the second 
story, and on the middle light this re- 
ligious organization has painted in large 
red letters, ‘JESUS SAVED.’ 

“Now it happened that Mr. Reid blew 
himself for a nice new awning and on 
the front piece that hangs down from 
the awning, has the words ‘DANIEL 
REID’S AGENCY.’ When the awn- 
ing is pulled up, the painting on the win- 
dow and on the awning looks like one 
sign, reading: ‘JESUS SAVED DAN- 
1EL REID’S AGENCY.’” 


“The Human Factor,” the new poli- 
cyholders’ paper established by the 
Equitable Life of New York, has the 
following to say about Charles Jerome 
Edwards, one of the best known and 
most popular life men in the United 
States: 

“Charles Jerome Edwards, of Greater 
New York, presides over the second 
largest agency of the Equitable. He is 
a young man of forty-five years and 
has seen twenty-five years’ service with 
the society. Besides successfully man- 
aging his large agency he is active in 
civic matters and public movements in 
Brooklyn. As a charter member of the 
Automobile Club of America he was 
among the pioneers in automobiling. 
Latterly he has been actively interested 
in aviation and is a charter member, 
treasurer and one of the governors of 
the Aero Club of America. 

“Mr. Edwards is one of the most 
prominent life underwriters in America, 
and as president of the National Asso- 
ciation of Life Underwriters for two 
terms made a splendid record. He is 
perhaps better known to life insurance 
men throughout the country than any 
other life underwriter. His successful 
combination of extending the propa- 
ganda of life insurance and taking an 
active part in wholesome sport and pub- 
lic-spirited movements proves that the 
successful man is not a one-sided man, 
and that a combination of business and 
civic interest and pleasure can be made 
to accomplish much good to the com- 
munity.” 

Some two years ago when the Equita- 
ble Life of Iowa held its agency con- 
vention in Chicago, a general agent 
from one of the smaller cities of the 
company’s home commonwealth made a 
talk that will ever remain with those 
that heard it. The general agent was 
W. A. Willing. He is now one of the 
agency superintendents attached to the 
home office. Mr. Willing’s talk was 
directed along the lines of the potency 
of a smile, the infectiousness of good 
nature and the cheer of a pleasant 
word. Mr. Willing is an embodiment 
of this gospel. His whole face is il- 
luminated with the inner warmth and 
glow of his heart. As he mingles with 
the agents his magnificent physique and 
delightful presence are impressive. 
Wherever this man Willing goes he 
leaves one of those expansive smiles 
that have cheered many a man who had 
his blue glasses on and saw nothing but 
the storm. Mr. Willing never leaves a 
case he has tried to write and could not 
close without warming the cockles of 
the prospect’s heart. In other words, 
the prospect will always remember the 
genial and jovial Willing. He pos- 
sesses an asset that is more valuable 
than silver and more precious than 
gold. 


President T. J. Falvey, of the Massa- 
chusetts Bonding is expected in Chicago 
about Nov. 1 for the purpose of arrang- 
ing for the company’s casualty depart- 
ment in the city and state. The com- 
pany has two surety and burglary in- 
surance agencies in the city, with 
Moore, Case, Lyman & Hubbard and 
Fred M. Blount & Sons. There is no 
likelihood that the former firm will 
take the casualty department, as it al- 
ready has the general agency of the 
Standard Accident with a large busi- 
ness on its books. 
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News of Life Insurance 








UNION MUTUAL CHANGES 


NEW RATES ARE PROMULGATED 





Makes Several Changes in Its Policies 
and Adds the Monthly Income 
to List 





Material reductions in rates have been 
made, all policies liberalized and a num- 
ber of new forms of contracts promul- 
gated by the Union Mutual Life of 
Portland, Me. Among the latter is a 
monthly income policy that differs to 
an extent from all others that allow 
for this plan of settlement. 

The reductions in premium are on all 
forms except the renewable term and 
in all instances the values are increased. 
The new forms are 25 and 30-payment 
life; 25, 30, 35, 40, 45 and 50, year endow- 
ments; 10, 15 and 20-payment endow- 
ments upon all of the endowment forms 
to which the number of limited pay- 
ments apply; 5 and 10-year convertible 
term, the same rates to be used for a 
straight term policy without convert- 
ible features; and the monthly income 
forms, which consist. of combined term 
and whole life, combined term and 20- 
payment life, combined term and 20- 
year endowment. For the whole life 
rates are shown up to sixty-five, five 
years having been added to the ages at 
which these policies will be written. 

Some New Features 

Among the changes in the regular 
policy forms including the new monthly 
income contract is an acceleration 
privilege. With variations this re- 
sembles the accelerative feature of the 
Mutual Benefit Life’s policies. Other 
changes are: Reinstatement amended 
from “within three years” to “at any 
time,” subject to the same conditions as 
formerly; new privilege for the paying 
of premiums automatically by loan, 
provided written request by the insured 
be filed with the company; time when 
cash values are payable made at the end 
of thé number of years for which pre- 
miums have been paid, with privilege 
of discontinuing value back into the 
year if desired. 

Monthly Income Forms 

The new monthly income forms are, 
in the manner of premium payments, 
much the same as the old combination 
plan, except that they will not be re- 
newed for a second term period of five 
years and must change at the expiration 
of the first period to one of the three 
regular forms. The selection of one 
of these forms must also be made at 
the time the application is written. 
During the term period dividends may 
be taken out either in cash or used to 
reduce premium payments, but subse- 
quently the four regular dividend op- 
tions become operative. When a $10 
monthly income policy matures by 
death or endowment the first payment 
will be $190 and the income will spread 
Over the ensuing twenty years. Policies 
will be written for any multiple of five 
above $10. The commuted value of 
such a $10-policy is $2,000. The annual 
rate on combined term and 20-payment 





WANTED — An assistant to General Agent 
with a well established business. Only men 
with clean records who can deliver the goods 
need apply. Compensation will be salary, 
expenses and part commissions. Contract 
to become effective Jan. 1, 1912. Address 
50-A, care The Western Underwiter. 








life policy for that amount at age 30 
would be $24.12 the first five years and 
$72.14 the following twenty. 
New Rates Are Given 
The new annual rates per $1,000 of 
insurance on the most usual forms are 
appended: 





r Life —, Endowment 
Whole 10 15 20 15 20 
Age Life Pay. Pay. Pay. Years Years 
21 $18.47 $46.50 $34.33 $28.37 $65.72 $47.96 

2 8 86 28.81 80 


2 18.88 47.20 34. 8 65.80 48.05 
23 19.31 47.93 35.40 29.27 65.88 48.14 
24 19.75 48.68 35.97 29.75 65.97 48.24 
25 20.22 49.45 36.55 30.24 66.07 48.35 
26 20.72 50.26 37.16 30.76 66.17 48.47 
27 21.28 61.09 37.79 31.29 66.28 48.60 
28 21.78 51.94 38.43 31.84 66.40 48.73 
29 22.35 652.83 39.11 32.41 66.53 48.88 
30 22.95 53.74 39.80 33.01 66.66 49.03 
31 23.58 54.69 40.53 33.62 66.80 49.20 
32 24.24 55.67 41.28 34.27 66.96 49.39 
33 24.94 56.69 42.05 34.94 67.13 49.59 
34 25.68 57.74 42.86 35.64 67.32 49.82 
35 26.46 658.82 43.70 36.37 67.51 50.06 
36 27.28 59.95 44.57 37.13 67.73 50.32 
87 28.15 61.12 45.47 37.92 67.97 50.62 
38 29.07 62.32 46.42 38.76 68.23 50.94 
39 30.04 63.57 47.40 39.63 68.52 51.30 
40 31.07 64.86 48.42 40.55 68.84 51.70 
41 32.16 66.21 49.49 41.51 69.19 52.14 
42 33.31 67.60 50.60 42.52 69.58 52.63 
43 34.54 69.05 51.77 43.59 70.01 53.17 
44 35.84 70.55 53.00 44.72 70.49 53.77 
45 37.23 72.12 64.28 45.91 71.02 54.44 
46 38.71 73.75 655.63 47.18 71.62 65.18 
47 40.28 75.45 57.05 48.52 72.28 56.01 
48 41.95 77.22 58.55 49.95 73.02 66.92 
49 43.73 79.07 60.13 51.47 73.83 57.94 
50 45.63 81.00 61.79 53.08 74.74 59.05 
51 47.65 83.00 63.54 54.80 75.73 60.29 
52 49.80 85.10 65.39 56.64 76.84 61.65 
53 52.10 87.28 67.35 58.59 78.05 63.15 
54 54.54 89.57 69.42 60.69 79.40 64.81 
55 57.15 91.96 71.62 62.93 80.88 66.63 
56 59.94 94.47 73.96 65.34 82.51 68.64 
57 62.91 97.09 76.45 67.92 84.32 70.84 
58 66.09 99.86 79.11 70.70 86.31 73.25 


61 77.01 

62 81.17 

CB BE.GB cece ceccs eevee sees doves 
CE 90.40 cece cece sevce cocce covce 
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Two Meetings Same Week 
The Association of Life Insurance 
Presidents will hold its annual meeting 
in New York this year. The Conven- 
tion of Insurance Commissioners will 
also hold a meeting in New York dur- 
ing December. Manager R. L. Cox 
of the Presidents’ Association is anx- 
ious to have the two meetings during 
the same week, one in the earlier part 
of the week and the other during the 
latter part. Many of the insurance 
commissioners expect to attend the 
midwinter meeting of their association 
this year, and would be glad to be 
able also to attend the meetings of the 
Presidents’ Association. Manager Cox 
will be glad to see all the commission- 

ers at the meetings of his body. 





General Committee’s Luncheon 

William B. Carlile, chairman of the 
general entertainment committee of the 
Chicago Life Underwriters’ Association, 
in charge of the coming National asso- 
ciation convention, has sent out invita- 
tions in behalf of the committee to the 
luncheon to be held at 1 p. m. at the 
La Salle Hotel, Chicago, Oct. 9, the 
day prior to the opening of the conven- 
tion. The invitations are confined to 
noted guests, National association offi- 
cers and past presidents, and company 
officials. 





German National Meeting 

The home office agency of the Ger- 
man National Life of Chicago held its 
first agents’ meeting the other day at 
the Roma, the famous Italian restau- 
rant on Wabash avenue, on which occa- 
sion prizes for production were award- 
ed. An address was delivered by Pres- 
ident S. P. Gary. Agents were present- 








ed with sample copies of the company’s 
new monthly infantile policy which is 
believed to prove a hummer. Pledges 
were received for over $250,000 of or- 
dinary business for the next three | 
months which represents about $20,000 | 
per man. If this amount will be reached 
the Chicago agency will close the year 
with a writing of little less than a mil- 
lion. 


APPRAISALS BEING VERIFIED 





Illinois Department Has a Representa- 
tive Looking into the Value of 
Different Assets Carried 





It is stated that the Illinois depart- 
ment has a special representative ver- 
ifying the appraisals of land mortgaged 
to many of the different insurance com- 
panies reporting to the department. 
This is especially true of the younger 
lilinois companies. The department 
has received advices to the effect that 
some of these pieces of property are 
over-valued. This has led to the special 
investigation, which is going on in the 
west and northwest at the present time. 
Some of the companies occasionally ac- 
cept mortgages on suburban property 
close to some of the large cities, the 





value of which is quite speculative. 
This Superintendent Potter insists is 
the most difficult property to appraise, 
because of the fact that real estate men 
differ so widely in their estimate of 
values on this class of property. The 
value of farming lands can, as a rule, 
be readily ascertained, but the value of 
suburban property and wtnimproved 
property in some districts of the west 
is exceedingly difficult to obtain. 





Fidelity Leaders Club Meets 

The annual meeting of the Fidelity 
Leaders Club of the Fidelity Mutual 
Life was held last week in Philadelphia , 
at the Bellevue-Stratford and Hotel | 
Chalfonte, Atlantic City. The club} 
iuembership is made up of the teading field ; 
men of the company. Some fifty were | 
present at the convention, although not 
all of these were “beneficiary mem- 
bers” of the club. 

The officers of the club are “self- 
elective”; the five leaders become the 
officers for the ensuing year. W. C.| 
Walker of Philadelphia succeeded him- | 





self as president; F. W. Hart, Water- 
town, S. D., is vice-president; E. T. 
Felt, Johnstown, Pa., second vice-presi- 
dent; R. J. Seiberlich, Minneapolis, 
Minn., secretary, and Karl Collings, 
Philadelphia, treasurer. 





Will Act at Next Meeting 


At the next meeting of the board 
of directors of the North American Life 
of Newark, N. J., the matter of remov- 
ing the headquarters to Chicago will 
be considered. The home office may 
remain in the east but it is more than 
likely that the virtual headquarters will 
either be transferred or an office of 
issue established in Chicago. 





President Cochran on the Road 

President Cochran of the Pacific Mu- 
tual Life is spending some days in Chi- 
cago. He will visit eastern points and 
stop off at different cities on his re- 
turn. Vice-President Baker who spent 
the summer with Chicago as headquar- 
ters has returned to the home office. 





Topping with Natjonal Life, U. S. A. 

J. H. Topping, formerly superintend- 
ent of agents in the Chicago depart- 
ment of the Mutual Life, has become a 
general agent of the National Life, U. 
S. A., in Chicago, and will have an of- 
fice in the Harris Trust building. 





E. R. Ward Has Resigned 
Superintendent of Agents E. R. Ward 
of the Hartford Life has resigned. He 
has been with the company for a num- 
ber of years. For some time Mr. Ward 
was general agent of the Equitable of 
New York in northern Illinois. 





Will Not Lose the Money 

The Ohio National Life had about 
$75,000 on deposit with the Metropoli- 
tan Bank & Trust Company of Cincin- 
nati which closed its doors last week. 
It is not expected that the depositors of 
the bank will lose much if anything. 
The Ohio National is further covered 
by a bond in the Federal Union Surety. 





Penn Mutual $4,000,000 Ahead 
The Penn Mutual is already $4,000,- 
000 ahead of its record last year, which 
was the biggest year in the history of 
the company. 








GEO. H. GAZLEY, Manager 
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LaSalle at Madison Street, Chicago 
Hotel LaSalle will be the headquarters of the 22nd annual 
convention of the National Association of Life Under- 
writers to be held in Chicago, October 10, 11,12. 
Hotel LaSalle ranks first among Chicago hotels for its 


perfect service, elegant equipment and com- 
fortable accommodations. 


convenient stopping place for the busy man. 


Room with detached bath - - 
Room with private bath a. © 


Room with detached bath - « + $3 to $5 per day 
Room with private bath 


Connecting rooms and suites as desired 
All rooms at $5 or more are the same price 
for one or two persons. 


= 


Located at the 
insurance district it is the most 


RATES: 
ONE PERSON 


$2 to $3 per day 
= $3 to $5 per day 


TWO PERSONS 


= = «= = $5 to $8 per day 


Hotel LaSalle gives more for the price 
you pay than any other hotel in Chicago 














WARD’S WORKERS 


How? 





In the Pacific Northwest for the Pacific Mutual Life. 


They don’t use hammers knocking other companies. 


WIN 


They do use picks digging for applications and getting 
them to the extent of $1,500,000 the first year of the 
agency. Mr. Eastern Agent, sharpen your pick. 


“COME TO THE PACIFIC WITH WARD” 


H. H. WARD, Manager Pacific Northwest 
Spalding Building, Portland, Ore. 
Melhorn Building, Seattle, Wash. 
Paulsen Building, Spokane, Wash. 
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ANALYSIS OF CENSUS RETURNS 


_ F. H. Garrigues, mathematician of the Penn Mutual has made some tabu- 

lations of each state in accordance with the figures of the recent census. For 
its Own purposes the Penn Mutual has contrasted the business of that company 
in the various states, ascertaining its percapita insurance, the relation which its 
busifiess bears to the total insurance in force in each state, and what propor- 
tion of the company’s entire outstanding insurance is in force in each state, 
but these figures are omitted as they will not be of general interest. Any com- 
pany interested may institute such a comparison as the Penn has made. 
_ The total population in the last ten years has grown nearly sixteen mil- 
lions, approximately 21 percent, and column No. 3, entitled “Population of 
States,” shows the growth or increase during the last decennial period. The 
fourth column shows the relation of the population of the given state to the 
total of the United States during 1900 and the improvement or retrogression 
during the succeeding ten years. To these figures have been related the in- 
atmo force upon residents of the various states (excluding industrial in- 
surance). 

The total growth during the ten years has been some 92 percent, and the 
fifth column shows the progress in each state. The 1900 figures are upon a writ- 
ten basis, but the change to paid for having been made within the last few 
years the 1910 totals are upon the latter basis, except in the few states which 
require “written” reports. The totals, however are not materially affected by 
this change.. Column No. 6 shows the per capita of ordinary insurance in force 
during 1900 and the increase in ten years. It is generally known that the census 
returns cover not only men and women, but children as well, and that adults 
only are insurable if those who apply for industrial insurance are omitted. 
With this elimination the probabilities are that about one-fifth of the people of 
the United States, or say twenty millions, are insurable adults, and if this be 
taken as a standard the percapita insurance might be multiplied by five. The 
seventh column shows the percentage of insurance in force in each state related 


to — total in the United States and shows where gains or losses have oc- 
curred, 








4 5 7 
Percentages Percentages 
of Total of total 
STATES Years Population population insurance Per insurance in 

of states of United in force capita forcein 
tates in states* United 
States 
1900 1,883,669 2.48 202,726,079 107.62 3.31 
New Jersey Increase 653,498 0.28 191,632,704 47.8 0.03 
1910 2,537,167 2.76 394,358,783 155.43 3.34 
1900 195,310 0.26 11,183,501 57.26 0.18 
New Mexico Increase 131,991 0.10 10,976,051 10.44 0.01 
1910 327,301 0.36 22,159,552 67.7 0.19 
1900 7,268,894 9.58 1,085,887,122 149.39 17.70 
New York Increase 1,844,720 0.32 773,601,705 54.6 —1.95 
1910 9,113,614 9.90 1,859,488,827 204.03 15.75 
1900 1,893,810 2.49 53,291,334 28.14 0.87 
N. Carolina Increase 312,477 —0.09 102,846,534 42.63 0.45 
1910 2,206,287 2.40 156,137,868 70.77 1.32 
1900 319,146 0.42 15,921,108 49,89 0.26 
N. Dakota Increase 257,910 0.21 39,573,425 46.28 0.21 
1910 577,05 0.63 55,494,533 96.17 0.47 
1900 4,157,545 5.47 397,725,766 95.66 6.49 
Ohio Increase 609,576 —0.29 293,487,268 49.34 —0.63 
1910 4,767,121 5.18 691,213,034 145.00 5.86 
1900 90,391 1.04 11,991,739 15.17 0.20 
Oklahoma Increase 866,764 0.76 68,008,261 33.11 0.48 
1910 1,657,155 1.80 80,000,000 48.28 0.68 
1900 413,536 0.54 29,180,624 70.56 0.48 
Oregon Increase 259,229 0.19 46,829,827 42.42 0.16 
1910 672,765 0.73 76,010,451 112.98 0.64 
1900 6,302,115 8.30 716,630,135 113.71 11.68 
Pennsylv. Increase 1,362,996 0.02 525,235,613 48. —1.16 
1910 7,665,111 8.32 1,241,865,748 162.02 10.52 
1900 28,556 0.56 48,563,111 113.32 0.79 
Rh. Island Increase 114,054 0.03 36,500,906 43.45 —0.07 
910 542,610 0.59 85,064,017 156.77 0.72 
1900 1,340,316 1.76 44,514,473 33.21 0.73 
S. Carolina Increase 75, —0.11 85,225,010 52.40 0.37 
1910 1,515,400 1.65 129,739,483 85.61 1.10 
1900 401,570 0.53 14,643,170 36.46 0.24 
S. Dakota Increase 182,318 0.10 48,936,524 72.43 0.30 
1910 583,888 0.63 63,579,694 108.89 0.54 
1900 2,020,616 2.66 78,623,496 38.91 1.28 
Tennessee Increase 164,173 —0.28 93,008,875 39.65 0.17 
1910 2,184,789 2.38 171,632,371 78.56 1.45 
1900 3,048,710 4.01 145,462,731 47.71 2.37 
Texas Increase 47,832 0.23 117,245,930 19.71 —0.14 
1910 3,896,542 4.24 262,708,661 67.42 2.23 
1900 76,749 0.36 18,385,689 66.43 0.30 
Utah Increase 96,602 0.05 24,220,520 47. 0.06 
1910 373,351 0.41 42,606,209 114.12 0.36 
1900 343,641 0.45 41,882,988 121.88 0.68 
Vermont Increase x —0.06 15,723,594 39.96 —0.19 
1910 355,956 0.39 57,606,582 161.84 0.49 
1900 1,854,184 2.44 87,397,936 47.1 1.43 
Virginia Increase 207,428 —0.20 92,807,805 40.27 0.10 
1910 2,061,612 2.24 180,205,741 87.41 1.53 
1900 18,103 0.68 31,274,588 60.36 0.51 
Washington Increase 623,887 0.56 95,308,528 50.48 0.56 
1910 1,141,990 1.24 126,583,116 110.84 1.07 
1900 958,800 1.26 35,113,610 36.62 0.57 
W. Virginia Increase 262,319 0.07 59,739,845 41.06 0.23 
1910 1,221,119 1.33 94,853,455 77.68 0.80 
1900 ,069,042 2.72 146,646,893 70.88 2.39 
Wisconsin Increase 264,818 —0.18 68,434,384 21.28 —0.57 
1910 2,333,860 2.54 215,081,277 92.16 1.82 
rn St re 

Wyomin Increase 3, x ’ ’ . J 
. , 1910 145,965 0.16 16,871,048 115.58 0.14 
1900 75,994,575 100.00 $ 6,131,646,974 80.69 100.00 
Totals Increase 15,977,691 0.00 5,667,545,119 47.60 0.00 
1910 91,972,266 100.00 11,799,192,093 128.29 100.00 


*Figures for 1900 are “written” and those for 1910 are in most cases “paid for.” 





Do you want a good general agency contract in the best locality in the United 
States? Good contract. Policies the best the law will permit. Write us today. 


WE WANT A FEW MORE AGENTS IN IOWA AND KANSAS 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 














‘*A New Broom Sweeps Clean”’ 





CENTRAL STATES LIFE INSURANCE COMPANY 


sT. Louis, MO. 














Excellent Opportunity 


DIRECT 


FOR 


AGENCY CONTRACT 








1 2 3 4 5 6 7 
Percentages Percentages 
of Total of total 
STATES Years Population population insurance Per insurance in 
of states of United in force capita forcein 
States in states* United 
1900 1,828,697 2.41 6 ~~ 
828, 2. 5,102,315 . . 
Alabama Increase 309,396 —0.09 . 94,898,682 tet 0:30 
1910 2,138,093 2.32 160,000,997 74.83 1.3 
1900 122,931 0.16 ' 8,178,855 66.53 0.13 
Arizona Increase 81,423 0.06 9,527,514 20.12 0.02 
1910 204,354 0.22 17,706,369 86.65 0.15 
1900 1,311,564 1.73 37,230,038 28.39 0.61 
Arkansas Increase 262,885 —0.02 53,862,828 29.47 0.16 
§ 1,574,449 1.71 91,092,866 57.8 0.77 
1900 1,485,053 1.95 157,035,158 105.74 2.56 
California Increase 892,496 0.64 234,840,133 59.08 0.76 
1910 2,377,549 2.59 391,875,291 164.82 3.32 
1900 539,700 0.71 70,171,172 130.02 1.14 
Colorado Increase 259,324 0.16 69,579,663 44.88 0.04 
1910 799,024 0.87 139,750,835 174.90 1.18 
1900 908,420 1.20 106,542,011 117.28 1,74 
Connecticut Increase 206,336 0.01 61,921,948 33.84 —0.31 
1910 1,114,756 1.21 168,463,959 151.12 1.43 
1900 184,735 0.24 14,614,019 79.11 0.24 
Delaware Increase 17,587 —0.02 9,633,873 40.74 —0.03 
1910 262,322 0.22 24,247,892 119.85 0.21 
1900 278,718 0.37 40,520,235 145.38 0.66 
D. of Col’bia Increase 52,351 —0.01 38,737,774 94.02 0.01 
1910 331,069 0.36 79,258,009 239,40 0.67 
1900 528,542 0.70 27,800,911 52.60 0.45 
Florida Increase 224,077 0.12 51,290,436 52.49 0.22 
1910 762,619 0.82 79,091,347 105.09 0.67 
1900 2,216,331 2.92 101,418,168 45.76 1.65 
Georgia Increase 392,790 —6.08 181,286,767 62.59 0.75 
1910 2,609,121 2.84 282,704,935 108.35 2.40 
1900 161,772 0.21 8,292,970 51.26 0.14 
Idaho Increase 163,822 0.14 19,599,672 34.41 0.10 
1910 325,594 0.35 27,892,642 85.67 0.24 
1900 4,821,550 6.34 478,602,189 99.26 7.80 
Illinois Increase 17,041 —0.22 528,669,372 79.38 0.74 
1910 5,638,591 6.12 1,007,271,561 178.64 8.54 
1900 2,516,462 3.31 152,809,680 60.72 2.49 
Indiana Increase 184,414 —0.37 170,308,908 58,91 0.25 
19 2,700,876 2.94 323,118,588 119.63 2:74 
1900 2,231,853 2.94 139,278,163 62.4 2.27 
Iowa Increase —7,08 —0.52 86,753,810 39.20 —0.35 
1910 2,224,771 2.42 226,031,973 101.60 1.92 
1900 1,470,495 1.93 52,569,542 35.75 0.86 
Kansas Increase 220,454 —0.09 93,616,704 50.70 0.38 
1910 1,690,949 1.84 146,186,246 86.45 1.24 
1900 2,147,174 2.83 142,638,205 66.43 2.33 
Kentucky Increase 142,731 —0.34 80,609,316 31.06 —0.44 
1910 2,289,905 2.49 223,247,521 97.49 1.89 
1900 1,381,625 1.82 ,276,276 58.10 1.31 
Louisiana Increase 274,763 —0.02 69,012,279 32.03 —0.04 
1910 1,656,388 1.80 149,288,555 90.13 1.27 
1900 94,466 0.91 63,639,534 91.64 1.04 
Maine Increase 47,905 —0.10 33,602,094 39.35 —0.22 
1910 742,371 0.81 97,241,628 130.99 0.82 
1900 1,188,044 et aerate ee BH 
Maryland Increase 107,302 —0.15 y f anf, 
: 1910 1,295,346 1.41 177,268,672 136.85 1.50 
1900 2,805,346 3-$8 ratte tty we'd +72 
s’chus’ts Increase 561,070 —0.0 219, ¥ y —1, 
ov 1910 3,366,416 3.66 635,619,342 188.81 5.39 
1900 2,420,982 3.19 ee dtee: ary 38 
Michigan Increase 389,191 —0.13 5,878,30 J 
, 1910 2,810,173 3.06 304,015,961 108.18 2.58 
1900 1,751,394 -ze ty Bs of ose er 
Minnesota Increase 324,314 —0. 126, > . ‘ 
1910 2,075,708 2.26 240,918,006 116.07 2.04 
1900 1,551,270 2.04 se’sar'ase so38 oe 
Mississippi Increase 245,844 —0.09 841, x 5 
ai 1910 1,797,114 1.95 116,706,215 64.94 0.99 
1900 3,106,665 4.09 208,211,030 67.02 3.40 
Missouri Increase 186,670 —0.51 214,879,486 61.45 0.19 
1910 3,293,335 3.58 423,090,516 128.47 3.59 
cs 
Montana Increase 132,724 y »757, . J 
10 376,053 0.41 54,149,564 143.99 0.46 
1900 1,066,300 1.40 49,468,403 46.39 0.81 
Nebraska Increase 25, —0.10 75,088,337 58.09 0.25 
910 1,192,214 1.30 124,556,740 104.48 1.06 
1900 42,335 0.06 ,411,508 $104.20 0.07 
Nevada Increase 39,540 0.03 7,572,051 42,16 0.03 
910 81,87 0.09 11,983,559 146,36 0.10 
1900 411,588 0.54 36,075,051 87.65 0.59 
New Hamp. Increase 18,984 —0.07 17,076,803 35.79 —0.14 
1910 430,572 0.47 53,151,854 123.44 0.45 








Field Workers who intend to make a permanency of the business are 
wanted for several pieces of excellent territory. Direct contracts with ex- 
clusive control of the territory, and with liberal first year and renewal 
commissions, will be made with first-class men who will give their entire 
time to the business. For particulars address:, 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 Broadway. NEW YORK. 
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IT WILL SOON BE IN SHAPE 





Union Life of Chicago Is Given a Few 
Days More to Get . 
Fixed Up 





The management of the Union Life of 
Chicago, which was to have filed a 
sworn statement made by Actuary B. 
R. Nueske with the Illinois department 
Sept. 15, has asked for a few days ex- 
tension of time. Actuary Nueske had 
prepared a statement, but was not pre- 
pared to swear to it, not having had 
sufficient time to make such a statement 
as he desired. The company officials 
have advised the department that as 
soon as Mr. Nueske discovers the exact 
amount of the impairment they have 
the necessary cash to make good the 
deficiency and leave the company with 
a small surplus. After the statement 
has been filed Actuary Graham of the 
Illinois department is to verify it by a 
short examination. All these details 
are to be completed by Oct. 1, when 
the company expects to be in excellent 
condition to resume business. 

The selling of insurance was sus- 
pended for but a short time and as 
soon as the impairment had been made 
up this was resumed. The applications 
are, however, being held in the home 
office and the policies cannot be regis- 
tered with the state until the depart- 
ment has made formal approval of the 
company’ accounts since the examina- 
tion. About $150,000 of insurance is 
awaiting issue. 

There seems little doubt now but that 
agency commissions will be reduced 
by the new management and a check 
placed upon the amount of new busi- 
ness written. One of the reasons for 
trouble lay in the speed at which the 
Union Life was writing new business. 





Action of the Metropolitan 

Unpaid or uncredited bonuses due 
holders of industrial policies in the Met- 
ropolitan Life will hereafter be used to 
automatically purchase extended insur- 
ance where the grace limit has expired 
and the insured dies. This furnishes ad- 
ditional protection and will no doubt 
assist agents in keeping down lapses, 
though it will also increase claims. In 
a circular to agents the company says: 

“If the holder of a policy beyond the 
grace period should die, and at the time 
of death there be due and unpaid or un- 
credited a bonus which, if applied as a 
credit, would have brought the pre- 











The Detroit Life Insurance Co. 


is writing insurance in Michigan at the rate of Three Million a year. Very few compa- 
nies operating in Michigan are excelling this record. 


@ The unequalled growth of this Company offers great opportunities to Life Insurance 
Men of character and ability. ‘Those who are ambitious for rapid advancement will ad- 
dress the Home Office, 733 Majestic Building, for further information. 


DETROIT LIFE INSURANCE 


See 


COMPANY 


M. E, O’BRIEN, President. 














miums to within the grace period at 
the date of death, the company will rec- 
cgnize the claim. This rule is effective 
immediately, and retroactive.” 

The Metropolitan Life is sending out 
to industrial policyholders in several 
states who have paid premiums di- 
rectly to the home office or to district 
offices for not less than one year, 10 
percent of their premiums, representing 
the saving in collection expense. Laws 
have recently been passed in these 
states permitting this. 





Kuhlemeier Succeeds Hawkins 
F. J. Kuhlemeier, superintendent of 
agencies of the Merchants Life of Bur- 
lington, lowa, was appointed secretary 
of the association to fill the vacancy 
caused by the death of the late secre- 
tary, A. B. Hawkins. 





Many Prominent Speakers 

The application of the life under- 
writers’ association of Wheeling, W. 
Va., for membership in the National 
association was received at a meeting 
of that organization last Saturday at 
which President Henry J. Powell of the 
National association was _ present. 
Speakers of note besides Mr. Powell 
were Commissioner Darst, of West Vir- 
ginia, who paid his respects to the 
stock jobber and the agent who uses 
illegitimate methods; Charles W. Scovel, 
former president of the National asso- 
ciation; William Wood, of Pittsburg, a 
member of the national council, Charles 
Foehl, of Pittsburg, president of the 
association of that city, and others who 
are prominent in association work. 
Sixty-two were present at a dinner 








Manager. 
ences. 





SALES MANAGER 


CONTROLLING LARGE 
FORCE STOCK SALES- 
MEN, desires connection 
with a clean, live Insur- 
ance Company as Agency 
Best of refer- 
Confidential. | 

Address 53-D, Care 
The Western Underwriter 





LEADS IN THE WEST AND SOUTHWEST 


MISSOURI STATE LIFE 


ST. LOUIS, MISSOURI 


E. P. MELSON, President 
Our agents say we have the Best Selling Policies on the market. Their 
record proves it. The Company is writing a million a month. 
TO THE RIGHT MEN we are giving General Agency Contracts 
IN THE FINEST TERRITORY IN THE LAND 


That mean a competency if properly handled. We have the Age, the 
Experience, and the Backing. WRITE TODAY! 


THE EQUITABLE LIFE OF IOWA 


offers, as helps to selling its policies, (which are liberal 
and up to date) 


Moderate Premiums, Highest Interest Earnings and 
Low Mortality Experience, resulting in 


LOWEST NET COST 


See Official reports or other publications 


A history of Conservative and Economical Management for more than Forty 
Years; Deposit of Full Reserve to Secure Policies, etc. 














These are effective helps with intelligent prospects. 
Separate Territories to Agents a=<|- LONG CONTRACTS o_—.FAIR TERMS 


THE KIND OF CONTRACTS 


That Made the Old General Agents Rich 


Do you want to better your condition in the Life Insurance 
Business? One of the oldest Life Insurance Companies in 
this country (not doing business in New York), wishes to 
contract with live General Agents in the following states: 





Arkansas, Colorado, Indiana, Iowa, Illinois, Kansas, 
Michigan, Minnesota, Missouri, Nebraska, Ohio and 
Oklahoma. 


Liberal contracts to the right men. Address 127#Q, 
care THE WESTERN UNDERWRITER. 








OUR AGENTS MAKE MONEY 


YOU CAN SEE THE REASON WHY 


1,500 loyal, boosting stockholders. 

Our 20-payment G. E. A. policies guarantee 25 to 100% greater sur- 
render values than participating companies at about the same rate. 
All policies have total disability feature. 

Old age annuities provided for. 

67 methods of settlement at maturity. 


WE HAVE A FEW MORE OPENINGS 
FOR LIVE MEN; WRITE TO-DAY 


THE TOLEDO LIFE INSURANCE CO. 
NICHOLAS BUILDING TOLEDO, OHIO 
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which took place at the leading hotel 
of Wheeling. 


TO TAKE OVER OLD COMPANY 








Forest City Life Arranges to Reinsure 
the Assessment Association of 
the Same Name 





The reinsurance agreement by the 
terms of which the Forest City Life of 
Rockford, Ill., legal reserve, reinsures 
the business of the Forest City Life, an 
assessment association, is before Super- 
intendent Potter of Illinois for ap- 
proval. Actuary Graham made an ex- 
amination of the assessment company. 
The assessment certificates held by the 
members of the reinsured company will 
be taken up and the policies of the legal 
reserve company of the same date as 
the assessment certificates were writ- 
ten will be substituted. The legal re- 
serve company agrees to credit each of 
the new policies with the required re- 
serve without any liens being placed 
upon the policies, and without any 
other charge to the old members, in 
consideration of the transfer of the 
business. The members of the assess- 
ment company have been paying a reg- 
ular legal reserve rate based upon the 
American table and 3% percent inter- 
est, which is the Illinois standard. Con- 
sequently there will be no advance in 
rates. The charter of the reinsured 
company will be at once surrendered to 
the Illinois department. 


Talk by Charles Weinfeld 


About fifty members of the Indiana 
Life Underwriters’ Association attend- 
ed a banquet at the Columbia Club, In- 
dianapolis, Saturday night and listened 
with great interest to Charles Wein- 
feld, general agent of the Northwestern 
Mutual, of Wausau, Wis., who ad- 
dressed them on “W-O-R-K,” in con- 
nection with getting applications. He 
illustrated, with specific instances, the 
methods that have enabled him to 
write $1,000,000 of insurance a year and 
more than 250 applications. The 
speaker renewed any dormant enthu- 
siasm that might have been lurking in 
the bosoms of the life insurance work- 
ers present and they got an uplift and 
encouragement that will stay with them 
for some time. During the three hours 
the company was together, there were 
other shorter and informal talks along 
the lines followed by Mr. Weinfeld. 











States Accident Insurance Company 

This company duplicates the benefits of 
standard companies. It writes select and 
preferred classes. For $5,000 death benefit 
the premium is $4 a quarter. A health 
and accident policy for $5,000 costs $10 a 
quarter. The policies give the largest 
benefits and cost less than those of the old 
companies because of a low administration 
expense. The company has a reinsuring 
agreement that places security of $200,000 
back of 90% of the liability. 

Address De2 A. Stoker, Hartford Bldg., 
Chicago, for full particulars. 














AMERICAN CENTRAL LIFE 


A Growing Company—Established in 1899 
UNDER PROGRESSIVE MANAGEMENT 


Salesmen Compensation Plan—Our new plan that will appeal to High-Grade 


Men. Write us for an explanation. 
MILTON A. WOOLLEN, President - - Indianapolis, Indiana 


OVER TWENTY-SIX MILLIONS IN FORCE 











THE GEM CITY LIFE INSURANCE COMPANY 


COMMERCIAL BLDG., DAYTON, OHIO 


READY FOR BUSINESS JANUARY Ist, 1912 


Agents wanted in every county in Ohio, Pennsylvania, Indiana and Michigan. 
but live wires need apply. Dayton has never had a life insurance company. 


None 
It is the Gem 


City of the middle West and is the greatest manufacturing city in the country in propor- 


tion to population. 


FRANKLIN T. BETTS, 


Vice-President and General Manager 


Proposed Capital $100,000 
F. F. McGINNIS, 


Secretary and General Counsel 





There were eight to ten prospective 
members present. 





Two Tails Fall Away 

Kentucky life men have learned that 
“twisters” are again at work in that 
state. The fame of Kight of Indianap- 
olis spread to such an extent that work 
could no longer be carried on under 
that name, but two men who were for- 
merly associated with him have formed 
a new “abstracting” company, and are 
succeeding, according to their own 
claims, in getting a lot of business. 
They assert that they have written $3,- 
000,000 of business this year. 

Just what action is to be taken 
against the twisters has not been de- 
termined. Education of the public ap- 
pears to be the only available remedy. 
That it is needed is shown by the fact 
that big business men who refuse to 
discuss insurance with solicitors hav- 
ing legitimate propositions, readily turn 
over their policies to an abstracter, who 
comes back with a specious argument 
which is hard to overcome. 





Objects to the Literature 

Commissioner Ballard of Oklahoma 
has “gone after” an eastern life com- 
pany whose agents in the state have 
been making use of a pamphlet cap- 
tioned “Old vs. New Companies.” The 
pamphlet was distributed by an agent 
at Chickasha, Okla., and was referred to 
the department by a prospect he was 
soliciting. 

On receipt of the literature Commis- 
sioner Ballard at first seriously consid- 
ered the revocation of the license of 
the company, but adopted another 
course, that of forcing the company to 
admit that the literature in question 
was false and then compel the company 





The Best Insurance Man in Your Town 





is the man we want. If he knew what we have to offer—to him and 
the public—he would write to us at once. No soundly conducted 


Company is making mor¢ progress. 


THE CLEVELAND LIFE solicits correspondence and courts 
the most searching investigation through financial houses. New policies 


will be on the market for 


all business. 


Correspondence strictly confidential. 


The Cleveland Life Insurance Company 


William H. Hunt, President 


CLEVELAND, OHIO | boide 





Bee . 
EASY SALES EASY MONEY 


Policy conditions, excellent dividends, unusual endorsements, 


registration feature, make our proposition an easy seller. 
Proof? $1,113,000 sold in June. 


WRITE FOR TERMS AND TERRITORY 


UNITED STATES ANNUITY AND 
LIFE INSURANCE. CO. 


McCormick Building - - CHICAGO 


PROSPEROUS AGENTS 


We closed the first half of the year with new business well ahead of 
that for the first half of 1910. Our agents are prosperous. Are YOU? 
Policies, premium rates, dividends, progressive management, satisfied 
policyholders, and the company’s fine reputation, give to our agents an 
advantagein soliciting. That advantageincreases their incomes. Write to 


GEO. D. LANG, Supt. of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Mass. 




















Incorporated 1851 





Just a good, clean Home Company 


The Preferred Life Insurance 


Company of America 
Grand Rapids, Michigan 





Open territory in Michigan 


W. A. Watts, Secretary and Gen | Mgr. 


The Company OF the People, BY the People, FOR the People 


THE METROPOLITAN LIFE INSURANCE CO 


Incorporated by the State of New York—Stock Company 
HOME OFFICE: ONE MADISON AVENUE, NEW YORK CITY 


PROOF OF PUBLIC CONFIDENCE 
This Company has more papery business in force in the United States 
than any other Company, and for of last sixteen years has had more new 
insurance accepted and issued than any other Company in America. 
THE DAILY AVERAGE BUSINESS DURING 1910 
day in Number of Claims Paid. A. 8,163 per day in Number of Policies issued and revived fot 


$1,4281758.005 day in New Insurance ved. ee in payments to Policy 
aad odtition'eo Reserve. Si2i717 71 per day in Increase ot Assets. ° 
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A Good Man-+ Opportunity = Success 


We can furnish the Opportunity 


‘if you are the Man. 


LOOK UP OUR RECORD AND WRITE US AT 


Los Angeles, California, or at 39 So. La Salle Street, Chicago 



























to dismiss the offending Chickasha 
agent and any and all other agents us- 
ing it. 





Reliance Life and Substandard 

General Manager Furman of the Re- 
liance Life states that the article in the 
last issue regarding the writing of sub- 
standard business is misleading. It 
does write some under average business 
but only on participating policies. It 
is not bidding for this class from brok- 
ers. He states that its selection is very 
carefully made and it is conservative in 
its operations. Mr. Furman further 
says: 

“Naturally, we do get some substand- 
ard business as all companies do, but 
we take it only through our established 
agents who have contracts with the 
company, and it is written for their ben- 
efit—not for the benefit of brokers, who 
might be inclined to give us only sub- 
standard business.” 





Breaks Out in Kentucky 

It is said on excellent authority that 
rebating on life insurance premiums in 
Kentucky is being practiced to a de- 
gree which reminds one of the gala 
days before the insurance investiga- 
tions. A prominent manager stated re- 
cently that he ran into cases of that 





kind almost constantly, and that on one 
eceasion a solicitor even approached 
him with an offer to sell him insurance 
as low as $4 a thousand. 

Some criticism is being heard of 
Commissioner C. W. Bell, who has been 
appealed to several times without avail 
to take action on complaints of this 
kind. It is declared that on one occa- 
sion a detailed statement covering four- 
teen cases of rebating was sent in to 
the commissioner with request for ac- 
tion, but Mr. Bell did not even acknowl- 
edge the letter calling attention to the 
situation. 


LIFE APPOINTMENTS 
Ohio 

Aetna—G. B. Eisen, Columbus; 
Schellinger, Jackson. 

Conservative—U. G. England, Shawnee. 

Equitable, N. Y.—Rose B. Pettay, Cadiz; 
Cc. L. Haydon, Zanesville. 

Fidel. Mut.—C. D. Stafford, Cleveland. 

Germania—J. L. Switalski, Portsmouth. 

Hartford—F. W. Anderegg, Tippecanoe. 

Manufacturers, Ont.—V. G. Ketcham, 
Toledo; C. A. Williams, Akron. 

Mutual, N. Y¥.—C. DeCamp, Hartwell. 

New Eng. Mut.—J. D. Cook, Salem. 

New York—J. E. Firnkoess, Cincinnati. 

N. W. Mut.—Max Feder, Cleveland; 
Leland Abell, Cortland. 

Pacific Mut.—F. A. Termatte and Ralph 





R. A. 


Johnson, West Union; A. W. Hayward, 
Cincinnati. 
Pittsburgh L T.—Frank’ Rice, 


| 
Winona; D. B. Follette, Gibsonburg. 








Build on Safe Ground 


Our New Agency Contract— 
framed in conference with 
our agents—will enable you 
to build with assurance for 
the future. We have open- 
ings for a few good men now. 
Correspondence confidential 


The Fidelity Mutual Life 
INSURANCE COMPANY 
PHILADELPHIA 


LG. FOUSE, Pres’t 














[IMPORTANT POSITIONS| 


are waiting for capable Agents in much desirable 
territory, ready for occupancy whenever suitable 
men are available. Correspondence welcomed 
with those who can produce applications, who are 
energetic workers and successful solicitors 


Write at once 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
FRED E. RICHARDS, President 


ADDERSS EITHER 
Atazet E. Awns, Supt., 8t., Portland, Me 


396 Congress 
Tuorn. Caass, Supt., 405 Exchange Bidg., Los Angeles, Ca 




















SAY! 


Western Underwriter. 


Are You A Producer? 

Is Your Record Clear? 

Can You Manage Agents? 
@ Can You Develop Territory? 


An affirmative answer will secure you a fine, Jim-dandy renewal contract 
with a live wire company in the Middle West. Address $1-]H[, care The 


Prov. L. & T.—Miss O. T. Fisher, Cin- 
cinnati. 

Reliance—Armin Horetzky, Cleveland; 
Frank Wilson, Harveysburg. 


Royal Union Mut.—wW. 
Cambridge. 

Security, Chgo.—I. S. Richmond, Day- 
ton; A. C, Sheets, Van Wert. 
Travelers—G. <A. Martin, 
Florence Converse, Columbus. 
Union Mut.—Charles Reinheimer, 
dusky. 


D. Beaumont, 


Cleveland; 


San- 


Indiana 
Aetna—J. D. Bray, Noblesville. 
 -—alrammaaees Ia.—Vernon Hahn, Indianap- 
olis. 


Germania—S. B. Eaker, Indianapolis. 

Hartford—E. M. T. Nallinger, Elkhart; 
William Ward, Syracuse. 

Home—A,. M. Yelton, Vincennes. 

Inter Southern—L. C. Driskell, Terre 
Haute; H. Findley, Seymour; 8S. C. Addle- 
man, Richmond. 

Lafayette—W. F. Street and R. V. Zim- 
merman, Alexandria; C. E. Green, Sum- 
mitville. 





| ell and Jessie Alexander, Detroit; 





Pacific Mut.—G, A. Gord, Schneider. 

South Bend—C. W. Fritz, Ligonier; 
Adam Hunsberger, South Bend. 

at 8. Ann. & Life—Joel Bailey, Evans- 
ville. 

Michigan 

Aetna—I. C. Montague, Allegan; J. W. 
Cruse, Honer. 

Amer. Bankers—T. C. Soddy, Calumet. 

Conn. Mutual—H. D, Bennett, Lansing. 

Detroit—S. J. Castle, Flint; J. E. John- 
son, Bessemer; L. J. Navarre, Essexville; 
T. E. Mitchell, Trimountain; Edward L. 
Ruehle and James Lennon, Detroit. 

Equitable, N. Y.—H. L. Mundt and 8. 
D. Haney, Detroit; J. C. Thomson, Boston, 
Mass. 

Illinois—Carrie J. Williams, 
Rapids. 

Hartford—E. M. T. 
Life—Jacob Vanderhook, Sault 


Grand 


Nallinger, Sturgis. 
Mfrs. 


Ste. Marie. 
Sun—W. E. Lewis, Ypsilanti; Charles 
Mallen, L. R. Campbell, W. A. McCarger, 


A. W. Schrader A. G. Bourget, T. E. ee 





STOCK SALESMEN 





Swetland Building 


The Universal Life Insurance Company 


CHARTERED UNDER LAWS STATE OF OHIO 


We can use men of character and ability on liberal commission basis—work 
direct with Company—no fiscal agencies or promotion schemes. 


DEPARTMENT ORGANIZATION AND DEVELOPMENT 


Address 


CLEVELAND, OHIO 





MODERN LIFE 


Modern Policy Forms 


SOUTH BEND, 
(Commenced Business Jan. 28, 1909) 


THREE MILLION INSURANCE IN FORCE 


$112,363.00 SURPLUS TO POLICYHOLDERS 


INSURANCE CO. 


INDIANA 


Modern Agency Contracts 


Desirable Territory Open in Indiana and Illinois 
GEORGE SWARTZ, President 





OLD EASTERN LIFE | 


pating. 





General Agent Wanted 


Headquarters, CHICAGO, Illinois 


NSURANCE COMPANY 


Low Rate. High Guaranties. Either participating or non-partici- 
Monthly Income Insurance and all-up-to-date policies. 


Address, 39-O, Care The Western Underwriter 











OFFERS 








a 


OLD COLONY-COMMERCIAL LIFE INS. CO. 


H. G. AUSTIN, President 
OLD COLONY BUILDING, CHICAGO 


Address: 


A Very Special Proposition to Some Live Producing Agent to Take Charge of Some Unusually 
Good Territory in Illinois and Wisconsin. 


CHARLES H. JOHNSTON 


A Chance to Advance. 


Supt. of Agencies, Home Office 
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IN WISCONSIN 


OU may be at a standstill in your 
present connection. Look into the 
epportunities that are offered by 


Garten jite 


JAMES A. FREAR, President 
MADISON, WISCONSIN 
Our organization is growing and our rep- 
resentatives find the field fruitful. 


Address: 
GEORGE A. BOISSARD, 2d V-P. 
or E. A. MARTHENS, Agency Director, 
At the Home Office. 





A Penn Mutual Premium, less a Penn Mutual 
Dividend a Penn Mutual Policy, 

Pean Matual Values, makes an Insur- 
gece Proposition i tL COE I 
ren of all members. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, rates were reduced 
and values increased to full 8% reserve. 





The Only Company 
issuing policies ALL containing: 

1st. Double Indemnity. 

2nd. Total ae and 


8rd. Guaranteed Reduction of premiums—- 
in ONE CON1RACT. 


AGENTS WANTED 
THE 








Columbus Mutual]: 


Life Insurance Co. 
Wyandotte Bidg., COLUMBUS, OHIO 








Frank D. Jackson, Pres, Sidney A. Foster, Sec. 


DISTRICT MANAGERS WANTED 


Territory in Pennsylvania, Ohio, Mis- 
souri and Iowa 


ROYAL UNION 
Mutual Life Insurance Co. 


Des Moines, lowa 
Sebiaees 


DISTRICT MANAGERS WANTED 
Carleton B. Pray Jas. T. Priestly, M. D. 
Treasurer Medical Director 


Will Buy 


25 American Assurance 
26 American Union Fire 
25 Acme Fire 
10 Central National Fire 
10 Central Life, Ottawa 
100 Conservative Life (Va.) 
26 Forest City Life 
100 Great Southern, Texas 
26 International Life 
10 North American Life 
26 Old Colony Life 
50 Old Line Life 
26 Peoria Life 
100 Wisconsin National Life 


DUDLEY A. TYNG & CO. 


Specialists in Insurance Stocks 

















Doloff and G. W. Wright, Flint; Watson 
Wesley and F. H. Osbourne, Port Huron; 
F. L. Spring, Sandusky; F. 8. Currie, 
Port Huron; C. B. Millspaugh, Ypsilanti. 
Mass. Mutual—C. H. Hare, Grand Rap- 
ids; W. W. Mitchell, Mayville. 

Mich. Mut.—C. D. Birdsell and E. D. 
Hardy, Grand Rapids; Alfred Boucher, 
Detroit; H. G. Hillier, St. Joseph; H. P. 
Pettit, Kalamazoo. 

Mich. State—H. C. Chamberlain, Car- 
son City; A. W. Munger, Freeland; W. L. 
Dickinson, Saginaw; C. L. Morris, Elkton; 
W. H. Praschan, Elkton. 
Mutual, N. Y.—B. M. Dekker, Grand 
Rapids; Chester Soddy, Calumet. 

Mut. Benefit—N. H. Bokum, Chicago, 
Ill.; J. M. Franks, Flint. 

New York—G. H. Kennedy, Tecumseh; 
Ira Goodrich, Detroit; John Shira, Jr., 
Pellston. 

Northern, Mich.—C. J. Booker, Hills- 
dale; T. P. Fleming, Felix Martyn, E. G. 
Steimel, and G. D. Stewart, Detroit; W. 
C. Bequignot, Mt. Clemens. 

N. . Mut.—Frank Hicks, White Cloud; 
G. S. Bright, Jamestown, N. Y. 

Old Col. Coml.—Lester McCormick, Im- 
lay City; E. M. McNevin, Lum; S. C. 
Lake, Owosso. 

Old Line—S. J. McCabe, Sagola. 

Pacific Mut.—F. T. Dryer, Jonesville. 

Peninsular—R. R. Pealer, Three Rivers; 
Cc. D. Geach, Atirian; Vern Smith, Reed 
City; LeRoy Stuart, Lake Odessa. 
Peoria—H. A. Mortenson, Detroit. 
Preferred—F. C. Wise, Grand Rapids; 
O. C. Couts, Grand Rapids; R. G. Hamm, 
Standish. 

Prov. L. & T.—Leo Gardulski and J. 
Wolfe, Detroit. 

Reliance—H. J. Bush, Ontonagon; S. 
H. Knisely, Baraga; S. M. Brown, Rich- 
land; Roy Dean, Webberville. 

Security Mut., N. Y.—J. C. Harris, Bay 
City; W. Nicholls, Lake Linden. 

Union Cent.—J. E. Meredith, Detroit; 
R. E. Saunders, Elkton. 

Minnesota 

Hartford—W. H. Hendricks, Duluth; 
J. E. Bock, Sauk Center. 

m Germania—H. T. Clodfelter, Minneapo- 


8. 
Home—H. J. Redstone, Northfield. 
Mass. Mutual—August Graff, Wadonia. 
National, U. 8. A—D. Duncan, St. Paul. 
. W. Mutual—H. C. Tunell, Albert 
Lea; A. C. Bill, Claremont; P. O. Larson, 
Fosston; L. L. Olson, Kent; J. T. Lind- 


ley, McIntosh; Samuel Gilchrist, Min- 
neapolis. 
Penn Mut.—J. A. Haland, Frost. 
Phoenix Mut.—A. W. McLean, Orton- 


ville. 

Prov. L. & T.—W. A. McKenzie, Min- 
neapolis. 
+ Mut., Mass.—F. C. Stevens, St. 


Paul. 
Tilinois 


Amer. Cent.—H. C. Byers, Danville. 
Bankers, Neb.—D. P. McDonald, Piper 


ity. 

Meridian—W. J. Fish, Woodstock. ‘ 

Mo. State—P. H. Kennedy, German- 
town. 

Mut. Benefit—A. J. Phillips, Anna; J. 
C. Snow, Chicago. 

Mutual, N. Y¥.—Albert Abney, Carriers 
Mills; Charles Flamm, Batchtown; G. T. 
Rhodes, Dehlgren; G. W. Strong, Freder- 
ick; J. F. Waters, Lewistown; J. W. El- 
liott, Chicago. 

Mass. Mutual—H. A. Dever and G. 8S. 
— Chicago; W. B. Strong, Rood- 

ouse. 

New York—Herman Becker, Carmi; J. 
F. Kerr, Rockford; A. C. Robertson, Ohl- 
man; 8S. J. Strid and Samuel Witz, Chi- 
cago. 

N. W.-Mutual—J. N. Bebout, Pittsburgh, 
Pa.; W. C. Mage, St. Louis, Mo.; F. J. 
Steger, Bonfield. 


LIFE NOTES 


The Peoples Life of Chicago, has ap- 
plied for papers, preliminary to seeking 
admission to Indiana, 

Actuary M. M. Dawson is in Lincoln, 
Neb., conferring with the officials of the 
Bankers Life, of that city. 

The Continental Assurance, the life in- 
surance running mate of the Continental 
Casualty, has been licensed in Michigan. 

H. B. Gardner, who is promoting the 
Empire Life & Trust of Chicago, has 
moved his office to the Majestic build- 
ing, Chicago. 

The Actuarial Society of America will 
hold its annual meeting in Hartford, 


UNUSUAL FEATURES 


IN LIFE, ACCIDENT and HEALTH) 
INSURANCE 








Q 


THECOLUMBIAN NATIONALLIFE} 
INSURANCE COMPANY 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
Wm. C. Johnson, Vice Pres. and Gen. Mgr. 





108 S. La Salle St., Chicago 


Incorporated as a Stock Company by the State of Illinois 





Fifth Floor, Tacoma Building, Chicago 
LIFE ACCIDENT HEALTH 








Union Life Insurance Co. 


OF CHICAGO 





HOME OFFICE 
FIFTH FLOOR CHICAGO SAVINGS BANK BUILDING 
S. W. Corner State and Madison Streets 


Live Men of Ability can secure the best contracts offered by any 
sound, conservative company to men who can deliver the goods. 


For GENERAL AGENCY Address, THE HOME OFFICE 


Citizens Union Life Insurance Co. 
459 THE ARCADE CLEVELAND, OHIO 
Chas. P. Wickham, Fr., President and General Manager 


This company is in the process of organization and the stock is being placed on a 
basis that will assure the success of the company after it starts writing business. There 
is room for more stock salesmen who can p stock at a fair margin of expense. We 
employ only high-class men whose references are first-class. No stock is sod through 


misrepresentation. 
Address the President 


Assets $2,500,000 
Surplus 815,000 
Health and Acccident Policies with the name of the Philadelphia Life attached 


should make easy selling. The Company’s success in the life business is,well known as 
a great achievement. 


2 gener first is the date set for issuing the new line of Health and Accident 
olicies. 
Write us about representing the Company in your locality. Answer at once. 


Philadelphia Life Ins. Co. 
North American Bldg. Philadelphia, Pa. 


STOCK SALESMEN! Exsellent Fiel¢ 


in the Northwest 


A new Life Company being organized in Minne- 
apolis and St. Paul wants men to place the stock in 
Minnesota and the Northwest. Rich territory, 
practically new. Good proposition. Address 39-P, 
care The Western Underwriter. 


WHICH SHALL IT BE? 


A Word to You Men of ABILITY 
and INTEGRITY 


Do you DESIRE a connection with a strong, wide- 
awake institution, one whose officers will stand the 
SPOTLIGHT? 


If so, and you are the man who can GET RESULTS 
on a good stock selling proposition, address 22-Y, 
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Oct. 12-13, convening in the offices of the 
Phoenix Mutual Life. 

George J. Sternsdorf, general agent of 
the Equitable of New York at Daven- 
port, Iowa, has resigned and will go with 
the State Life of Indiana in a similar 
capacity. 

The agents of the Mid-Continent Life 
of Muskogee, Okla., remembered the 
fifty-third birthday anniversary of Presi- 
dent H. G. Baker by sending in $139,000 
new business. 

N. L. Nelson, of Mobridge, S. D., has 
been given the state agency for North 
Dakota, with headquarters at Fargo, for 
the Dakota Mutual Life. He will remove 
to Fargo at once. 

William W. McClench, president of the 
Massachusetts Mutual Life, was in Chi- 
cago Monday, Tuesday and Wednesday, 
with several members of the company’s 





AMERICAN LIFE INSURANCE COMPANY 


HOME OFFICE - - - - DES MOINES, IOWA 


Adequate capital and surplus, standard policy forms, annual dividend and non-participating 
contracts, liberal policy conditions and guaranteed values, no contested or compromised 
claims, low premium rates, satisfactory dividends, full reserve on policies protected by approved 
securities deposited with State of Iowa are strong selling points in favor of this Company. 
Territory open in Iowa, Illinois, Oklahoma, Kansas, Nebraska, South Dakota, North Dakota. 
Our District system is a winner for agents. 
operation will double your income. Writefor our Year Bookand detailedinformation. DOITTODAY 


Our highly developed system of Home Office co- 








finance committee. 





tie Seca ere rent | “GUARANTEES, NOT GUESSES” 


Sept. 24 after an illness of several 


months, was the oldest living trustee of | Over TWO THOUSAND STOCKHOLDERS make a powerful backing for our Field Men 


the Northwestern Mutual Life of Mil- 
waukee. 


being written for, the maximum policy is- 
sued by the association. 

The New World Life of Spokane is get- 
ting ready to enter Iowa and John Hol- 
land, a Des Moines attorney, is selling 
stock in Iowa in anticipation. J. G 
O’Donnell, a Des Moines banker, has been 
named resident director. 


William J. Graham, western superin- 





yn a. Stults, py of the Cutenge Chur “od Are VE “ aii heacr? 
office of the National Life of Des Moines, : 

wrote $113,000 of personal business dur- = —— 
ing the month of August, each applicant President 


Vice-President 
CINCINNATI, OHIO 


Life ; Accident; Sickness ; Disability ; Old Age Income 


We want more insurance men for theintensive cultivation of Ohio and Kentucky ;and for judiciously allotting our stock 


“GUARANTEES, NOT GUESSES” 





tendent of agencies for the Equitable Life 
of New York, suffered an attack of pto-| is president. W. L. Wallace and J. A. 
maine poisoning last week. He was con-| Leathers are also interested in the pro- 
fined to bed for three days and did not| motion. It will write health and acci- 
fully recover for several days more. dent insurance. 

The South Continent Life of Gulfport, John G. Parsons, general superinten- 
Miss., is being organized with a pro-| dent of the Inter-Southern Life of Louis- 
posed capital of $1,000,000. Edwin Clark | ville, was given a surprise on his birth- 
day anniversary last week, the solicitors 
under him presenting him with a num- 








ber of handsome presents, from a paper 
ACTUARIES weight to a Morris chair. 

cS PF. - . ge ee A the Fe | 
agency of the reat Southern e o 
R. NUESKE Houston, Tex., for the state of Arkan- 
e CONSULTING sas. He will in the future be special 
ACTUARY ge | agent a panos 
e under Leigh, rno aines in 
1116 Pirst National Bank Building Arkansas. No successor has yet been 

38 S. Dearborn Street appointed to succeed Mr. Brice. 
Telephone Randolph 2520 Orville C. Wolcott, late general agent 


of Prudential in Omaha, is to be tried 
early in October term of district court on 


CHICAGO, ILL. 








REPRESENT A WESTERN COMPANY 
The Reserve Loan Life Insurance Co 
INDIANAPOLIS 


Operates under the Compulsory Deposit Law or moun. 
Reliable Agents Wanted. Address 


ee 


n Honest Contract, sold by Honest Men, by Honest Methods 
N Permanent connection for desirable agents 
to sell life insurance 


NEAL BROWN, President 
WILLIAM A. FRICKE, Vice-President and General Manager 













GREAT 


THER 
NOR FE 


NSURANCE COMPANY 
WAUSAU WISCONSIN 

















The Scranton Life Insurance Company 


Wants a good man NOW for a good job in the Pittsburg 
District. A great chance for the right man—the best 
selling proposition in the East. 


JEFFERSON WALLACE, Superintendent ot Agencies Scranton, Pa. 
A Twenty Million Dollar Company 


A Plan that Has Stood the Test for One-Third of a Century 








Life Insurance for protection MODERN RESERVE FUND M. policies that 
cbwoltely incontestable after two Years, ith iberat DISABILITY BENEFITS that appesi to every ay. 

nt? men and women, ages St 0 ees ee fk age thirty $10.00 per 
aia relief from selling high priced or lodge insurance, this is your chance. Persons of standing 

STA WESSE Ae ate sontenct and state teeet 
UNION ENTS D CT MANAG WANTED IN EVERY STATE IN THB 

+ Qorth, east, south and west. 
Address HENRY PYLE, Sec’y and Mgr. 
National Life Association, Des Moines, Iowa 


September 28, 1911. 


Essentially an Ohio Company 

Operating exclusively in Ohio 

Iresting exclusively in Ohio 

Why not employ with an Ohio Company? 

Opportunities abundant in Ohio for field 
workers 


No place for others 
Ds ¥,0.meem COLUMBUS, OHIO *%2czn¢ 
GERMAN-AMERICAN LIFE INSURANCE COMPANY 


OMAHA 
THE PROGRESSIVE LIFE COMPANY OF THE WEST 
Are you a winner? 
If you can and will make good, we can place you in productive territory. 
Address the Home Office. 


YOU MAY BE 


Satisfied to go on where Few are, but that is because 
= are not in touch with Public Savings progress. Your 
uture will begin when you write for information. 


PUBLIC SAVINGS INSURANCE CO,, oF America 
HOME OFFICE: Indianapolis 











CAPITAL $100,000.00 





H. THOS. HEAD, Pres. 





The Provident Life and Trust Company 


OF PHILADELPHIA 














$232,749,676.00 
I eS EE Bln nin 500 40000600400 0000506600006000000000000000 48% 73,210,641.50 
Contingency Reserve (Including Capital Stock $1,000,000) . begubecnsbebiiiinendnane 8,971,582.80 
ew vident unsurpassed conciseness simplicity of form and for 
adaptability and liberality in all essentials. Premium rates of the Provident are y 
are still f a large annual dividends. ce with soli > 
YERGER & ELLIS, Wi BD eccecscsese 312 Union suilding, Cincinnati, Ohio 
8. S. SAF’ " . REPRE PRE 706-710 Garfield Building, Cleveland, — 
CROOK & CHAPPE: BER cs vccbescccccoccssctdgassnene 328 The Nicholas, Toledo, 
ANNEY & PICKERING, General Agents.........ssssesees: 325 M: Bull Chicago, Iilinole 
& REESE, General Agents.........seeseeeeees 1218-19-20 Building, t, Michigan 











ILLINOIS BANKERS LIFE ASSOCIATION 


Will enter MISSOURI and KANSAS and desires men of ability who are 
personal producers. Agents who are competent to handle a district 
SUPERINTENDENCY or MANAGERSHIP can secure an exceptionally 
good contract by addressing home office 


MONMOUTH, ILLINOIS 


1860 Sist YEAR 1911 


Home Life Insurance Company of New York 
GEORGE E. IDE, President 








I id hn pend etinnia nen ddheaiahicns seneadsccoseiervesevessrteesseeseteaasae $ 25,025,299.00 
TRBURANCE RESERV PUM. BiG ccc cccccccccccccccscccccocccococcsceecceces 20,937,739. 
RESERVE FOR DEFERRED AGS aba cesocboboddovesésebvcesesececeone 2,292,947.00 
RVE FO [e) R De RING ccc ccvccccescecccccccocceescooes 1,794,612.13 
INSURANCE IN FORCE D. BEES GEOR, BOND. cccccccccccccccscccccccocococess 100,214,968.00 
“As a result of a thorough examination into the affairs of this company, it ts evident to 
“ers that business is efficien * 


conducted in an t manner * with a view to fully the 
“law and with intention of — with the policy-holdess jy tly.”—Zxtract from Report of the New York 
State Examiners, December 24, 1910 
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the charge of embezzlement and forgery, 
ee against him, both by Omaha 

nks and his former employer. He is 
in jail unable to secure bond, and for 
that reason his case will be called early 
in the term. 


K. Duncan Peterson, 54 years old, the 
first stenographer ever employed by the 
Northwestern Mutual Life, was probably 
fatally stricken with cerebral hemor- 
rhage while walking along the street on 
Monday. Mr. Peterson became an. em- 
Ploye of the Northwestern in 1877 and 
acted as stenographer for the late Judge 
Palmer, former president of the company, 
for twelve years. 


BISHOP FOR PRESIDENT 


(CONTINUED FROM PAGE 1) 
success of the men upon the program, 
will make it worth while to plan con- 
tinual attendance. We look for an ex- 
position of the insurance business which 
will open the eyes of this community as 
never before to the value of the work. 

Launch Bishop for Presidency 

With a display of deep emotion Mr. 
Girardin announced that though his 
name had been mentioned as a presi- 
dential possibility at the coming con- 
vention he would, for personal reasons, 
be compelled to remain out of the race. 
He felt that to even be mentioned for 
the place was the highest honor that 
had ever been conferred upon him and 
that to attain the position was tie high- 
est honor any life man could ever re- 
ceive. He then announced that he had 
secured the consent of L. B. Bishop of 
the Massachusetts Mutual to present 
his name. This was received with ap- 
plause. Mr. Bishop will not be a candi- 
date to the extent of personally elec- 
tioneering, but a boom was immediately 
started. Various members spoke for 
him and a resolution was adopted to 
present Mr. Bishop’s name as the can- 
didate of the Chicago association. The 
Chicago organization voted to unani- 
mously support him. 

Porty New Members Elected 

Forty names were presented for 
membership. This is the largest num- 
ber ever taken into a local association 
anywhere at one time. Under the regime 
of Mr .Girardin the Chicago association 
has doubled its membership in a year. He 
has secured the support of a number of 
influential men to bring their agents 
into the fold. Twelve of the names 
presented Tuesday evening were recom- 
mended by E. H. Carmack of the State 
Mutual Life and eight by L. Brackett 
Bishop. 

Mr. Bishop holds the record for the 
year and is to receive the prize offered 
for this work by Mr. Girardin. Those 
elected were: 


William H. Abrams, William Dechert, 
B. A. Dickinson, Arthur KE. Frizell, 








Charles F. Hatfield, M. Bates Iott, John 
H. MacGregor, Edwin A. Mason, M. E. 
Ryan and Frank B. Todd, State Mutual; 
Charles A. Wetzel, Home Life; William 
Wilson, Duluth, State Mutual (Non-Res.); 
John R. McFee, Edward C. Platter and 
David S. M. Unger, Massachusetts 
Mutual; A. C, Smith, Mattoon, Ill., Mas- 
sachusetts Mutual (Non-Res.); Harry L. 
Kolman, Arthur A. Loeb, and I. H. Off- 
ner, Mutual Benefit; Sara Frances Jones, 
and James D. Leeson, Equitable, N. Y.; 
Joseph Tuteur, Northern, Ill.; David E. 
Hirsch, Northwestern; C. V. Carver, and 
F. A. Willard, Phoenix Mutual; Emil 
Reif, and John Haut, Metropolitan; 
Thomas C. Hindman, Union Central; D. 
C. Reichard, National, U. 8. 2 FP 
Reese, Connecticut General; Frank M. 
Kennedy, Equitable, N. Y.; Joseph H. 
Philisben, Travelers; Samuel Heifetz, 
John D. Cleveland, P. J. Kane, G. A. 
Youngerman, Illinois Life; Samuel J. 
Smith, C. O. Ludlow, Joseph Loebe, Berk- 
shire; J. E. Kennefick, Connecticut 
Mutual. 
Attack Insidious Competition 

Two forms of hard competition were 
brought to the attention of the meet- 
ing. One was the placing of business 
in the South Bend Life of South Bend, 
Ind., a company no¢ licensed in Illinois, 
by the agents of one of the largest gen- 
eral agencies in Chicago. Evidence is 
being gathered and with the assistance 
of the insurance department the associa- 
tion promises to stamp out the practice. 
The other matter was the activity of 
Gustave Meyers who, under the firm name 
of Gustave Meyers & Co., actuaries, is 
sending broadcast circulars promising to 
save money on fhe cost of insurance. 
These letters promise to reduce the cost 
of protection by at least $250 a year for 
a fee of $25. The circular was called a 
twisting document and as the Illinois 
laws do not put a ban on such a prac- 
tice the association plans to put out a 
circular, signed by a list of prominent 
members, exposing the methods. 

Superintendent Potter’s Address 

The address of Superintendent Potter 
is one that the life men have been look- 
ing forward to for some time and in its 
results promises to be of much benefit 
to the business. Mr. Potter explained 
that the legislative committee headed by 
W. Tudor ApMadoc of Chicago, has be- 
gun work on the codification of the in- 
surance laws of the state. He said he 
was personally making suggestions and 
giving assistance and that his department 
was rendering help. He asked that the 
Chicago life men render not only their 
assistance but their support to the work. 
They can probably thus secure some of 
the much needed legislation. After the 
convention a committee will probably be 
named to help in the drafting of laws 
that will prevent twisting, that will give 
the insurance department supervision 
over promotions and regulate the ex- 
penditures of going companies though 
the New York standards along this line 
appear to be considered altogether too 


drastic. 
Benefit of Organization 


Mr. Potter congratulated the associa- 
tion on its growth and the tendency to- 
ward organization all along the line. He 
mentioned the associations of fire, life 
and casualty companies and of agents 
of these companies and even the insur- 
ance commissioners are now associated. 
He hopes for their future success because 





General Agents Wanted in Illinois to represent the 
MERCHANTS RESERVE LIFE CoO. 





Annual Premium on $1000 Insurance after the first year 


_. Oe 
“45 


iy bata 15.10 


Other ages in same proportion. 


9S. La Salle Street 


CHICAGO, ILL. 





The Guaranty Life Insurance Co. 








Life, Health, Accident 





DAVENPORT, IOWA 








Special Coupon—20-payment and 
20-year End. policies. 


GOOD AGENTS WANTED 





FOUR STATES LIFE 








THE QUESTION OF THE DAY 





Concerning life insurance is not so much the age and size of the company, 
but the POLICY CONTRACT, the NET COST and LIBERAL 


WE HAVE THEM ALL. 


CONDITIONS. 





IN NEED OF EFFICIENT FIELD MEN. 


TEXARKANA, - 


ADDRESS HOME OFFICE. 
ARK. 


AGENTS WANTED 


Our liberal and attractive policies, Home Office assist- 
ance and co-operation have made our Agents and our Com- 
pany successful. We are now licensed in Illinois, Indiana 
and Kentucky, and want reliable and producing agents 
to grow and prosper with us who want to make money. 


You will find our policies and rates among the best. 
Ask us why. 


The Intermediate Life Assurance Company 
EVANSVILLE, INDIANA 


p ILLINOIS p 
I would like to get into communication with reputable producers who can 











take one or more districts in Illinois or Kentucky for THE ANCHOR 


LIFE INSURANCE COMPANY, commencing January 1, 1911, 
References required. L. H. OBERREICH, Sec., 


KENTUCKY 


INDIANA 


Anchor Life Bldg., Indianapolis, Ind. 














The Commercial Life Insurance Company, Indianapolis, Indiana 


$114,000 on deposit with the Insurance Department of Indiana for the protec- 

tion of Policy Holders. 4 Operating in Indiana, Kentucky and Kansas, and we = 
want good, reliable men in each of these states. Ready to open up Colorado, = 
Oklahoma and Nebraska as soon as we can secure a good state agent. 7 


Address the HOME OFFICE 


A GIANT IN THE SOUTH 


ck’Y-— 











ITS NAME IS A SYNONYM OF STRENCTH 


Operating under the Compulsory Reserve Deposit La 
of the State of Kentucky va 


Men of character and ability wanted to whom we can offer good 
Commissions and Territory. 
LOUISVILLE, 


CITIZENS NATIONAL LIFE INSURANCE COMPANY itxrvex: 


CHAS. D. PEARCE, President 











Stock Salesmen— Attention! 


Success in selling stock, as in everything else, depends largely upon the industry 
and ability of the Salesman. - — 


MEN OF PROVEN ABILITY 


will fail to succed unless the proposition which they offer has merit. We havea 
line up which talks for itself and helps the salesman to 


MAKE BIG MONEY. 
Strong pullers. Exceptional leads, Address 


CONSERVATIVE LIFE INSURANCE COMPANY 
South Bend, Indiana 























THERE'S A MILLION DOLLARS BACK OF THE NAME 


SECURITY 


LIFE INSURANCE COMPANY OF AMERICA 
W. O. JOHNSON, President 
CHICAGO, ILLINOIS 
Capital and Surplus over $1,000,000 
NON-PARTICIPATING ONLY 


District and County Agents wanted in Illinois, Indiana, Michigan and Ohio. 
Contracts Direct with Home Office. 
Address 


S. W. GOSS, Asst. to President, Rookery Bldg., Chicago. 


SIMON P. GARY, President 

















FRED W. RITZMANN, Secretary ?, A. RAUCH, Treasurer 


German National Life Insurance Co. 
CHICAGO 
Authorized Capital $500,000.00 


LEGAL RESERVE 
$100,000.00 Deposited with the State 


Agents Wanted Contracts Direct with Company 


Home Office, ~ ino 





Bite Chicago, Til. 
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of the good that they can accomplish. 
Then he asked that the insurance world 
not expect too much from his department. 
He explained that there are more compa- 
nies doing business in Illinois than any 
other state in the union. There are 850 
companies reporting and of this number 
there are 200 fraternal orders and eighty 
legal reserve life companies. Of the 
fraternals 100 have their headquarters 
within the state and among these is the 
largest in the world, the Modern Wood- 
men with a membership of 1,250,000 of 
whom 250,000 are Illinois people. Of the 
legal reserve companies twenty are home 
institutions and Chicago has more of 
such companies than any other city in 
the country. Seventeen charters have 
been granted for companies not yet or- 
ganized. As the department has no su- 
pervision over promotions and is com- 
pelled to grant charters to all applicants 
provided the names selected do not con- 
flict with the name of existing compa- 
nies some of these will never get beyond 
the promotion stage. And in addition 
to the fraternals and old line companies 
are the assessment organizations. 
Ask for Many Favors 

Though Commissioner Potter would 
welcome supervision over promotions and 
a few other discretionary powers he is 
glad he does not have to do all that 
some people expect of him. He was re- 
cently called on the ‘phone and asked 
to adjust a fire loss; frequently, very 
frequently, he is requested to compel a 
company to pay the tontine dividends 
that were promised by agents twenty 
years ago; he receives ——— for in- 
surance, protection that is guaranteed by 
the state, and he is asked to explain 
how companies can pay $169 on a cer- 
tificate for $2,000 that was originally 
issued by a fraternal or assessment com- 
pany that has since gone through two or 
three reinsurances. And here he re- 
marked that it is very seldom that com- 
plaint is filed that a legal reserve com- 
pany refuses to pay its just claim. 


Tax Laws of Illinois 


The taxation laws of Illinois were com- 
mended. The statutes make no provision 
for taxation other than in the reciprocal 
law, which says the companies of any 
state will be taxed as the states from 
which they come tax the companies of 
other states. In this way Illinois col- 
lects half a million annually which Mr. 
Potter says is $425,000 too much, as his 
department costs but $75,000 a year. 
Some of his fellow commissioners con- 
sider his stand as rank heresy, but he 
believes in the sentiment that insurance 
taxation is burdening thrift for the bene- 
fit of nonthrift. 





He termed the stock selling proposi- 
tion “a fright.” He read e “pink 
sheet” circular of one company now in 
the process of promotion which sub- 
tracted disbursements from receipts and 
called the results actual profits, never 
mentioning reserves, and which said that 
the promotion was under the supervision 
of the Illinois department. He is help- 
less as commissioner but the matter has 
been taken up with the postal authorities. 
He told how Murphy of the Corn Belt 
Life, sold $30,000 worth of capital stock 
in the management of an assessment 
company at Danville. He showed a stock 
certificate which was doubly humorous 
in that the word “donated” was used 
instead of the usual “paid in.” And this 
was sold to the best business men in 
Danville and vicinity. Murphy was called 
to Springfield and shown that he was 
defrauding the purchasers. Later he 
brought in all the certificates, $29,500 
worth, and explained that he had re- 
deemed them with ten-year notes bear- 
ing interest at 7 percent. Murphy is 
now dead. Mr. Potter is keeping the cer- 
tificates as souvenirs of this mad pro- 
motion era that has followed the New 
York investigation. He believes that the 
investigation was needed but that the 
method of it was wrong—when he has a 
surgical operation to be performed he 
wants it done by doctors who know their 
business and in a hospital, not on the 


street. 
Believes in Conservation 


Conservation is one of the biggest and 
best things that the companies have ever 
taken up and Mr. Potter wants to see the 
agents join hands on the plan. They can 
well afford to do it because every lapsed 
policyholder is a menace to the business. 
In 1910 $170,000,000 of life insurance was 
written in Illinois and the gain was but 
$56,000. Even with the death and en- 
dowment terminations deducted these fig- 
ures show an enormous waste. One leak 
is found in the compulsory policy loan 
law, which Mr. Potter helped draft, and 


he hopes to secure an amendment that- 


will make it more difficult to borrow. 

At the closing of the meeting a rising 
vote of thanks was extended to Mr. Pot- 
ter and Mr. Girardin said that after the 
convention the matter of securing pub- 
licity for the business would-be taken up 
by the local association. One Chicago 
daily paper has consented to run a series 
of educational articles accompanied by 
advertisements and the association will 
be asked to raise a fund for such a cam- 
paign. While preparations for the con- 
vention were being made the Pittsburgh 
association stole Mr. Girardin’s thunder 
and raised $3,000 that is now being used 
in this way. 





Y closing its first year with $3,089,500 in paid-for business on 

its books and with over $300,000 “‘in suspense,” the Mid- 

Continent Life, of Oklahoma, proved its right to the title: “The 

Young Giant of the Southwest.” A hustling and enthusiastic bunch 

of “‘go-getters” did it. It is easy to write life insurance in Oklahoma, 
Kansas and Arkansas. 


Ask FRANK K. KOHLER, Agency Director 


Mid-Continent Life Insurance Cc, 
MUSKOGEE, OKLA. 











GREAT NorTHERN LIFE 


INSURANCE COMPANY 
GRAND FORKS, N. D. 





Home Company in Good Field 
Liberal Contracts for Insurance or Stock Salesmen 
A LIVE PROPOSITION 


Dakota Western Assurance Company 


WATERTOWN, SOUTH DAKOTA 
PAID UP CAPITAL $120,000.00 
WANTED—LIVE LIFE AGENTS FOR THE DAKOTAS 
BEST FIELD FOR LIFE AGENTS IN THE UNITED STATES 
GREAT OPPORTUNITY FOR MEN OF ABILITY 
WRITE DIRECT TO COMPANY 











HOME COMPANY FOR HOME PEOPLE 


Backed b: of character, business ability and w: with low administration e: anda 
y men of c er, ity pe Bas xpenses 


cate of income from investments, the security 
: CAPITAL $250,000. 


ok yy any hem yt th 4 


STATE DEPOSIT $100,000 


STRAIGHT PROPOSITIONS TO PRESENT~—NO ESTIMATES. 


FIRST NATIONAL LIFE 
And Accident Insurance Company 
PIERRE, SO. DAKOTA 





JOSEPH STOUT, President 


CAPITAL, $100,000.06 


SOUTH BEND LIFE ASSURANCE COMPANY 
SOUTH BEND, INDIANA 





COMMENCED BUSINZSS JULY 1, 1910 





NEARLY $2,000,000.00 INSURANCE IN FORCE 





WANTED-STOCK SALESMAN 


ONE OP THE BEST PROPOSITIONS 
EVER OFFERED 





GIRARD LIFE INSURANCE CO. 


NATHAN T. FOL 


ALBER' 


President T SHORT, Secretary and Actuary 
RICHARD H. WALLACE, V. Pres. and Supt. of Agencies JOSEPH 8S. POTTER, Treasurer 





Its 
tractive and of great assistance to the agent. 


This Company is operated on careful and conservative lines, and is meeting with exceptional success 
of securing the active co-operation of its policy-holders in obtaining its business is very at, 


GOOD CONTRACTS TO GOOD AGENTS 


ADDRESS THE COMPANY'S HOME OFFICE 


DREXEL BUILDING, - - 


PHILADELPHIA, PA, 





YOO KNOW US 
IF YOU DON’T, WE BETTER GET ACQUAINTED ' 


_It won’t do any harm to broaden your acquaintance among the life companies 
— if you want to make a change, now or later, you’ll know where to turn to 
nds with success. Right now we have a State Manager position open in Nebraska’and 


Would 
tracts, 


- Dakota for the right men; and splendid territory open in other states. 
get acquainted with us, our “‘Dandy Line” of policies, our 
and our fair and liberal treatment, you would be just as enthusiastic as we"are. 


If ; you 
lendid agents’*con- 


ALL CORRESPONDENCE CONFIDENTIAL. 
DES MOINES LIFE INSURANCE Co. 


C. E. RAWSON, President 


DES MOINES, IOWA. 


W.A. HARBACH, Secretary 


If YOU are a salesman and 
can interest bankers in a live 
proposition where the banker 
can make money, 


Address 43. 


Care The Western Underwriter. 


By a Non-Participating 
WANTED conru;,'t GENERAL 
AGENT for the entire state 
of Ohio. Or will divide the state into three agencies: Cleve- 
land, Columbus, and Cincinnati. Only men with clean 
records and who can deliver the goods need apply. A REAL 
GENERAL AGENT’S CONTRACT will be given to the 


right party or parties. Address communications to 12-N, care, 
The Western Underwriter 


High class casualty stock salesmen 











desired to sell stock in Minnesota and 


the Dakotas. Only first-class salesmen 
Address 8-K, care The 


Western Underwriter. 


need apply. 














THE WESTERN UNDERWRITER. 








September 28, 1911. 








Casualty and 


Surety News 








VIEWS AS TO LIABILITY 


INTERVIEW WITH W. L. TAYLOR 





General Manager of Missouri Fidelity 
& Casualty as to Workmen’s Com- 
pensation & Information Bureau 





It is interesting always to ascertain 
the attitude of mind of a new company 
official on underwriting problems and 
practices. In some ways, the new com- 
pany has to consider its future in a dif- 
ferent way from older companies that 
have built up a business. Vice-Presi- 
dent and General Manager W. L. Tay- 
lor of the Missouri Fidelity & Casualty 
is a man who had considerable field ex- 
perience before he took hold ot the 
home office. He has studied the busi- 
ness building and development prob- 
lem with care and has certain well de- 
fined ideas. The company is not @ 
member of the Workmen’s Compensa- 
tion & Information Bureau. Mr. Tay- 
lor presents his reasons for not join- 
ing. He says: 

Reasons for Staying Out 

Duri the past ninety days I have had 
esnniaerable correspondence with the offi- 
cials of competing companies and large 
general agencies throughout the United 
States, asking whether or not our com- 
pany expected to come into the Liability 
Conference. Some of my friends who are 
in the management of competing compa- 
nies have urged upon me the importance 
of bringing the Missouri Fidelity & Cas- 
ualty into the conference, but up to this 
time I cannot see where it would be best 
for us to join the Workmen’s Compensa- 
tion Service & Information Bureau. Not 
that I feel that the conference is operating 
contrary to law, but for the reason that 
the Missouri Fidelity & Casualty is a new 
company, and it is absolutely necessary 
if we want to put the volume of business 
on our books for us to go out and take 
business that is now being carried by 
some of the other companies who are 
members of the conference. As I under- 
stand, under the rules of the conference, 
we could not anticipate the expirations of 
other companies, neither could we make 
agency contracts with the agents of other 
companies. There is not enough new busi- 
ness being developed throughout the mid- 
dle west to justify a company depending 
upon that class of business altogether. 
So it can be plainly seen that it would be 
very unwise for this company at this time 
to go into any conference that would bind 
it to not solicit business that is now be- 
ing written by other companies. 


Does Not Agree with All Rates 
Furthermore, I do not altogether agree 
with some of the rates that have been laid 
down for the new conference manual. 
While our compaay uses the conference 
manual and keeps as near to the rates 
quoted in that manual as possible, I find 
that oftentimes it is necessary to deviate 
from rates named. I may have different 
ideas of underwriting from some of our 
competing companies and the principles 
that I advocate may not fit the liability 
business in the New England states or the 
eastern states, but I do know the results 
obtained by this company justify me in 
saying that they absolutely apply to the 
handling of liability risks in the middle 
western states. 
Cites Individual Risks 
ot long ago our resident manager in 
at Toute fook up the matter of a rate for 
a stone quarry, including stone crusher. 
We investigated the experience and found 
it to be a very good risk, considering the 
class, and on account of our industrial 
department having a franchise to write 
the health and accident insurance for all 
employes at the plant, I made a rate of $2 
for employers’ liability. One of the good 
conference companies took the business at 
$1.65. Only recently our resident manager 
at Kansas City solicited the employers 
liability of the contractors who are doing 
the excavating for the new union depot. 
The conference manual is not clear on 
that class of work, but we presumed that 
we could not carry the risk at less than 
$3.50, including the operation of steam 
shovel, dump cars and blasting and we 
wanted the pay roll of all employes con- 
nected with the work, One of the con- 
ference companies wrote that risk at 
$1.50; so it can be seen that the confer- 
ence companies are not standing altogeth- 
er by the manual. 
Believes in Individual Rates 
I have sae advocated that liability 
underwriting should be handled along the 
same lines that fire insurance companies 
handle their business. For example, a fire 
insurance company makes a rate in ac- 


cordance with the hazard of the risk. A 
brick building, metal roof, with fireproof 
shutters, etc., gets a cheaper rate than a 
frame construction, shingle roof and open 
windows. The same principles should 
apply to the underwriting of liability in- 
surance. A machine shop may be quoted 
at a rate of $1 in the manual and it could 
be easily carried at 60 cents, all depend- 
ing on the kind of a machine shop, while 
others could not be carried profitably at 
$1.50. The same can be said of planing 
mills, cement plants and hundreds of oth- 
er industries. 
Inspects All Risks 

I have made it a rule to have every risk 
we write carefully inspected by a compe- 
tent inspector, not after an accident to 
learn how it happened, but before, to pre- 
vent it from happening. If there is any- 
thing in any of the plants that we carry 
that could be changed to lessen the haz- 
ard, we request that it be changed. My 
experience in the mechanical line before 
entering the insurance business together 
with my experience as a field man in the 
liability insurance business has been 
very useful to me in handling the under- 
writing of liability risks. By inspecting 
our risks, we are in position to know the 
exact condition of the plant, whether the 
machinery is properly guarded or not, 
whether there are set screws sticking out 
on line shafts and numerous other things 
that only the experienced can detect, and 
with the information before me, I make a 
rate which I think will carry the risk. 

Joplin Mining District 

I was criticised by some of the confer- 
ence companies when we entered the Jop- 
lin mining district to write employers’ 
liability. The manual rate is $4.50 on that 
class of business. We are accepting the 
business all the way from $4 to $5, accord- 
ing to the hazard and I am free to say 
that we are making plenty of money on 
the risks that we have written, but we 
are handling it differently from any of 
the other companies. We have a compe- 
tent inspector who examines every mine 
once a week and makes recommendations 
to the operator and if these recommenda- 
tions are not complied with, we cancel the 
policy immediately. There are a great 
many mines in the district that I would 
not carry at any price, and I believe there 
are some there that are being properly 
managed that could be carried at a less 
rate than what we are charging. That 
is another matter of underwriting which 
requires a rate to be made strictly in ac- 
cordance with the hazard. Now, these 
principles may not apply to the manage- 
ment of a large eastern company that 
would not be in position to consider each 
individual risk as we do, but it applies to 
the underwriting of this company in -this 
community. 

Comment on Commissions 

‘I am in favor of a bureau that will fur- 
nish us the statistics and experience which 
would enable us to make rates more intel- 
ligently, but instead of the companies 
getting together and trying to make uni- 
form rates for all com ies to use re- 
gardless of the condition of the risks, I 
believe that it would be more profitable to 
the companies for them to get together 
and agree upon some uniform amount of 
commissions to be paid to agents and 
establish some uniform system of remit- 
tances. I find that the conference compa- 
nies are paying some exorbitant commis- 
sions in some instances, and in other in- 
stances are paying commissions that are 
entirely too low. I also find that in some 
instances the agencies have been permit- 
ted to collect the premiums and carry an 
unpaid balance for sixty or ninety days. 
This keeps a great deal of the company’s 
money out as “premiums in process of 
collection,” which could be invested and 
be bringing in the company an interest 
income. 

No Fault to Find with Competitors 

I will have it understood that I have no 
fault to find with any of the members of 
the conference, In fact, every competi- 
tive company in the United States has 
been exceedingly courteous to us and we 
have tried our best during the six months 
that we have been in operation to secure 
all our business legitimately and without 
resorting to any underhand tricks or un- 
ethical methods. If we had today a half 
million of business on the books of our 
company, I would no doubt be in favor, 
the same as the older companies, of taking 
such steps as would protect our renewals. 
There are a great many things that a 
bureau could do other than to restrict its 
members from taking each other’s busi- 
ness. It will only be a matter of time 
until nearly all ofthe states have enact- 
ed some kind of a workmen’s compensa- 
tion law. We will need statistics and 
there is a great field open for an associa- 
tion of the various underwriters along 
these lines, and they will always find this 
company willing and ready to assist finan- 
cially or in any other way so that we may 
be enabled to handle our business more 
intelligently and more profitably to our 
stockholders. 


The Preferred Accident has joined the 
Workmen's Compensation & Information 








Bureau. 





AMERICAN FIDELITY CO. 


MONTPELIER, VERMONT 
Liability, Burglary, Personal Accident and Health, Fidelity and Surety Bonde 


ALSO THE MOST LIBERAL AUTOMOBILE LIABILITY POLICY ISSUED 
Special Inducements to Agents and Brokers 


HUTCHINSON & COOLEY, Gen. Agts. for Illinois 
29 S. La Salle St., Chicago 
CHRIS. SCHROEDER & SON, Gen. Agents Wisconsin 
83-85 Michigan Street, Milwaukee 
E. J. SCOONOVER, Gen. Agt. for Indiana 
509 Law Building, Indianapolis 
BAUMANN & GORDON CO., Gen'l Agts. for Minnesota wy 
inona 
F. A. BUCHANAN, J r., Gen. Agt. for Southern Ohio and No. Ky. 
312 Johnston Bldg.. Cincinnat 
FOWLER & LONG, Gen. Agts. for Western Missouri 
818 Grand Ave., Kansas City. Mo. 
GEORGE W. LONG, Gen. Agt. for Kansas 
734 Simpson Ave., Kansas City, Kas. 
CHAS. B. ERRINGER, Gen. Agt. for Michigan 
ord Bldg.. Detroit, Mich. 
THE PHYPERS BROS. CO., General Agents fer Northern Ohio 
Park Building, Cleveland, Ohio 


National Fidelity and 
Casualty Co. 
OMAHA 


MEANS “The best of everything for both 
Asssured and .Agent.”’ 











Get the Agency 
London Guarantee & Accident Co., Ltd. 


Of London, Engiand 








HEAD OFFICE LIABILITY 
134 S. La Salle Street ACCIDENT 
CHICAGO HEALTH 
_ AUTOMOBILE 
F. W. LAWSON BURGLARY 
Geneedt Manager CREDIT — BOILER 
CONKLING, PRICE & WEBB R. H. CLARK 
General Illinois, Missouri, Indiana General rtheastern 
S. La Salle St., Chicago Sipenier yt Cleveland 
gy 8 cg At, 
alll Security 8 Bai Bide, Minneepolis 1810-11 First Natl. Bank Bldg, Cincinnati 
KING, McCUNE & McKENZIE 
Cones AetO Ford Bldg., Detroit tigen gat. 
ALFRED PAULL & SON THE MERRILL, DODGE & JACKSON 
General Agents, West Virginia CO., General Agents, Lucas County 
1136-40 Chapline Bidg., Wheeling 12-28 Produce Exchange, Toledo, 0. 





The General Accident 
PHILADELPHIA 


best serves producers and the public. Its Agents adjust and pay 
ail claims at sight. What you cannot get in the line of health 
and accident insurance with the “General” is not worth having. 


The METROPOLITAN CASUALTY 


INSURANCE COMPANY, OF NEW YORK 
Formerly The Metropolitan Plate Giass and Casualty Ins. Co. 








PLATE GLASS EUGENE H. WINSLOW, President 
PERSONAL ACCIDENT POI ICIES DANIEL D. WHITNEY, Vice President 
AND HEALTH S. WILLIAM BURTON, Secretary 

Qf the Most Approved Forms - ALONZO G, BROOKS, Assistant SecretatY 





RELIABLE AND ENERGETIC AGENTS WANTED 
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CRITICISMS ARE UNFAIR 


RATES BASED ON CONDITIONS 





Governors Make Wild Statements 
About Companies’ Attitude Toward 
Workmen’s Compensation Laws 





(Prom a Staff Correspondent) 

New York, Sept. 25—The remarks let 
loose by various governors at the meet- 
ing of the House of Governors in New 
Jersey, regarding workmen’s compensa- 
tion acts and the part played by insur- 
ance companies in the administration of 
the acts, have rankled in the minds of 
liability underwriters, principally be- 
cause of their heedless injustice. State 
legislatures have passed ill-considered 
compensation acts, and now that these 
acts have been put in force, with result- 
ant high rates for insurance, the com- 
panies are called extortioners and “par- 
asites upon society.” 

Liability companies have not opposed 
workmen’s compensation, nor have they 
taken any active part in molding the 
bills, taking the position that it was for 
the legislatures to make the laws and 
for them to make the rates. They have 
realized that a satisfactory workmen’s 
compensation act must be the result of 
trial and experiment, and have re- 
mained passive. Jn the drawing up of 
the laws, the experience of insurance 
companies was put to very little use, 
and few experts in liability insurance 
were consulted. 

Two Laws Contrasted 

The New Jersey act is considered by 
liability men to be a very good law, 
equitable and well-considered, and in 
that state the companies have urged 
employers to accept the act, in order 
that it might be given a fair trial, and 
that from it valuable experience might 
be obtained. Rates have of course gone 
up, but the requirements of the act are 
not exorbitant, and the rates are not as 
bad as Governor Wilson’s “1,000 per- 
cent” might indicate. 

Wisconsin’s act, and with it that of 
California, to which it is very similar, is 
considered as bad as it very well could 
be. “Iniguitous” and “outrageous” it 
has been called, with the remark that it 
“might have been drawn up by a black- 
smith.” The awards are disproportion- 
ate, and excessively great. 

Why Rates Differ 

Employers are asking why the rates 
for employers’ liability and workmen’s 
compensation in Wisconsin show such 
a great difference. The explanation is 
perhaps as good an instance as any of 
the lack of insight shown in drawing up 
the bill. In New Jersey, all three of 
the common defenses under employers’ 
liability are abolished, and the rates for 
employers’ liability are slightly higher 
than for workmen’s compensation. In 
Wisconsin, only two of the three—the 
fellow-servant and assumed hazard de- 
fenses—have been abolished, while the 
awards under the workmen’s compen- 
Sation are much greater. With a choice 
open to him, it is hard to see how the 
employer, unless philanthropically in- 
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LIBERAL CONTRACTS TO LIVE AGENTS! 


EDERAL 
URNISHES 





Address AGENCY DEPARTMENT 


FEDERAL UNION SURETY COMPANY, INDIANAPOLIS, IND. 





UNION 
NEXCELLED 
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this discrepancy. Liability men point 
cut many other features of the act— 
large and disportionate awards for 
small injuries—which will inevitably 
lead to a considerable moral hazard. 

But the insurance companies are of 
course to blame, according to the gov- 
ernors. 





Agents Secured by Mail 

The Southwestern Surety of Durant, 
Okla., with its full office force and of- 
ficers at Denison, Tex., is operating in 
Texas, Oklahoma, Kansas, Arkansas, 
Arizona, New Mexico, North Carolina, 
Virginia, California, Oregon, Louisiana, 
Mississippi, Washington, Maryland and 
Nevada. 

The entire general agency force was 
put on by mail. Up to a week or so 
ago it had no special agents. Since that 
time one man has been appointed. S. 
P. Ancker, the secretary, states that the 
company is doing well. It has no con- 
nection with the Southern Surety of 
Oklahoma, whose principal office is at 
St. Louis. 








Seeking Public Liability 

The killing of several spectators 
when Lee Oldfield drove into the crowd 
at an automobile race meet in the east 
recently has created a demand for a 
new kind of insurance—public liability 
for the managements of such events. 
The managers of the races to be held 
at Santa Monica, Cal., next month have 
asked A. T. Graham of Chicago to se- 
cure a bid on such a line and the mat- 
ter has been taken with Lloyds of Lon- 
don. 





Preparing New Accident Forms 

The Royal Indemnity will soon issue 
new accident and health policies more 
liberal in their terms than the present 
ones. When the present issue was got- 
ten out last spring the prospects 
pointed to a standard form without 
frills. As that did not come to pass the 
company’s new forms will contain the 
necessary frills to meet competition 
along that line. 





Has Organization Completed 
The western department of the Royal 
Indemnity has now completed its office 
organization. It has a full corps of 
claim men and a thoroughly organized 





ORGANIZED | 1897 
CAPITAL $100,000 


ROYAL CASUALTY CO. 
GEORGE E. DICKSON, President. 
Issues up-to-date Policies, containing exclusive features, which render them ready sellers. Our 
motto is “Loyalty to the Policy-holder,”” which accounts for the popularity of Royal Casualty 
Policies. Good openings for General Agents. 


Principal Branch Office, 19 South La Salle Street, Chicago. 














AMERICAN INDEMNITY COMPANY 
Tacoma Building, CHICAGO 
The Pioneer Health and Accident Company of Illinois 


Issues a full line of attractive policies which provide a Natural Death Benefit, $1,000.00 

Travel Death Indemnity, and an Increasing Indemnity for a prolonged illness, which 

are features not offered by our competitors. y 
Agents wanted in Illinois. Liberal Renewal Contracts to “‘business getters. 


NOTICE =certsl operation we ext 
changing to Stock Basis. Excellent proposition 


yf toStockSalesmen. p B Beason, President, 
UNE AED 622 Metropolitan Bldg., Minneapolis. 


PACIFIC SURETY COMPANY 


OF CALIFORNIA 
Established 1885 


All forms of Liability Insurance, including Automobile liabil- 
ity; Plate Glass; Personal Accident and Health. Best and 


most liberal “Death and Dismemberment” policy. 
Liberal Commission and prompt attention paid Agents. Desirable Agents wanted in the State. 


Patric URETY 
ERFECT OAFETY 


E. P. FATCH & CO., General Agents for Illinois 
29 South La Salle Street, Chicago 


“THE OHIO COMPANY’? 


The Bankers Surety Co. 


Williamson Building, CLEVELAND, OHIO 
Capital, $500,000.00, Fully Paid 


Becomes Surety on Bonds 
Chartered Under Ohio Laws 


























$200,000 Deposited with Insurance Commissioners 














clined, could be persuaded to accept 
workmen’s compensation. A scientific 
knowledge of what the act would mean 
would have led to an appreciation of 


Wanted 


Home Office Special—One of 
the oldest and strongest cas- 
ualty companies needs an act- 
Ive, energetic man for field work 
inthe middle west. State ex- 
Perience fully. Address 42- 


S, care The Western Under- 
writer. 





COMPAN 


CAPITAL $1,000,000 


FRANK MEAD, Vice-President 





EQUITABLE SURETY 


ST. LOUIS 
MISSOURI 


MANAGED BY EXPERIENCED 
SURETY UNDERWRITERS 


JAMES E. SMITH, President 
J. L. HUMPHREY, Vice-President and General Manager 


N. A. McMILLAN, Vice-President 
ALEX. MURDOCH, Vice-President and Engineer 


WALTER H. WEST, Secretary 
JOHN S. BATES, Treasurer 


EXCLUSIVELY 
FIDELITY AND SURETY 





non, 


"THOSE in charge of the underwriting depart- 

ment of the Equitable Surety know the 
bonding business from the ground up. Their 
knowledge is practical, not theoretical, and was 
gained through actual field and office experience 
extending over many years and under varied 
conditions. 


SURPLUS $250,000 


The company commenced business on April |, and 
is now licensed and operating in Missouri, Illinois, lowa, 
Tennessee, Michigan, Colorado, California, Wyoming, 
Ohio, Maryland, Arkansas, Texas, Pennsylvania, New 
York, Massachusetts, Rhode Island, Kansas, Minne- 
sota, Washington, Kentucky, North Dakota, Oklahoma, 
—_ Jersey, Wisconsin, New Mexico, Nebraska and 
ndiana. 
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inspection department, which will in- 
spect not only boilers and elevators, 
but factory plants, general liability risks 
and mercantile burglary risks. The 
company is now in position to give its 
policyholders very complete service. 


GENERAL ACCIDENT SATISFIED 








Not So Many Leaving Its Service as 
Reported and Places Are Be- 
ing Filled Readily — 





Philadelphia, Sept. 22.—(Special Cor- 
respondence)—The reported raids of the 
Preferred Accident upon the agency 
staff of the General Accident have not 
to any great extent disturbed the 
equanimity of the officials of the Gen- 
eral Accident. According to them the 
transfers to the agency staff of the Pre- 
ferred have not been as extensive as has 
been reported, and in cases where 
agency transfers have actually taken 
place, the company anticipates no dif- 
ficulty in more than making good the 
defections. The home office has posi- 
tive assurance that among others Neale 
Bros. at Cleveland, F. E. Henry at Ash- 
tabula, F. B. Huntington of Cincinnati 
and O. B. Hunnicut at Columbus, Ohio, 
have not left the service of the General. 

In regard to the men who have gone 
over to the Preferred from the home 
office staff, vacancies have so far been 
filled entirely through promotion. Mr. 
Watson, assistant secretary at the home 
office in Scotland, who is on a tempo- 
rary visit to the United States branch, 
says: “A system of readjustment has 
met every demand and routine work is 
proceeding more smoothly than ever 
before and with greater satisfaction to 
individual officials, whatever their 
rank.” 

Claude Norie-Miller, associate man- 
ager of the company with John A. 
Kelly, is now in Canada at a meeting of 
the Canadian board of directors. He 
will continue to exercise a directorial 
supervision over the Canadian branch, 
and will be elected a director of the 
Canadian company. John A. Kelly is 
now in Michigan on a _ short trip 
through a few of the middle western 
states. 

Charles H. Boyer has entirely severed 
his connection with the company, and 
will, it is understood, shortly take a 
trip to Europe. 





Norman B. Thorpe is Promoted 

Norman B. Thorpe, executive special 
agent of. the General Accident at 
Columbus, O., has been appointed man- 
ager of the industrial department at the 
head offices, succeeding C. H. Boyer. 
He has been in the service of the com- 





pany in the industrial department since 
the department was established and has 
a wide acquaintance among industrial 
men. 





Frankona is Entering 
Frankona Reinsurance of Frankfort 
on-the-Main, will enter the United 
States for reinsurance, Charles H. 
Franklin, of the Frankfort Accident will 
be United States manager and the 
Bankers Trust Company trustee. 





Gets Nebraska General Agency 

Harry L. Mallo has just returned 
from Baltimore, New York and Cleve- 
land, with the contract in his pocket 
giving him the general agency of the 
Maryland Casualty for Nebraska, in- 
cluding the immediate charge of the 
fidelity and casualty business in Oma- 
ha. At the same time he retains the 
general agency of the Bankers Surety 
of Cleveland, which he has held for a 
long time past. 





Accident Concern is Called 

The National Business Men’s Asso- 
ciation of Lincoln, Neb., an accident 
company of Omaha, must replace $1,000 
paid to J. L. Martin, its secretary, or be 
wound up by State Auditor Barton. 
When the company was formed its by- 
laws were submitted to the state for its 


approval and an item of $1,000 to Mar- 
tin for services in organizing was dis- 
allowed. The company is said to have 
paid this sum, despite the action of the 
auditor’s department. The company is 
also in hot water because it has turned 
over its revenue to the National Broker- 
age Company in return for that com- 
pany paying all expenses. The com- 
pany’s by-laws provide that all fees 
shall be paid into the general fund. 
The National Brokerage Company is 
said to be J. L, Martin, secretary of the 
insurance company. 





Accumulations in Texas 


The attorney-general’s department of 
Texas has given a ruling to the com- 
missioner of insurance in which it is 
held that the opinion given in the de- 
partment on insurance to the effect 
that it would be a violation of the anti- 
rebate act of the thirty-first legislature 
for accident insurance companies to 
write accumulation policies, does not 
apply to policies heretofore issued, but 
only to new business. In other words, 
only to business written since 1909, 
when the law went into effect. Such 
companies as have heretofore issued 
accumulation policies may be permitted 
to carry out their promise until the 
maximum accumulation is reached. 





Investigate Boiler Rates 

New York, Sept. 26—(Special)— 
Steam boiler rates have been the sub- 
ject of investigation by a committee of 
steam boiler underwriters. The chaotic 
state of these rates has made some 
move in this direction necessary, and 
after considerable labor the committee 
has devised tentative formule which 
are founded upon logical bases. 

An organization of steam boiler un- 
derwriters is expected to be effected 
within the near future, and until this is 
done nothing much can be expected in 
the line of rate schedules. When a 
working organization is effected, how- 
ever, these formulae can be put in the 
hands of an expert underwriting. engi- 
nees, to determine the values of the 
factors in the formulae from the expe- 
rience of all the companies, and also to 
determine whether the formulae drawn 
up by the committees are the best ones 
possible. 





To Have Special Blank 

The committee on blanks of the In- 
surance Commissioners’ Convention is 
sending out a tentative “Special sched- 
ules” to companies writing health and 
accident business for consideration. A 
meeting of the committee is to be held 
later to discuss changes advisable so 
that blanks can be put in hands of com- 
panies by Dec. 31. The blank contains 


| three parts, the first showing all acci- 
| dent and health claims in suit during 


1911; the second showing alli accident 
and health claims for specific indemni- 
ties rejected and where less than the 
indemnity specified in policy (includ- 
ing accrued accumulations) was paid on 
account of alleged changes in occupa- 
tion or for any other reason, and part 
three, showing total number ‘of notices 
of health and accident claims received, 
number rejected, reduced or comprom- 
ised, and those who failed to make 
claim after notice. 





Dismiss the Lloyd Charges 

Charges of grand larceny against 
Fred B. Lloyd, former president of the 
Pacific Surety of San Francisco, ac- 
cused of feloniously pocketing $64,000, 
have been dismissed by Judge Deasy. 
It was alleged that Mr. Lloyd and Otto 
L. Van Laningham planned a merger of 
a number of smaller companies, bought 
the stock of the Pacific Surety at $150 
and sold it to the consolidated com- 
pany at $190. 





American Surety Changes 
The American Surety has recently 
transferred several of its district man- 
agers, F. B. Holdridge, formerly in 





charge of the middle western district, 





Samuel 
States Assets, 


ae | E. Aa 


M. O. BRUN: itt, 381 Senet ior Ave., N. 
PRANK 1 NULMADG CO : 





STO i 
GEO. A. GILBERT, Ill, lowa, Neb., S. Dak. 
CHA GARRISON, Mi estic 





EMPLOYERS’ LIABILIT 





ASSURANCE CORPORATION, LTD 
OF LONDON, ENGLAND 


Lisblity Company. All forms of Labiity lasurance- The ost advanced cad hee ee Sia 


GENERAL AGENTS 
East. a W. Va., Tenn., 518 Walnut St., Cincinnati. 


eve 


MPANY, Cent. Won New Hayden Bldg., Columbus. 
tucky, Talbott Bl Indianapolis. 


and N. Dak., 29 = La Salle St., Chicago. 
S. H. I » Majestic Bidg., Detroit. 
LOYAL DURAND, W: in, Mitchell Bidg., Milwaukee. 
F. D. HIRSCHBERG & COMPANY, Merchants Exchange, St. Louis. 








CAPITAL STOCK, - 
L. A WATRES, President 


AN AGENCY CONTRACT WITH THE 


Title Guaranty 6 Surety Company 
SCRANTON, PENN. 


is a valuable asset to any Insurance Office 


$1,000,000 
JOS. A. SINN, Vice- Presiden 


AGENTS WANTED IN UNCOVERED TERRITORY 








1910? Because our policy 


ae CASUALTY COMPANY 


Lemcke Building, INDIANAPOLIS, INDIANA 
did we increase our business 33 per cent and receipts 60 per cent 


is what the people want. 


Acide sick and death benefits are paid from any cause. 
Agents Wanted in Illinois, Michigan, Indiana and Pennsylvania 





NEW COMPANIES 


or old ones needing anything in forms, 
policies or accounting systems, can se- 
cure same, or the preparation and in- 
stallation of anything in the Casualty 
or Surety line from us. 

EXAMINATIONS and AUDITS, Un- 
derwniting Surveys and Assistance. 

If you want good men or good men want 
positions in these lines, we may be 
able to get you together. 





HENRY H. LOVELL 83st. 


INTER OCEAN 
Life & Casualty Company 


Health and Accident Insurance 


q We want good State and District men 
at once. Liberal commissions. Only expe- 
rienced, able young men wanted. Address 


W.A. NORTHCOTT, President 
SPRINGFIELD - - ILLINOIS 





Mm SECURITY 


A Company up to the minute 
only stock company confinin 
Insurance. This means serv 





CAPITAL 
$ 125,000 


CASUALTY CO. 


INDIANAPOLIS 
W. Morton HARRIOTT PRESIDENT 


E. E. GriFFITH MANAGER 
in its methods, ideas and policies. The 


ng itself to Industrial Health and Accident 


ce to the agent and policyholder. 





Most Liberal Contract 


Why don’t you write Sickness and Accident Insurance for 


“THE PHOENIX” 


OF DETROIT 
Most Liberal Policies 


Write “‘Phoenix,’’ 309 Washington Arcade, Detroit, Michigan 


Stock Company 





PEOPLES HEALTH & ACCIDENT INS. CO. 
of GRAND RAPIDS, MICH. 

Writes most liberal policy. Gives free hospital care in case of accident 

and pays full indemnity besides. Splendid opportunities for good agents 

in Michigan. Write company for literature. 





aa Who represent us, and 
ose who are going to 


CONTINENTAL CODE 


SHOULD REMEMBER 





That the 
CONTINENTAL 


CONTINENTAL 


CONTINENTAL 
CONTINENTAL 


CONTINENTAL 
CONTINENTAL 





Continental Casualty 
H. G. B. ALEXANDER, President 


Has Paid More Claims than any 
other Health and Accident In- 
surance Company. 

Pays Claims Faster Than Any 
Other. 


Policies are the Most Liberal. 

Pays Every Meritorious Claim in 
full promptly. 

is the LARGEST Health and Acci- 


dent Insurance Company in the 
World. 


is the only one operating in every 
State in the Union. 


Company, Chicago 
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goes to New York to take charge of 
the northwestern district. He is suc- 
ceeded at Chicago by H. E. Westcott, 
formerly district manager at Washing- 
ton, D. C., whose place is taken by 
George M. Bettis, formerly manager of 
the branch office at Salt Lake City, 
which is now in charge of Wesley E. 
King. 

The company now has 9,300 sub- 
agents and attorneys, of whom 221 were 
added in August. 


KINGSBURY GOES WITH REID 








Executive Superintendent of United 
States Casualty Becomes Manager 
of Globe’s Liability Department 





New York, Sept. 25—(Special)—F. H. 
Kingsbury, executive superintendent of 
the United States Casualty, has been 
appointed manager of the liability de- 
partment of the Globe Indemnity, to 
take effect on Oct. 1. This is the first 
appointment made by General Manager 
A. Duncan Reid, and from now on the 
work of building up the staff of the 
Globe Indemnity may be expected to 
proceed with considerable speed. The 
company expects to receive its license 
from the New York department this 
week, after which will come the process 
of unwinding the red tape of the vari- 
ous state departments. The company 
will enter practically every state. 

Mr. Kingsbury is a man of long ex- 
perience in the liability field, and has 
taken a prominent part in the workings 
of casualty associations. He has been 
secretary for the past two years of the 
Board of Casualty and Surety Under- 
writers, and was elected secretary-treas- 
urer of the Workmen’s Compensation 
Service and Publicity Bureau to suc- 
ceed A. Duncan Reid when the latter 
resigned upon going with the Globe In- 
demnity. Before going with the United 
States Casualty about eighteen months 
ago he was secretary of the Pennsyl- 
vania Casualty. 

President Lott of the U. S. Casualty 
states that the position of executive 
superintendent will not be continued. 





Will Extend Its Operations 

The Western Casualty & Guaranty 
of Dallas, Tex., is operating in Texas, 
Oklahoma, Kansas and Missouri and ex- 
pects to enter other states in the near 
future. It is at present writing acci- 
dent and health, plate glass, all liability 
lines, burglary, fidelity and surety bonds 
and title guaranty. All business is 
transacted direct with the home office. 
The capital is $300,000 with $170,000 
surplus. 





Puts Machines in Operation 

The Travelers’ Insurance Machine 
Company, of Louisville, organized for 
the purpose of marketing automatic de- 
vices for the sale of accident insurance, 
has put several of its machines into op- 
eration. They were displayed at the 
Kentucky state fair held recently in 
Louisville, and are now in use at one 
or two of the hotels and other public 
places in that city. Arrangements have 
been made with the Consolidated Cas- 
ualty of Lowisville for the issuance of 
the policies, which are in force for only 
twenty-four hours. A $1,000 policy is 
issued by dropping a five-cent piece into 
a slot. The policy comes out with the 


AGENTS! LISTEN! 


Write insurance for a Strong, Growing 
Company; one that pays losses promptly. 
We never had a lawsuit on a claim. 
Then, too, we can give you personal 
cooperation. 





Decide to have these advantages « Writeus now 


American Casualty Co. 
READING, PENN. ri: 


$100,000.00 
Deposited with 
State of Indiana 


GOOD AGENTS WANTED—OHIO AND INDIANA 


LABERAL FLAT RENEWAL COMMISSIONS 





EVER 


W. R. SANDERS 
General Manager 


ACCIDENT 
DISEASE 


BEST SELLING CONTRACTS ON THE 


MONTHLY PREMIUMS 


MARKET TODAY 


ACCIDENT anv ILLNESS 


MONTHLY BENEFITS 


PAYS MAXIMUM LIMIT 
ACCIDENT 24 MONTHS 


AMERICAN LIABILITY CO., 


ILLNESS 12 MONTHS 


Cincinnati, Ohio 








time stamped on its face. The pur- 
chaser writes his name on a stub, which 
is returned to the machine. The Trav- 
elers’ Insurance Machine Company has 
orders for 500 of the machines now in 
the hands of the contractors. 





Organize Kentucky Live Stock 

The Kentucky Live Stock Insurance 
Company has been incorporated in 
Louisville with $50,000 capital stock by 
B. B. Bales, J. T. Beard, H. K. Cole, J. 
Frank White and others. It will write 
insurance on live stock in Kentucky, 
and the articles provide that the cap- 
ital stock may be increased to $500,000. 
Mr. Bales, who was formerly an of- 
ficer of the Inter-Southern Life, re- 
cently resigned the presidency of the 
American Automobile Manufacturing 
Company, of New Albany, Ind., for the 
purpose of assisting in the organiza- 
tion of the new company. 





Won’t Impose Penalties 

It has been decided by the Casualty 
Underwriters’ Association of Louisville, 
composed of agents writing liability in- 
surance, not to amend the constitution 
of the association so as to provide for 
penalties for infractions of the rules, 
such as rebating, etc. It was advised 
by bureau officials that this wou!d not 
be practicable. Some of the agents who 
have heretofore been outside the or- 
ganization have come in, and it is be- 
lieved that the association will soon 
have a membership representing all 
those writing business in Louisville. 


Talk on New Laws 


The Chicago Casualty Underwriters 
Association is arranging for a meeting 
to be held soon, at which time F. W. 
Lawson, general manager of the Lon- 
don Guarantee, and George A. Gilbert, 
general agent of the Employers’ Lia- 
bility, will address the members on re- 
cent legislation affecting the liability 
business. The date has not been fixed 
yet. 








Suggests Personal Accident Club 

A prominent Louisville casualty man, 
who specializes in commercial health 
and accident, was wondering recently 
why there is no association of men en- 
gaged in that line of underwriting. He 
pointed out there that the surety and 
liability men now have associations, 
while of course the life and fire under- 
writers are organized. He believes that 
the formation of a club, having social 
as well as business objects in view, by 
the personal accident men would not 
only do much in the direction of im- 
proving conditions in the business, but 








surplus of over $200,000. 





— 


“SQUARE DEALING” OUR MOTTO 


The fairest agency contracts, the highest possible commissions and the 
most liberal policy contracts, both commercial and industrial, backed by 
a deposit of over $100,000 with the Illinois Department and capital and 


The only Company organized and doing business under the Casualty Laws of Illinois. 











HOME OFFICE, Fort Dearborn Building, CHICAGO 








The American Credit-Indemnity Co. 
of NEW YORK 





CREDIT INSURANCE ONLY 





Insures manufacturers and wholesalers 
Insolvency of Customers. We can 


415 Locust St., ST. LOUIS, MO. 
OFFICES IN ALL PRINCIPAL CITIES 


J. F. HALLWEGEN, General Agent, 





Ee. M. TREAT, President 


against Excessive Annual Loss through 
always use a few high-class solicitors. 
302 Broadway, NEW YORE 


1140 Marquette Bldg., CHICAGO 














M. L. GARRETT, President 


W. L. TAYLOR, 2d Vice-Pres. & Gen’! Manager 


KEITH McCANSE, Sec’y and Asst. Treasurer 


Missouri Fidelity & Casualty Co. 


Capital and Surplus $375,000 


Springfield, Missouri 


A Middle West Company writing Fidelity, Surety, Plate Glass, Accident, 
Healtk, Steam Boiler, Liability, and Industrial Accident and Health Insurance. 


BEGAN BUSINESS MARCH 1, 1911 


Net Reserve to Policy Holders, 


$372,971.68 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 
New and Attractive Policies. LiberalCommissions, Correspondence Solicited. 








Cincinnati, Ohio. 


UNION CASUALT 


HOME OFFICE—UNION CASUALTY BUILDING 
S. E. Corner Sixth and Walnut Sts., Philadelphia, Pa. 


GENERAL AND SPECIAL AGENTS WANTED 
For Southern Ohio apply company’s offices, 314-315 Mercantile Library Building, 


For Northern Ohio, apply company’s offices, Williamson Building, Cleveland, Ohio. 
Highest Brokerage Paid. Most Liberal and up-to-date Policies Written. 


INSURANCE 
COMPANY 








ae Elevator Insurance 
siesugey = F EN SU RRA NCE] ccmete tatug 
Plate Glass Liability Accident, Health 
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We Are Opening New. Territory 


And would like to hear from active agents who will devote 
their time to our mutual advancement. 
in contract and home office co-operation. 


THE BANKERS’ GUARANTY & CASUALTY COMPANY 


CLEVELAND, OHIO 


We will do our part 
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would prove a source of stimulation to 
all the insurance men handling that 
branch in Louisville. 





Says Conditions Are Improved 

Insurance Commissioner Darst of 
West Virginia says as to the conditions 
in industrial accident and health in- 
surance: 


These examinations have disclosed the 
fact that while some of these companies 
are above criticism, others have been 
guilty of practices which make them de- 
serving of all the criticism to which they 
have been subjected, 

The important result of these examin- 
ations so far as the policyholder or 
prospective purchaser is concerned is the 
fact that all companies criticized have 
already adopted the reforms suggested by 
the committee of insurance commissioners 
and have expressed their willingness and 
desire to conduct their business in the 
future on the highest plane. 

A recurrence of these abuses in the 
future is hardly possible. The policy- 
holder today in one of these companies 
is more secure in his rights than ever 
before. The lesson which the offending 
companies have been taught during the 
last few weeks will make them more 
than anxious to satisfy their policyhold- 
ers within the limits of reason in the 
settlement of claims. 

hese companies being placed on pro- 
bation realize the extreme necessity of 
right conduct; those which have passed 
the test with credit are encouraged to 
maintain their standard of honesty by 
this upheaval which has so greatly em- 
barrassed their less particular rivals. 
Does not this present condition tend to 
the improvement of the position of the 
policyholder? We desire to say to those 
who need this kind of insurance and are 
hesitating on account of recent disclos- 
ures that we consider these policies at 
the present time more desirable as a 
class than ever before, for the reasons 
we have already given. 

It cannot be denied that frequently un- 
just claims are made against insurance 
companies, either through fraud or ig- 
norance of the terms of the contract, and 
that these claims are sometimes paid by 
the companies. This, however, does not 
entitle a company to resort to retaliatory 
measures towards innocent policyholders 
with the idea of effect of “evening up” 
the account. 

The policy of the insurance department 
is to use its influence for justice, whether 
it be on the side of the insured or of 
the company. 





New Broker Rule 

The Surety Underwriters Associa- 
tion of Chicago last week notified 
the insurance and_ surety’ brokers 
of the city that after October 10 
members of the association will 
pay brokerage commissions only to as- 
sociate members. This associate mem- 
bership class will consist of brokers 
who are elected and pay $2.50 a year. 
Already a number of applications to be- 





come such members have been received 
and will be acted upon at the meeting 
of the association on Oct. 10. The 
brokerage commission will be 15 per 
cent. This rule will not affect solicitors 
attached to offices of surety companies. 


Threatens to Revoke License 
Auditor Bleakly of Iowa is preparing 
to make a determined resistance to the 
suit filed by the American Fidelity, 
which seeks to mandamus him into ap- 
proving its policy providing for insur- 
ance against damage suits growing out 
of automobile accidents. The auditor 
will file the opinion given by former 
Attorney-General H. W. Byers as his 
defense. The hearing is set for Sept. 
30. Mr. Bleakly asserts that the opin- 
ion of the attorney-general, which in 
effect was that such insurance is illegal, 
is his reason for refusing to approve 
policies of that nature. The auditor has 
has also threatened to revoke the state 
license of the company. The question 
has never before been in the courts and 
is attracting widespread interest. 





To Investigate Pacific Mutual 

The insurance commissioners com- 
mittee in charge of the industrial acci- 
dent and health investigation requested 
the California department to examine 
the claims of the Pacific Mutual Life 
along the same lines that have been fol- 
lowed with the other companies. The 
California department acquiesced in 
this and has requested the committee to 
be represented at the examination by 
one or two men. The examination will 
take place later on. 





Enjoins Paying Out Funds 

Chancellor Curtis of Wilmington, 
Del., has enjoined the American Bank- 
ers’ Assurance of St. Louis, from pay- 
ing out any funds until he decides the 
suit for a receivership which is pending 
against it in his court. The occasion 
for this action is the closing of two 
Idaho banks on which the company has 
bank guaranty policies. President A. C. 
Landon of the company, who has just 
been in Idaho, states that the company 
will lose nothing on the banks. 


Rates Worse Than Usual 


The plate glass situation in Chicago 
is reported to be even worse than usual 
and that is “going some.” The suspi- 
cion is expressed that some offices are 
loading up at any rate, expecting that 
soon under orders from New York a 














“LET US MAKE YOUR BOND” 


Southern Surety Company 








Assets - 


$1,139,581.10 





Surplus - 
Reserves - 


Capital, fully paid 750,000.00 


- 305,967.81 
- 83,613.29 





C. S. COBB, President 
OSCAR A. WELLS, Vice President 

E. G. DAVIS, Secretary and Treasurer 
C. J. CROCKETT, Assistant Secretary 





J. H. HUCKLEBERRY, Vice-President, General Counsel 


ARTHUR G. MOSELEY, Attorney 


GENERAL OFFICES 


New National Bank of Commerce Building 
ST. LOUIS 


F. A. UNGLES, Vice-President 
R. T. ROMINE, Vice-President 
J. F. HOLDEN, Vice- President 


local conference will be formed and 
then they will be able to hold this busi- 
ness at tariff rates on renewal. Losses 
in the city are reported to be heavy this 
year. The big windstorm of about ten’ 
days ago did much damage to glass. 


Aggressor Was Killed 

Mrs. Mattie M. Duncan of Pine 
Bluff, Ark., has brought suit against the 
Travelers to recover on an accident pol- 
ity carried by her deceased husband. 
Under the Arkansas law she asks for 
12 percent additional and reasonable 
attorney’s fees, making a total of $7,160, 
with interest at 6 percent from March 
22, 1909. 

The company is resisting payment on 
the ground that the death of Mr. Dun- 
can was not the result of an accident. 
D. Henry Duncan was killed at Clio, 
March 22, 1909, by Master Mechanic 
John W. Day, of the Clio Lumber Com- 
pany, Mr. Duncan having been vice- 
president of the concern. Day was ac- 
quitted on the ground of self-defense 
and the instfrance company claims that 
the killing was not an accident, but was 
brought about by the attack made on 
Mr. Day by Mr. Duncan. 








Selects Two Other Members 
President H. G. B. Alexander of the 
Continental Casualty, who is also head 
of the Detroit Conference, was asked by 
the insurance commissioners to appoint 
two men beside himself, one a member 
of the conference and the other a non- 
member, to meet with the commission- 
ers in their discussions on industrial 
disability and assist in carrying out the 
requirements. He has appointed Pres- 
ident L. H. Fibel of the Great Eastern 
= J. J. Heaton of the Standard Acci- 

ent. 





Frank Heckle of Cincinnati still con- 
tinues to lead the health and accident 
agents of the Travelers in the entire 
United States and Canada. Although sev- 
eral agents are “hot after” him he comes 
across every month at the front. 









With Western Companies 





News and Information Concerning 
Casualty and Surety Institutions 











Sequoyah Casualty, Muskogee, Okla.—It 
received its charter on April 19, but owing 
to the excessive drouth throughout the 
state it has not been active in the sale of 
stock. The proposed capital stock is 
$250,000 with a- $200,000 surplus, and is 
selling at $50 per share. To date about 
1,000 shares have been sold. The stock 
selling is in charge of Sam B. Adams, who 
for thirty years was senior member of 
the firm of Adams & Boyle, the well known 
general agents of, Little Rock. 


Missouri Fidelity & Casualty, Spring- 
field, Mo.—This company has made a most 
excellent record since it started in busi- 
ness and the credit can be given Second 
Vice-President and General Manager 
W. L. Taylor for its achievements. In 
the six months that it has operated it has 
placed about $200,000 in premiums on its 
books. Its loss ratio has not exceeded 
10 percent. Mr. Taylor formed his un- 
derwriting ideas after careful study and 
a valuable field experience. He had op- 
portunity to try out policies before he 
organized the company, and he is apply- 
ing the successful ones to the Missouri 
Fidelity & Casualty’s work. He in- 
spected many factories and plants while 
he was on the road in the middle west 
and hence is well posted on actual con- 
ditions. 

Mr. Taylor began a study of casualty 
and surety underwriting and practices the 
day he entered the business, determined 
to master his vocation. He is taking care 
of his premium reserve, claim and special 
reserves and will pay a dividend to stock- 
holders, Jan. 1. He made it a rule that 
he would not expose the company in ex- 
cess of $10,000 on any liability risk. As 
to surety bonds his rule is not to under- 
take a liability in excess of 10 percent 
of the capital and surplus. Regardless 





WANTED SALESMEN—To handle the 
best Accident Insurance for business men 
on the same plan as the Traveling Men's 
Associations. $5,000 Policy, $9.00 a year. 
Write Ernest W. Brown, Sec’y-Treas., In- 
ter-State BUSINESS Men’s Acc., Observ- 





atory Bldg., Des Moines, Iowa. 
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of the desirability of a risk, these care- 
ful rules are rigidly adhered to. He re- 
insures a policy down to these lines, hav- 
ing no trouble to get accommodations 
along this line from other companies. 
The Missouri Fidelity & Casualty is a 
member of the Surety Association of 
America, but not the Workmen’s Com- 
pensation & Information Bureau, his rea- 
sons for not joining the latter being fully 
given in another column. The Missouri 
Fidelity & Casualty has the respect of its 
competitors. It opened its doors for busi- 
ness March last. At that time it pre- 
sented $368,000 of resources. It has paid 
all its organization and operating ex- 
penses, furnished its home office and its 
branch offices in Kansas City and St. 
Louis and now has over $400,000 of capi- 
tal and surplus. It is now anticipating 
increasing its capital and surplus and en- 
tering more states. 
. . . 

Business Men’s Accident Association, 
Kansas City—This association received 
1,560 applications during August, the 
largest number ever received in one 
month. This brings the total up to over 
20,000 in a little more than two years of 
active business. It allowed 141 claims 
during the month covering indemnity of 
$5,792. It received 711 applications from 
its leading ten producers, an average of 
seventy-one applications per man or nearly 
three applications per day for each work- 
ing day of the month. 

+ * 7 

National Fidelity & Casualty, Omaha— 
It reports a 40 percent gain in premium 
income for the first eight months of 
1911, over the same period of the previous 
year. 


Complain of Rating Rule 

There is complaint on the part of 
younger liability companies regarding 
the system of granting individual rat- 
ings, followed by the Workmen’s Com- 
pensation & Service Bureau. Applica- 
tion for a special rate on an individual 
risk will be accepted only from the 
company which carries the risk. Under 
this arrangement, the companies which 
have entered the liability field, but re- 
cently and have but few risks on their 
books are practically barred from ask- 
ing for individual ratings. They regard 
this as a hardship. 


CASUALTY APPOINTMENTS 
Ohio 
Amer. Liab.—W. Ss. Chamberlain, 
Marion. 


Equit. Sur.—P. S. Johnson, Cincinnati; 
Cc. E. Wilkinson, Quincy 

Fid. & Dep.—B. L. Bennett, East Liv- 
erpool. 

Frankfort Mar.—J. C. Miller, 
field; A. H. Darby, Norwood. 

Ill. Sur.—wW. D. Lewis, Dayton 

Metro. Cas.—H. E. Atha, West Liberty; 
Cc. C. Layman, Woodville. 

New Amst. Cas.—H. H. 
J. C. Fetzer, Wooster. 

N. A. Acci.—M. E. Chapman, Nashport; 
J. E. Marqua, Terrace Park; A. L. Foster, 


Scott 
een Acci.—J. C. Lobdell, Ashtabula; 
. H. Fowler, G. R. Craven and N. H. 
Folsom, Cleveland. 
Pacific Coast Cas.—Leo Fuerstand and 
. O. Flanagan, Cleveland. 
Prud. Cas.—J. H. Wenneman, Cleveland; 
E. J. Kauffman, Canton. 
Trav. Indem.—Ella M. Wood, Cleveland. 
Amer. Liab.—J. A. Jester, Chillicothe. 


Spring- 


Schnabel, Lima; 


Commonwealth Cas.—T. H. Boelsford, 
Columbus. 
Cont. Cas.—T. W. Brandt, Newark; 


Philip Avner, Warren; Stanley Spragens, 
Cincinnati; William Bartlett, Collins; D 
C, Cram, Masterton; J. J. Hollister, Mari- 
etta, 

Federal Cas.—R. W. Dunham, Alliance; 
ia Yards and Johann Frank, Cleve- 

n 

Fidel. Acci.—R. Swartz, Bellaire; C. J. 
Murray, Columbus; R. . Bean, Tiffin; 
Estel Gudgen, Pleasant Plain. 

Fid. & Cas—G. E. Wells, Wellington; 
G. C. Grushon, Lewisburg; N. J. Ford, 
Kingston; Carl Smith, Fostoria; J. D. 
Hill, Montpelier. 
tari & Dep.—F. E. Trowbridge, Cleve- 

Ger. Coml. Acci.—Daniel 
Fred Laux, Cleveland. 
i East. Cas.—C. K. Osborne, Cleve- 


Natl. Sur.—c. G. ay pea Soctnetaé. 


J. Fid. G1L— 
Cleveland. Ida H. Gimp, 


Burke and 


N. A. Acci.—J. M. Paull, Conneaut; P. 
K. Whalen, Portsmouth; C. J. Ives, Wau- 
seon; I. C. Gray, Bloomvilie. 

Pittsburgh Cas.—John Paskel, New Lex- 
ington; J. E. Stephens, Circleville; D. T. 
Elliott, Columbus. 

Royal Indem.—J. E. Fox, Bridgeport; 
J. T. Hanes, Martins Ferry; S. R. Heade, 
Cambridge; J. E. Jones, Xenia; McCray 
Insurance Agency, Logan; F. D. Morris, 
Toledo; Bruner-Goodhue-Cooke Company, 
Akron; A. B. Tisher & Co., Marietta; E. 
J. Thompson, Andover; H. D. Koblitz and 
S. W. Anderson, Cleveland; George Lie- 
ber, Bellevue; J. C. Rauber, Frederick- 
town. 

Standard Acci.—E. H. Conaway, Card- 
ington; J. A. Edge, Washington C. H.; B. 
E. Custer, Montpelier. 

Trav. Indem.—E. J. King, Paulding. 
U. S. Fid. & Guar.—Risinger & Risinger, 


Eaton. 
H. & Acci.—F. A. Lauderville, 


Minnesota 
Live St.—R. J. Tuttle, 


wv. & 
Cleveland. 


Amer. 
— 


Still- 


Cont. Cas.—F. Webster, St. Paul. 
Tlinois ni. J. Be ni Cohasset. 
Natl. Cas.—P. . Ley, Alexandria; 
F. C. Swineford, Chatfield; R. H. Ere- 
hart, St. Paul; W. A. Sanels, Lakeville. 
New Amst. Cas.—Charles Huffman and 
Harry Reynolds, Bemidji; S. P. Bilk, 
Little Falls. 
7 es A. Acci.—C. H. Dougherty, North- 
eld, 


Prudential Cas.—F. E. Giles, St. Paul; 
C. A. London, Minneapolis; D. G. Wil- 
lard, Mankato; C. L. Rakowsky, Duluth; 
Wiliiam Fenstermacher, Duluth; E. ee 
Bestick, Detroit. 

Amer. Live St.—B. 8. McCabe, Le Sueur 
Center. 

Continental Cas.—B. F. Hatcher, Min- 
neapolis. 

Ill, Sur.—A. R. Rydeen, Marietta; John 
Knuti, Virginia. 

d Gl.—White-Darling-Hazard 


Lloyds Pl. 
Co., Minneapolis. 

Metrop. Cas.—A. A. Swanson, Min- 
neapolis. 

Natl. Cas.—D. T. Rounsville, Dodge 


Center; R. M. Hicks, New Duluth; Frank 
Marx, Eden Valley; Mrs. C. F. Dansereau, 
St. Paul. 

Natl. Sur.—Charles Catlin, Cottonwood; 
+e ve. Elk River; J. H. Krekelberg 
and F. J. Raway, Dent. 

N. A, Acci.—H. K. Hayes, St. Paul; J. A. 
Quade, Vergas. 

Prud. Cas.—W. P. Carlin, J. R. Edson 
and Roy Stringer, Minneapolis. 

U. S. H. & Acci.—J. Allen Scott, West 
Duluth. 


Wisconsin 


Aetna Pl” g E. Clark, DePere. 

Cont. Cas.—E. D. Park, Superior. 

Equit. ys —J. H. Trever, Antigo. 

Fid. & Cas.—G. A. Strasen, Mayville. 

Royal Indem.—Hayner & Beers, Janes- 
ville; A. W. Joannes, J. H. Tayler, W. Ly 
Gueinzieus, G. A. Richardson and E. 
Warren, Green Bay; James Shipp, H. B 
Evans and C. H. Sunderland, Superior; 
J. N..Manson, Wausau. 

Standard Acci.—J. C. Scott, 


Point. 
Indiana 
Federal Cas.—C. L. Clark, Richmond. 
Fid. & Dep.—wW. 8. MeMurty, Sheridan. 
Ger. Coml, Acci.—I. D. Hamilton and 
Cc. L. McPherson, Indianapolis. 
-_— Cas.—W. S. Kelly, ‘Crawfords- 


vena. Cas.—W. S. Jones, Gary. 


Stevens 


Natl. Sur.—H. D. Pierce, Jr., Indian- 
apolis; G. H. Ward, Winchester. 
N. A. Acci.—A. J. Luty, Plainfield; J. O. 


Newcomb, Muncie. 
Preferred Acci—L. N. Hexter, Indian- 
apolis. 
Southern Sur.—D. F. Ault, Fort Wayne; 
E. A. Aker, Vincennes. 
. 8S. Cas.—Test & Buckley, Gary. 
Emp. State Sur.—J. W. Joseph, Indian- 


apolis. 

_— Cas.—J. L. Long, Crawfords- 
ville. 

Fid. & Dep.—Jacob Hartman, Fort 
Wayne. 


Globe Sur.—L. C. Breunig, Indianapolis. 
N. A. Acci.—M. Walker, Washington. 
Southern Sur.—McHenry & Ebbing- 
house, Wabash. 
, geen Acci.—R. G. Dilley, Indianap- 
olis. 
U. S. H. & Acci—John Rogers, Brook- 
ston. 


Michigan 
Amer. Fid.—Harrison & Engel, Detroit. 
Cont. Cas.—C. H. Cruse, Delray; Rich- 
ard Haigh, Dearborn; Alexander Bon- 
giorno and J. A. Sibley, Detroit. 
Equit. Sur.—C. E. L. Thomas, Calumet. 
Ger. Coml, Acci.—G. E. Perkins, Cass 


City. 
UY & H & ci.—J. W. Nickerson, 
Grand Rapids; Vailiam Winstrom and T. 





WANTED 
AGENTS 


FOR KANSAS 


WRITE FOR CONTRACT 





EVERY KIND OF BOND WRITTEN 
ALSO BANK BURGLARY AND RESIDENCE BURGLARY INSURANCE 


Lion Bonding & Surety Co., oman 





92-94 Liberty and 97- 


Semi- Annual 


Assets 
Capital and Surplus 


This Company grants insurance 





Losses paid to June 30, 1911 


~The Fidelity & Casualty Company 


103 Cedar Streets, New York City 


Statement, June 30, 1911 


$10, 160,849.69 
2,926,230.29 
36,063,720.35 


Fidelity Bonde, Surety Bonds, Burglary, 


coeee eee ereseses 


as follows: 


Plate Glass, Steam Boiler, Fly Wheel, Employers’ Liability, Public, Teams, Automobile, 
Workmen’s Collective, Workmen’s Compensation, Elevator, and General Liability, Per- 
sonal Accident, Health, Physicians’ Liability, and Druggists’ Liability. 





M. Robinson, Holland; A. L. Peck, Mus- 

kegon; J. Nickerson, Stanton; A. Ziegler, 

Fremont; F. W. Fuller, Grand Rapids. 
Gt. East. Cas.—R. A. Stemm, Jackson; 


E. Storr, Lansing; P. S. Christianson, 
Detroit. 

: ng Sur.—W. W. Thompson, Iron Moun- 
ain. 


Inter Ocean Life & Cas.—Joseph Beau- 
pre, Princeton; Citizens Insurance Agency, 
Inc., and F. M. Thoms, Lansing. 

Maryland Cas.—W. F. Wallace, 


naw. 
Midland Cas.—A. D. Grigsby, Cheboy- 


gan. 

Natl. Cas.—C. C. Burbanks, Lapeer; J. 
R. Kelly, Hancock. 

Ocean Acci.—O. H. Polly, Plymouth. 

Penna. Cas.—Bouchard & Bouchard, 
Cheboygan; S. E. Miller, Oxford; A. B. 
Taylor & Co., Saugatuck; R. W. Jaynes, 
Detroit. 

Ridgely Prot.—O. W. Peck, Durand; E. 
E. Vernon, Flushing; W. W. Bosworth, 
Redford. 

Standard Acci.—Gilbert Douglas, Jack- 
son. 

Title Guar.—D, L. Flanders, Vicksburg. 

Home Cas.—R. H. Priehs, W. J. O’Hara 
and Miss Bessie Heike, Detroit; Bruce 
Phillips, Utica; F. O. Davis, Muskegon. 

Income Guar.—F. W. Gray, Boyne City; 
E. C. Oliver, Escanaba. 


Sagi- 


Inter-State Bus. Mens’ Acci.—J. F. 
Hammell, Lansing. 
Mich. Cas.—A. C. MacKinnon, Lewis- 


ton; W. F. Kirtland, Imlay City. 

Peoples H. & Acci.—J. M. Van Nos- 
trand, Burdickville; U. S. Holdridge, Hur- 
sey; V. Eldridge, Read City; C. A. Nor- 
ton, Moline; C. F. Griffin, Hartwick; 
Lonzo Wilson, Waterford; R. E. Bur- 
ney, Milliards; D. A. Ballard, Pinconning; 
Robert Piatt, Bonifas. 

Preferred Cas.—William Granger, De- 
troit. 

Union Acci. 
Alpena. 

Union Cas.—Fred Hanscomb, Owosso; 
J. A. Qates, Detroit; H. H. Rawlings, 
Port Huron. 

U. S. Hospital—F. W. Faery, Fenton; 
W. J. McSherry, Lyons; J. J. Pope, Bay 
City; Earl Hulse, St. Johns. 

Fid. & Cas.—W. L. Stannard, Calumet. 

Ger. Coml. Acci.—H. W. Huysman, Kal- 
amazoo; Adrian Van Putten, ‘Folland; J. 
J. Flood, Bay City. 

Mass. Acci,.—E. J. Frier, Mt. Clemens. 

Cont. Cas.—F.. W. Gerow, Detroit. 

Fidel. Acci—Moses Braun, Pigeon; 
Charles Brugger, Edenville; E. Clothier, 
Kinde; Jesse Davenport, Rapid City; B. 
E. Doolittle, Beaverton; Fred Dunn, Cross- 
well; C. A. Ejichen, Greenland; Ivan 
Feighner, Clare; G. C. Gething, Bay City; 
W. J. Graham and G. G. Hunter, Ovid; 
Gust Johnson, Ontonagon; R. W. Keith, 
Charlotte; Fred Keith, Big Rapids; F. E. 
Knight, Marquette; John Krusic, Manis- 
tique; I. L. Lanford, Montague; D. J. Mc- 
Coll, Croswell; M, S. Moore, Fowler; S. N. 
Osborn, Marshall; Philip Perring, Prince- 
ton; P. H, Pugh, Vermontville; L. B. Rog- 
ers, Caseville; Dr. Arthur Scott, Lagins- 


& Ben.—Louis Peppler, 








burg; F. M, Shumway, Farwell; D. N. 
Simons, Winona; Joseph Smith, Bay Port; 
S. Sussman, Wickware; J. G. Tarbell, 
Menominee; Joe Vidmar, Calumet; Jacob 
Walinaki and W. F. Wallin, Mass City. 
Midland Cas.—J. E. Seen, nS 
G. H, Adams, Sault Ste. Mari 

Natl. Cas.—G. B. Crandall, *runt; Cor- 
nelius McCormick and Joseph Ceaser, 
Port Huron; John Peterson, Ontonagon; 
John Throop, Detroit. 

Natl. Sur.—S. H. Knisely, Baraga. 


Penn. Cas.—EKarl Hemenway, - South 
Haven; R. W. Kane, Charlevoix; Gaylord 
Freeman, Onaway; 8. P. Hicks, Lowell; 


W. A. Palmer, Buchanan; Butler & Rank- 
in, Shelby; Gerber & Marshall, Fremont. 

Prudential Cas.—Citizens Insurance 
Agency, Lansing; N. J. Eagling, Detroit. 

Standard Acci.—Harry Beers, Hillsdale. 

U. 8S. H. & Acci.—F. W. Calvert, Battle 
Creek; W. H. Cook, Alma; C. EB, Lauder, 
Niles; W. B. Dunning, Jr., Grand Rapids; 
Walter Calkins, Applegate; W. S. Walker 
and W. L. Rosser, Saginaw; E. C. Martin, 
Millington; Frank Doying and Albert W. 
Schafer, Detroit. 

Detroit Cas.—Jesse Pepple, Republic; 
Morris Cooper, Detroit. 

Home Acci. & Health—W. H, Van Dusko, 
Clare; A. E. Hill, Alpena. 

Home Cas.—Sidney Chene, Detroit. 

Peoples H. & Acci.—D, J. Chapple, Way- 
land; L. J. Honeywell, Pontiac; G. M, 
Cox, Evart. 

Preferred Cas.—J. A. Justin, Detroit. 

Union Cas.—F. A. Beck, Dowagiac; Ed- 
ward Devine, Linden, 

U. 8. Hospital—C. E. Davis, Hastings; 
R. C. Conoway; H. J. Moore, Portland; H. 
R. Fuller, Nashville; A, E. Clendeine, Tem- 
ple; Clarence Hiar, Vermontville; William 
McMorris, Bay City; W. J. Dyer, Lansing. 

Tilinois 


Cont. Cas.—I. H. Johnson, Bloomington; 
Fay Morrissey, Champaign; G. M. Glea- 
son & Co., Charleston; E. R. Partlow and 
Louis Platt & —_ Danville; R. R. Mont- 
gomery & Son and C. C, Randolph, Deca- 
tur; C. W. Keck, Fairbury; C. H. L. H. 
Ward, Jacksonville; W. M. Durham and 
S. & BE. 8S. Gray, Kankakee; W. B. Kippitz, 
Kewanee; G. A. Wilson, Jr., La Salle; C. 
R. Corwine, Lincoln; Wilson & Ganna- 
way, Mattoon; W. B. Sheriff and C. 
Holland, Paris; F. W. Soady, Pekin; w. 
F. Bryan and J. P. Rollo, Streator; CG. A. 
Sullivan, Harrisburg; E. Ginsburg, C. B. 
Heinemann, V. N. Ingalls, J. K. Ricketts, 
A. D. Schwinner, Allen Stites, L. EB. Zi 
omer, Antonio Ferrar. O. E. Hoff, 
Lewis, N. M. Nemerovski, Frank Rohan, 
P. Sandelman, Edward Singer and George 


SALESMEN WANTED—Health Policy for bus- 
inss men $10.00 first week, $25.00 next 26 





weeks. Same plan as Traveling Men's 
Associations. Cost $10.00 per year. Good 
Commissions. Write R. A. RIDGWAY, 


AMERICAN CASUALTY EXCHANGE 





Dwight Bldg., KANSAS CITY, MO 

















“*“Federai” Pr “Proof blanks are promptly furnished and 
E aiseda the fing of rf, is facilita’ tly disposed PS: 
xaminers representing I. Commissi . Claims are promptly of a 
tt America have yoy ted a rigid wing tion the Sent of death fa of cal tee wg pid ons 7 
4 report: —e quote the Selle . 5. ne bensi ries pudding abrood are 
1. “An examination of several thousand dis- ‘904 2, well as those residing ot MW Tnformed 
md claims 5 indicates that the c company’s adjust- ean eet ~yi- the a 
Dye ase fair.” demnities due the foreign ries, and the 
“Correspondence is answered without un- methods are noticeable owing to the absence of 
necessary delay.” obstructive tactics.” 





_A Detroit news’ 


per, quoting one of the 
his Company (the 
aad the moral as 

| law in its settlements with 

= “the ioner added that 

ttee was happy to call attention to the 


tec! 
policyholders,” 
the Committee 


Agents Wanted. 


FEDERAL CASUALTY COMPANY, 


commendable condition found in these two com- 
panies” (Federal and another). 

Such words of commendation from commission- 
ers and examiners caly © ns: our oft-repeated 
statements that “the " gives everyone a 
square deal. 


Liberal Contracte 


Detroit, Mich. 


Assets $326,000.00 
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Smith, Chicago; H. A. Downs, Harvard; 
J. C. Grimes, Brooklyn; Gibbon, Dickel- 
man, Furst & Bourke, Peoria; H. Helmig 
& Son, Peru; J. EB. Gard, Springfield; W. 
D. West, East St. Louis 

Hoosier Cas.—Simon Lark, Fithian. 

Natl. Cas.—C. D. Miller and R. 
Turner, Decatur; G. H. Robinson, Rock- 
ford; Irvan Underwood, Sullivan; O. T. 
Harroun, Odin 

Natl. Live ‘St. —Edel Insurance Agency, 
Du Quoin. 

New Amst, Cas.—Carl Berman and R. 
L. Crampton, Chicago; R. 8S. Wright, 
Galesburg; Walter Gasscaw, Waukegan. 

_— Acct,—William Stein, Mt. Car- 
mel, 

Penna, Cas.—L. A. Stiles, Robinson; E. 
BE. Fayart, Springfield; Clare E. Blake- 
more, Galesburg. 

Pacific Coast Cas. a. W. Strop and C., 
F. Biggs, East St. Louis. 

Pacific Mut. Life—C. J. Eck, Chicago; 
John Walters, Venice. 

Royal Cas. -——Sam Corns, Carrollton. 
Royal Indem.—Richard Gault, Maren- 
go; R. L. Crampton, Chicago; Anderson & 
Robison, Kewanee; J. M. Connett, Erie. 
South. Sur.—Alvin Morefield, Granite 
City; C. S. McKamy, Robison; Albert El- 
oresee Paris. 

H. & Acci.—W. A. Hunter, Byron. 

) RA Live St.—R. J. McElvain, Jr., 
Murphysboro. 

Pay Co, of Amer.—J. C. Kost, Gales- 
ur 

Commonwealth Cas.—J. C. Willelley, 
Chicago. 

Cont. Cas.—Lee Brown, Brookport; F. 
8S. Burrows, Morrison; . a ray, 
a ee C. A. Hoffman, La Salle; 

Johnson, Chandlerville; BE. C. Mc- 
Cormick, Palestine; R. D. Parker, Anna; 

Legan Perry, Bloomington; Tony Podnar, 
St. David; H. S. Salisbury, Ferris; W. I. 
Stephenson, Mt. Vernon; W. H. Carter, 
Chicago. 

Equit. Sur.—H. M. Oldefest, Moline; J. 
BE. Reidy and T. B. Reidy, Rock Island. 

Federal Cas.—H. E. Bartlett, Wood 
River; W. D. Robinson, Mt. Vernon. 

Fid. & Cas.—W. F. Burch, Chicago; F. 
H. Reed, Farmer City. 

Emp. State Sur.—W. L. Bagshaw, Win- 
chester; J. W. Callison, De Witt. 

Genl. Acci.—C. Li. Dexter, Lexington; J. 
F. Jungles, Aurora. 

Ger. Coml, Acci.—J. M. Follinger, Chi- 
cago; 8. J. Johnson, Mounds; R. M 
Lewis, oes L. Cook, Freeport. 

Gt. East. Cas.—J. P. Coley, Streator. 

Hoosier Cas.—Cornell Roberts, Cairo. 

Ill, Sur.—J. S. Palmer, Carthage; S. K. 
Hughes, Champaign; Harry Messick, 
Charleston; F. G. Dimick, Dixon; D. J. 
Gaston, Effingham; J. H. Vincent, Free- 

ort; R. A. Bratton, Galena; C. H. Backus, 
ampshire; G. A. Wilson, Jr., La Salle; 
Cc. B, Whittemore, Marengo; R. L. Wray, 
Monmouth; G. W. Huston, Morris; Ray 
Raridon, Morrison; U. 8. Partridge, Mt. 
Vernon; R. A. Morrison, Pontiac; oI 
Wilson, Princeton; E. H. Bowman, ~oe 


Island; . F. Ferrell, Havana; C. M. 
—— Lewistown; Curran & Curran, Ma- 
comb. 
London Guar.—Jordan & Schluntz, 
Joliet. 
Maryland Cas.—Stuart & Bauieey. 


Cairo; H. Pierik & Co., Springfield; 
F. Smith, Carbondale: W. P. Mlaridee, 
New Haven. 
Penna. Cas.—William Booth & Co., 
Pere: BE. A. Festerling, ag 
Cas.—Christian Hills, Pana; L. 
Hovltmann. Collinsville; Emil Riettnss 
New Amst. Cas.—H. H. Messick, 
Charleston. 














Hotel Latham 


5TH. AV. AND 28THST. 


NEW YORK 


FOR PERMANENT AND TRANSIENT 
GUESTS 


One block from Madison 
Square Garden 


EUROPEAN PLAN 
Sample rooms for commercial men 


Table d' Hote Luncheon, 50c 


CLUB BREAKFAST. ALSO A LA CARTE. 


Rooms with use of bath, $1.50 per day. 
Rooms with bath, $2, $2.50, $3, $4 perday. 


_A, L. PRATT, Managing Director 

















and J. E. ee i Chicago; John Wheat, 


Decatur; E. V. Cotter, Murphysboro; 
Henry Leach, Pekin. 

Ocean ‘Acci. —Berkley & McNutt, 
Charleston; Anthony Haines, Rockford; 


L. R. Hetherington, Kankakee; O. B. Nel- 
son, Geneva; K. C. Ronalds, Eldorado. 
Natl. Sur.—R. D. Watson, Alton; May- 
nard & Knight, Rockford. 
Pacific Mut, Life—C. W. Maier, St. 
Louis, Mo.; T. M. Pollock, East St. Louis; 
Di Ta Hollub, Chicago, 

Royal Indem. . H. Owen, East Mo- 
line; Albert Soneeeae Kankakee; F. L. 
ildreth, Freeport; 


Montgomery & Son, Decatur; M. C. 
& Co., Jacksonville; 
Peoria; F. H. Reid, Galena; Cc. L. Miller 
Company, Monmouth. 
Royal Cas—W. L. Miles, East St. 
Louis. 
Southern Sur.—A. G. Barritt, Peoria; J. 
F. Berger and C. N. Smith, Madison; Paul 
Chandler, Springfield. 
Standard Acci.—P. G. Whidden, De- 
catur; F. H. Maxwell, Macomb. 
Title Guar.—T. A. Grable, Eldorado; F 
R. Hazlett, Galesburg; J. R. Clark, Bloom- 
ington, 
Travelers—M. B. Taylor, Wheaton; J. 
A. Moats, Danville; J. M. Purtell, Kanka- 
kee; O. H. Thomas, Peoria; C. A. Berger 
and L. W. Hill, Chicago; J. W. Sanders, 
Rockford. 
U. S. Fid, & Guar.—F. E. Colehour, 
Rockford. 
U. 8. H. & Acci.—W. T. Perkins, Ster- 
ling. 


CASUALTY NOTES 


The Equitable Surety of St. Louis has 
appointed A. A. Dority of Boston as state 
agent for Massachusetts. 

Philip E. Tate has been appointed local 
agent for the Aetna Life, accident and 
liability department, Boise, Idaho. 


The Kentucky Livestock of Louisville 
has filed articles of incorporation. The 
capital stock is named as $50,000, with 
privilege of increasing it to $500, 000. 


Charles P. Whitbread & Co. of St. Louis, 
managers of the Pacific Coast Casualty, 
have taken the industrial disability lines 
of the company, in addition to the rest. 


Sewell & Alden of New York City wrote 
over $25,000 of | business for the 
Preferred in the first few days the com- 
pany wrote this class of casualty insur- 
ance. 

Norman J. Westerhold, manager of the 
liability department of the Travelers at 
Chicago, is at his old home in Weedspoint, 
N. Y., called there by the severe illness 
of his mother. 

The London Guarantee & Accident 
Company has placed in the hands of its 
agents a complete reproduction of the 


Ohio workmen’s compensation law re- 
cently adopted. 
Robert N. Gardner, formerly special 


agent at Cleveland, Ohio, and recently at 
Detroit, Mich., for the Travelers, has been 
transferred as special agent, liability de- 
partment, Hartford branch office. 

The Travelers announces the appoint- 
ment of H. Gale Rogers, formerly con- 
nected with the company’s branch office 
at Hartford, Conn., as special agent, lia- 
bility department, "Chicago branch office. 


The Illinois Surety yesterday executed 
the bond for the Illinois Improvement & 
Ballast Company, which has the contract 
for the construction of a $267,900 sewer 
system at Gary, Ind. The premium is a 
little over $1,300 

T. B. W. Fales has resigned as manager 
of the burglary department of the Gen- 
eral Accident, and followed his former 
general manager, Franklin J. Moore, to the 
Preferred, where he will assume charge 
of a similar department. 


Public lability insurance on the Nas- 
sau boulevard aviation meet in New York 
City this week has been written in Lon- 
don Lloyds through Sewall & Alden. For 
a premium of $1,500 the management se- 
cures $150,000 worth of protection. 


The Falls City Life & Accident, an as- 
sessment concern of Louisville, has been 
licensed in Kentucky. J. W. Galvin, Syl- 
vester Gatton and R. M. Harris, of Louis- 
ville, are among those interested. It 
has deposited $10,000 with the state treas- 
urer for the protection of policyholders. 

Sprague & Diggs of Cincinnati, al- 
though operating in but one county fn 
Ohio and is a new partnership of Cin- 
cinnati was tenth among the Title Guar- 
anty & Surety agents in August. The 
company has invited both Mr. Sprague 
and Mr. Diggs to the agents’ convention 
to be held by the Title Guaranty at its 
home office. 

The Charles L. Hubbard Company has 
been succeeded as general agent of the 
accident and liability department of the 
Atna Life at Los Angeles, Cal., by Le- 
land B. Servis as general agent for 
liability business in Los Angeles only, 
and by Coombs & Sawyers as managers 
for southern California for accident and 
health business. 

Colonel Thomas B. Simmons, for the 
past thirty years a well-known figure in 
the Chicago seaeremce district, died at 
his home last Friday of heart disease. 
He was 66 years old. For some years 

















nected with the Chicago office of the 
Maryland Casualty and did a general in- 
surance brokerage business. 

Two of Sewall & Alden’s staff have 
gone with John A. Kelly and Co., 
at New York City. Horace G. Smith, 
general agent of health and accident de- 
partment, and Russell A. Bliss, manager 
of the burglary department. The Pre- 
ferred refuses to make any further an- 
nouncements concerning agency changes 
in its casualty éepartment. 

The Oklahoma department has been 
advised of the apprehension of J. N. 
Fawcett, at Guymon, Okla., indicted for 
soliciting insurance along the Kansas- 
Olkahoma line for the Gérman Commer- 
cial Accident of Philadelphia, Pa., a com- 
pany unauthorized in Oklahoma. _In- 
dictments have been returned for a num- 
ber of other men similarly charged. 
The first fatal accident affecting an em- 
ployer under the new workmen’s com- 
pensation act of Wisconsin occurred at 
Madison on Saturday, when Harry John- 
son, a lineman employed by the Madison 
Gas & Electric Company, was electrocuted 
while on duty. His dependents, a wife 
and two children, will be entitled to re- 
ceive benefits equal to four times his 
average annual earnings, payable in 
weekly instalments. 


John A. Kelly of New York, former 
Ohio insurance man, now joint United 
States manager of the General Accident, 
was in Columbus last week, following 
visits to a number of Ohio cities, look- 
ing after agency conditions. Though it 
is said a number of the company’s Ohio 
agents have received overtures looking 
to the rewriting of their business, it is 
more than likely all of them will remain 
with the General Accident. 

W. A. O’Connor of Ft. Smith, Ark., 
head of the agency of W. A. O’Connor & 
Co., who handle the Maryland Casualty 
for Arkansas, is seriously ill at Sparks 
Memorial Hospital in Fort Smith, follow- 
ing an operation for appendicitis, which 
later developed into peritonitis. The 
agency is temporarily in charge of E. L. 
Graham of St. Louis, western auditor of 
the Maryland Casualty. Mr. Graham has 
had considerable experience in organiza- 
tion and field work. 

Ward H. Watson, Indianapolis, former 
judge of the appellate court of Indiana; 
G. B. Forgy, banker, Lafayette and Ed- 
ward M. Wilson, a real estate dealer and 
insurance agent of Fort Wayne, have 
been elected to the directorate of the 
Federal Union Surety, to succeed A. C. 
Landon and E. A. Peters, St. Louis, offi- 
cers of the American Bankers and W. H. 
McDoel of Chicago. Henley, Matson & 
Gates have been retained as general 
counsel for the company. 


Oran E. Hess, late manager of the 
Farmers Grain & Supply Company of 
Elba, Neb., who suddenly departed a few 
months ago under circumstances that 
caused the Lion Bonding & Surety, his 
bondsman, to put up $3,500 to make good 
the financial shortage, is on his way 
back to the country in charge of an offi- 
cer of the law. The bonding company 
lost no time in settling up accounts with 
the concern that Hess is alleged to have 
victiminized; and then lost no time in 
trying to locate Hess. 





Michigan Agency Appointments 
Pn La.—Percival & Dockery, Traverse 
y. 
Westchester—C. S. Bushnell, Bronson; 
G. D. Ingram and F. J. Knittweis, Detroit. 
Western, Ont.—Gaylord Freeman, Ona- 


way. 
Aachen & M.—Smoots-Van Dyke Com- 
pany, Detroit. 
Boston—J. F. Slezak, Bay City. 
Caledonian—A. C. Utter, A. R. Thom- 
son and J. F. Davis, Detroit. 
California—C. Mead, Capac; G. E. 
Dean, Albion; Macomb County Abstract 
Company, Mt. Clemens. 
Cent. Natl—J. M. Bothwell, Cadillac. 
Commerce—J. F. Slezak, Bay City. 
Commercial, D. C.—S. G. Koepe, Sagi- 
naw. 
Connecticut—F. J. 


Sherman, Calumet; 
E. EB. Warner, 


Chassel; William Fitz- 
patrick, Hubbell; Joseph Galipeau, Lau- 
rium; G. H. Kellow, Painesdale. 
County, Pa—J. M. Bothwell, Cadillac. 
Detroit—J. B. Thomas, Cassopolis. 
Dixie—David Swinton, Saginaw; John 
Mulder & Co., Grand Rapids. 
Dutchess—A. N. Hovey, Jackson; S. F. 
Eckels, H. M. Leonard and E. L. Dixon, 
Detroit; Oo. W. Peck, Durand. 
Fid.-Phenix—A. J. Smith, Nunica; Bar- 
ber Bros., Vermontville. 
Fire Assn.—N. J. Eagling, Detroit; E. 
R. Chapin, Rose City. 
Firemens—Edmund Hewitt, Ypsilanti; 
Merwin & Robinson, Adrian; Macomb 
County Insurance Agency, Mt. Clemens. 
Franklin, Pa.—Wachtel & Galster Com- 
pany, Inc., Petoskey; M. J. Hernan, Dry- 
en. 
Ger. Alli.—C. E. Biglow, Grand Rapids. 
German, Ind.—F. W. Vornheder, Battle 
Creek; M. D. Renfroe, Brown City; J. D. 
Powers, Charlotte; W. J. Carpenter, Cros- 


well; J. C. Welch and Hugh Haggerty. 
Detroit; L. H. Pryor, Hastings; L. 
Madill, Midland. 

Glens Falls—W. J. Wickham, Lake 


Odessa; H. L. Murphy, St. Joseph. 
North Amer.—N. J. Eagling, Detroit. 
Lumber—R. H. Fletcher, Bay City; T. 


so; N. E. Retallick, Battle Creek; Jacob 
Guthard, A. B. Hastings and Conrad F. 
Amrhein, Detroit; W. W. Smith, Grand 
Rapids; ‘Badgley & Kilmer Agency, Jack- 
son; E. W. & W. M. Deyoe, Kalamazoo; 
E. J. Kneeland, Lansing; P. W. 
Muskegon. 

State of Pa.—W. F. Wallace, Saginaw; 
E. A. Hazenbush, Saginaw. 


Losby, 


Mich. Coml.—J. F. Slazac, Bay City; 
E. R. Blair, East Lansing. 
— F. & M.—F. C. Arms, Grand 
edge. 


ge. 
Millers Natl.—A. E. Hayes, Detroit. 
Milw. Mech.—J. F. Slezac, Bay City. 
Natl.—Ben Fr.—John Siwka, F. A. Al- 
denbrand, L. W. Weber, Roswell Mott, 
Cc. H. Howard, W. G. Smith, Henry Col- 
quitt and A. S. Kudron, Detroit Cc. MM. 
Stephens, Battle Creek; H. C. Klocksiem, 
Lansing 
Natl ‘Union—John Winter & Co., Wil- 
— Hawkins and William Spearow, De- 
roit. 
New Hamp.—J. R. Heenan, Detroit; R. 
A. Pushinsky, Minden City. 
N. W. Natl.—H. L. Murphy, St. Joseph. 
Pelican—Snedicor & Hatch, Detroit. 
Pa. Fire—G. G. Hunton, Ovid. 
Peoples Natl.—J. E. Sawyer, Pontiac. 
Phoenix, Ct—C. E. Biglow, Grand 
Rapids; J. M. Bentley, Owosso; N. : 
Walsh, Owosso. 
Pruss. Natl.—W. G. Smith, Henry Col- 
quitt and A. 8. Kudron, Detroit; R. H. 
Folwell, Three Rivers. 
Scott. Union—J. L. Bruno, Bessemer; 
Sylvester Borgen & Co., Lawton. 
Security, Ct.—August Boelter, Taylor 
Center; M. D. Renfroe, Brown City. 
Springfielid—Banister & Glascoff, Spring- 
port; A. R. Siegel and T. A. Blomer, 
Scottville; C. A. Biglow, Grand Rapids. 
St. Paul—E. N. Barnard, Grand Rapids. 
Westchester—M. G. Borgman, Detroit. 
Western, Ont.—E. R. Bissitt, Detroit, 
‘ ee Mrfs. Mut.—E. H. Jenks, De- 
roit. 





Ohio Agency Appointments 


Milw. Mechanics—Hopkinson-Burridge 
Company, Cleveland; Jacobs & Armstrong, 
Coshocton; J. C. Tannehill, Freeport. 
Natl. Union—P. B. Holly, Hamilton. 
Newark—Eyman Realty Company, Lan- 
caster. 
North River—S. R. Rauhauser, Marion; 
W. M. Shaffer, Tiffin. 
Northern, Eng.—F. E. Burklew, Ober- 
lin; J. T. Gilham, Belmont. 
Nor. Union—C. A. Trinter, Vermilion; 
G. B. Fulton, North Baltimore. 
Palatine—E. P. Lenihan, Cleveland. 
Phoenix, Ct.—B. C. Kingdom, Orwell; 
G. Kruse and C. C. Swift, Cincinnati; L. 
lz Burgner, Oberlin; Alexander Agency 
Company and W. F. Baehrens, Canton; 
W. W. Glenn & Son, Beach City; David 
McCune, Hamilton; J. M. 
Cc. I. Anderson, Venice. 

Phoenix, Eng.—F. E. Burklew, Oberlin. 

Prov., Wash.—J. L. Gilham, Belmont; 
R. C. Heskett, Bethesda. 

Pruss. Natl—C. D. Kidd, Dayton. 

Reliance—H. M. Calvert, Fred Webber, 
— Oberle and F.. P. Reidenbach, Cleve- 
an 

Richmond—J. A. Belknap, Columbus. 

Security, Ia.—Ohler & Faurot, Lima; 
G. H. Shank, Springfield; T. W. Brandt, 
Newark; B. Coleman, Dayton; C. M. 
Mock, Zanesville. 

Security, Ct.—E. S. Pollock, Mt. Gilead. 

Standard—Jacobs & Armstrong, Cos- 
hocton. 

Teutonia, Pa.—T. J. Campbell, Toronto; 
Jacobs & Armstrong, Coshocton. 


Duncan, Reily; 


‘ United States—A. L. Wortmann, Day- 
on. 

Western, Ont.—Guntrum & Meyers, 
Gioctasett: Elyria Insurance Agency, 
yria. 


West. & Atlantic—Tracy & Fox, Spring- 
field; J. U. Pugh & Co., Newark; Roche 
& Keating, Youngstown; J. P. Cloppert, 
Dayton, 





Illinois Agency Appointments 
Northern, N. os 8S. Potter, Quincy. 
N. B. & M., Eng.—cC. A. Overholt, Chi- 

cago; J. P. Williams, Salem. 

Norw. Union—W. T. Atkins, Buda; C. 
E. Rogers, Chicago; R. J. Teeter, Wyo- 
ming. 

Pa. Fire—Henry McDonald, Virginia. 

Pelican—J. T. Brown, Cairo. 

Phoenix, Eng.—c. Anderson, Gen- 
eseo; Duncan Bros., Johnson City. 

Phila. Und.—F. Tossey & Son, Toledo; 
J. R. Thomas, Altamont; L. A. La Voie, 
Quincy. 

Phoenix, Ct.—C. E. Sawyer, Carpenters- 
ville; R. M. Sheldon, Naperville. 


Prov. Wash.—T. ‘J. Healy, East St. 
Louis. 
Pruss. Natl—W. H, Gardner & Son, 


Bloomington. 

Royal—C. E. Corcoran, Lake View; B. 
< apes Fenwood; O. J. Roath, Lon- 
ar 

St. Paul—Albert Valiquet and Martin 
Henchy, Chicago; N. H. Robinson, Mon- 
mouth; A. Z. Rice, Worden; J. P, Mountz, 
Williamsville. 

Seott. Union—C. J. Le Messurier, Pon- 
tiac; S. L. Payne, Decatur. 
Nord. Deutsche—Clinton F. Luther, 
Geneseo; A. Wolting, Elgin; C. L. Smith, 
Carbondale; J. L. Campbell, Shelbyville; 
Roswell Bills & Co., Peoria; J. H. Caml 
Rockford; Ww Sanborn, Galesburg; 4 
Whelan, Chicago Heights; Kinney 








previous to his death he had been con- 


J. Saliard, Bay City; Alonzo Crane, Owos- 





Bros., Taylorville; T. L. Fekete, East 
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Louis; D. L. Miller, Sterling; W. P. 
Greney, Cairo; Wiley Rogers, Chrisman; 
P. W. Bussard, Robinson; A. S. Hadsall, 
Wilmington; A. C. Singbusch, Cham- 
paign; T. A. ae Frankfort. 


Security, Ia.—wW. . Hoke, Odell; G. 
D. Bell, Bushnell; J. D. Butler, Dallas 
City; 


W. A. Fleming, Milford; Harvey 
Gross, Paris; C. . MecBriarty, Elgin; 
Bessie F. Shields, Carthage; D. T. Smith, 
Winchester; C. H. Smith, Libertyville. 

Spring Garden—J. W. Stewart, Rock 
Island. 

Standard, Ct.—Bain & Gilmore, Bloom- 
ington. 

Teutonia, Pa.— William Schaarman, 
Rock Island; Grant Frederick, Blooming- 
ton; C. L. Kern, Mattoon. 

United Amer.—William Fry, Belvidere; 
Harry Mareau, Rockford; Theodore Seker, 
Freeport. 

Westchester—Paul Jones, Delavan. 

Western, Pa.—R. S. Wright, Galesburg. 

West. Reserve—S. R. Payne, Decatur. 

Western, Ont.—C. C. Miller, Edwards- 
ville. 

Agricultural—Carroll Waltemeyer, La- 


on. 

American, N. J.—Mrs. E. I. Strickland, 
Equality. 

Amer. Union—V. H. Lord, Springfield. 

Atlas, Eng.—S. L. Payne, Decatur. 

California—A. P. Stagoski, Chicago 
Heights. 

Calumet—C. H. Walker, St. Joseph. 

Concordia—G. E. Swinscoe, Chicago; H. 
O. Foliath, Cerro Gordo. 

Connecticut—Frank Eyre, North Hen- 
derson, 

Equitable—J. T. Hall, Chicago. 

Fire Assn.—S. T. Stanley, P. E. Hoepp- 
ner, P. E. Hartung & Co., J. P. Cheney & 
Co. and J. J. MacDonald & Co., Chicago. 

Fid.-Phenix—H. C. Ledig, Cuyler; Seiler 
& Buckley, Chicago; Frank Johnson, Cor- 
nell; C. G. Heasley, Creal Springs; Fred 
Blumenkamp, Hoffman; Charles Cotrell, 
McDowell; J. F. Cannon, Smithboro. 

Franklin, Pa.—G. M. Trimble, Ottawa; 
Cc. E. Chambers, Wyoming. 

Ger. Alli.—R. E. Brown, Anna. 
Germania—O. S. Voorhees, Elmwood. 

Ger. Amer., N. Y.—J. F. Hanrahan, Mat- 


toon. 
Glens Falls—L. F. Strait, Bloomington. 


ce 


Ham.-Brem.—Anthony Haines, Rock- 
ford, 

Hartford—D. T. Upchurch, Galatia; 
William B. Williams, Irving; W. Stein 


Insurance Agency, Mt. Carmel; C. J. Kei- 
ser, Mt. Olive; L. D. Lyons, St. David; O. 
Cc. Huston, Sciota; E. E. Butler, Villa 
Ridge; J. E. Wright, Herscher; C. S. East- 
man, Cambridge; W. A. Wilkerson, Dahl- 
gren; C. . McClary, Edinburg; M. M. 
Hines, Stonington; Norredden Cowen, Sor- 
ento; W. E. C. Lyons, Centralia; M. G. 
Fitzgerald, Ewing; John Whitson, Tex- 
ico; F. A. Tonnter, Albers; R. W. Carr, 
Armington; John Snowsmith, Belle River; 
J. H. Curry, Effingham; J. Wheaton, 
Farmersville; E. M. Zybell, Montrose; 
Joseph Petersberger, Dixon; F. G. Smith, 
Rochelle; F. Klopfenstein, Gridley; 
Reinhard Rixmann, Oakdale; Roscoe 
Forth, Wayne City; Mayhew & Geisler, 
Chicago. 

Hawkeye & Des M.—E. V. Orvis, Wau- 
kegan; Fred Anderson, Chicago; J. C. 
Kost, Galesburg; a . Cole, Chicago 
Heights; F. J. Holt, Blue Island. 

Lon. & Lanc.—J. W. Knowlton, Deca- 
tur; Colburn, Gehring & Co., South Chi- 
cago; J. W. May, Wilmette. 

New Hamp.—A. F. Keen, Fairfield. 

National—O. W. Farley, Zion City; W. 
C. Peters, St. Joseph; J. T. Rankins, Sid- 
ney; A. M. Goudie, Sadorus; E. C. Cleve- 
land, Wheaton; M. O. Scott, Neponset, 

Northern, Eng.—W. H. Rohe, Steger. 

Nord-Deutsche—E. B. Wharton, Ottawa. 


Norw.-Union—Brearton & Walter, Sa- 
+ peal Harris Realty Company, Cham- 
paign. 


N. W.-Natl.—A. L. Benedict, Streator. 
Ohio Farmers—O’Connor & Greene and 
E. H. Lee, Elgin; Charles Olson, St. 
Charles; Nelson & Louiselle, Aurora; J. J. 
Sweeney, Spring Valley; Isley & Nigh, 
Newton; G. A. Keller, Olney; A. H. Miller 
& Co., Sullivan; J. L. Bennett, Decatur; 
G. M. Glassco & Co., Charleston. 
Orient—J: W. May, Wilmette. 
Phoenix, Ct.—Palmquist & Co., Engle- 
wood; F. A. Worman, Plymouth. 
Pittsburgh—F. W. Wied, Forest Park. 
Prov. Wash.—John Bremer, Chicago; J. 
E. Corbett, Manito. 
Queen—F. M. Gastman, Hudson; W. R. 
Henriksen, Palmquist & Co. and Flaherty 
& McFarland, Chicago; S. A. Brown, Ciss- 
na Park; R. J. Moore, Arcola; F. C. Ap- 
Dley, Libertyville; A. J. Marcotte, Allen- 
dale; Rolla Frank, Mendon; N. W. Stiver, 
Walnut; G. B. Hornish, Green Valley; R. 
Henoemstead, Prophetstown; Knoedler & 


er, Argo, 
Hudson; F. H. 
Reed, Farmer City. 


Royal Exch.—J. C. Stanford, Wheaton. 
Scott. Union—C. M. Finch, Watseka. 
Standard, Ct—F. R. Smedley & Co., 
hampaign; D. B. Andrews, Aurora; An- 
ony Haines, Rockford. 
p State of Ill.—C. R. Conklin, Kankakee; 
-_R. Smith, Modesto. 
p Western Empire—Mrs. Dora Larimer, 
_ Wilson and L. T. Sprague, Peoria. 
ecurity, O.—Jennie Dagwell, Rockford; 
Wine: Helm, Arlington Heights; 
bs nzeler, Tremont; C. E. Waddill, Ten- 
Pattee: J. _P. Malcor, Granville; . ae 
a terson, Hettick; M. Purdy, Rinard; A. 
Bis Rodgers, Monticello; Mrs. W. Wilson, 


arck; C. C. Gray, Filson; C. L. Kern, 


A. Ensign, 


Jacob 


Mattoon; G. E. McQueen, Murdock; J. D. 
Breeze, Walnut Hill. 





Missouri Agency Appointments 
Aetna—cC. E,. Hannauer and J. H. Toen- 
isksetter, St. Louis; Bratter & Belcher, 
Columbia. 

Fid.-Phenix—E. M. Cunningham, Bel- 
ton; J. A. Thomas, Carrollton; J. N. Max- 
well, Harrisonville; T. J. Foley, Kansas 
City; Sikes & Smith, Sikeston; J. F. Win- 
chester, Bernie; R. E. McAllister, Milo. 
Firemans—Machir Dorsey, Columbia. 
Germania—A. Davis, Aurora, 

Ger. Amer., N. Y.—S. 8S. Nowlin, Mont- 
gomery City. 

Ham.-Brem.—Charles Reinhardt, O. H. 
Weber and Schele & Kleinschmidt, St. 
Louis. 

Hanover—W. A. McAtee, Cuba. 
Hartford—cC. S. Huston, Baring; A. B. 
Schulze, Berger; A. H. Brackmann, Con- 
cordia; Samuel Davidson, Gibbs; Myers 
& Bertram, Gorin; McClure & Vanhorn, 
Kansas City; Nesbit & Dawson, Lowry 
City; Wattenbarger & Maggart, Milan; 
Cc. F. Pope, Morrison; J. T. Barlow, Neo- 
sho; G. E. Hackman, Warrenton. 

North Amer.—Hamilton & Thice, In- 
dependence; Hattie M. Edmonds, Mexico; 
Cc. C. Crowley, Richmond; Cook & Schep- 
man, Ironton. 

State of I1l.—O. H. Weber, St. Louis. 
Iowa State—C. W. Maham, Adrian. 
London—J. T. Barlow, Neosho. 
N. W. NatlL—cC. N. Trifeldt, 
City. 


Norw. Union—O. C. Sparks and J. H. 
McAnally, Kennett. 
= Colony—Fowler & Long, 


Kansas 


, Kansas 
y. 
Orient—Sparks-McAnally & Co., Ken- 
ett 


nett. 

Phoenix, Ct.—Miss H. M. Edmonds and 
bh - Atkinson, Mexico; Roemer Bros., 
acific. 


Westchester—Lamun & Pemberton, 
Bolivar; J. T. Barlow, Neosho; C. P. 
Green, Parkville; Joel Holt, Leneca. 





Gets Home Office Position 

P. M. Brink, western New York spe- 
cial agent of the Westchester Fire has 
been put in charge of the sprinklered 
risk department of the home office. He 
was connected with the Middle States 
Inspection Bureau before going with 
the Westchester. William D. Hunter, 
who has been special agent for eastern 
New York is appointed for the whole 
state, with headquarters at Rochester. 





Big Offices to Merge 

On Oct. 1 the Buxton Insuring 
Agency of New York will be merged 
in the John L. Dudley, Jr., Company of 
that city and Herbert Buxton, head of 
the former, will become secretary of 
the latter. Mr. Buxton is well known 
among insurance men and controls a 
large business. After the merger the 
John L. Dudley, Jr., Company will have 
as officers three very strong men— 
President John L. Dudley and Vice- 
President Henry T. Alley, formerly 
agency secretary of the London Assur- 
ance, and Secretary Buxton. The com- 
pany does a large surplus line business. 





New York Auto Rates 

_New York, Sept. 26.—(Special).—A 
circular sent out last week by the Auto- 
mobile Club of America to its members 
offering policies in the L. & L. & G. at 
a 20 percent discount created quite a 
commotion among insurance men. Be- 
sides New. York’s antirebate law, an 
antidiscrimination law went into effect 
on Sept. 1, and the question is raised 
whether it would be violated by this ac- 
tion. 
_ Manager Eaton of the L. & L. & G,, 
in a letter addressed to the secretary of 
the Insurance Brokers’ Association, 
says: 
We have not, directly or indirectly, 
made any agreement with the Automobile 
Club of America to exclusively receive 
proposals of insurance through any 
source. We have had, and shall have 
the greatest pleasure in receiving, with- 
out the least discrimination, proposals 
for automobile insurance through any 
source, at uniform rates, provided that 
such proposals be for residents of the 
metropolitan districts. For other terri- 
tory proposals, in accordance with rule, 
have been and will be referred to our 
local agents concerned. 


This is taken to mean that the Auto- 
mobile Club was not authorized to 
make the offer. 





Hope, Ind., has bought two 60-gallon 
chemical extinguishers and will also pur- 


NEWS OF FIRE PROTECTION 


UNITE FOR PREVENTION WORK 








Suggestion Offered for Associations 
Covering Territory Included in Dif- 
ferent Governing Bodies 


The success of fire prevention work 
in many states has been so great as to 
suggest to the minds of many engaged 
in it the advantages which would result 
from an organization embracing more 
than one state. For instance, it is sug- 
gested that bodies covering the terri- 
tories included in the various govern- 
ing associations could be formed, one 
for Western Union territory, another 
for Southeastern, and so on. 

In this way, it is pointed out, the ex- 
perience of one community could be 
given to another, and ideas of work ex- 
changed to the advantage of all con- 
cerned. The idea is being generally 
discussed in some sections, and it is 
understood that an effort will be made 
in the near future to have it put into 
practical application. 





Cincinnati to Get Busy 
Cincinnati plans to eliminate $1,000,000 
of its annual fire waste by a prevention 
campaign in which the chamber of 
commerce, the Fire Underwriters club 
and the fire prevention bureau will 
join forces. After an investigation into 
the causes of fires in the city the in- 
surance body presented figures showing 
that a million dollars’ worth of loss 
was preventable. Manager George W. 
Cleveland of the bureau will prepare 
exhaustive figures on the subject and 
the chamber of commerce will conduct 
the campaign. President William A. 
Draper will appoint a committee to 
take charge and will go beyond the 
membership of the chamber in select- 
ing his men. Among the members will 
be Fire Chief Archibald and a number 
of insurance men. The first number on 
the program will be attention to the 
proper observance of Fire Prevention 
Day, proclaimed by Governor Harmon 
for Oct. 9. 





Harmon Falls in Line 

Governor Harmon of Ohio has issued 
a proclamation setting apart Monday, 
Oct. 9, as fire prevention day in the 
state. The preamble to the procluma- 
tion sets forth the enormous fire waste, 
the inherent carelessness of the Ameri- 
can people in regard to fire hazards and 
the burden entailed by fire protection. 
The proclamation urges the inspection 
and cleaning up of buildings and towns, 





cooperation with those responsible for 
fire prevention and fire protection, and 
the use of a portion of the school hours 
for consideration of fires and fire pre- 
vention. 





Wichita’s Conflagration Hazard 


Regarding the conflagration hazard 
of Wichita, Kan., the National Board 
engineers say: 


In the congested value districts, build- 
ings are mainly joisted brick, of mod- 
erate heights, but with many large areas. 
Sufficient water is not available and en- 
gine capacity is inadequate; the fire de- 
partment is efficient, but lacks men and 
apparatus for serious fires, and would 
be hampered by overhead wires. Streets 
are of fair to good width, blocks are only 
moderately congested, and although seri- 
ous fires are probable throughout the dis- 
trict, they should ordinarily be confined 
to the block of origin. 

Many of the manufacturing plants are 
subject to serious individual fires because 
of inadequate fire protection; the wood- 
working plants adjoining the district on 
the west severely expose it. 

In the compactly grouped frame resi- 
dential sections there is a serious hazard 
because of the shingle roofs and poor 
water supply. 


Should Now Get Together 


An esteemed reader of THe WEsTERN 
UNDERWRITER writes as follows: 


The editorial in your issue of Sept. 21, 
relative to the Diamond Match Company, 
ought to be a very cheering article to 
the underwriters, because it shows that 
something has been accomplished in the 
campaign against the “Parlor Match.” 

It seems to me that this is a good 
time for the underwriters and the Dia- 
mond Match Company to get together and 
arrange to end the long and useful, if 
not honorable, career of the parlor match. 
Doubtless the match company’s officials 
are now in a receptive frame of mind and 
will be willing to cooperate with the un- 
derwriters in lessening the fire loss and 
turn their attention to the manufacture 
of a match which will be a real safety 
match. That will be a long step in the 
direction of fire prevention and one that 
will operate to everyone’s advantage. 





Attend Conservation Congress 

The National Fire Protection Asso- 
ciation was officially represented by 
delegates at the National Conserva- 
tion Congress in Kansas City, Mo., 
Sept. 25-27. The delegation consisted 
of Charles E. Eldridge, of Topeka; J. 
B. Bush and F. J. Fetter, of Kansas 
City, and F. M. Pond, of Omaha. 


Mr. Doyle Is in Demand 

State Fire Marshal C. J. Doyle of II- 
linois accepted invitations to address 
the Firemen’s National Convention at 
St. Louis, Mo., Sept. 25, the Interna- 
tional Municipal Congress at the Coli- 
scum, Chicago, Sept. 29; luncheon to be 
given by the Chicago City Club on fire 
prevention day, Oct. 9, and the Build- 














To Local Agents: 


THOMAS LEE, 


Underwriters Laboratories 


Help 
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HENION @ HUBBELL 
223-231 North Jefferson Street 
CHICAGO, ILL, 


Holder of Label Number 1, issued by 


You can make new friends and customers and keep those you 
already have, if you advocate the installation of APPROVED WINDOWS 
AND FIRE DOORS made by the PIONEER MANUFACTURER of the west. 


CINCINNATI, O. 


129 West Second Street 
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ing and Loan Convention of Illinois at 
Freeport, Oct. 12. These addresses 
will be along the line of the regulation 
of the fire marshal department to the 
prevention of fires and the reduction of 
the fire waste in Illinois. 


Code for Little Rock 

A new building ordinance is under 
consideration at Little Rock, Ark., and 
there is considerable sentiment in fa- 
vor of the National Board code. An- 
cther proposition is to prohibit shingle 
roofs. The lumber dealers are opposed 
to such a regulation, but the local 
agents are working for it and say it will 
mean a reduction of 15 to 25 percent 
in insurance rates. 


Calls Attention to Good Work 


The Retail Hardware Mutual Fire of 
Minneapolis is sending a letter to every 
policyholder calling attention to Oct. 
9 as clean up and fire prevention day. 
It says: 

What can and will you do to assist in 
reducing the enormous fire waste? Out- 
side of “conflagration” years the fire loss- 
es for the first half of 1911 were beyond 
all precedent for any like period, and were 
they to continue the full year the figures 
would reach the tremendous total of $300,- 
000,000, a million for each working day. 
Trustworthy authorities claim more than 
50 percent of this terrible drain is pre- 
ventable. If this is true, let each policy- 
holder constitute himself a committee of 
one, to do something for the cause. Not 
only should this matter be looked upon 
from a national standpoint but applied in- 
dividually, and as surely as day follows 
night, if you reduce the fire waste by 
improving individual risks, 
are bound to follow. 

More and more are statesmen, insur- 
ance commissioners and fire prevention 
societies looking upon this waste as a 
national calamity and it is doubtless a 
prime cause of the Jens high cost 
of the necessaries of life. A suggestion 
has been made and quite generally adopt- 
ed that “Chicago Day,” Oct. 9, be observed 
throughout the country as “clean up” day. 

If every policyholder will give this his 
serious attention and not only make a 
clean-up and inspection of his own risk 
but take a look at the neighboring risks, 
good results will appear at once in a 
reduction in loss ratios and, therefore, 
lower insurance rates. The losses of this 
company have been considerably above 
the normal and unless at once reduced to 
a reasonable average a more rigid inspec- 
tion will be in order with a view of cut- 
ting out the less desirable risks. 

Get your local paper to run an editorial 
boosting “Chicago Day.” 


FIRE PROTECTION NOTES 


Shelby, Neb., has voted to issue $15,000 
of waterworks bonds. 


An issue of $10,000 ne rah ge bonds 
has been authorized at Mott, N. 


Voters of Colome, 8S. D., have ‘author- 
ized the issue of $8,500 waterworks bonds. 


Goshen, Ind., is going to build a dam 
across Rock Run in order to have an 
emergency supply of water. 

Governor W. J. Mills of New Mexico 
has issued a proclamation naming Oct. 9 
as fire prevention and cleanup day in that 
state. 


Governor Norris of Montana has issued 
a proclamation setting aside Oct. 9, the 
fortieth anniversary of the Chicago fire, 
as fire prevention day in Montana. 


Scottsburg, Ky., is planning improve- 
ments in the direction of fire protection. 
A waterworks system is being consid- 
ered, while a considerable expenditure for 


“FIRE! FIRE!” said Mr. McGuire, 
“Where ? where?” said Mr. O'Hare, 
“Down tewn,” said Mr. Brown, 
“Oh! I'll sleep like a top,” 
Said Mr. Hopp, 

“Because all my exposed open- 
ings are protected with Stand- 
ard Doors and Windows bearing 
the Underwriters’ Label and 
manufactured by Stremel Bros. 


Roofing & Cornice Co., 1304 to 
1326 N. Third Street, 


“Minneapolis, Minn.” 
Yes, our catalogue shows it all. 








lower rates 











For information address main office, 
Fourth floor, First National Bank Bldg. 
CINCINNATI, OHIO 


The Globe Automatic Sprinkler Co. 


The latest and most improved devices 
Approved by the National Board of Fire Underwriters 


A. B. GOULD, President and General Manager 


Wet and dry pipe systems installed in all classes of buildings 


Factory, 
MINNEAPOLIS, MINN. 








OF ALL KINDS 





METAL WINDOWS=METAL DOORS 


AND FOR ALL USES 
OUR advice on the improvement of risks is FREE to YOUR customers 


VOIGTMANN & COMPANY 


445-459 WEST ERIE STREET 


Approved by the 
Underwriters’ Laboratories 


CHICAGO 











chemicals may also be made. A commit- 
tee of field men conferred with city offi- 
cials and merchants of the town recently. 
Governor Thomas B. Marshall has is- 
sued his proclamation making Oct. 9 Fire 
Prevention day in Indiana. He calls at- 
tention to the fire waste and urges citi- 
zens to give more heed to the prevention 
of fires. He recommends that the schools 
have special exercises upon that day. The 
Indianapolis Trade Association, which has 
taken much interest in the movement, 
will use its influence and office force 
for bringing the proclamation to the at- 
tention of city and _ school Officials 
throughout the state. 





To Consider Fire Waste 


Friday has been set aside by the In- 
ternational Municipal Congress and Ex- 
position at Chicago, as fire prevention 
day. In the evening a public meeting 
will be held devoted to the consideration 
of the fire waste and its reduction, with 
Edward B. Chase as chairman. The 
speakers are to include John Kenlon, 
chief of the New York fire department; 
Edward Croker, former chief of the New 
York department; C. J. Doyle, fire mar- 
shal of Illinois; H. N. Kelsey, chairman 
of the committee on publicity and educa- 
tion, and H. H. Glidden, manager of the 
Chicago Board of Underwriters. 











How Reinsurance Bureau Works 

A standing complaint of the smaller 
fire insurance companies in regard to 
sprinklered business has been that the 
larger companies, being able to carry 
very large lines, have gobbled all the 
business. The reimusurance bureau of 
the Eastern Union was organized large- 
ly to meet this complaint. It has now 
been in operation for a month and a 
half, and Howard DeMott, the manager, 
reports that all companies are taking 
an active interest in it. About fifty 
companies are in the bureau. A com- 
pany is allowed to place with the bu- 





Insurance Stocks 
Quotations os burnished by 
E. S. BAILEY 
66 Broadway, New York, City 
FIRE COMPANIES 











Approximate Bid Asked 
Price Price 
P 7, <. 
1 200 
326 aed 

1000 1025 
190 axa 
295 310 
300 320 
500 515 
300 310 

1525 oe 
475 500 
225 wee 
700 715 
165 175 
290 305 
150 165 
185 Per 
150 iol 

90 100 
Westchester ($10)....... 4 490 510 
0 395 





Have one? 


Wmsburg City ($50)..... 37! 
(Life 4 SS wae upon request.) 


WANTED 





PYRENE 


Protection Saves 


Insurance Indemnifies 


PROTECTS 


Life 
Property 
Indemnity 


PYRENE FIRE EXTINGUISHERS DEATH-PROOF 
FIRE-PROOF BUILDINGS 


The Only Universal Fire Extinguisher 


Included in the lists of approved fire appliances issued by the 
National Board of Fire Underwriters 


PYRENE MANUFACTURING COMPANY 
1358 Broadway, NEW YORK CITY 


THE PYRENE COMPANY, Distributors 
32 South Jefferson Street, DAYTON, OHIO 


PYRENE COMPANY OF ILLINOIS, Distributors 
29 South La Salle Street - CHICAGO, ILLINOIS 








Your Inquiries for 


STANDARD FIRE DOORS, SHUTTERS and 


FIXTURES—All Approved 


RICHMOND SAFETY GATE CO., Richmond, Ind. 





safe Storage 


Oils ana Volatils 


Your buildings should be se- 
cured against fire and explosion 


from oil or gasoline. 


To eliminate the danger specify 
Bowser Oil Storage Systems. They 
comply with city ordinances and 
are listed by the National Board 


of Fire Underwriters. 


All styles, all sizes, at all prices. 
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reau excess equal to its net risk, and 
the smaller companies are thereby ena- 
bled to double their lines, and besides 
get a share of the business placed with 
the larger companies. The plan is 
working very satisfactorily. 





New York Society’s Program 


The program of the Insurance Society 
of New York for the year is: 


Oct. 24.—“The Official Point of View,” 
Alfred Hurrell, Attorney Life Presidents’ 
Association. 

Nov. 28.—‘“Origin of the Standard Pol- 
icy,” Blijah R. Kennedy, Weed & Kennedy. 

Dec. 15.—‘Everyday Problems in the 
Underwriting of Mercantile Property,” 
Frank Lock, Atlas, Eng. 

Jan. 23.—"“The Other Side of the Lan- 
tern,” William H. Merrill, National Fire 
Protection Association. 

Feb. 20.—‘Forms: from the Company’s 


Standpoint,” William N. Bament, Home, 
” "Feb. 27.—“Forms: from the Broker’s 
Standpoint,” Julian Lucas, 

March 26.—“Casualty Insurance,” Chas. 


H. Holland, Royal Indemnity. 


April 23.—“Accident Insurance,” Wil- 
liam Bro Smith, Travelers. ‘ 
April 30.—“Fireproof Buildings; What 


They Are; What They Ought to Be,” Ed- 
ward T. Cairns, North British, 

May 28.—‘The Organization of An In- 
surance Company,” Joseph Froggatt. 





John A. Kelly Is President 


At a meeting of the directors of the 
Potomac Fire of Washington, D. C., John 
A. Kelly of New York was elected presi- 
dent and Alexander K. Phillips secretary. 
John Taylor Arms, who had served the 
company as president for almost a quar- 
ter of a century, declined reelection, but 
continues as a member of the board of 
directors. Ralph Rawlings of the firm of 
A. D. Baker & Co., Lansing, western gen- 
eral agent of the company, was elected a 
director, as was also James J. Watson. 





Insurance companies are not authorized 
under the provisions of the Colorado laws 
to invest their surplus in the stock of 
private corporations, inasmuch as such 
stock is not included within the words 
“evidences of indebtedness,’ according 
to an opinion prepared by Deputy Attor- 
ney General A. A. Lee. 








insurance Attorneys 





Frederick A. Brown 
5 N. La Salle Street, 
Chicago 





Charles W. Pattison 


Insurance Counsellor 


1605-6-7 Williamson Bldg., Cleveland, Ohio 


Long Distance { Central 104-W 
Telephone Main 61 





ROBERT A. BLACK 
Gerke Bidg., 123 E. Sixth St., Cincinnati 
Attorney-at-Law 
INSURANCE LAW 


Prominent Chicago Agents 
Members of the Chicago Board of Underwriters 


RRE ing AMES & CO. 
me s. ary SALLE STREET, CHICAGO 
Agents for the Connecticut, Figelty-Phenix, ochonien 
& Traders, National of Hartford, British A 
Man Alliance, North British & Mercantile, Calumet, Mer- 
chants of New York, O , State of ey _ canara 
For en National Surety Co. and Casualty merica 
Te urPlus Lines, unexeelied facilities 1 Teatvidual Fire 
land ears of St. Louis, Central Ins. Co. qe. yor Eng- 
sulfoik rthwestern Ins. Co. of England, sex & 
‘olk Equitable off of En fend. Legal Ins. Co. of England, 
ictoria resham of te —~ 

















Getting Some Good Agents 

By the acquisition of A. W. Cox, 
formerly Ohio special agent for the 
Cooper and W. Dexheimer, with 
the same company in Illinois, the City 
of New York has secured some very 
good agents. Mr. Cox is strong in his 
field and has been able to make some 
excellent appointments. Mr. Dexheim- 
er has been with his new employers but 
four weeks and though the company 
was represented in many towns where 
the Cooper was planted he has made 
twenty new appointments. 





Ernest Sturm Is Secretary 
Ernest Sturm, who entered the em- 
ploy of the Continental as an office boy 
in 1892, and worked up through cler- 
ical positions until he became cashier, 
has been elected one of the secretaries 
of the Continental and the Fidelity- 
Phenix. He will act as secretary of the 
board and aid President Evans in the 
financial department of the companies. 
Mr. Sturm succeeds Hugh Rankan, who 
has resigned to take a position with a 
prominent trust company in New Eng- 
land. 


POINTERS ot 


FOR LOCAL AGENTS. 





line beginning “contained,” but there 
is nothing in that paragraph for it to 
cover on. At any rate, the company’s 
liability is just what is written in the 
policy, the form merely showing how 
it covers. 


Question—Will you kindly state how 
much willl be paid in the adjustment of 
the following loss: 

The policies covered two buildings, 
separate risks, and have the 80 percent 
reduced rate clause, and also the aver- 
age clause inserted in the form. The 
total amount of insurance carried was 
$5,000. At the time of the fire there 
was a total value in both buildings of 
$7,500, $2,500 of which was in building 
A, and $5,000 in building B. If build- 
ing B was totally destroyed, how much 
insurance would be recovered? Sup- 
pose, however, instead of building B 
being totally destroyed the toss of that 
building was only $2,500, how much 
would then be paid? 

Answer—The average clause auto- 
matically distributes the insurance ac- 
cording to the values, so that in effect 
there was $1,666.67 specific insurance on 
building A and $3,333.33 on building B. 
The value in building B at the time 
of the loss being $5,000, the insurance 
required under the 80 percent clause 
was $4,000. The assured was short 








“Pointers for Local Agents” is a book of 256 
pages, containing all the data that has ap- 
peared in this column for more than six years, 
thoroughly classified and indexed for quick 
reference. It is supplemented with other val- 
uable data, and is bound in red flexible leather, 
the cost being $2.00 per copy. For sale by 
The Western Underwriter. 


Question.—Is there any company do- 
ing business in Iowa that will insure 
a brick building in course of construc- 
tion against wind damage or damage 
done by rain in washing out mortar so 
brick has to be repointed? 

Answer.—We believe it is impossible 
to obtain insurance against such risk. 
This is a hazard which seems to be 
uninsurable. 


Question—Will you kindly tell me 
how much liability a company would 
have at risk under the following form: 

JOHN SMITH, ESQ 

$1,000.00. On merchandise, chiefly dry 
goods and notions, his own or held 
in trust or on consignment, or sold 
but not removed from store, to in- 
clude stock in the stands on the 
outside of building. 

Nothing. On fixtures and furniture of 
every description. 

$1,000.00 contained in brick build sit- 

No. 1 South street, Boston, 


Other insurance permitted with- 
out notice until required. 
Privilege to make additions, alter- 
ations and repairs. 

Answer—You do not say what the 
amount of the policy was. It looks 
as though the policy was simply for 
$1,000, the $1,000 covering on the first 
item, nothing on the second, and the 
total being set down beneath. Ap- 
parently it was a printed form, or copied 
from a printed form, such as is in com- 
mon use. The second $1,000 happens 
to have been set down opposite the 








DIRECTORY OF 


Independent Adjusters 


COLORADO 

CHARLES F. tors 

801 Gas & ectric Blag., Denver 
Territory: Mountain field and Black Hills. 
(Also consulting underwriting authority) 
ILLINOIS 

Quincy Adjustment 

& oer See Bureau 


GEORGE TO GIEL, Mans Manager 
ILLINOIS 
CHAS. PP. ENGELMAN 
18 South La Salle St., Chicago 
Adjuster of Fire Losses for Companies 


ILLINOIS 
M. HUFRE 


Ho. 
105 West Monroe Street, 
Telephone Central 4304 
ADJUSTER OF FIRE LOSSES 
ILLINOIS 
Cc. H. TAYLOR 
19 South La Salle Street, Chicago 
Phone Randolph 1364 
FIRE AND AUTOMOBILE LOSSES 
ILLINOIS 
co. p- GREENE 
29 S. La Salle 























$666.67 of insurance. On a partial loss 
the companies would pay five-sixths 
and the assured one-sixth, but as the 
loss is total on a valuation of $5,000, 
the share of the companies would be 
$4,166.67. The insurance being only 
$3,333.33, this amount is exhausted and 
the companies pay a total loss, that is, 
the total amount at risk in building B. 
The coinsurance clause has no effect, 
the adjustment being made under the 
average clause. Coinsurance never ap- 
plies when the loss is total. 

The insurance and values in building 
do not bring the settlement under the 
coinsurance clause, as the average 
clause makes the insurance specific in 
each building. 

The adjustment on a $2,500 loss in 
building B is easily made from the fore- 
going. The companies pay five-sixths 
and the assured stands one-sixth of the 
$2,500 loss. 





“Your numerous recent complaints and criti- 
cisms,” wrote an agent to the manager, “make 
me fear that you are in a critical condition.” 





“Build up an insurance agency that will live 
after you are gone,” said the enthusiastic and 
broad-planning special agent. 





“I will try” 


KANSAS 
WARREN ADJUSTMENT BUREAU 
Manager and Adjuster 


is no good—“I will—wins. 





BR. B. Warren, 
Wichi 
FIRE LOSSES 





KANSAS 
VICTOR A. SMITH 
Pitts 


ADJUSTER OF FIRE LOSSES 
Field: 8S. EB. Kansas and 8S. W. Missouri 
KENTUCKY 

SAM H. CROMWELL 


Henderson 
Southwestern Kentucky, West ‘ennes- 


see, Southern Indiana, Illinois 


MICHIGAN 
OH 








wt LES BOwson 
Long Dist. Phones? Bell 110; Cit. 1379 
ADJUSTER OF FIRE LOSSES 
MICHIGAN 
ALLEN C. FP RINK 
Kalamazoo 


FIRE AND AUTOMOBILE LOSSES 
MICHIGAN AND NORTHERN INDIANA 
MICHIGAN 

ww. Ss. WRIGHT 
18 Harlow 


Telephone 700 
ADJUSTMENTS AND INSPECTIONS 
MICHIGAN. 
PHILLIPS & NERIGET 
903 Sixth St., Port Huron 
Telephone 636 
ADJUSTMENTS AND INSPECTIONS 

















St., Chi 
Telep one Central 5342 
AUTOMOBILE LOSSES A SPECIALTY. 
ILLINOIS 
EDWARD ‘T.. GU’THRIE 
om "| oe —_ 
ares A 
ADJUSTER. OF FIRE LOSSES FOR 


COMPANIES 
INDIANA 
I. HH. ODELL 

110 Upper Second St., Bvansville 
Adjuster of Fire and Inland Marine Losses 
IOWA 
IOWA ADJUS IMENT CoO. 
206-8 Des Moines Life Bldg., od Moines 
H. H, McGUIRE, Manag 

GEO. C. NEWMAN, Chief Adjuster 
KANSAS 


ALEX. Ss. HENDRY 
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GRITCHELL, MILLER, 
WHITNEY & BARBOUR 


9S. La Salfe Street, Chicago 


Security, Ct.; County, Pa.; 
Teutonia, La. + Bee Gonmnsnwenitie, 


CHAS. A. NEWTON @& CO. 
29 S. La Salle Street, CHICAGO 


Agents for Newark Fi . Newark, N, J.. State Fi 
anaerenoe! Eag.. Nationale of tat Dandene 
ity Fire. Mil ~ a 





‘otomac, 
& M., Richmond. Also 


Automobile Insurance 


ire and 
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Central Insurance Co. of London 
Northwestern of Liverpool 


Liverpool Victoria Insurance Corp., Ltd. 
BINDING CONTRACT with GUARANTEED UNDERWRITERS at LLOYDS, LONDON 


The Highest Class of Surplus Insurance 


FRED S. JAMES & CO. of NEW YORK have secured the exclusive 
representation in the United States of the following high-class English 
Companies for SURPLUS BUSINESS: 


Essex & Suffolk Equitable of England 
Legal Ins. Co. of London 
Gresham of London 


Only ape surplus lines at full tariff rates entertained on the heavy value risks 


etude ten genie of the local 


adjusted and paid a this office. 
Prompt attention 





Keep this" Ad"—\ou may Need our Facilities 


agents is exhausted.—Your business protected.—Strong 
Companies.—Standard form policies issued without a Warranty Company.—Losses 


pplications in Central and Western States should be addressed to 


HERBERT DARLINGTON 
39 S. La Salle Street, CHICAGO 


MICHIGAN 
uy 


EB. VAN ‘TIT 
309 Phoenix Block, Bay City 
Bell Phone 914—1 ring 
ADJUSTER OF FIRE LOSSES 
MINNESOTA 
INO. B. LEE CoO. 
18 Morth Fourth &t., lis 
ADJUSTER OF FIRE LOSSES 
MINNESOTA 
CHARLES A. STARK 
404 West First St., Duluth 
458 Telephones 468 
Minn., Northern Wis., Northern Mich. 
MISSOURI 
JOHN A. TRENT 
409 Postal Tel. Bldg., Kansas City 
FIRE AND TORNADO LOSSES 
MISSOURI 
CHAS. EE. CARROLL 
1122 Pierce Building, St. Louis 
Tel. Olive 2114 
Twenty Years’ Experience 














Fire Losses 


MISSOURI 
CHARLES A. WALSH 
717 American Trust Bldg., Kansas City 
ADJUSTER OF FIRE LOSSES 
NORTH DAKOTA 
J. PIERCE WoOLFre 
Moorhead, Minn. 
General Adjuster for Northern Minnesota, 
N. and 8. Dak., Montana and Canada. 
OHIO 
CHAS, FF. KNECHT 
9 Bast Second &t., 
ADJUSTER OF FIRE LOSSES 
OHIO 
Gz ABL_ Ee Ee BOwPE 
702-3 746 Euclid Avenue, Cle 
Bell, Main 2265 Cuyahoga, Cent. 6340 W. 
ADJUSTER OF FIRE LOSSES 
hf EE 
‘TER HoH. COBBAN 


Peraee ‘AUTOMOBILE Losses 
a, Eastern Ohio, West Virginia 
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CHICAGOS 
GREATEST 
COMPANY 
CHICAGO 
LARGEST 
ILLINOIS 


INSURANCE IN FORCE 


$54,000,000.00 


WANTS GOOD MEN 
WILL PAY THEM WELL 





FEDERAL LIFE 


To the RIGHT man we are prepared to offer 
permanent Contracts carrying LIBERAL First 
Year and Renewal Commissions. 

We want a competent Manager for Toledo 
and Northwestern part of Ohio. 

Contracts strictly Commission and without 
advances or salaries. 
{F INTERESTED ADDRESS 


ISAAC MILLER HAMILTON, Pres. 
CHICAGO 























Sell Non-participating Life Insurance 


In The Prudential. 
No estimates. Every- 
thing in the policy 
guaranteed. 


Write us about an Agency. 
Good Contract. 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Incorporated as a Stock Company by the State of New Jersey 
JOHN P. DRYDEN, President Home Office, NEWARK, N. J. 


FIRST IN BENEFITS TO POLICYHOLDERS 
MAXIMUM DIVIDENDS MINIMUM NET COST 


THE MUTUAL LIFE 
Ineurance Cormpany of New York 


PAID POLICYHOLDERS IN 1910, $56,751,062.28 
APPORTIONED FOR DIVIDENDS IN 1911, $13,539,333.07 


Assets (Jan. 1, 1911) - ° ° - e é $572 
Legal dbitidies ae ee - = _-—$487,354,777.82 — 
Reserve for Deferred Dividends and Contingencies - 85,604,285.16 - 


For terms to producing agents, address 


GEORGE T. DEXTER, 2nd Vice-President 
34 Nassau Street, New York, N. Y. 








A GENERAL AGENCY IS OPEN IN THE STATE OF 
ILLINOIS 
For one of the best Old Line Companies in America. 
Address 69-S, Care The Western Underwriter. 
















The Western and Southern 
Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI, OHIO 
The Largest Industrial Company West of the Alleghenies 
Issues All Standard Forms of Ordinary $500 to $10,000 
PROGRESS BY FIVE-YEAR PERIODS 





THE NORTHERN LIFE 


Insurance Company 


OF ILLINOIS 


ROCK ISLAND, ILL. 

















POLICY HOLDERS 


$2,169,028.05 


SURPLUS INCREASED IN NINETEEN HUNDRED AND 
TEN, TWENTY-THREE PER CENT. 


$213,000.00 


IF YOU ARE RO NOT A GENERAL AGENT, war a BE ONE? 
unicate Direct with the Home Office of 


Pittsburgh Life and Trust Company 


C. BALDWIN, Presiden’ 


Toes gi07 garcia0e hats HOPE THOMPSON, President 
1899 407'217.00 , 68.0 a a Every Policy Registered and Reserve deposited with the State. 
1904 1,074,653.73 Commissions and choice ry. 
1909 4,869, 882.22  2,103,595.89 44,780 780, Have you Ambition and Ability? Come and grow up with 
1910 5" 614, 764 2, 693, 267 49, 245, 028 A RAPIDLY DEVELOPING COMPANY 
sats Spsths ange eacninsciggecn inca inguin THE STATE LIFE INSURANCE COMPANY 
ASSETS IN EXCESS OF ALL LIABILITIES TO | INDIANAPOLIS 


Not the Oldest : Notthe Largest : Just the Best 
NINE MILLION DOLLARS 
Deposited with the State of Indiana for the Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 
tects against Natural Death, Doubles the Payment in the event of Accidental 
Dea ovides for Suspension of Premiums without Forfeiture in the event 
of Total Disability. 


THE MOST DESIRABLE POLICY FOR ALL AGES 


Good Territory and Address CHARLES F. COFFIN 
Remunerative Contracts for 2nd Vice President 
Men Who Can ‘‘ Do Things”’ 1231 State Life Building 











THE OHIO STATE LIFE 


of Columbus 
Offers you an attractive Agency Contract if you can 
*‘deliver the goods’’ 
Latest and Best in Life, Health and Accident Policies 


“‘Let’s get together’’ 
























THE LINCOLN LIFE 


Is the best young c y that the Pocket aloe PP em Our double 
indemnity and total disability provisions help sell business. Nonfor- 
feitable renewals to good men. Operates in Indiana, Ohio, Michigan and Pennsylvania 


Address HOME OFFICE, FORT WAYNE, IND. 











> Esl 3 il 
























I | 












AMERICAN LIFE CONVENTION NUMBER—Part Il 


UNIV. OF micr, 


DEC 18 9); 


The Western Underwriter 


A WEEKLY NEWSPAPER OF INSURANCE 


[Entered as Second-Class Matter February 24, 1900, at the Post Office at Chicago, Illinois, under Act of March 3, 1879.) 








FIFTEENTH YEAR. No. 39 


> ~ 


CHICAGO AND CINCINNATI, THURSDAY, SEPTEMBER 238, 1911 


$2.50 per Year, 15 Cents a Copy 











ELECT GOLD PRESIDENT 


AMERICAN LIFE CONVENTION 








Chicago Captures the Next Annual 
Meeting in Competition with St. 
Paul and Spokane 





NEW OFFICERS ELECTED 


President—P. D. Gold, Jr., president 
Jefferson Standard Life, Raleigh, N. C. 
Sees W. Blackburn, Oma- 
. Meb. 
Executive Committee—Isaac Miller 
Hamilton, president Federal Life; T. W. 


president American Central Life; Thomas 
L. ,» vice-president West Coast Life, 
San Francisco, and P. D. Gold, Jr., ex- 
officio. 
VICE-PRESIDENTS (Partial List) 
Arkansas—William Mitchell, Missis- 
sippi Valley Life. 
re Sontag, West Coast 
e. 
Florida—W. P. Do Plorida Life. 
Georgia—W. W. Empire Life. 
Tllinois—Lucius McAdam, United States 
Annuity & Life. 
Reserve 


Indiana—Chalmers Brown, 
Loan Life. 

Iowa—George B. Peak, Central Life. 

Nebraska—B. H. Robison, Bankers Re- 
serve Life. 

North Carolina—J. A. Herndon, North 
State Lif 


e. 
. » ~~ aerate FP. King, Volunteer State 
e. 


ee. S. Carlton, Great Southern 
e. 
caer G@. Taylor—South Atlantic 
e. 
West Virginia—J. C. Riheldaffer, South- 
ern States Mutual Life. 
LEGAL SECTION 
Chairman—C. A. Atkinson, vice-presi- 
dent and general counsel Federal e. 
Secr —Emmet ©. May, vice-presi- 
dent Peoria Life. 
MEDICAL SECTION 
Chairman—Dr. Ambrose Talbot, Kansas 
~ Life. 
ice-Chairman—Dr. H. A. Baker, Pitts- 
burg Life & 
eenteetany ie. ?F. G. B. Jenney, Federal 
e. 
Board of 


xz. M. Woo American Central; 


Whitfield Southwestern Life; Dr. 
Talbot, Dr. Jenney. 
PLACE OF NEXT MEETING— 
CHICAGO 

P. D. Gold, Jr., vice-president of the 
Jefferson Standard Life of Raleigh, N. 
C., was elected president of the Ameri- 
can Life Convention by a vote of 31 to 
19, succeeding T. W. Vardell. This 
gives the presidency again to the south. 
Mr. Gold has earned the honor by his 
splendid work on the executive com- 
mittee, and the sacrifice of time and ex- 
pense to its interests. He has shown 
himself forceful, level-headed and sys- 
tematic. He represents one of the best 
Southern companies. His opponent was 
Sidney A. Foster, secretary of the 
Royal Union Mutual, who consented 
that his name be used, several of the 
members feeling that the south should 
not have the presidency twice in suc- 
cession. The earnest work of Mr. 
Gold as an executive committee man 
and his popularity, however, won for 
him the coveted honor. 

Places on Executive Committee 

Mr. Vardell, the: retiring president, 
was placed on the executive committee 
Y a unanimous vote, following the 
Usual custom. W. A. Lindly, one of the 
(CONTINUED ON PAGE 6) 





THE FEDERAL LIFE 





IS A STERLING COMPANY 
DESERVING OF THE 
CONFIDENCE OF 


BUYERS AND 
SELLERS OF 
LIFE INSURANCE 


Industrial and Commercial 
Accident and Health 
Department will begin 


operations January first 














IF INTERESTED, ADDRESS 


ISAAC MILLER HAMILTON, President 


CHICAGO 


STORY OF THE MEETING 


BIRD’S-EYE VIEW PRESENTED 





Pen Pictures of the Men Who Partici- 
pated in the Proceedings of 
the Convention 





In the cool, crisp autumn weather, at 
the beautiful Hotel Schenley, three 
miles out trom the business center, but 
near the “civic” center of Pittsburg; in 
the section where flourish the Carnegie 
Library, the Art Museum, the School of 
Technology, the University, and near 
the city’s most beautiful park, the 
American Life Convention opened most 
auspiciously its sixth annual gathering 
Thursday morning. To one who has 
attended most of the previous meetings 
marked evidences of substantial prog- 
ress were apparent in everything that 
was done. 

Promptly at 10:30 o’clock President 
Vardell rapped his gavel and the meet- 
ing was on. The attendance was little 
short of remarkable, not far from two 
hundred. The audience chamber was 
filled, and as the roll was called it was 
seen that hardly a company was un- 
represented. The companies from the 
far south and the distant west were 
just as much in evidence as those from 
near-by states. Twenty-seven states 
sent delegates to the American Life 
Convention, though not more than one 
or two eastern states were represented. 

Where New Company Idea Prevails 

It is an interesting fact that the new 
company idea has not taken root in 
the older eastern states. Only the indi- 
vidualistic and enterprising western 
and southern communities have sup- 
ported the new company idea, but scat- 
tered over a wide area of the great 
. productive sections, in the growing 
agricultural and manufacturing centers 
of the valleys, prairies and even the 
deserts of the west and south are a 
hundred odd life companies, drawing 
rourishment from the soil close at 
home, fast becoming financial institu- 
tions of magnitude, and exerting an in- 
fluence for good in” propagating and 
keeping alive the life insurance idea 
among the people. 

Romance of the Movement 

Something of the romance of this 
movement was shown in the opening 
addresses. After Mayor Magee of 
Pittsburg had welcomed the conven- 
tion to the magic city of industry, had 
told of its great achievements as a 
city in which all are workers, had 
shown that due to its industry it now 
has a greater tonnage than the next 
five greatest cities of the world, and 
had indicated its advantages as a field 
for investment for life company funds, 
those who responded on behalf of the 
convention told something of the work 
that has been going on in the various 
sections. 

President Johnson, of the Florida 
Life, spoke for the convention and 
brought greetings and good cheer from 
the land of flowers. Emmet C. May, 
the spell-binding vice-president of the 
Peoria Life, responded for the legal 
section, expressing the best sentiment 
of the west, and the creative, energizing 
spirit which has been behind in greater 
or less measure every company repre- 
sented in the convention. He noted 











that Pittsburg was the farthest east the 
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convention has ever met and he deemed 
it fitting that its eighty-three young 
and strong healthy members should 
show that they have grown to such 
proportions as to entitle them to the 
freedom of all the United States. He 
spoke of Pittsburg as the gate-way of 
the early tide of pioneer energy by 
which the west was quickly settled, and 
he symbolized the convention meeting 
as a return of the great current of 
human energy which flowed through 
Pittsburg in the early days. He spoke 
of the building up of a life company as 
a continual transplanting and the mak- 
ing of two blades of grass to grow 
where one grew before. It was this 
happy spirit of enthusiasm, which, gen- 
erated at the first session, kept up 
throughout the meeting. 
W. C. Baldwin’s Address 

W. C. Baldwin, president of the Pitts- 
burg Life & Trust, welcomed the con- 
vention on behalf of the Pennsylvania 
life companies. To Mr. Baldwin. much 
of the success of the convention is due. 
His care of the guests was assiduous 
and intelligently attentive. It was on 
his invitation presented at Des Moines 
that the convention selected Pittsburg 
as its meeting place and it made no 
mistake. Mr. Baldwin is an enthusi- 
astic Pittsburger and he took care, 
throughout the meetings, that its merits 
should not go unnoticed. He also pre- 
sented figures showing the magnitude 
of life insurance and the importance of 
Pittsburg life insurance interests. 

The response on behalf of the med- 
ical section was by Dr. Amand Ravold, 
who gave an interesting talk on_the 
-typhoid fever germ, discussed the Ohio 
River sewage and made a plea for the 
establishment of a National board of 
health, 

Importance of Legal Department 

Mr. May, speaking for the legal sec- 
tion, dwelt on the importance of the 
legal department to the companies. He 
said that the idea of using the legal 
department only whenever other. re- 
courses had failed is worn out. The 
legal department of the up-to-date com- 
pany is an integral part of the active 
working organization, handling matters 
in their incipience, before they become 
definite, giving advice in steering the 
companies away from difficulties which 
they would inevitably otherwise en- 
counter. He said that life insurance 
conditions are better today than they 
were ten years ago and that the young 
company that works for quality and 
stability is doing more for the purifica- 
tion of insurance conditions generally 
than can be accomplished in any other 
way. Insurance with all companies 1s 
being placed upon a_ higher plane. 
Many things yet remain to be done. 
The advantages of touching shoulders 
at the annual conventions, of feeling 
the waves of friendship and the pres- 
ence of fellow workers, is an inspiration 
which will strengthen many a company 
official during the coming year. Mr. 
May is an orator of power and has 
the faculty of enthusing his hearers. 

President Vardell’s Address 

After the members had listened to 
the addresses of welcome and the 
responses, and had gotten settled for 
the real work of the meeting, Presi- 
dent Thomas W. Vardell of the South- 
western Life of Texas commenced his 
annual address. President Vardell is 
a clean-cut, ‘hard-hitting Texan and 
handled the convention with neatness 
and dispatch. He is of the type of the 
younger men of ideas and initiative who 
are infusing new blood into the busi- 
ness and who are bringing credit to 
the younger companies. Perhaps no 
more diversified elements have ever 
been brought together in an organiza- 
tion than those which made up the 
American Life Convention in its earlier 
sessions. There was a small coterie of 
older experienced insurance men who 
realized the magnitude of the task be- 
fore the convention. Today it is safe 
to say that the entire membership has 
been properly assimilated and whatever 
taw material there was has been 
worked up into finished life insurance 





talent. Where in earlier years only a 
few men worked together effectively, 
today this can be said of the entire 
body, and President Vardell is one of 
the best products of association work. 
Paper by Bobert Lynn Cox 
At the afternoon session of the first 
day Robert Lynn Cox, general counsel 
of the Association of Life Insurance 
Presidents, was the first speaker, his 
topic being “The Power of the Policy- 
holders.” The relation of the older 
companies, which Mr. Cox may be said 
to especially represent, although mem- 
bership in his association is open to all 
life insurance presidents, to the Ameri- 
can Life Convention companies has 
been, and still is, an interesting one 
perhaps not definitely fixed in all re- 
spects. It cannot be denied that some 
of the younger companies were stimu- 
lated by the result of the Armstrong 
investigation, and that many of the 
others would never have been started 
had it not been for that upheaval. Mr. 
Cox was himself a member of the Arm- 
strong investigating committee and has 
been a close student of the trend of 
life insurance affairs. It cannot be 
doubted that much capital was made by 
many of the younger companies out of 
the Armstrong publicity and that the 
older eastern companies, some of which 
were not affected by the Armstrong in- 
vestigation at all, have suffered as a re- 
sult of the competition of the younger 
companies which were struggling to 
gain a foothold and which felt com- 
pelled to use every means and argu- 
ment to gain their end. 
Attitude Is Friendly . 
Notwithstanding this, the attitude of 
the leading men in the American Life 
Convention toward the older companies 
and the association which Mr. Cox rep- 
resent, has been conciliatory and friend- 
ly, and this has been met half way by 
Mr. Cox and the larger companies. It 
has been found that the interests of the 
two classes of companies are in many 
respects the same, and that a com- 
munity of interests should exist. Es- 
pecially in matters of legislation Mr. 
Cox has found the cooperation of the 
local companies scattered throughout 
the several states of the greatest value. 
The American Life Convention compa- 
nies, being younger, are closer to the 
soil, their stock and control are not so 
much centralized and nearly all of them 
have influential men in large numbers 
connected with them as directors or 
stockholders. Mr. Cox was received 
with special distinction, and pains was 
taken to show him that his attendance 
at the convention was appreciated. 
Vote of Thanks Is Tendered 
After he had read his paper Sidney 
A. Foster, secretary of the Royal Union 
Mutual, and perhaps the “ranking mem- 
ber” of the American Life Convention, 
one of its three “founders,” in a strong 
speech paid a tribute to the good feel- 
ing shown by the big companies and 
asked for a standing vote of thanks to 
Mr. Cox, which was heartily given. Mr. 
Foster spoke of the ways in which good 
work could be done by cooperation, 
and especially instanced the fight in 
the Pennsylvania legislature in which 
good work had been done by the allied 
interests. Whatever rancor that may 
have existed between the younger and 
the older companies so far as the home 
offices are concerned is undoubtedly 
gradually disappearing, although quite 
likely the line between the companies 
will continue to be quite sharply drawn 
for some time to come in the field. 
Mr. Cox may take credit to himself for 
having accomplished much for ll 
classes of companies by his attendance 
at the Pittsburg convention. 
Secretary Chappelle’s Address 
“The Agent, His Contract and His 
Compensation” was the title of the sec- 
ond paper of the afternoon session on 
Thursday and was read by James Chap- 
pelle, secretary of the Great Western 
Life of Kansas City. Mr. Chappelle 
had a subject which interested all great- 
ly and on which all the companies have 
had experiences worth relating. Mr. 
Chappelle made an exceedingly favor- 





able impression. A committee was ap- 
pointed to take up the question of 
agency expense, using Mr. Chappelle’s 
paper as a basis of the work. 
President Randall’s Paper 

The program for Friday was changed 
somewhat in order to make way for 
the entertainment in the afternoon. 
The paper of President E. W. Randall 
of the Minnesota Mutual was advanced 
to Thursday afternoon, taking the place 
of the discussion of Mr. Chappelle’s 
paper by H. C. Sampson, general mana- 
ger of the Western Union Life, who 
was not present. President Randall 
had as his topic, “The Trust Relation 
of Officers to Policyholders,” and treat- 
ed it in an able manner. Mr. Ran- 
dall has a very effective floor presence 
and is one of the strong men in the 
northwest whose membership in the 
convention adds to its dignity. His 
paper showed a clear understanding 
and a high conception of the duties of 
a life insurance official when properly 
administered. 

Interested in Guilford A. Deitch 

The, convention listened with much 
interest to Guilford A. Deitch, general 
counsel of the Reserve Loan Life, who 
presented in a series of quotations from 
legal decisions the legal aspects of 
“The Relations Between the Life In- 
surance Companies and the Insurance 
Departments,” showing that many de- 
partments frequently exceed their legal 
authority and that they, like the corpo- 
rations which they supervise, are but 
creatures of the state, restricted by the 
statutes which gave them existence. 
Mr. Deitch has long occupied in a large 
measure the position of mentor to the 
convention and has by his foresight 
and legal acumen done it incalculable 
service. His paper this year was fully 
up to the standard set by his previous 
efforts. 

Arthur F. Hall’s Paper 

Arthur F. Hall, secretary of the Lin- 
coln National Life, is one of the bright, 
clear-headed officials, who in a quiet 
way is doing good work in the conven- 
tion. A onetime newspaper man and 
later in the field for one of the big 
New York companies, he took up the 
work of organizing the Lincoln Na- 
tional with a good knowledge of field 
work as weil as of conditions in his 
home state. He has since shown un- 
usual executive capacity and a faculty 
for organization which is sure to make 
him more and more of a factor in 
western life circles. Mr. Hall’s paper 
on “Policy Loans” was especially con- 
cise and clear cut and summed up all 
the contributions that had been made 
to this live subject-to date, adding con- 
siderable valuable data which he had 
gathered by writing the different mem- 
bers of the American Convention. The 
evil of policy loans had not reached 
such proportions in the American Con- 
vention companies as it has in the older 
ones, doubtless due to the fact that 
much of the business has not as yet 
accumulated any considerable reserve. 

Chalmers a Stellar Attraction 

Everybody had been waiting to see 
and hear the great Hugh Chalmers, 
president of the Chalmers Motor Com- 
pany of Detroit, considered by some 
as the greatest exponent of scientific 
salesmanship in America. Mr. Chalmers 
bears a remarkable resemblance in 
method and manner to George W. 
Perkins, formerly of the New York 
Life. Mr. Chalmers is possibly the 
more direct of the two, and a little less 
adroit, but it is easy to see that these 
two men have progressed along parallel 
lines of development. Mr. Chalmers 
received his training and made his 
mark in the National Cash Regis- 
ter Company of Dayton, which in its 
way has an agency force quite as re- 
markable as that built up for the New 
York Life by Mr. Perkins. Mr. Chal- 
mers loves salesmanship, and gives it 
such a wide application, that he still 
finds a chance for full expression of 
himself in the work. Mr. Perkins has 
taken to finance and public questions. 
But both men are working and were 
educated along the same lines. 





Mr. Chalmers holds to the idea that 
everybody is a salesman, that the law- 
yers and bankers and ministers are the 
greatest salesmen of all. In a nutshell, 
as he puts it, “Salesmanship is nothing 
more or less than making the other 
fellow feel as you do about the article 
you are trying to sell.” His other great 
point was that every sale first takes 
place in the mind of the purchaser and 
not when the application or contract is 
signed. Mr. Chalmers considers life 
insurance to come under the head of 
difficult salesmanship. He believes that 
personality counts for more in life in- 
surance salesmanship than in any other 
business. Incidentally he mentioned 
that he is a believer in life insurance 
and carries $700,000 himself. 

Remarks Not Altogether Appropriate 

Mr. Chalmers gave a great talk on 
salesmanship, but nevertheless his re- 
marks were not wholly adapted to the 
American Life Convention companies. 
For instance, he believed in taking 
only the best men and in wasting no 
time in developing any but the best 
material. The small companies can 
perhaps afford to give in many cases 
the individual attention to men which 
will bring them out and make them 
successful, and they need not always be 
the “best” material. Mr. Chalmers is 
evidently a believer in absolute system. 
The small company must, especially 
during its early years, be intensely in- 
dividualistic, and must develop its 
agency material often in other than the 
established ways. Mr. Chalmers also, 
perhaps, laid a little too much stress on 
the value of advertising to a young 
company. His paper, on the whole, 
was very valuable and on motion of 
Mr. Foster it was ordered printed by 
the convention. A number of the com- 
panies ordered 500 copies each before 
Mr. Chalmers had left the hall. Mr. 
Chalmers spoke from notes, though he 
had prepared a paper and given it out 
to the press. 

Value of Enthusiasm 

One of his best points was on the 
value of enthusiasm, which he defined 
as the “white heat that fuses all the 
other qualities into one effective mass.” 
He discussed the ways in which to keep 
up enthusiasm and said that one of the 
best is to “get with other men in the 
same business, to come in contact with 
men that agree with you.” Mr. Chal- 
mers expressed the fear that he might 
be nailed for insurance on the way out 
and therefore took the precaution to 
mention that he already carried a large 
amount. If he had only known it, his 
real danger lay in being solicited to 
sign an agency contract, as the future 
of any company would be assured with 
Mr. Chalmers in its agency ranks. Mr. 
Foster, in making the resolution to 
have the address printed, designated it 
as “the great triumph of a bright mind.” 
In closing, Mr. Chalmers congratulated 
the insurance men on being in a busi- 
ness which “does no one harm and 
every one good.” , 

President Hunt’s Address 

Mr. Chalmers was followed by W. H. 
Hunt of the Cleveland Life, who dis- 
cussed nonparticipating business. Mr. 
Hunt had a rather difficult task before 
him in presenting arguments which 
naturally would not appeal to the mu- 
tual contingent, but he did so with tact 
and good nature. The arguments be- 
tween participating and nonparticipat- 
ing advocates are likely to continue for 
some time. to come, and until the mat- 
ter is settled doubtless much good wil 
be done by the discussions. In the 
meantime the statement that a good 
nonparticipating company is better than 
a poor mutual company, and vice versa 
holds good. Mr. Hunt is a man who 
thinks. 

The paper, “Keeping Business on the 
Books,” by H. L. Sears, secretary 0! 
the Colorado National Life, was no 
presented. The Colorado National Life 
is no longer in business and Mr. Seats 
was not present. 

Saturday’s Meeting 

The Saturday session was called for 

9:30 o’clock and the open part of it last 
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ed only long enough to have read the 
paper of Lawrence M. Cathles, secre- 
tary and actuary of the Southwestern 
Life, on “How Much Business Is It Safe 
for Young Companies to Write During 
the First Years of Existence?” Mr. 
Cathles is not only an actuary, but a 
good executive and agency man. He 
and President Vardell make a strong 
team for the Southwestern Life, which 
is one of the solid companies of Texas. 
The executive session which followed 
the regular meeting on Saturday lasted 
well into the afternoon. Reports of 
committees were received, the new offi- 
cers were elected and installed and more 
or less general discussion took place. 
Very few matters were discussed in ex- 
ecutive session which could not have 
been handled in the regular meetings, 
and aside from the added piquance and 
zest which the notion of a secret ses- 
sion gives, it is a question whether the 
executive sessions could not well be 
dispensed with, and all matters of a 
really secret nature handled in commit- 
tee. Much of the discussion in execu- 
tive session would be of considerable 
general benefit if given publicity. 
Saturday afternoon the visitors began 
leaving for their homes and by Sunday 
morning only a scattering few were to 
be seen about the corridors. The sixth 
American Life Convention had passed 
into history, marking a long step for- 
ward, both in individual and association 
effort on the part of its members. 





Rescind New Orleans Resolution 


A rather important action by the 
Medical Section of the American Life 
Convention was in rescinding the reso- 
lution adopted at New Orleans requir- 
ing all the companies to take the entire 
service as to the information regarding 
impaired risks. Many of the compa- 
nies objected strongly to this require- 
ment in cases where they do business 
in only one or two states. A company 
may now take the information for one 
or more states. 


SOME OF THE WORK DONE 


IMPORTANT ACTION IS TAKEN 





Members Discuss Twisting of Agents, 
Expense, Membership Qualification 
and Punishment of Offenders 





All the discussions, or nearly all of 
them, are now taking place in executive 
sessions. So far as the open sessions 
are concerned very little besides the 
reading of papers is done. The execu- 
tive sessions are not considered as ex- 
actly secret, but there is a disposition 
not to talk outside of matters of a dis- 
turbing character. 

So far as this year’s sessions were 
concerned very little occurred which 
might not have been considered in open 
meeting. The usual fulminations 
against the “Twister,” the “Rounder,” 
the “Rebater,” and the “Agency 
Poacher” were indulged in, but the dis- 
cussions were confined pretty largely 
to general statements. The trouble in 
these matters commences when they 
are taken up in the concrete. Perhaps 
the most important general topic dis- 
cussed in executive session was the 
question of cutting down agency ex- 
pense. 

Expense Subject a Big One 

There is an under-current of feeling 
which is bound to come to the surface 
sooner or later that the American Life 
Convention companies are paying too 
high commissions and too much over- 
riding expense. A proposition was ad- 
vanced to require each company to re- 
port to a committee its total expense 
for new business, showing salaries paid 
on account of agency supervision, cost 
of maintenance of agency offices, com- 
missions paid, etc. But immediate ac- 
tion on the matter was voted down. 

Twisting of Agents 

The paper of Mr. Chappelle on 

“Agents, Contracts and Compensation” 


which President William C. Baldwin 
of the Pittsburg Life & Trust was 
chairman. The other members were 
Chappelle, Reynolds, Woollen and Na- 
pier. This committee reported a mo- 
tion recommending that the convention 
discourage interference by one agency 
force with another and opposed to con- 
tracting with agents of other com- 
panies without their consent. Mr. Bald- 
win’s committee moved the appoint- 
ment of a committee of five to consider 
whether or not the convention should 
establish a limit as to the amount of 
money it expended in securing new 
business. A substitute motion by S. B. 
Smith of Chattanooga which was fin- 
ally adopted by the ‘convention provides 
for the appointment of a committee of 
five to report a plan for restricting the 
twisting of agents, together with 
blanks and methods and to report the 
matter for discussion at the first execu- 
tive meeting in 1912. An amendment 
by George B. Peak was carried that 
this committee submit its findings by 
Jan. 1, 1912. 
Requirements for Admission 

The movement for the establishment 
of stricter regulations for the admis- 
sion of companies to the convention, 
which at first took the form of the em- 
ployment of an expert examiner to in- 
vestigate the financial standing and 
reputation of companies both in and 
out of the convention, culminated in a 
resolution that the president of the 
convention appoint a committee of five 
with a view to presenting a resolution 
providing for an examination of appli- 
cants for membership. The committee 
appointed to consider this matter was 
Isaac Miller Hamilton of the Federal 
Life, S. B. Smith of the Volunteer 
State, J. B. Reynolds of the Kansas 
City Life, Henry Abels of the Franklin, 
and F. B. Mead of the Michigan State. 

Punishment of Members 


The special committee appointed by 








was referred to a special committee of 


to the by-laws providing for punish- 
ment of members for cause recom- 
mended an additional section No. 14 as 
follows: 


At any regular annual meeting by a 
two-thirds vote of the members present, 
any member may be fined, suspended for 
a definite period, or expelled, for a vio- 
lation of the constitution or bylaws or 
for conduct opposed to the purposes of 
the convention, 

Such punishment shall not be adminis- 
tered except upon written charges pre- 
ferred by a member, which charges must 
be filed with the secretary at least thirty 
days before such meeting and by him 
referred to the executive committee, who 
shall give the matter and member a hear- 
ing and if satisfactory settlement is not 
effected a copy of such charges shall be 
immediately filed with the secretary of 
the convention and further hearing given 
in the executive session of the conven- 
tion after due notice has been served on 
the member. The committee was: Mil- 
ton A. Woollen, George B. Peak and Wil- 
liam A. Pickens. 





Reinmund Could Not Attend 

Secretary Reinmund, of the Midland 
Mutual of Columbus, had made all 
preparations to attend the American 
Life Convention. He was “detained” at 
the last moment by the necessity of 
undergoing an operation, which, how- 
ever, was not serious, and he will be 
out again in a week or so. 
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They know the demands. 


The Lincoln Lite 


OF FORT WAYNE, INDIANA 
Its Name Indicates Its Character 


Ron LHE DAYLIGHT SPECIAL 


T is a pleasure to ride in the modern steel train in company with other keen, up-to-the- 
To enjoy the scenery in the daylight and in such company is an 
The farseeing life insurance agent works for a daylight company, that is conducted 
by keen, up-to-the-minute business men, and as a natural result is constantly inspired to 
do greater things. 


The Lincoln Life is The Daylight Special on the Life Insurance Road 


HE management of the Lincoln Life is in the hands of successful business and life insurance men 
They understand fully the agent’s problems 
Its record proves that it is economically and successfully adminis- 
It is prosperous and is earning the dividends it is paying to policyholders and stockholders. 


The Lincoln Life writes both participating and nonparticipating policies on all forms. 
liberal in their terms, low in rate, and furnish the salesman with something different from the other 


Excellent Berths —with nonforfeitable renewals—for all the keen, up-to-the-minute agents that want 


Ride on The Daylight Special 


WRITE TODAY for timetables showing territory covered, rates and other desirable information. 


They are 











W. T. SHEPARD, Supt. of Agencies 
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AGENT AND THE MEDICS 


PROPER RELATION DISCUSSED 





Dr. F. L. B. Jenney, Medical Director 
of the Federal Life, Reads Pa- 
per on Subject 





Dr. F. L. B. Jenney, medical director 
of the Federal Life, read a paper on 
“The Agent and the Medical Depart- 
ment.” He discussed the relations that 
should exist between them and how 
they can cooperate for the good of the 
company. His address was as follows: 


No department of a company is greater 
than the company, and the only way a4 
strong company can be built is by each 
of the departments working in harmony 
with each of the other departments, as 
success depends entirely upon cordial and 
efficient cooperation. There should be at 
all times a close and friendly relation- 
ship between the agents and the medical 
department. 

Investigation by the Agents 

The growth of a company depends upon 
the vigor of its agents, but upon the 
medical officer rests the principal respon- 
sibility of a careful selection of the busi- 
ness secured, I say “principal responsi- 
bility” because careful investigation by 

ents before submitting applications is 
of great aid to the company and often 
protects it against fraud which the medi- 
cal director might not be able to dis- 
cover until too late to protect the com- 
pany. The success and value of the medi- 
cal department in a large measure is de- 
pendent upon whether it has or has not 
a friendly and cordial relation with the 
agents of the company. 

If the agents know that they have a 
friend in the medical director, and if they 
feel that his decision will be fair and 
just, and that he will never assume an 
arbitrary attitude, they will work harder 
and with a better spirit, and produce a 
higher quality of business. 

Should be Willing to Reconsider 

The medical director should appreciate 
the difficulties and disappointments and 
hard work of the agents, and assist them 
in every way in his power. He should 
at all times be willing to reconsider or 
reopen a declined case as often and when- 
ever the agent is able to produce addi- 
tional information or new evidence con- 
cerning the risk in question, and should 
not hesitate to approve a previously de- 
clined application if the additional evi- 
dence proves the risk to be safely insur- 
able. I firmly believe that if a medical 
director will adopt such a policy and give 
the field force to understand his attitude 
in this regard his trouble will be mater- 
ially reduced, and also that the quality 
of the risks submitted by the agents will 
be decidedly improved. 

Should be Frequently Instructed 

The agency force should be instructed 
frequently in the selection of their risks, 
particularly because of new additions to 
the force, and told what classes. of men 
to avoid in their canvassing. Many of 
the companies issue field papers to the 
agents and an article from time to time 

the medical director, giving sug- 
gestions on selection of risks, would be 
of great value. The rules regarding use 
of the regularly appointed examiners, and 
rules for selection of an examiner where 
none has been designated, should also 
be given and reasons therefor explained. 

There are sOme agents who cannot ac- 
cept a rejection with any degree of com- 
posure, no matter how poor the risk sub- 
mitted may be. They evidently assume 
that any man that can be induced to sign 
an application should be accepted. Such 
agents should be made to understand that 
they cannot get away from a certain per- 
centage of declined cases, as the statis- 
ties of companies show that 10 to 15 per- 
cent of all cases submitted are declined, 
postponed or issued substandard or modi- 
fied policies. 

Percentage of Rejections 

Dr. Burrage, of the Prudential, recently 
investigated the percentage of rejected 
cases in his and eleven other companies. 
He found, as follows:. 

Prudential refused 14 percent; a second 
company refused 11% percent; a third 
company refused 9.66 percent and issued 
substandard to 8% percent; a fourth 
company refused 111-3 percent; a fifth 
company refused 10 to 12 percent, etc. 
One company has unusually strict rules 
for its agents as to the writing of busi- 
ness and required all doubtful cases to 
be first submitted to the home office for 
permission to write, and had a rejection 
of 7 to 8 percent. The method of this 
company, he says, makes the prosecutiun 
of business difficult. 

I mention these points to show that a 
certain number of rejected cases must 
be expected by any agent, and unless the 
percentage of refused to accepted cases 
runs over 12 or 15 percent there should 
be no cause for complaint. 

An agent-should be taught not to try 
to worry a rejected case through, but, 
instead to devote his time to writing new 
cases that appear to be insurable. This 








method would prove far more beneficial 
to the agent and to the company. 
Agent and Examiners 

Then, too, in regard to examiners, the 
agent should be made to see the impor- 
tance of adhering to the list of exam- 
iners furnished him by the medical de- 
partment and should not attempt to get 
some other physician appointed in his 
place, or employ a physician other than 
the regular examiner. Such a step only 
causes trouble and serious delays at the 
home office, and generally means a re- 
examination of the applicant, often at a 
loss of the business to the agent and the 
company. 

If an agent has a few of his risks de- 
clined, or if two or three of his requests 
for certain physicians to act as exam- 
iners are refused, he sometimes feels that 
the medical director is down on him, or 
has a grudge against him. I am certain 
that is not the case in any instance, un- 
less perhaps where an agent is known 


to be erratic or unreliable, when, of 
course, all his cases are looked upon 
with doubt. 


Work With Better Heart 

As far as my knowledge goes a medical 
director does his best to get every case 
through, and does not decline a case 
without mature deliberation, and often 
after reexamination, considerable corre- 
spondence, subsequent and repeated in- 
spections, etc. Each declined case means 
a loss of money to the company,- with 
no possible chance of return, to say noth- 
ing of a loss of business and the up- 
setting of an agent. 

If the agent can be made to feel that 
the medical director is willing to help 
him at any and all times, the agent will, 
as before stated, work with a better heart 
and furnish, I am sure, a higher grade 
of business, and do the a of risks 
in the field, where, in my opinion, the 
selection in most instances should be 
made. 

Establish Cordial Relationship 

I believe it is a very good plan for the 
medical director to make trips to the 
different agencies of his company to ex- 
amine declined cases to see whether some 
of them could not be accepted on the 
plan as written, or on some substandard 
or modified plan of insurance, and also 
for the purpose of becoming acquainted 
and on friendly terms with the agents. 
This acquaintance will do much towards 
establishing the desired cordial relation- 
ship between the agents and the medical 
department. 

I, therefore, take this opportunity to 
urge upon you the importance of secur- 
ing a closer relationship between our 
agency and medical departments. This 
convention and the medical section are 
doing a magnificent work in bringing the 
doctors and the officers and agency men 
of the companies together, but still 
greater intimacy is necessary between 
the doctor and the actual worker in the 


field. 
Delays in Issuing Policies 

Agents frequently complain of delays 
in the issuing of policies, claiming that 
the delays endanger the loss of the busi- 
ness. 

In some cases the delay is occasioned 
entirely in the home office, due to points 
developed in the examination or inspec- 
tion, but most often the delay is due 
entirely to the carelessness of the agent 
in writing the application, and in not 
getting full and complete information on 
important points. It is also an occasion 
for delays when the agent employs an 
examiner other than the one designated 
for that particular locality, and that 
necessitates considerable correspondence 
and often a reexamination by the regu- 
larly appointed examiner, or the investi- 
gation of the physician employed. 

Pailure to Ask Questions 

I am convinced that in many instances 
the agent, in his anxiety to get the busi- 
ness, does not ask his prospect all of the 
questions in the application, particularly 
those regarding previous insurance his- 
tory, but fills out the blank to suit him- 
self or in a hurried and careless manner 
and hands it over to the prospect, who 
usually signs it without reviewing the 
answers put down by the agent. 

An application made out in such a man- 
ner is almost certain to be held up in 
the home office either for corrections an& 
explanations, or because it is found that 
the applicant has been reported by some 
member of the impairment bureau. 

Bureau Information a Check 

This bureau information is a_ great 
check upon the statements of the ap- 
plicant, either to the agent or to the ex- 
aminer, and, therefore, the agent should 
always be very careful and exact in fill- 
ing out the application, thereby elimin- 
ating as far as possible all unnecessary 
delays. 

It often happens, in reviewing a case, 
that we find that the applicant abso- 
lutely denies previous rejections or post- 
ponements, and then find later in the im- 
pairment bureau cards one or more re- 
ports upon the applicant. These reports 
are frequently comparatively recent and 
exclude all probability of the occurrence 
having escaped the applicant’s memory. 
When such an observation is made, it 
naturally throws doubt on all the state- 
ments of the applicant, and before the 
case can be intelligently reviewed, full 





and complete information has to be ob- 


tained from the reporting company, and 
often from the agent and applicant as 
well, and also necessitating a very care- 
ful inspection. 

Had the agent secured the insurance 
history in the first place, or written down 
the history given him by the applicant, 
the case would have been more simply 
and more quickly disposed of. The delay 
is decidedly lessened by the agent and 
the applicant giving accurate informa- 
tion concerning all questions asked in 
the application. 


Trouble Over Misstatements 


Misstatements of applicants are not 
always detected in the home office and it 
sometimes happens that the case is ac- 
cepted, when it should properly have 
been rejected. If the company learns 
later that it has an impaired risk on its 
books, it endeavors to take up the policy 
and the case may get into the courts. 
In either event the company and the 
agent have an enemy and a knocker in 
that applicant and he may be the cause 
of a considerable loss of new business. 
The same is true in case of an early 
death of the policyholder who obtained 
his policy in the manner described. The 
company is sure to make a careful inves- 
tigation and probably would contest the 
claim. Whether successfully or not the 
relatives and friends of the claimant and 
all the policyholders in the deceased’s 
locality will have knowledge of the case 
which may be the occasion of serious loss 
of business to the agent and to the com- 


pany. 
Good Policy for Agent 

If the agent is with the company to 
stay and desires to earn a place of honor 
and distinction, a good line of new busi- 
ness, a substantial renewal interest, as 
well as the confidence and respect of the 
policyholders and the people in his local- 
ity, he will do well to be honest with 
himself, his applicants and the company, 
and see that each prospect makes correct 
statements and that they are properly re- 
corded in the application. 

In closing, I urge upon those of you 
who are officials of companies to see to 
it in the future that so far as possible 
your agency directors, general agents, 
medical officers, actuaries and prominent 
field workers attend and participate in 
the meetings of this convention, as by 
so doing the ideas of each will be broad- 
ened and improved and the feeling of 
friendship and the spirit of cooperation 
engendered and much good to the com- 
pany is bound to result. 





From the busy bee you can learn this 
lesson—Don’t butt in or you may get 
stung. 








SKETCH OF NEW PRESIDENT 


P. D. Gold, Jr.. Has Worked up to a 
Prominent Position From North 
Carolina Field Ranks 


P. D. Gold, Jr., the new president, 
has for years been one of the leaders of 
the southern contingent and in the na- 
tional councils as well. He is able, 
fearless .and aggressive, and his ad- 
ministration will probably be pretty 
much a continuation of the policies of 
the previous president T. W. Vardell. 
The two men are of somewhat the 
same type. Mr. Gold, with his brother, 
organized their company, the Jefferson 
Standard, within a very short period of 
time, and it is said within a space of 
ninety days had sold the stock and col- 
lected $500,000.00 which .was paid into 
the treasury, the organization expenses 
being considerably under $5,000.00. The 
stock was placed among the substan- 
tial people of the cities and towns of 
North Carolina. The Gold brothers 
had been successful life insurance man- 
agers, representing one of the large 
eastern companies in North Carolina. 
The new president of the convention is 
one of quite a number who were first 
successful field men and who have also 
made a success of company manage- 
ment. The convention will be in good 
hands under Mr. Gold. 








President of the President 

President Baldwin, of the Pittsburg 
Life & Trust, in addition to attending 
to the wants of some two hundred vis- 
itors at the American Life Convention, 
had to give his attention to out-of-town 
men in connection with two very im- 
portant real estate deals. At the “pic- 
ture show” the night of the banquet 
among the portraits thrown on the 
screen few received more applause 
than that of Mr. Baldwin’s youngster, 
who was announced as the president 
vf the president of the Pittsburg Life & 
Trust. 








Our Motto: 


Satisfied Salesmen 
Satisfied Policyholders 
Satisfied Beneficiaries 





Do You Know 


in the West. 


Not the Oldest 


Indiana 





What Our 
Life Service Bond Copyrighted Agency Contract 
is? 


This Contract is a unique plan by which 
the persistent agent is protected and 
guaranteed a Monthly Income. 


Combined with our New Complete Home 
Protection Policy and our total and perma- 
nent disability rider makes one of the 
finest agency propositions being offered 


The La Fayette Life, the largest Indiana 
Company (outside of Indianapolis) is 
Purely Mutual. It has $552,704 in Assets 
and $7,500,000 Insurance in force. 


Every Month Shows a Gain. 


THE LA FAYETTE LIFE 


“JUST THE IDEAL’’ 
BERTRAM DAY, President 


Kansas Pennsylvania 


of LA FAYETTE, IND. 
Not the Smatlest 


Arkansas Nebraska 


‘Missouri 
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Mill Enter New States 














The 
MAJESTIC LIFE 
ASSURANCE 
COMPANY 


is preparing to enter new territory, 
having well covered its old field. 
It is in a position to consider 
applications for general agencies. 

The company is writing a large 
business this year because of the 
salability of its contracts, its care- 
ful and helpful supervision, and 
its home office stimulus. The 
Majestic Life contracts appeal 
to the man with selling power. 
They are attractive, liberal,modern, 





and bristling with good talking 
points. 

In the opinion of the Majestic 
Life, the agency force is the great- 
est asset a company possesses. It 
is getting to be known as “THE 
AGENTS’ COMPANY.” The 
company treats its agents as 
members of a harmonious business 
family. It believes in team work, 
with the president and men clear 
down the line, all keeping step. 


Will You Join This Well Ordered Procession? 











MAJESTIC LIFE ASSURANCE CO., Indianapolis, Ind. 


F. W. Killen, President 
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W.C. BALDWIN MADE GOOD 
SOME ENTERTAINMENT PLANS 





Visit to the Steel Mills, Automobile 
Ride and Banquet Were Most 
Enjoyable Features 





The entertainment feature of the 
American Life Convention was excep- 
tionally well handled. It was almost en- 
tirely in the hands of President W. C. 
Baldwin of the Pittsburg Life & Trust, 
who emphatically “made good” on his 
invitation extended to the convention 
at Des Moines. The Pittsburg Life 
& Trust is the largest company in the 
American Convention, but it was con- 
siderable of an undertaking for even 
such a company to entertain a conven- 
tion which reached nearly 200 in its 
attendance. Mr. Baldwin gave the en- 
tertainment his personal attention and 
everything was done in a characteristic- 
ally systematic and thorough manner. 
On Thursday the ladies were asked to 
attend the Pittsburg Exposition in the 
afternoon. All the regular entertain- 
ment of the convention was crowded 
into Friday afternoon and evening. 
One of the most enjoyable features was 
the visit to the Homestead steel mills. 
Two of the directors of the Pittsburg 
Life & Trust are also directors of the 
steel company. The trip was made 
by street car, starting at 2 o’clock. On 
the return from the mills a long string 
of automobiles was in waiting and, 
headed by President Baldwin, virtually 
the entire convention was whirled away 
on a sight-seeing tour which took in 
the beautiful environs of Pittsburg and 
its places of interest. 

Banquet was Given 

The banquet in the evening was a 
fitting climax to the social events. Mr. 
Baldwin presided as toastmaster and 
introduced his speakers tersely and in a 
manner to place them at their ease. 
Perhaps the most interesting speaker 
was Col. H. B. Bope, one of the prin- 
cipal officials in the United States Steel 
Corporation, who gave the banqueters 
a talk on industrial conditions and ten- 
dencies, making interesting references 
to Pittsburg and its giant industry. 
This was especially to the point in view 
of the published rumors regarding the 
possible dissolution of the steel corpo- 
ration, The only talk on life insurance 
during the evening was that by Attor- 
ney Murdock, general counsel of the 
Pittsburg Life & Trust, who is from 
Washington, Pa., the boyhood home of 
President Baldwin. Mr. Murdock has 
a high minded conception of the func- 
tions and resposibilities of a life in- 
surance company and showed some of 
the spirit which animates the manage- 
ment of the Pittsburg Life. 

Stereopticon Pictures Shown 

The other speaker from Pittsburg 
was Rev. Frank H. Lewis of the Meth- 
odist Episcopal Church who gave a 
good talk on life insurance and busi- 
ness in general. The latter part of the 
evening was given over to a most de- 
lightful and original entertainment in 
the form of stereopticon views, giving 
pictorial stories of the American Life 
Convention companies, the cities in 
which they are located, their home 
office buildings, and their executives. 
This placed before the convention as 
perhaps nothing else could have done 
the story of the American Life Conven- 
tion movement. Starting in California 
the panorama swept eastward until it 
reached the city of the convention. 
When one thinks of a life insurance 
company, as formerly, as an institution 
of long establishment, settled in its 
traditions and living in a congenial fav- 
orable atmosphere, it was little short 
of amazing to see pictures of home 
office buildings, some of them sky 
scrapers, dotting the prairies and plains 
in towns where a few yeafs ago even a 
life insurance agent could hardly have 
made a permanent livelihood. Pictures 
of popular men thrown on the screen 


those of Vice-President P. D. Gold, 
Jr. and Sidney A. Foster of Des 
Moines, the two leading candidates for 
the presidency. Two good talks were 
made by members of the convention 
proper, President Vardell and Mr. Fos- 
ter, expressing eloquently the appre- 
ciation of the convention for the untir- 
ing efforts of President Baldwin and 
the local contingent to make the con- 
vention in every way a success. 


ELECT GOLD PRESIDENT 
(CONTINUED FROM PAGE 1) 

cld wheel-horses, was re-elected by a 
vote of forty-seven. Mr. Lindly has 
done good work in the councils of the 
organization. For several years, until a 
year ago, he conducted the bureau of 
information regarding agents, without 
compensation. George A. Grimsley, 
secretary of the Security Life & Annu- 
ity, won out after a sharp little fight 
over C. R. Porter, of the State Mu- 
tual, for the position on the committee 
held by J. B. Reynolds, of the Kansas 
City Life, who retires after a long serv- 
ice. Mr. Grimsley received thirty-one 
votes and Mr. Porter twenty-six. The 
other members of the committee hold- 
ing over are Isaac Miller Hamilton, of 
the Federal Life; M. A. Wollen, of the 
American Central, and Thomas L. 
Miller, of the West Coast Life of San 
Francisco. T. W. Blackburn, of Oma- 
ha, the efficient secretary, received his 
usual good vote on re-election. 

Chicago Gets Next Meeting 

Chicago gets the next meeting of the 
American Life Convention. This was 
decided on at a meeting of the execu- 
tive committee Saturday afternoon. 

St. Paul and Spokane bid for the 
1912 convention and San Francisco 
asked for it in 1915. 

A resolution commending J. B. 
Reynolds, who retires from the execu- 
live committee after a long service, 
during which he has never missed a 
meeting, was also passed. 

Considerable interest was taken in 
the resolution offered by Sidney A. 
Foster, of the Royal Union, the day 
before the election of officers, that a 
salaried president be elected, with com- 
pensation to be fixed at $7,000 per year 
and $3,000 for expenses. As stated in 
the resolution, the purpose was to have 
an active man give his attention to 
carrying on the work of the organiza- 
tion. The proposition was voted down, 
nearly all the members voting against 
it, very largely because there was not 
sufficient time to give it serious consid- 
eration. Mr. Foster was one of the 
founders of the American Life Conven- 
tion, he with J. B. Reynolds and the 
late Vice-President Dark, of the Amer- 
ican Central, having first conceived and 
advanced the idea of an organization. 
He is one of the most popular and re- 
spected members of the convention, and 
is recognized as one of its able leaders. 


WYNN TO GO BACK HOME 

Vice-President-Secretary-Actuary W. 
S. Wynn, of the State Life of Indiana, 
is one of the veterans of the business. 
He was asked to run for president, as 
the candidate of the north, against Mr. 
Gold but felt that he did not care to 
undertake the responsibility. Mr. 
Wynn is one of the heads of one of the 
largest and best companies in the con- 
vention. It was only a few years ago, 
however, though it seems a long time, 
that the State Life was the smallest 
company imaginable. In those days 
the office consisted of one room and the 
officers would close it up in the morn- 
ing, returning only at night-fall, after 
a hard day of personal soliciting. Mr. 
Wynn was born in a small town in 
western New York where he spent a 
happy boyhood and a short time ago he 
decided to go back to the old home- 
stead, where his ancestors for a num- 
ber of generations lived and died. At 
the banquet, Friday night, as_ the 
strains of “Home Sweet Home” 
sounded through the room Mr. Wynn 
was taken by a sudden resolution and 
he decided to go back to Indianapolis 











received great applause, among them 








and start for “home” next week. 





Hail Columbia! 








Banking and Insurance Combined 





partment, and are not afraid to go into the field and plant agents 
and establish the business, we have a splendid place for you 
as General Agents and District Managers. 


The Columbia 


Has some of the finest propositions ever offered to Agents, 
which can be sold at sight. 


The 20-Payment Life 4% Compound Interest Coupon Policy 
is the most attractive and salable policy of the kind on the 
market. The premium rates are lower than the rates charged 
by leading New York Companies. 


IF You are capable of managing a Life and Health & Accident De- 


Coupons not presented for payment at maturity and retained 
by the policyholder for a year or more will bear interest at 
the rate of 4% per annum compounded annually and premiums 
so retained may be applied to shorten the premium paying 
period. 4% compound interest is also paid on all prepaid 
premiums except the premiums actually due, while other 
companies only pay 344% on such deposits, and policyhold- 
ers have the option of withdrawing their deposits under the 
rules adopted by Savings Banks. This is Banking and Insur- 
ance combined. 


Write for circular describing the Coupon Policy and also the 
Mortgage Protection Policy which was originated by the 
Columbia and sold only by this Company. 


Money to loan. Long time and easy terms. Net cost less 
than B. & L. Association plan. Principal may be paid in 
installments. 


The Directors of the Columbia Life, six of whom are presidents 
of banks, are men of high type and business ability. 


Territory: 
Ohio, Kentucky, Indiana and Georgia 


The Columbia 


Life Insurance Company 
Cincinnati, Ohio 
Felix G. Cross, President 
S. M. Cross, Secretary 
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TOLEDO LIFE 


INSURANCE COMPANY 
TOLEDO, OHIO 


WILBUR W YNANT, President 
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THE OPEN DOOR TO SUCCESS 


5 ieee management of the Toledo Life is founded on the prin- 

ciples of democracy and fraternity. The president can 
be seen by the humblest agent at any and all times for 
counsel and advice. The company has nothing to hide 
from its agents and policyholders. It trains men to become 
expert life agents through its well organized school of sales- 
manship maintained at the home office. Its agents go into 
the field fully equipped and trained to use only the best 
tools and therefore get the best results with the least effort. 
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HALL ON POLICY LOANS 
SOME NEW IDEAS PRESENTED 





Secretary of Lincoln National Deals 
with Newly Recognized Evil 
of the Business 


Arthur F. Hall, secretary and man- 
ager of the Lincoln National Life of 
Fort Wayne, read a paper on “Policy 
Loans.” This subject has been much to 
the front of late and it is becoming 
recognized that an unlimited loan priv- 
ilege is an evil. Mr. Hall analyzed the 
conditions among American Life Con- 
vention companies and put forward a 
suggestion that seems to have consid- 
erable merit. His suggestion is that 
two classes of policies be issued, one 
for family and one for business protec- 
tion, and that loans on “family” policies 
be granted only to take care of pre- 
miums. His paper was as follows: 


As many of you know, I addressed a 
letter several weeks ago to the secretary 
of every member of the American. Life 
Convention asking for statistical infor- 
mation concerning policy loans in order 
that I might embody in this paper some- 
thing of the real experience of the mem- 
bers of this convention. I anticipated, 
and have found it true, that there are 
very few members of the American Life 
Convention who have had sufficient ex- 
perience with policy loans as yet upon 
which to base an opinion other than gen- 
eral predictions as to future results. Only 
about fifty companies could furnish me 
with any information worth while. 

I asked for information on some fifteen 
points, but the experiences of the dif- 
ferent companies are so wholly unlike in 
many essential matters that there is no 
basis for a report to this convention on 
any except a few of the questions asked. 


Repayments Insignificant 

The statistics furnished show that a 
large number of loans have been made 
by our companies during the past five 
years, and that not over 1 percent or 2 
percent of them have been repaid in cash 
to the company. About the same per- 
centage have been decreased to some ex- 
tent, and from 50 to 60 percent have 
been increased from year to year. This 
seems to be for the reason that from 
50 to 60 percent of the loans are gen- 
erally requested, so far as is known, for 
the sole purpose of paying premiums. A 
policyholder having once borrowed for 
the purpose of paying a premium seems 
almost sure to continue to increase his 
loan from year to year, paying as little 
cash as possible, and I find it almost the 
unanimous opinion of those answering 
my letter that nearly every one of these 
loans will finally result in a lapsed pol- 
icy. The only reason I don’t say every 
one will so result, is that some will dis- 
cover themselves to be bad risks before 
their reserves are entirely used up and 
will, of course, continue their insurance. 


Borrowing Made Easy 

As far as I can learn from 10 to 15 
percent of the loans are requested for 
the sole reason that the money can be 
borrowed at a less rate of interest from 
the company than from the bank, and 
can also be borrowed with much less 
trouble. Companies make the borrowing 
of money on policies so easy that it is 
less trouble and embarrassment for the 
average man to secure money in this way 
rather than to go to the bank where he 
is compelled either to furnish collateral 
or give an endorsement. 

In this relation it is interesting to note 
that some company managers believe that 
there is a class of borrowers who will 
often forego the privilege, rather than 
to tell their wives that they are borrow- 
ing on their insurance policies, For this 
reason the request of the beneficiary is 
always requested by those managers, 
even though they feel that it cannot be 
legally required or is not even neces- 
sary, inasmuch as the policies provide for 
loans. The applications or policies of a 
number of companies provide that the 
insured may, without the consent of the 
beneficiary, receive, exercise and enjoy 
every benefit, right and privilege con- 
ferred upon the insured by the policy. 

Business Loans are Repaid 

A small percentage of loans seems to 
be requested in order that some pressing 
indebtedness may be paid off. Some loans 
are undoubtedly desired in order that 
luxuries may be purchased, and the pro- 
ceeds in a small percentage of cases are 
undoubtedly lost in speculation. Probably 
15 to 20 percent of the loans are desired 
by business men for legitimate business 
purposes, and it is this class that are 
often repaid in cash. Some companies re- 
port that a larger percentage of the loans 
made in 1907 have been repaid in cash 
than those of any other year, and we all 
know that millions of dollars were loaned 
at that time to men who were sorely 
pressed for quick money for use in their 
business. 

The policy loans of the American Life 





Convention companies do not represent 
as large a percentage of the reserves or 
admitted assets as do the policy loans of 
the older companies, but this is undoubt- 
edly due solely to the fact that our com- 
panies, with few exceptions, have been 
in business for such a short period that 
the individual policies do not provide a 
loan value worth asking for. 


Variations in Interest Rates 


The interest rates charged by Ameri- 
can Life Convention companies range 
from 6 to 6 percent in advance. The 
rate seems to be fixed by the management 
of each company without apparent rela- 
tion to prevailing bank rates of interest 
in their sections of the country or with- 
out regard to the competition of other 
life insurance companies. For instance, 
companies located in the same cities vary 
one from the other from the 5 to the 6 
percent rates, and some companies located 
in sections of the country where prevail- 
a are high charge only 5 per- 
cent, 

Quite a number of our companies have 
no provision in their policies reserving 
to themselves any extension of time in 
which to grant a loan. The majority, 
however, reserve the privilege in their 
policies of taking from three to six 
months’ time before advancing the money 
applied for, although none of them have 
ever as yet taken advantage of the privi- 


lege. 
Signature of Beneficiary 


I find that there is no uniformity what- 
ever among our companies in requiring 
the signature of the beneficiary when a 
loan is desired by the insured. Even 
though the policy specifically sets out 
that loans will be granted to the insured, 
yet quite a number of companies require 
a change of beneficiary to the estate be- 
fore granting a loan. All the companies 
require a change to the estate in policies 
where the beneficiary is a minor, and a 
few companies require the signature of 
the beneficiary only in cases where the 
loan is desired for a purpose other than 
to pay the premium. 

A number of companies have been suc- 
cessful in holding down their loans by 
the plan of granting an extension of time 
for the payment of the premium due, or 
by taking a premium note due at a given 
time. It is the experience that many 
times when money is needed for the pur- 
pose of paying a premium due that the 
insured is only temporarily in need of 


funds. 
Holding Down Loans 


In such cases, the granting of an ex- 
tension of thirty, sixty or ninety days 
for the payment of the premium or the 
taking of a premium note will save plac- 
ing a loan on the policy and the results 
will be far better for both the policy- 
holder and the company, because most 
of these obligations are paid in whole 
when due, or if paid only in part are paid 
in full, with a further short extension 
of time. A loan once placed on a poi 
is seldom if ever reduced or paid off. It 
is the experience of nearly every one of 
the forty-six companies that furnished 
me with statistics that a large percentage, 
certainly more than 75 percent, of the 
policies on which loans have been granted 
either have or will result in lapsed busi- 


ness. 
Used as Selling Arguments 

The statistics furnished by these forty- 
six companies, meager as they are, cer- 
tainly provide us with valuable food for 
thought. The custom of borrowing on 
policies has increased rapidly during the 
past five years. During 1907 between 
$60,000,000 and $70,000,000 was loaned 
within ninety days by life insurance 
companies. This in itself would probably 
not have been so bad, had it not been 
for the fact that continuously since that 
time companies and agents alike have 
called particular attention to the loan 
privilege and have presented it as one 
of the strongest selling arguments. 

In their solicitations the knowledge of 
the ease with which policy loans can be 
secured has been imparted not only to 
those who were not already insured, but 
to policyholders of years’ standing. The 
old policyholders remembered, and the 
result was that the next time they needed 
money they got it on their insurance 
policies, and have been doing so ever 
since, as have also most of those who 
secured their millions in 1907. Such at- 
tention was drawn to the loan privilege 
both by the press and by agents that 
many of the new companies and even a 
large number of the old ones began to 
liberalize their loan clauses. New laws 
were pased in many states setting out 
the minimum amount that .a company 
might loan and in most cases fixing the 
maximum rate of interest at 6 percent. 
One state, however, Idaho, I believe it 
was, went so far as to fix the maximum 
rate at only 5 percent. 

Quotes President De Boer 

It seems to be the opinion of many 
that the entire reserve on a given policy 
belongs to the policyholder or his bene- 
ficlary and should be turned over to them 
on demand. However, some students of 
the business believe that the pendulum 
has swung too far. For instance, early 
this year President De Boer of the Na- 
tional Life of Vermont, in an address 
before the Insurance Society of New 
York, said: “That the so-called policy 
loans are the logical sequitur of cash val- 
ues, but that there is a widespread pub- 
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You Life Agents of the East and North 
who dread the cold weather can escape 
its rigors by spending your Winter months 
under Sunny Southern Skies. 


You can find some exceptionally fine terri- 
tory open with us in Southern Georgia, 
South Carolina and Eastern North Carolina 
in the sections frequented by Northern 
tourists. We need a few good men from 
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lic ignorance regarding their real nature 
and that this, together with an incorrect 
nomenclature regarding them, has led to 
their mistaken, classification in investment 
accounting and also to their incorrect 
legislative treatment, meaning by that 
their enforced inclusion by statute in 
policy conditions.” 
is Mr. De Boer’s belief that this 
part of the business is a legitimate and 
highly useful form of insurance service, 
that it should be done without restric- 
tions, that loans should made on call 
and be paid off at the option of the in- 
sured and, of course, that the company 
extending this service should be financed 
to take care of it, which will require 
the most conservative as well as entirely 
independent investment work on the part 
of the investing officers. 
Mot Classed as Investments 
As I understand Mr. De Boer, he does 
not think that policy loans should be 
classed as investments. He points out 
that loans and also premium notes become 
sequestered portions of the company’s 
assets, available only thereafter for the 
payment of claims arising under policies 
to which they pertain. Many managers 
will agree with him that a policy loan 
which cannot be sold on the market or 
disposed of in any way at all should not 
be included in the investment accounts. 
It is apparent that in the minds of 
many good insurance managers a reason- 
able percentage of the company’s reserves 
can well be placed in policy loans, but 
there is a widespread variance of opinion 
as to what forms a reasonable percentage. 
The percentage of policy loans to ad- 
mitted assets in American companies 
ranges from 1 to 2 percent to almost 50 
percent. Of course, however, companies 
approaching the latter percentage have 
either reinsured assessment business and 
placed a lien against the policy, or have 
many dated-back policies in force. 
Interest Earnings Superior 
We all know that a policy loan draw- 
ing 6 per cent annually in advance or 
even 5% in advance, produces a larger 
net income than 6 percent mortgage, and 
that so far as security is concerned ab- 
solutely no risk whatever is run. It is 
only just, however, that policy loans 
should produce a better net income in 
order to offset the low rate of income 
enjoyed on certain forms of securities 
that must be held for ready sale on a 
panicy market in order to provide funds 
when it is natural to expect the largest 
demand for policy loans. 
Just what relation exists between poli- 
cies which lapse on account of loans and 
an increasing mortality has never been 





definitely determined, but there is al- 
most a unanimous belief that such lapses 
do increase the mortality. If this is true 
another reason is found why policy loans 
should earn even a higher rate of inter- 
est than money placed in investments 
which do not tend to cause policies to 


lapse. 
Psychological Selection 
Some company managers believe that 
a certain proportion of policies that lapse 
during the first five years are a distinct 
source of gain to the company. They 
feel that the man who avails himself of 
the loan privilege the very first minute 
it can be secured, and lapses within the 
year or two, is naturally an improvident 
and careless man, among which class the 
mortality is higher than it is among 
the more prudent and thrifty. This seems 
reasonable, but is open to argument. 
There seems no ground for difference of 
opinion, however, that lapses which are 
caused by a general attack on a company 
or an expose of mismanagement, come 
from the careful, conservative classes and 
immediately results in an increased mor- 
tality experience. This was well illus- 
trated in the familiar case of the Provi- 
dent Savings Life. 
Preus’ Recent Paper 
The most notable utterance on the 
subject of policy loans made lately was 
that of Insurance Commissioner Preus of 
Minnesota in an address delivered in 
August before the National Convention 
of Insurance Commissioners. Among 
other things he stated: “The loan privi- 
lege becomes a great temptation to many. 
It affords the holder an easy method of 
procuring money at minimum expense 
and he borrows on his policy, rather than 
upon other security. An opportunity pre- 
sents itself to invest and get great re- 
turns on money. A desire to speculate 
seizes him and he forgets the insurance 
was taken out for the benefit of some- 
one other than himself. He continues 
borrowing until he reaches the limit of 
his loan privilege, pays interest a while, 
tires of paying both premium and inter- 
est, calls for what little surrender value 
the policy may have, and finds his family 
unprotected and himself uninsurable. 
Effect on Lapse Ratio 
“The lapse ratio resulting directly from 
the practice of the policyholder to bor- 
row on his policy is tremendous. It is 
frequently asserted that less than 10 per- 
cent of such loans is ever repaid. The 
ultimate result of loans, except the 10 
percent so repaid, is lapsation of the 
policies. 
“This fact indicates that in over ninety 
cases out of 100, where called into opera- 





tion, the loan privilege defeats the very 
purpose of life insurance, that of paying 
death claims.” 

Commissioner Preus further stated 
that he saw no reason why the loan feat- 
ure of the policy should be permitted to 
destroy the purpose of the insurance con- 
tract. 

The paper of Commissioner Preus was 
referred to the committee on laws and 
legislation with instructions to consider 
the advisability of presenting to the next 
convention a uniform bill to restrict 
policy loans so as to prevent possible runs 
on companies in times of great panic. 

Restrict Loan Privilege 

If insurance company managers here 
feel that the future of the business or 
that the protection of the beneficiaries is 
menaced by this growing custom, it is in 
their hands to lessen its evils to a great 
extent. They can prohibit their solicitors, 
and can themselves cease, to use the 
loan privilege as one of the strong argu- 
ments in the selling of new business. 
Then if new legislation is wanted they 
can probably get some encouragement 
from the insurance commissioners. It is 
certainly not a very far cry to believe 
that with proper efforts it would be pos- 
sible in the course of time to secure laws 
making it obligatory on life insurance 
companies to loan on policies only in 
cases where such loans were necessary 
for the purpose of paying a premium. The 
statistics furnished to me by our com- 
panies indicate that from 50 to 60 per- 
cent of the loans are requested for this 
purpose. 

Pamily Policies and Business Policies 

Why wouldn’t it be practicable for two 
classes of policies to be written to be 
known, we will say, as family policies 
and business policies. Family policies, 
of course, to consist of those in which 
dependents are made the beneficiaries, 
and business policies to be those that are 
taken for the protection of creditors in 
one way or another? Why isn’t it rea- 
sonable that a man who takes a policy 
for the benefit_of his family should, as 
long as the beneficiaries live, be restricted 
in the loan privilege, and be permitted 
to borrow only for the purpose of paying 
a premium? -Where there are such bene- 
ficiaries, it is certainly criminal for the 
insured to borrow his cash value and 
dissipate the money in speculation or in 
the purchase of luxuries. 

Interest of Community 

Let us suppose, for instance, that a 
man has taken insurance for the protec- 
tion of his wife and children, and that 
they are the beneficiaries thereunder. 
Aside from his duty to his dependents 








he has performed a duty he owes to the 
community, because he has assured it 
that in case of his unexpected death he 
has made ample provision for his fam- 
ily, rather than leave them dependent 
upon the community. A few years roll 
around and he finds that his policy has 
a loan value of $1,200 or $1,500. He is 
tempted to borrow it and speculate with 
it, or, we will say, buy an automobile 
with it. Don’t you gentlemen feel that 
the law ought to protect his wife and 
children from such an outrage, rather 
than to give him the right to borrow 
upon the policy, and thus place his de- 
pendents in serious danger of losing their 
protection? I believe that this protec- 
tion and the reserve that provides it 
should be their legal property, and should 
not be taken from them under any easier 
circumstances than any other property in 
which they have a legal interest. 





MEMBERSHIP IS INCREASING 


More Companies See Advantage of 
Being Identified with the Work 
of the Convention 


The convention now has, in active 
members or in applications pending 
which will be favorably voted upon, a 
membership of eighty-one. Besides the 
applications of the Georgia Life and 
the Northwestern National Life record- 
ed at the opening of the meeting three 
new companies have knocked for ad- 
mission. These are the Ft. Worth 
Life of Texas, the Great Northern of 
Wausau, and the Rome of Georgia. It 
is understood that an application from 
the Old Colony-Commercial of Chicago 
will shortly be received. Only one 
member has withdrawn during the past 
year, indicating the uniformly healthy 
and prosperous condition of the com- 
panies. This was the Colorado Na- 
tional, which reinsured in the Colum- 
bian National. The convention is 
certain to grow at a considerable rate 
for the next two years at least, as 
there are quite a number of companies 
which are not eligible, owing to the fact 
that they have not yet made their sec- 
ond annual statement. 
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CHALMERS’ LIVE IDEAS 
DETROIT MAN’S FINE ADDRESS 
Head of Successful Automobile Com- 


pany Gives Pointers to Life 
Insurance Men 





Hugh Chalmers, president of the 
Chalmers Motor Company of Detroit, 
has made a great success in two dif- 
ferent lines by developing the sales end. 
He has taken much interest in the sales 
end of life insurance and is in great 
demand as a speaker at life insurance 
gatherings. His sentences are laden 
with ideas and his criticisms of life in- 
surance methods are penetrating and 
must be recognized as just. His ad- 
dress bore the title of “Life Insurance 
Salesmanship,” and was as follows: 


Life insurance is an interesting sub- 
ject. To my mind life insurance is the 
most interesting branch of salesmanship, 
and the reason for this is that salesman- 
ship, as it is practised by the accom- 
plished life insurance solicitor, comes 
more nearly to illustrating what sales- 
manship in the abstract really is than any 
other branch of the calling. When you 
get right down to it, salesmanship really 
is something in the abstract. We think 
of it most commonly as a transaction; as 
an exchange of a piece of goods, for in- 
stance, for a certain sum of money. The 
picture that nearly every one of us has 
in our mind of a sale is the picture of 
some one standing at the counter of a 
store, handing over a piece of money and 
getting a package of merchandise in re- 


t ‘ 
= Sale Takes Place in Mind 


This picture does represent a sale but 
it is not actually the picture of a sale; it 
is the result of a sale, because the sale 
which makes this picture possible actually 
took place in the mind of the person who 
bought the goods. It didn’t take place 
over the counter or in the pocketbook or 
in the cash drawer, and it was not in any 
way tangible. Taking place in the mind, 
it could not be photographed and cannot 
be pictured. The process of reasoning 
through the logical mental) steps leading 
from attention to the article to interest 
in, and desire for it, and finally to a deci- 
sion to buy, are wholly intangible; they 
cannot be seen, thought, heard, weighed 
or measured. 

Life insurance salesmanship appeals to 
me as most nearly typifying salesman- 
ship in the abstract, as I have just de- 
scribed it, because you insurance men 
represent something intangible. You do 
not deliver any goods at the time the sale 
is made, you don’t even have a picture 
that you can hand over to the buyer. 
After this sale has been completed the 
man who made the purchase hasn’t any- 
thing to show for it until he gets what 
you call a policy—an engraved piece of 
paper which tells that he will have a cer- 
tain sum of money coming to him some 
day at a time when he himself is wholly 
unable to enjoy it. 

Salesmanship Defined 

Salesmanship, to define it in the short- 
est possible way, is making someone else 
feel as you do about the thing you have to 
sell. We all know that it is often diffi- 
cult enough to make another man’s mind 
agree with your own about something 
that he can see and feel and otherwise 
carefully examine. And something, too, 
that will be of direct benefit to him. How 
much more difficult it becomes, then, to 
make someone else agree with you about 
something which is intangible, which he 
cannot personally examine, and especially 
something which is not of direct benefit 
to him but only for the benefit of some- 
one else. It is my observation that the 
selfish human desire for personal benefit, 
financially or as regards comfort, style, 
displays, etc., is a_ stronger selling force 
than the unselfish desire to render a ser'v- 
ice to others. 

Appealing to Imagination 

Another reason why life insurance 
salesmanship is interesting is because it 
is accomplished almost entirely through 
appealing to the imagination of the pros- 
pect. Psychologists are agreed that imag- 
ination is the highest faculty of the hu- 
man mind. In order to sell life insur- 
ance you have got to put a picture in a 
man’s mind, of the benefits to be derived 
by his family through his having life 
insurance, and of the evils which might 
befall those who are near to him if he 
didn’t have insurance. You have got to 
appeal to a man’s good qualities to sell 
life insurance successfully. Of course, 
imagination enters into every sale that 
ever was made, but I am unable to think 
of any other sale where it is so vital a 
factor as in the sale of life insurance. 
Imagination works differently in different 
minds. The sort of suggestions that 
might set my imagination to work on the 
subject of life insurance might not do at 
all with the next man you meet, so it 
seems to me that if I would sell life in- 
surance I would make a profound study 
of this faculty of imagination and how to 


get it working on my side in the minds of 
as many prospects as possible. 

As I see it, an insurance salesman must 
do five things: 

(1) Get hold of his prospect. 

(2) Convince him that as a general 
proposition life insurance is a good thing. 

Convince him titat his company’s 

policy is best for him. 

(4) Get the order signed. 

(5) See that the policy doesn’t lapse at 
the end of the year. 


Get Prospects by Advertising 

There are many ways of getting hold of 
prospects, but I think that most insur- 
ance companies have overlooked the best 
way, which is advertising, or publicity, if 
you please. Now, advertising is nothing 
but salesmanship. The two are identical, 
except that in advertising you are talking 
to thousands of people at a time, while a 
salesman usually talks to one or two peo- 
ple at a time. In other words, advertis- 
ing conducts a public school, while sales- 
manship gives individual lessons. The 
object of advertising and salesmanship is 
to teach people to believe in you and what 
you have to sell, so that the word “‘teach- 
ing” is a substitute for both advertising 
and salesmanship, because when you get 
right down to the bed-rock of the thing, 
teaching is what we do when we sell goods 
or when we advertise, and teaching is 
what you must do to convince anyone that 
you are right. You teach them to see 
things your way. 

I have noticed that most insurance men 
never send in a card, and they never, as 
a rule, send in a business card. Why? 
Because they believe that they will not get 
an audience if they send in a card. 

People Think Agent a Bore 

Somehow or other, men generally look 
upon insurance, even today, as not being 
a necessity, and of all the men they 
would rather not see, it is the insurance 
man. People try to avoid him and think 
they will be bored if they see him. Now 
to my mind if the proper advertising was 
done men would be made to see that in- 
surance is not a luxury, and that the life 
insurance man is not a bore, but, on the 
other hand, that life insurance is a neces- 
sity and that a life insurance agent is 
his friend. 

Most advertising copy that I have seen 
of insurance companies speaks of the 
amount of assets and liabilities, and the 
amount of insurance they wrote last year, 
how big their company is and what divi- 
dends they pay and all that sort of thing. 
To my mind the average man who buys 
insurance is not half as much interested 
at the start in knowing those things as 
some others. He is not as easy to ap- 
proach that way as if you would approach 
him from his “point of contact,” that is, 
that there is really no choice in this mat- 
ter; it is not a —— of whether or 
not he wants life insurance—it is a ques- 
tion that he absolutely must have it. 
There is a difference between wanting a 
thing and needing a thing. Some men 
say they don’t want insurance, or they 
don’t want an adding machine, or some- 
thing else, but that doesn’t change the 
fact that they need these things. So there 
is a difference between wanting and need- 
ing things. 

Good “Copy” Can Be Written 

It seems to me that advertising can be 
written that will be so strong and so con- 
vincing in character that it will cause 
men to send for the life insurance man, 
because they will realize that it is more 
dangerous to be without life insurance 
than fire insurance and that far more 
serious consequences will result from 
neglect of life insurance than would re- 
sult from neglect of fire insurance. A 
man’s business might burn and he could 
live to build another one, but if his life is 
gone, everything is gone, and in most 
families when the head is gone the en- 
gine is gone, and while of course the per- 
sonal loss is great, in any event, yet the 
personal suffering is much greater where 
a& man has not had the foresight to pro- 
tect his family with life insurance. 

Then again, life insurance needs adver- 
tising and publicity, because there are 
many people who distrust insurance since 
the New York investigation. Advertising 
would be the greatest factor in restor- 
ing confidence. Some people lack confi- 
dence largely from the big figures that 
are printed. It is beyond them to under- 
stand and not understanding they don’t 
take insurance. 

Never Buys Till Convinced 

A man never buys until he is convinced. 
He is not convinced until he understands. 
He won’t understand until you talk in a 
Way that anybody without an education 
can understand. You won’t have to worry 
about the educated talk so the uneducated 
can understand. It has always been a 
cardinal point with me in teaching sales- 
men that unless a prospect understands, 
he doesn’t buy, but he doesn’t always 
admit that he doesn’t understand, because 
human beings are proud and we don’t like 
to admit that we don’t understand a thing 
after it is explained to us. We think we 
exhibit a certain amount of ignorance. 
That is where so many salesmen fall 
down. They don’t talk in a way that peo- 
ple can understand. People don’t tell the 
salesman they don’t understand, but they 
don’t buy. 

In advertising I go on the theory that 
in order to make a thousand sales you 
must appeal to a million minds, and you 





must keep on appealing to these minds. 





You should make your insurance copy so 

Plain that people will realize that they 

need insurance, and after you convince 

them that they need it, they will want it. 
We Forget Easily 

It is necessary to keep up this adver- 
tising, because we forget easily. Our 
minds are filled with a thousand things 
every day and one of the hardest things 
to find is yesterday’s newspaper. If you 
don’t think so, try to find one. As my 
good friend, Colonel Lafe Young, of Des 
Moines, has said: “Every man, woman 
and child in this country knows that a 
railroad crossing is dangerous, but the 
railroads don’t take down their ‘Stop, Look 
and Listen’ signs.” The same thing is 
true of advertising in general business— 
we must keep up the warning to the peo- 
ple; we must keep telling the people that 
we are in business, and must keep tell- 
ing them that they need what we have 
to sell. 

Another reason why the insurance busi- 
ness should be advertised is that you can 
say things about insurance that will be 
convincing in advertising copy which you 
cannot very well say face to face. There 
are some things that would be embarrass- 
ing to say to a man as an individual that 
you can say to him in print as one of the 
community. 

What Can Be Said in Print 

You can make him realize in print that 
he is false to all that is good in man if 
he neglects to protect his family with in- 
surance, and you can tell him that he is 
not half a man who will live up in good 
living all that his brains and hand can 
make, and fail to care for his loved ones, 
when he is gone, by a proper amount of 
insurance. Much of this you could say in 
print, but very little of it face to face un- 
less you knew the man very well, and 
even then it would not be considered good 
taste or good judgment. 

The public needs education about insur- 
ance. Write and talk from the public 
point of view. It is all right in insur- 
ance copy to talk about paid-up features, 
impossibility of default, and to show why 
the company is strong, and why the poli- 
cies will be paid, but above all the most 
convincing thing to me about insurance 
would be to point out the benefits that 
others had received. 

Difficult Salesmanship 

Life insurance comes under the heading 
of difficult salesmanship because you 
must appeal to a man’s good qualities, his 
unselfishness, his love of family; because 
he must die to realize on his insurance, 
and then someone else gets it, and be- 
cause when he signs his checks for the 





premiums, he sees no visible returns. I 
cannot conceive how any man can go 
without an adequate amount of life insur- 
ance, and I honestly think that if there 
are not as many people taking life insur- 
ance as should, it is the fault of the 
insurance companies themselves; they 
have not created an impression favorable 
to life insurance in the public’s mind. 

I dwell on this matter of advertising 
because I think it is the one weak thing 
in the insurance business—that the copy 
is not of a convincing character and that 
there is not enough of it. 

When it comes to the salesmanship re- 
quired to sell life insurance, I believe 
that there is no other business or profes- 
sion where personality counts for as much 
as it does in the life insurance business. 
The life insurance man must win the con- 
fidence of his prospect in both himself 
and his company, because I believe that, 
after all, one gives insurance largely on 
the confidence one has in the man solicit- 
ing it. Most business men are too busy 
to look into the detailed merits of each 
proposition laid before them, the financial 
responsibility of the company, whether or 
not they are all they say they are in the 
printed statements, and he must rely 
largely on his confidence in the integrity 
of the men soliciting the insurance. 

How to Get Salesmen 

I believe most of the men here are men 
who employ the men who do the solicit- 
ing, and I was requested to say some- 
thing here upon how to get salesmen. 
The question of getting life insurance 
salesmen and handling them is the same, 
of course, as getting and handling any 
other salesmen, and it all comes under 
the heading of employment, training and 
supervision. 

never claimed to be an expert on 
sizing up men and never claimed to be 
successful in hiring a majority of men 
who would succeed. There are, of course, 
certain ways you can size men up in in- 
terviews. I believe that every man’s char- 
acter is reflected in his face, particularly 
in his eyes, and I think that we want to 
judge men largely by the way they talk, 
by the way they act, by the way they look 
at us, their willingness to listen as well 
as to talk, and all that sort of thing, and 
it is pretty difficult for me here in a few 
minutes’ time to tell you how to do this. 
I always make it a point never to employ 
unsuccessful men if I can help it, because 
if men were unsuccessful in other busi- 
nesses I have no reason to believe they 
would succeed in our business. I never 
employed unsuccessful men and expected 
them to succeed, for the same reason that 
I never broke an egg at one end and found 
it bad and then broke it at the other end 
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and found it good. I usually found it 
pretty much the same all the way through. 


Letters of Recommendation 


I never went much on letters of recom- 
mendation because I have found that the 
man who has the greatest number of let- 
ters needs the most. I don’t believe in an 
application blank so long that it wants 
the history of the man’s life from the time 
of his birth to the date of application. 
There is certain information we do want 
about a man’s past history and I have 
found it of great value to find out what 
he has been doing and to find out just how 
he has spent his time since he left school 
or college, and I have found it of advan- 
tage to find out why he left different 
places of employment. I have found that 
one of the best references a man can get 
is to write to the local banks in the town 
in which the man lives, and particularly 
if it is a small town, and as a rule they 
can come pretty near telling you how the 
man stands at home, and while it always 
doesn’t necessarily follow that his char- 
acter and habits are all right because he 
stands well at home, yet as a general 
proposition it is true. 

Good Men Don’t Go in Droves 

I never believed in advertising for a 
great number of men, because I have 
found that good men don’t go where men 
are wanted in droves. If I needed ten 
salesmen I would only advertise for one 
or two, because you will probably get 
many times ten applications and you can 
easily select ten men from the number 
who apply, but if you go out and adver- 
tise that you want ten men, or twenty-five 
men, it doesn’t look like a very staple 
proposition. 

I never believed in advertising for men 
under a fictitious name or to ask them 
to reply to ABC, care Herald office, or 
anything of that kind. I believe if your 
business is decent and the employment 
respectable, that you ought to sign your 
own name to the advertisements for men, 
because good men are attracted largely by 
the character and standing of the con- 
cern who wants to employ the men. So 
much for the employment of men. 

Training Valuable in Life Insurance 

Next to employing good men is the 
importance of training these men. I be- 
lieve many a man who failed would have 
succeeded if he had had the proper train- 
ing. I can conceive of no business where 
training would be quite as valuable as it 
would be in the life insurance business. 
You can teach your salesman so much 
about the business, that will put them 
six months or a year ahead of where they 
would be if they depended upon their 
own ability to pick up this knowledge 





from their daily experience. I have always 
been impressed with the insurance man 
who knew his business and who didn’t 
have to go to the main office to be able to 
answer a question put to him. Proper 
training will equip him to meet nearly all 
objections. 

Now after men are employed and prop- 
erly trained, they need supervision. That 
is where the ability of the manager shows 
itself. It is his ability to deal with dif- 
ferent temperaments and handle each one 
successfully. In that connection I have 
found that words of praise are just as 
necessary as words of censure or criti- 
cism. It is the duty of the manager to 
know when to apply either one. I always 
believed in publicity of salesmen’s work, 
because men will often work for honor 
where they won’t work for money. They 
like to stand at the head of the list and 
they work harder to have their name 
printed at the top, or near the top, merely 
because it is printed and sent out, than for 
any other reason. 

I believe in offering prizes for good 
work when the business is of such charac- 
ter as justifies it. 

Principal Qualities Necessary 

After all, the question of success or 
failure as a salesman in the life insur- 
ance business is one of personal equation, 
the same as in anything else, and there 
are certain well-defined qualities that make 
for success in any business. I have given 
considerable thought to these qualities 
and I believe that the principal qualities 
necessary to success on the part of any 
man in business, regardless of his voca- 
tion, are about as follows: 

Health. 

Honesty. 

Ability. 

Initiative. 

Knowledge of the business. 

Tact. 

Sincerity. 

Industry. 

Openmindedness. 

Enthusiasm. 

Now when I say he should have health, 
I do not mean that you want to go to the 
extreme of interfering with a man’s pri- 
vate life and telling him what he should 
eat and drink, or anything of that kind, 
but I believe that in the selection of men 
the question of health should enter large- 
ly, because in my own experience I have 
always found that a healthy mind is bet- 
ter nourished in a healthy body than oth- 
erwise. The man who has health of the 
body is surer to have a healthy mind than 
the one who has not bodily health. 


Things Salesmen Shouldn’t Do 


Into this question of a salesman’s health 
enter the things he shouldn’t do. There 





is hardly a salesman in the country today 
but isn’t doing something that is injur- 
ing his health. The greatest thing that 
bothers us all is our habits. I refer par- 
ticularly to the subject of eating, drink- 
ing and smoking too much. 

A salesman’s mind should be on the qui 
vive all the time. Just like a race horse, 
he should be ready to go when the bell 
sounds. Now every man knows he is bet- 
ter off if he doesn’t drink at all. I don’t 
think that drinking ever benefited any 
man, and the same thing applies to smok- 
ing, but there are some of us who can do 
these things temperately and are not 
much harmed by it. But if a man wants 
to take a drink or two he should not do 
it in the daytime. A business man partic- 
ularly should not take a drink until after 
6 o’clock in the evening. We see very 
much less drinking in the daytime now 
than ten years ago, and I am very glad 
of it, because as business men we have 
no right to do that thing in the middle of 
the business day which will in any way 
interfere with our efficiency for our aft- 
ernoon’s work. I know of nothing that 
will so unfit a man for business as a drink 
or two in the middle of the afternoon. 

Salesmen, above all others, if they feel 
they must drink, should not do so until 
after 6 o’clock at night. The man who 
will stick to this rule will have more dol- 
lars in the bank at the end of the year 
than the man who does not. I speak from 
experience, like the man who says: “It 
pays to be honest because I have tried 
both ways.” 


Question of Honesty 


In speaking of honesty I don’t refer to 
it in the baser sense, because a man is 
nothing short of a fool nowadays who is 
not absolutely honest. But honesty goes 
further than just what a man does. Hon- 
esty means what a man thinks as well as 
what he does. After all, gentlemen, there 
is only one man in the world who knows 
whether a man is honest, and that is him- 
self. Our wives think we are honest, and 
whether we are or not, it is a good thing 
to keep them thinking that way, but they 
could not prove it to save their souls. 
Whether you are honest or not is some- 
thing that only you in the depths of your 
heart can tell. But I give it to you as 
good sense, and business logic that -hon- 
esty in all things must be the rule of all 
men if they are going to succeed. I tell 
you it is a good thing that some men are 
dishonest, because if they were honest, 
coupled with their natural ability, you and 
I wouldn’t have much of a chance. 


Only Different in Brain Power 


In regard to ability, I have found in my 
limited experience that most men have 





two arms, two legs, two eyes, two ears, a 
nose and a mouth, and considering their 
height, they weigh about the same. Now 
what makes the difference between one 
man and another? Nothing but brain 
power. That’s all. One man has devel- 
oped his brain further than the other. If 
all men were created equal in brain power 
they would not remain that way. You 
remember the parable of the talents? 
Some of us are so afraid that what we 
have will get away from us that we wrap 
it up in a napkin and keep it and we have 
that talent always, but never add to it. 

It has been my experience that there 
are but three kinds of men in the world— 
first, the kind you have to tell once to do 
a thing and you can bet your life it will 
be done. The second is the kind you have 
to tell three or four times, and the third 
is that great business producing, creative 
lot of men who don’t have to be told at 
all. They have initiative. They know 
what to do and they go ahead and do it. 
Dewey had initiative when he cut the 
cable at Manila, because he was on the 
ground and knew better what to do than 
the men at Washington did. 


Knowledge of the Business 

On the question of knowledge of busi- 
ness: I have always noticed that the law- 
yer who reads the most law books and 
keeps up to date on law is, as a rule, the 
best lawyer. The insurance salesman who 
can tell you offhand how much insurance 
should cost at your age always makes a 
favorable impression. Similarly, the hard- 
ware salesman. I know the statement that 
“salesmanship is a profession” is worn 
threadbare, but it is true nevertheless. A 
man ought to have all the knowledge of 
his business that he can possibly obtain, 
keeping in mind the old saying that 
“knowledge is power.” 

I remember once of being in Germany at 
a salesmen’s convention, and there was 
one man there who had been banner agent 
for three years in succession. In award- 
ing him the prize at the convention I 
asked him to tell the other agents why he 
had led all the rest for three years. He 
could not have answeréd better if he had 
talked all day, and yet he answered in 
practically one sentence, when he said, 
“I defy anyone in all Germany to ask me 
a question about my business that I can- 
not answer.” That was the great secret 
to his success, 


What Tact Is 
Tact, the next quality, is that rare trait 
which enables a man to know how to deal 
with his fellow men. Tact is something 
it is pretty hard to give a man. He must 
cultivate it himself. Some people mis- 
take tact for “jolly.” A man who can 
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olly you into something isn’t always tact- 
ta. es is merely expedient. He had done 
the most expedient thing at this time, per- 
haps, but he probably hasn’t been honest 
with you. So don’t mistake the thing. 
Tact would not jump out of a window un- 
less he saw a soft pillow at the bottom. 
It is pretty hard to describe it, but we all 
know that tact is a great quality to pos- 


sess. 
ee Hates a “Jollier” 

Sincerity is that rare quality which not 
only caaieee friends, but holds them, You 
can tell from the way men talk whether 
they are sincere or not. Men are affect- 
ed by everything you say or do. You 
know that throwing thoughts at a man is 
nothing more nor less than throwing 
something tangible at him. Now, gentle- 
men, I claim it is impossible to throw in- 
sincere thoughts at a man and have him 
eatch sincere thoughts. It is just as im- 
possible to do this as it is impossible for 
me to throw a hammer at a man and have 
him eatch a monkey wrench; if he catches 
anything he will catch the hammer, and I 
say that men are unconsciously affected 
by the sincerity or insincerity of the men 
they are dealing with; so I believe in be- 
ing sincere in all things. Insincerity has 
taken a few orders, but insincerity never 
held a job long. 

I admire a sincere man and so do you. 
I hate a jollier. It is your friend who 
criticises you, and your enemy who filat- 
ters you. Your friend is sincere, wants 
to improve you and tells you where you 
are wrong. But the man who tells you 
that you are the best fellow on earth 
when you are wrong, isn’t your friend, 
because he is encouraging you to con- 
tinue to do things that aren’t right. 
Therefore, accept criticism, because it is 
your friend. 

“Always on the Job” 

As regards industry, I think the man 
who coined that sentence, “Always on the 
job,” did a good day’s work, because in- 
dustry is a great thing. Keep busy. Keep 
your clerks busy. Teach them to do their 
work right. 

Openmindedness is the willingness to 
take suggestions. The man who knows it 
all is standing on a banana peel placed 
there by a fool-killer who is = just 
around the corner. The man who is not 
openminded will get into a rut, and, after 
all, gentlemen, the only difference between 
a rut and a grave is the width and depth. 
We should all be willing to receive sug- 
gestions. The day is long past when 
salesmen used to resent suggestions. 
Most.salesmen accept them nowadays. 
have heard of cases where men have made 
suggestions to a superintendent or a man- 
ager and he has told them that that was 
his business and has gone so far as to 
“fire’ them for interference. The man 
who is doing the work every day is the 
man who is best of all and able to tell 
you how to improve it. I would just as 
soon be stopped by a janitor, as by a gen- 
eral manager, because the chances are 
ten to one that the janitor knows more 
about the things he wants to tell me 
about than the general manager does. So 
I say if we are to progress we should 
solicit and gladly receive suggestions. 

Enthusiasm Fuses All 

As to enthusiasm, a man might have 
honesty, health, ability, initiative, knowl- 
edge of the business, tact, sincerity, in- 
dustry and openmindedness, but without 
enthusiasm he would only be a statue. 
Enthusiasm is the white heat that fuses 
all of these qualities into one effective 
mass. To illustrate enthusiasm: I can 
take a sapphire and a piece of plain blue 
glass and I can rub the plain glass until 
it has a surface as hard as the sapphire, 
but when I put the two together and look 
down at them I find that the sapphire has 
a thousand little lights glittering out of 
it that you cannot get out of the blue 
glass if you rub it a thousand years. 
What those little lights are to the sap- 
phire, enthusiasm is to the man. 

I love to see enthusiasm. A man should 
be enthusiastic about that in which he is 
interested. ike to go to a ball game 
and hear a man “root” for the home team, 
and it never bothers me a bit, because I 
know that that man has enthusiasm. He 
has interest. I would not give two cents 
for a man who works for money alone. 
The man who doesn’t get some comfort 
and enthusiasm out of his daily work is 
in a bad way. Some men are almost irre- 
sistible—you know that—it is because 
enthusiasm radiates from their expres- 
sion, beams from their eyes and it is evi- 
dent in their actions. Enthusiasm is that 
thing which makes a man boil over for 
his business, for his family, or for any- 
thing his heart is in. So I say, enthusi- 
asm is one of the great things a man 
can have. 


Some Faults of Insurance Men 


Some of the faults of insurance men I 
have met are as follows: 

(1) They are entirely too technical. 
They will talk about things they under- 
stand but that the prospect knows noth- 
ing about, such as endowment, tontine, 
old line, straight life, etc. 

(2) They are over-persistent. Some do 
bore busy business men because they 
don’t know when to make the approach 
or to leave the prospect. 

8) There is too much “knocking” 
among life insurance men. “Knocking” 
never pays. knocker, properly de- 


A 
scribed, is a thing that hangs outside a 
It doesn’t pay to “knock” a com- 


door. 








petitor. If you are asked about some 
other insurance man’s proposition, say 
something favorable about it and then 
show the advantage of your own policies. 

(4) Over-selling. Trying to sell a man 
more insurance than he can properly car- 
ry, which often results in great harm to 
the insurance business. 

(5) Some salesmen don’t give the other 
fellow a chance to talk at all. Many men 
5 § sell themselves if not talked out 
° 


(6) Too many propositions and options, 
which are confusing. 

Leave Details to Other People 

Now, gentlemen, I have outlined briefly 
some of my theories and experiences with 
men. Now those of us who handle other 
men should bear in mind that it doesn’t 
make so much difference what we do our- 
selves as what we get done. The most 
important thing is to organize ourselves— 
make ourselves do the important work. 
We succeed only in proportion as we get 
the best work from other people. So I 
say, let’s not drive tacks with a sledge 
hammer. Let the people who are carry- 
ing tack hammers do tack-hammer work. 
If you are carrying a sledge hammer, do 
heavy work. Do only the most important 
things in your business. Leave the de- 
tails to other people. 

One of the things that must be avoided 
in salesmen is to keep them from getting 
into a rut, because they are doing the 
same work all the time and they are Table 
to get into a rut, and do you know, gen- 
tlemen, that the only difference between 
a rut and a grave is the width and depth? 
That is all, and we graduate from the one 
into the other as a rule. 

Decency Is Popular 

I believe that the methods of doing 
business have changed wonderfully in the 
last five years, and I am very thankful 
that I am able to live at a time when 
decency in business is not only the right 
thing, but the popular thing. There never 
was a time when our code of ethics in 
business was as high as it is at the pres- 
ent time, and we want to see that it 
remains so. It doesn’t make any differ- 
ence who is responsible for these new 
ideas about proper methods of doing busi- 
ness, and it doesn’t make any difference 
how much censure has been heaped upon 
certain of these men in the past, the fact 
remains that business generally is better 
off with the house-cleaning of the last few 
years; that business men have a better 
understanding of what are legitimate 
business methods, and I say that it is a 
mighty good thing that we have had this 
cleaning and understanding of what is 
right and wroing in the insurance busi- 
ness, as well as in all other businesses. 

Carry Out the Things Learned 

In conclusion, I congratulate you upon 
being able to get together and discuss 
problems of mutual benefit, and I can 
see great good coming from gatherings of 
this kind. After all, we are a part of all 
we meet, and this convention of yours 
will be a success only in so far as you go 
ahead and carry out the things learned 
here. You are certainly in a great busi- 
ness—a business in which you can feel 
that you are making money, but you are 
doing a great deal of good besides—and, 
there is nothing equal to a business where 
you can feel that you do no one harm 
while you are making your money, but on 
the contrary, do a vast amount of good to 
men while they live, but a greater amount 
of good to those dependent upon them 
after they are gone. I thank you. 


REYNOLDS A RESERVE FORCE 


President J. B. Reynolds of the Kan- 
sas City Life, one of the “original 
founders,” went off the executive com- 
mittee this year after a long service 
but this does not mean that he gives up 
his interest in convention matters. Mr. 
Reynolds is one of the “reserve forces” 
of the association and is always on 
hand whenever a ready mind and a 
quick eye are needed. He was one of 
those who made the good fight in the 
early days, and he may well take pride 
in his achievement in building up the 
Kansas City Life to its present pro- 
portions. His lieutenant, Secretary T. 
W. Fleming, is also an able man and 
has had a good part in the constructive 
work that has been done. ° 


Randall a Big Man 

E. W. Randall, president of the Min- 
nesota Mutual, is one of the big men of 
the Northwest, both intellectually and 
physically, with a direct manner which 
is very pleasing. He knows everyone 
in the Northwest who is worth know- 
ing and a few that are not, 2s he put it. 
He has been president of the Minne- 
sota Agricultural Society which stages 
the big Minnesota State Fair. He car- 
ried a rate book himself for twelve 
years in his earlier days and knows 
what he is talking about when it comes 
to life insurance. His company is hav- 
ing a substantial growth. 














STATES THE ADVANTAGES 
HUNT ON NONPARTICIPATING 
President of Cleveland Life 


Comparison of Mutual and 
Stock-Rate Plans 


Gives 





President Hunt of the Cleveland Life 
read a paper on the subject of “Nonpar- 
ticipating Insurance.” He spoke as 
follows: 


Your committee hag assigned to me the 
subject “Nonparticipating Business. In- 
asmuch as the Cleveland Life, with which 
I am connected, writes only nonparticipat- 
ing business, I may with propriety under- 
take to defend it, or contend for it, that 
in my judgment the best interests of all 
concerned, the insurer and insured, are 
served by the nonparticipating form of 
insurance as against so-called mutuality. 

Effect of New York Law 

Since Jan. 1, 1907, domestic mutual and 
stock life insurance corporations of New 
York have been prohibited from issuing 
both participating and nonparticipating 
policies, and this provision of law has 
been adopted by a number of other states. 

The object of the requirement was to 
separate absolutely the two forms of in- 
surance, for reasons which need not be 
enlarged upon on this occasion. In its 
origin all level-premium life insurance 
was nonparticipating, but because of 
more or less untrustworthy tables of mor- 
tality, material changes in the rate of 
interest, and wide variations in the ex- 
pense rate, the actual financial results 
were found to be much more favorable 
than the expected, and as a matter of fair- 
ness and justice, as well as business pol- 
icy, the accumulated surplus, wholly or in 
part, was returned to the policyholders, 
whose premium payments had brought 
such surplus into existence. 

Return of Overcharge 

The distribution of surplus accumula- 
tions in the form of so-called dividends 
conforms to the principle of participation 
in what is erroneously called profits, but 
what is actually an overcharge in the 
premium to provide for emergencies, con- 
tingencies, or technical defects in the 
underlying calculations of the premium 
charge. 

Practically from the outset, at least in 
the case of life insurance companies of 





the United States, the factor of uncer- 
tainty was clearly recognized, and poli- 
cies on both plans of insurance were 
issued—that is, policies on the Yael 
ing and on the nonparticipating plans. 
Some of the companies commencing busi- 
ness during the early part of the nine- 
teenth century, however, issued only non- 
participating policies, while others vol- 
untarily converted their nonparticipating 
contracts into participating policies by 
the declaration of bonuses, additions, or 
so-called dividends. (See Fowler’s His- 
tory of Insurance in Philadelphia, p. 651.) 
Rise of Mutual Insurance 

The rise of mutual insurance had its 
origin partly, if not largely, in the tech- 
nical difficulty of calculating premium 
charges consistent with equity and safety 
on account of the entire absence of trust- 
worthy mortality tables for the United 
States or any part thereof. There were 
no life tables for the population as a 
whole, nor had there been sufficient life 
insurance experience to permit of the cal- 
culation of low premium rates consistent 
with entire safety to the insurance com- 
pany and its policyholders. 

During the half century following the 
rise of modern mutual insurance in the 
United States a large amount of actual 
mortality experience caine into existence, 
contributed by both the mortality data of 
the general population and the experience 
data of life insurance companies. 

Coincident with the ascertainment of 
the probable true rate of mortality among 
insured lives, the financial basis of life 
insurance has improved to such an extent 
that wide fluctuations in the future rate 
of interest are doubtful, but in any event 
they are adequately provided for by the 
nature of the investments and the accu- 
mulations of a sufficient contingency re- 


serve. 
Limitations of Expense 

In addition to more trustworthy mortal- 
ity data and more reliable elements of 
finance, a veritable revolution occurred in 
life insurance administration by the limi- 
tation of the expense factor under the 
New York insurance laws of 1906. One of 
the chief factors of uncertainty in the 
cost of transacting the business of life 
insurance has been the wide fluctuations 
in the expense rate, due to extreme and 
often unfair competition. New compa- 
nies, in their eagerness to rapidly accu- 
mulate a considerable amount of new 
insurance, frequently paid excessive com- 
missions to agents, and otherwise in- 
curred large expenses inconsistent with 
a sound theory of insurance administra- 
tion and finance. The older, larger and 
more conservative companies, therefore, 
were frequently compelled to meet com- 








Participating and 


AETNA LIFE INSURANCE CO. 


OF HARTFORD, CONN. 


ISSUES BOTH 


Life and Endowment Policies 


Non-Participating Term Policies 


Non-Participating 








q Agents will find that the policies of this Company 
cover a wider range and provide greater benefits 
than others, and are therefore easiest to sell. 


q Experienced and successful men, also successful 
men without life insurance experience, may find 
satisfactory opportunity with the AETNA LIFE. 








T. B. MERRILL, 
134 Monroe St. 





ADDRESS 


FRANK BUSHNELL, Agency Secretary 
HARTFORD, CONN. 


OR 


Sup’t of Agencies 
CHICAGO 

















September 28, 1911. 


AMERICAN LIFE CONVENTION NUMBER. 


13 








petition of this kind by an increase in the 
rate of agency compensation, all of which 
resulted in wide marginal fluctuations 
possible only in a participating business 
with larger gross premiums than the 
needs of the business actually called for. 
Companies Compelled to Choose 

The New York law of 1906 (sec. 102) 
prohibited companies issuing participating 
policies after Jan. 1, 1907, from doing a 
nonparticipating business; and, likewise, 
companies electing to do a nonparticipat- 
ing business were by the section referred 
to, prohibited from writing participating 
policies. Required to elect one or the 
other plan, a large number of stock com- 
panies gave preference to the nonpartici- 
pating method as being more consistent 
with the transaction of life insurance 
through stock or proprietary companies. 

Until the required separation was made 
in conformity to the law of New York 
(subsequently adopted by a number of 
other states) only a relatively small 
amount of nonparticipating business had 
been written and, in fact, the writing of 
such business had been distinctly dis- 
couraged by the payment of much lower 
commissions than those paid to agents 
writing policies on the participating, and 
— the long deferred dividend, 
plan. 


Growth of Nonparticipating Business 

According to the returns made to the 
New York department for thirty-two iden- 
tical companies for the four years ending 
with 1909, the amount of nonparticipating 
insurance has increased from $2,525,000,- 
000 in 1906 to $3,547,000,000 at the end 
of 1909. While in 1906 the nonparticipat- 
ing business constituted 20.3 percent of 
the total amount of insurance in force 
with the thirty-two companies referred to, 
the proportion of nonparticipating busi- 
ness in 1909 was 25.7 percent. There has, 
therefore, been a corresponding decline 
in the proportionate amount of partici- 
pating insurance from 79.7 percent of the 
total in 1906 to 74.3 percent at the end 
of 1909. The thirty-two companies re- 
ferred to represent over 95 percent of the 
total insurance in force with legal re- 
serve companies in the United States. 

Participating Gain Smaller 
While the nonparticipating business of 
thirty-two companies increased from $2,- 
525,000,000 in 1906 to $3,547,000,000 in 
1909, or 40.5 percent during the four years 
under observation, the participating in- 
surance increased only from $9,924,000,- 
000 in 1906 to $10,244,000,000 in 1909. In 
other words, the actual net increase in 
nonparticipating insurance from 1906 to 
1909 was $1,022,000,000, while the actual 
increase in participating insurance was 
only $320,000,000. It requires to be stated, 
however, that these returns include indus- 
trial insurance. 
Exact Knowledge of Cost 
Among the causes of this remarkable 
development in nonparticipating insur- 
ance is obviously the incontrovertible fact 
that the minds of the insuring people had 
been prepared for a form of insurance 
under which a man knows positively in 
advance exactly what the cost is to be, and 
that instead of paying an excess premium 
for the privilege of having an uncertain 
amount returned to him in later years, he 
can get insurance from the outset at a 
rate which is fixed at the lowest -possible 
point consistent with absolute safety. 
The fundamental principle of insurance is 
protection, and it is only by means of 
the nonparticipating policy that a policy- 
holder can get the maximum amount of 
protection for his money from the mo- 
Ment he pays his first premium. 
Comparison of Rates 

For illustration, at age 35 the average 
whole life participating rate of ninety- 
two American companies in 1910 was 
$27.21 per $1,000 of insurance. The cor- 
responding nonparticipating rate charged 
at this age by sixty-four companies was 
only $22.50. The maximum participating 
rate charged at age 35 was $28.38, while 
the maximum  nonparticipating rate 
charged was $23.89. The minimum partic- 
ipating rate charged was $25.68, while the 
minimum nonparticipating rate charged 
Was $21.56. = 

The percentage of excess of participat- 
ng over nonparticipating rates is larg- 
est at the younger ages but diminishes 
gradually from 21.9 percent at age 25 to 
18.56 percent at age 55. The actual dif- 
erences in the actual premium rates in 
favor of nonparticipating insurance in- 
crease from $3.74 per $1,000 at age 25 to 
9.29 at age 55. 


More Purchasing Ability 
ar fact that at age 35, for illustration, 
€ average participating rate is 20.9 per- 
nt higher than the nonparticipating rate 
ad equivalent, of course, to an immediate 
i vantage of a purchase of a correspond- 
ng proportion of additional insurance on 
obi, nhonparticipating plan. Since the chief 
povect of all life insurance is the largest 
ae amount of personal or family 
ati; ection, it is obvious from a consider- 
Po ©n of the foregoing facts, which admit 
pret, dispute, that the coefficient of such 
~ ection is actually and relatively much 
> sed in nonparticipating insurance than 
nsurance on the participating plan. 

to Cost in the Long Run 
answer to the argument in favor of 
abarticipating insurance, that it pro- 
t €S at the outset a much larger amount 
nsurance protection, it is sometimes 









































said that in course of time, or after a 
variable period of years, the net advan- 
tage in cost lies, after all, with insur- 
ance on the participating plan. Grant- 
ing that in the case of some companies, 
or a fair proportion of the same, this 
may be true, it requires to be considered 
that the primary object of all life in- 
surance is not cheapness, but the larg- 
est possible amount of adequate protec- 
tion consistent with absolute security. 

The relatively slight difference in ulti- 
mate cost under certain conditions, and 
only with certain companies, is not a 
conclusive answer to the claim of the 
unquestionable and self-evident advan- 
tages of increased personal or family pro- 
tection, secured through the lower im- 
mediate cost of nonparticipating insur- 
ance. 

Sees Danger in Distributions 

(B) Under present legal restrictions 
practically all participating business is 
written on the annual dividend plan; that 
is, the dividends must be declared at the 
end of each year, and it is obvious that 
there is a grave danger of some com- 
panies, in attempting to show large im- 
mediate returns for the purpose of com- 
petition, to pay larger profits than have 
actually been earned which will neces- 
sitate later retrenchment. 

It is further argued that the surplus 
gains in Sees insurance do not 
accrue to the insured. Leaving out of 
consideration the voluntary concessions 
made by industrial companies to non- 
participating policyholders, it is self- 
evident that an element of business profit 
which is not a consideration in the in- 
surance contract is, in plain language, 
not a matter of concern to the insured. 
If A contracts with B for the delivery 
of a given commodity at a given price 





satisfactory to himself, and at a price 
lower than the prices prevailing at the 
time, it is obviously not a matter of con- 
cern to A if B subsequently realizes a 
larger profit on the transaction than he 
expected when the contractual considera- 
tions were agreed upon. 
Nonparticipating Requires Caution 
Nonparticipating insurance, by its na- 
ture, requires a much larger degree of 
caution and painstaking care in admin- 
istration than insurance on the participat- 
ing plan. In former years, when only 
a small amount of nonparticipating in- 
surance was transacted, the selection was 
almost invariably against the company, 
with the result that nonparticipating 
business in actual experience proved less 
profitable and was otherwise less satis- 
factory than insurance on the participat- 
ing plan. However, under the changed 
conditions, and with a much broader field 
to draw upon, the business of nonpar- 
ticipating insurance has been lifted im- 
measurably above the business of par- 
ticipating insurance in the _ required 
greater care in risk selection and in the 
employment of every possible safeguard 
against imposition and fraud. 
Consequences More Serious 
Where the margin between gain and 
loss is so small, as in the case of non- 
participating insurance, losses resulting 
from lack of care in selection are natur- 
ally of much more serious immediate con- 
sequence than in the case of participat- 
ing companies making annual adjust- 
ments in their relations with their policy- 
holders who pay participating premiums 
of from 15 percent to more than 22 per- 
cent in excess of nonparticipating pre- 
miums. 
Finally, it. may be pointed out that the 





net returns on the stock of proprietary 
life insurance companies reporting to the 
New York insurance department during 
1909 were 7.6 percent, and the aggregate 
sum paid out in dividends was only $843,- 
980, or a sum equivalent to only 0.5 per- 
cent of the total disbursements to the 
policyholders of the companies transact- 
ing business on the proprietary plan. 


Solution for the Puture 


It is to be conceded that it is an open 
question as to how, in course of time, the 
problem of accumulation of surplus will 
be settled, a surplus not in law the prop- 
erty of the policyholders, and perhaps not 
in equity the property of the stockhold- 
ers, but it is most likely that the diffi- 
culty will be solved by the payment of 
voluntary concessions to the holders of 
nonparticipating ordinary policies, as al- 
ready has been the case with nonpartici- 
pating industrial policies. The final solu- 
tion of this question is not one of serious 
concern to policyholders at the present 
time, and its ultimate settlement has no 
bearing upon the problem as to how the 
largest amount of safe insurance can be 
secured at the lowest possible current 


cost. 
Advantage of Certainty 

In this respect nonparticipating insur- 
ance has immeasurable advantages over 
participating insurance, and the nonpar- 
ticipating policyholder is placed in a 
position where he knows absolutely the 
cost of his insurance protection, not only 
for one year, but for all the years for 
which the insurance will be in force. If, 
in course of time, additional advantages 
should accrue to him he would derive a 
benefit which need not enter into the 
consideration of the taking out of non- 
PerSeeeuns insurance at lowest current 
cost. 
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DISCUSSES LEGAL PHASE 


RELATION WITH DEPARTMENTS 


Guilford A. Deitch of Indianapolis Tells 
of the Rights of Insurance 
Commissioners 


“The Life Insurance Company and 
the Insurance Department” was the ti- 
tle of a paper by Guilford A. Deitch, the 
Indianapolis lawyer and editor of the 
Insurance Digest. He dealt with the 
legal powers of the commissioners, 
which are of especial interest now on 
account of recent criticisms of their 
attitude toward the industrial accident 
companies. Mr. Deitch’s paper in part 
was as follows: 


Where supervising officers have been 
clothed with discretionary powers in the 
exercise of their official judgment, either 
in granting, refusing or revoking licenses 
to foreign or domestic companies, their 
judgment is usually final, and cannot 
ordinarily be controlled by mandamus. 


Law Source of Authority 


However, where the powers of such 
officers are limited by statute, the law is 
the source and measure of their authority, 
and they have no discretion beyond that 
expressly conferred upon them. Where a 
foreign company has complied with the 
requirements of the statute, the insur- 
ance commissioner can not arbitrarily 
refuse to grant a license of authority; 
he has no discretion to refuse a license 
in such a case, and mandamus will issue 
to compel him to act. 

Nearly all the states have followed the 
laws of New York which provides that the 
superintendent of insurance is “charged 
with the execution of the laws relating 
to insurance.” A number of states spe- 
cifically enumerate the powers of the 
insurance superintendent or commission- 
er. If the officials of the insurance de- 
partments of the states would be content 
to exercise the authority conferred on 
them by law, there would be no cause 
for the companies to complain against 
them. But are they content to do this? 

Undertake to Dictate 


The court reports throughout’ the 
country include many cases wherein of- 
ficials of insurance departments have un- 
dertaken to dictate conditions other than 
those prescribed by statute, with which 
foreign companies should comply in order 
to obtain license to do business, or in 
order to remain in the state after such 
authority had been granted. 

The court of appeals of Kentucky, in 
wetual Life v. Prewitt, 105 S. W. 463, 
said: 

“The insurance commissioner is the 
creature of the statute. He has no author- 
ity except that which the statute confers 
upon him. In the state of case in which 
the statute authorizes him to revoke a 
license, his discretion, unless exercised 
arbitrarily, can not be controlled by in- 
junction; but when he undertakes to act 
in a state of case in which the statute 
gives him no authority to act, he may be 
controlled by injunction. He is a minis- 
terial officer, and his acts beyond the 
authority conferred upon him by law have 
no force. The law is the source of his 
authority and all of his acts must be 
within the limits of that authority. It 
is the province of the courts to construe 
the statute, and determine the scope of 
his authority.” 


Court Defines Limits 


In the case of L. & L. & G. Ins. Co. et 
al. v. Clunie, 88 Fed. 160, the United 
States circuit court for the northern 
district of California declared: 

“The duty of the [California] com- 
missioner is partly ministerial and partly 
discretionary. With respect to the per- 
formance of those duties in which he 
exercises his discretion in good faith, 
the courts will not review his judgment 
or restrain his action; but the discretion 
he may thus exercise must be legal dis- 
cretion, and within the limitations of 
his authority. He can not act arbitrarily 
or capriciously, or in disregard of the 
established rules of law: and, when he is 
called upon by the court to answer the 
charge that his conduct is illegal, op- 
pressive, and injurious, he should be able 
to present such facts as will clearly show 
that he is acting under authority and 
within the jurisdicition of his office. * * * 
That there have been evils in the ad- 
ministration of the insurance law may 
be admitted; that the defendant believes 
it to be his duty to make the office of 
commissioner efficient and of substantial 
benefit to the public may also be con- 
ceded; but it does not follow that he may 
adopt any course or pursue any method 
that will accomplish the purpose he has 
in view. The law furnishes the guidé 
and regulates the performance of official 
conduct and will be construed as confer- 
ring those powers only which are express- 
ly imposed or necessarily implied.” 

That the discretion of an insurance com- 
missioner in granting or revoking the 
authority of a company to do business 


rule announced by the supreme court of 
Illinois, in the case of the People ex rel 


Traders’ Fire Ins. Co. of New York v. 
Van Cleave, 55 N. E. 698. The court said: 
“It might be said that section 4 in- 
dicates the policy in this state to be that 
no two corporations doing an insurance 
business in the state shall have the 
same or similar names, or names likely 
to mislead the public in any respect; but, 
conceding that to be true, we are at a 
loss to perceive how it can be maintained 
that the superintendent of insurance has 
a discretionary power to enforce that 
policy, in the absence of legislative enact- 
ment authorizing him to do so.” 


Mandamus Will Lie 


The court further said, in holding a 
petition for a writ of mandamus to be the 
proper remedy to compel the issuance of 
the license, that: 
“The general rule is that mandamus 
will not lie to compel a public officer to 
do an act in the performance of which 
he is clothed with the exercise of dis- 
eretionary power. There is an exception 
to this general rule, where it sufficiently 
appears that the refusal to act is arbi- 
trary, or from a motive to accomplish 
his own personal or selfish ends, in other 
words, where there is a palpable abuse of 
his discretion.” 

New Hampshire Case Cited 
In the case of the U. S. Fid. & Guar, v. 
Linehan, 58 At. 956, the supreme court 
of New Hampshire, granting the petition 
for a writ of mandamus and directing the 
 - cpr emmaacaae to issue license to plaintiff, 
said: 
“The duty imposed upon him is to 
carry out the purpose of the legislature, 
judicially ascertained, and that purpose 
does not authorize him officially to pass 
upon the general question of the utility 
of permitting foreign insurance companies 
to do business in this state,” and that 
where the companies comply with the 
legislative requirements, they are ‘“en- 
titled to the license sought as a matter 
of legal right,” and “it only remains for 
the commissioner to perform the minis- 
terial duty of issuing the license, and 
that duty may be appropriately enforced 
in this (mandamus) proceeding.” 

In a similar case, State v. Fidelity & 
Casualty Ins. Co., 41 N. W. 108, the su- 
preme court of Minnesota reached a like 
conclusion. 


Payment of Claims Involved 

That the powers of the superintendent 
of insurance are ministerial except in 
doing those acts of discretion which are 
conferred. by express provision of the 
statutes creating the insurance depart- 
ment is positively declared by the United 
States courts for the district of Kan- 
sas. Because of the refusal of several 
foreign companies to pay claims on the 
death of one Hillman, and after such 
claims had been in litigation for a num- 
ber of years, Superintendent McNall, of 
Kansas, refused to renew the licenses of 
each of the several companies. 

Action was instituted by the Mutual 
Life against McNall and the attorney- 
general to enjoin them from interfering 
with its business in the state, and to pro- 
cure an adjudication that it was entitled 
to a certificate authorizing it to carry on 
business therein. In granting the injunc- 
tion, the United States circuit court fcr 
Kansas, in Mutual Life v. Boyle et al. 
82 Fed. 705, said: 


Strong Language is Used 

“That in relation to the duty of the 
state superintendent of insurance to grant 
a license to transact business in this 
state to any insurance company that is 
solvent and has complied with the laws 
of this state, he has no discretion what- 
ever, and the law is mandatory upon him 
to grant such license whenever the con- 
ditions stated in the law are complied 
with,” and that “the action of the super- 
intendent, in this case, refusing to grant 
a license to transact business in the state 
to a company that he himself admits is 
solvent and to have complied with the 
laws of the state, for the reason con- 
tained in his letter to the agent of the 
insurance company, to state it very mild- 
ly, is arbitrary, and is an assumption of 
authority by a ministerial officer that is 
startling. * * The company having, 
in the judgment of the court, complied 
with all the requirements of the law of 
the state (having demonstrated to the 
entire satisfaction of the insurance com- 
missioner that it is solvent, and tendered 
him the amount of fees required to be 
paid before a license could be obtained) 
it has done all that it could do, or the 
law required of it to do; and the arbi- 
trary refusal of the superintendent of in- 
surance to grant it a license does not, 
in my judgment, prevent its transacting 
business in the state, and consequently 
it should not be interefered with or pre- 
vented from transacting such business, 
for, if the superintendent of insurance is 
without discretion to refuse a license to 
the company upon its compliance with the 
requirements of the laws of the state, it 
follows that if it has so complied with 
the laws in all respects, such compliance 
has the full force and effect of a license to 
transact business, for it has done all it 
po required to do, and all that it could 
o.”" 


Pertinent to Recent Acts 


These decisions are especially pertinent 
to the declared intention of the depart- 


voke or refuse licenses to certain acci- 
dent and health insurance companies un- 
less certain claims are reopened or cer: 
tain officials or employes of the compa- 
nies are discharged. 

The Tennessee law creating an insur- 
ance department, and authorizing the com- 
missioner to refuse or revoke the licenses 
of foreign companies on certain speci- 
fied grounds, further provides in general 
terms, that the power of revocation may 
be exercised where a company “has failed 
to comply with the law,” and where such 
company “shall violate or neglect to com- 
ply with any provision of law obligatory 
upon it.” 

Violation of Contract Obligation 
In North British & Mercantile Co. v. 
Craig, 62 S. W. 155, where the license of 
the plaintiff company was revoked be- 
cause it denied liability on a contract of 
reinsurance after having notified policy- 
holders in a company retiring from the 
state that it had reinsured the outstand- 
ing business of such company, the su- 
preme court of Tennessee, Judges Beard 
and McAlester dissenting, held that the 
statute vested the commissioner with dis- 
cretion to revoke the authority of a for- 
eign company for violation of a common- 
law obligation. In the course of its opin- 
ion, the court said: 

“But it must always be remembered 
that the public functionary of the class 
under consideration can act independently 
of the courts only to the extent that the 
law gives him that power. The law is the 
source of his authority, and he has no 
discretion beyond that conferred. All of 
his acts must be within the limits of that 
authority, and of this the courts must 
finally judge. Though he may undoubt- 
edly and in every instance construe the 
law for himself as to discretionary mat- 
ters actually within the law he can not, 
by interpretation, however conclusive to 
his mind, bring within his discretion any 
matter that is not in fact so placed by the 
law when rightly interpreted by the 
courts. His domain is prescribed by the 
law, and within that domain the discre- 
tion given him is beyond the control of 
the courts. However, it is the province 
of the courts to determine the limits of 
that domain and keep him within its real 
bounds—to construe the law and define 
the limits of his authority in all proper 
cases.” 

In the case of Talbott, Com’r v. Fidel- 
ity & Casualty Co., 22 Atl. 395, decided 
by the Maryland court of appeals, it was 
held that the power of the insurance de- 
partment to refuse to license a foreign 
company was not limited to those causes 
expressly stipulated in the Maryland 
laws, but that by reason of the retaliatory 





law, the provisions of the law of the 
home state of the foreign company were 
to be considered in determining the 
measure of the department’s power in this 
respect. 

Jurisdiction Over Valuations 


The supreme court of Vermont, in Bank- 
ers Life v. Howland, Ins. Com’r., 48 Atl. 
435, denies the right of the insurance 
commissioner to refuse to license a for- 
eign life insurance company on the 
grounds that its reserve was erroneously 
computed. The laws of Vermont (V. S. 
Sec. 4178) prohibit foreign life insurance 
companies from doing business in the 
state unless it has assets, in addition to a 
paid-up capital of at least $100,000, equal 
in amount to its outstanding liabilities 
reckoning the premium reserve on the 
actuaries’ table with interest at 4 percent. 
The plaintiff company issued preliminary 
term policies, and computed the reserve 
thereon for the first year by deducting 
the expenses in obtaining the policies 
from the premium paid. As thus_com- 
puted, its statement showed a sufficient 
amount of assets to satisfy the require- 
ments of the statute. The court held: 
That upon this showing the reserve hav- 
ing been certified by the department of 
the home state of the company, it was 
entitled to a license, and that, the require- 
ments of the statute having been complied 
with, it was not within the power of the 
commissioner to arbitrarily refuse such 
license, and mandamus would issue to 
compel him to act. 

Massachusetts Stands Alone 

In Massachusetts the contrary has been 
laid down. Under the provision of the 
statute stipulating that the commissioner 
“shall each year compute the reserve lia- 
bility * * * of every company author- 
ized to make insurance on lives in this 
commonwealth,” according to the actu- 
aries’ table with interest at 4 percent and 
shall be satisfied that such companies are 
solvent and otherwise qualified under the 
law. The Massachusetts supreme judi- 
cial court in Provident Savings Life v. 
Cutting, 181 Mass. 261, held, that the com- 
missioner’s ruling that preliminary term 
policies should be valued from their incep- 
tion as whole life policies, where he act- 
ed in good faith, was conclusive, and his 
action in refusing license to a company 
for the reason that it had not valued its 
term contracts in this manner could not 
be altered by mandamus proceedings. 

Determining Reserves 

Commenting upon the practicability of 
charging the insurance commissioner with 
the duty of determining the sufficiency of 
the reserve liability of foreign compa- 
nies seeking admission to do business in 
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the state of Vermont, the supreme court 
of that state, in Bankers Life v. Howland, 
supra, said: 

“It has been the prevailing custom for 
the insurance department of every state, 
save Massachusetts, to follow the valua- 
tion of the state under which a company 
is organized, and this is the spirit of our 
law; for while the statute gives the com- 
missioners power to compute the ‘rein- 
surance reserve,’ whatever that may be, 
of a domestic company (V. S. Sec. 4204), 
it gives no like power in the case of a 
company from another state (V. S. Sec. 
4178). The practice is highly approved of 
by Mr. Wright, and he advocated an 
arrangement to that effect. Mass. Ins. 
Repts. (1859-65) 170. Comity between 
the states has sanctioned the custom for 
a generation. It would be an absolute 
impossibility for the commissioners to do 
any appreciable part of the valuation of 
companies doing business in Vermont, but 
organized under some one of our sister 
states, for three of such companies each 
have an insurance of over $1,000,000,000, 
with an aggregate amount of $5,682,000,- 
000. It would be like the mouse not go- 
ing to the hillock, but to the Himalayas. 
No state, save Massachusetts, denies the 
right to the company of computing its 
premium reserve as claimed by the peti- 
tioner. The propriety of the right in that 
state is shown by their legislation when 
they permit certain assessment compa- 
nies, upon their being converted into old- 
line companies, to so value their policies 
for a term of three and one-half years. 
This is enough to show that there is no 
practical objection to the plan.” 


Interference with Expenses 


The management of a _ successful life 
insurance company is a difficult problem. 
The expense of securing business—sal- 
aries of officers and employes and all 
expenditures of moneys might well be 
left to the untrammeled action of the 
directors of the companies. They are 
meeting the competition and they should, 
and do, know better than the average in- 
surance department official, what is best 
for the company. 

The matter of commissions to agents 
has been for many years a matter with 
which the insurance departments have 
interfered. 

The managers of the companies have to 
decide which is the better plan: (1) To 
pay a high initial commission to the gen- 
eral agents with no cash allowance for 
expenses, or (2) to pay a low first year 
commission with a money allowance for 
expenses. 

Advocates will be found among able and 
successful managers of each of these 
plans. 

So long as there is this disparity of 
opinion among successful insurance man- 
agers, I do not believe that the insurance 
departments are warranted in their criti- 
cism of the higher commission, no cash 
advance, advocates. 


Criticism on Publicity 


One of the greatest sources of com-t 
plaint against insurance departments is 
that any criticism they have to make of 
the management of companies is given 
out to the press, to be heralded broadcast 
over the country, before the management 
has an opportunity to either answer the 
criticism or take steps to remove the 
ground therefor. 

Such action on the part of the commis- 
sioners does no good to the public, and 
ean result only in injury to the company 
involved and its policyholders. 

The recent action of the committee on 
accident and health insurance appointed 
by the convention of insurance commis- 
sioners would indicate that the insurance 
departmental officials are not always con- 
tent to merely exercise such rights as 
the laws of their states confer on them. 
I am more than pleased to state that the 
majority of the commissioners did not 
concur in the action of this committee in 
the pulicity given its findings. The super- 
intendent from Illinois, who was a mem- 
ber of this committee, is to be especially 
commended for the manly stand taken 
by him on the floor of the convention. He 
said: “While agreeing with the commit- 
tee in the report as a whole, yet I find 
myself unable to indorse its action in the 
reference to the publicity given the find- 
ings of the examiners. I feel that a mat- 
ter of such importance should have been 
referred to the convention.” 

t Way to Do It 

An instance in point, showing the right 
Way as against the wrong way of correct- 
ing mistakes in the management of com- 
panies: Some years ago when John C. 
Billheimer was insurance commissioner 
in Indiana, he became convinced, in his 
Own mind, that certain practices of the 
life companies of the state should be re- 
formed. Instead, however, of rushing in- 
to print with his opinion and criticisms, 
he called a meeting at his office, of the 
Managers of all the Indiana companies, 
and stated what he considered just ground 
for criticism. 

The whole matter was thoroughly dis- 
cussed, and after several conferences, an 
agreement was reached between Mr. Bill- 
heimer and the companies that was in 
every way satisfactory to all concerned, 
and the reforms recommended and agreed 
to were entered into without any disturb- 
ance of the business of the companies. 

This, in my opinion, was a right way 
raed accomplishing results. If Mr. Bill- 
polmer had pursued the wrong way, which 

am sorry to have to say, has been fol- 





lowed by some department officials, of 
publishing his criticisms first, and seek- 
ing to accomplish his reforms thereafter, 
the resulting harm to the companies and 
their policyholders would have been such 
as they would not have recovered from 
to this day. 
Desire to Work in Harmony 


Every person having to do with the 
management of insurance companies has 
had his “bad hours” with insurance de- 
partments, and can recall instances in 
which the companies have received un- 
just and unwarranted treatment at the 
hands of some department officials. 

I believe that all life insurance compa- 
nies desire to work in harmony with the 
departments, if they were but given the 
opportunity of so doing, but there seems 
to be an opinion rife among the compa- 
nies and the departments that each side 
is the enemy of the other. 

I can see no reason why the insurance 
departments and the life insurance com- 
panies should not work in perfect har- 
mony, and, in the great majority of cases, 
they do so. 

It is only when some official attempts 
to go beyond the law creating his depart- 
ment that bad feeling arises and such 
department comes in for just criticism 
from the companies. Companies are loath 
to go into court to enforce their privilege 
to do business in a foreign state or even 
to protect their rights, feeling that, al- 
though they are sure to obtain a favor- 
able decree, they will incur the enmity of 
the insurance official by so doing. 

“And make us rather bear those ills 


We have 
Than fly to others we know not of.” 





Poverty soon overtakes laziness. 





WOULD NOT TAKE AGENTS 
EXPENSE MEANS COMPETITION 


Secretary Chapelle of Great Western 
Life Advocates Elimination of 
Bidding for Field Men 


In his address on “The Agent—His 
Contract and His Compensation,” Sec- 
retary James Chapelle of the Great 
Western Life of Kansas City made a 
suggestion for decreasing the expense 
of producing business. He advocated 
the adoption of standard agency con- 
tracts and an agreement to use them 
exclusively, and a further agreement 
among the members not to take one 
another’s agents. The safety line for 
commissions and agency expense can 
be determined actuarially and he would 
have the standard contract establish a 
figure within this limit. His address 
was as follows: 

In this country, and notably in our west- 
ern section, where, during the last five or 
six years, new company organizations 
have sprung up in most surprising num- 
bers, the first and paramount question 


which confronts the management is the 
employment of an agency manager. 


Selection of Agency Manager 


Performance of any kind involves prop- 
erly directed energy, and the selection of 
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this agency manager is one of the most 
important things which the executives are 
called upon to decide; it is not a work 
for the untrained and inexperienced to 
undertake, because upon his broad shoul- 
ders will fall the responsibility of con- 
tracting with and developing the agency 
force, whose efforts, and the results 
achieved, will largely determine the wel- 
fare of the company, whose aim is to get 
and to hold. Its two-fold purpose is to 
sell insurance and keep it in force. 

Of necessity this agency manager must 
be a man of deep and broad appeal; he 
must be a keen judge of men; he must be 
thoroughly grounded in the insurance 
business; he must be warm in manner but 
cool in real action; he must be a leader as 
well as a director, and above all he should 
have a tremendous surplusage of energy, 
from whom intense earnestness and enthu- 
siasm fairly radiate until all with whom 
he comes in contact become infected with 
the contagion of his personality, and the 
recalcitrant and lagging agent finds new 
life and involuntarily responds to his 
appeals. He should, therefore, be one 
from the ranks, that he may better know 
the foibles and idiosyncrasies of the men 
under him. This is what he should be, 
but such a man is rare indeed, and the 
company having such service can truly 
be called “blessed.” 

Kind of Agents to Get 

I have thus touched upon the agency 
manager who is, in reality, an agent also; 
and his position is one to which most any 
clean cut, red-blooded progressive agent 
will aspire. But of the agent, the real 
man behind the gun: If he comes to you 
as raw material, he can be so trained as 
to reflect the character and ability of the 
company’s management. If, however, he 
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comes from another company, you prob- 
ably will have to spend some time “‘knock- 
ing the corners” off him, by reason of the 
fact that he always wants to do things 
as they were done by his old company. 

I am of the opinion that a company 
would be better off to take young men, 
new to the business, and train them to be 
company men, if there were any possible 
assurance such agents would remain in its 
employ. But that is not the case. 

How the Good Ones Are Lost 

There are, however, glorious exceptions 
to this rule, but generally, so soon as the 
agent begins to make a record and to be 
felt as a life insurance force in his com- 
munity, his name creeps into the weekly 
or monthly bulletin; his company pub- 
lishes his picture, and through its enthu- 
siastic exposition of the development of 
this young phenomenon, the insurance 
press finally gives his record in type— 
holding him up as an example of what can 
be done by an active, wide-awake man; 
and then trouble begins, because other 
alert agency managers and company offi- 
cials hear of this precocious youngster and 
his mail becomes burdened with offers of 
contracts carrying higher first year com- 
missions, longer renewals, financial assist- 
ance, salaried positions, offers of ad- 
vancement and God knows what-not in the 
inducement line of preferment. This new 
agent may have been months building the 
solid foundation of a good business; he 
may be happy and content and may be 
receiving all the compensation good man- 
agement permits his company to pay. But 
of what avail to the competing company 
in this madly rushing grab for the new 
business? Nothing: “Get the man, and 
get him quick.” You'll more than likely 
spoil a good man, but what of that? Get 
him; and the chase would remind you of 
an affair of the doe and hounds. This 
picture is not overdrawn, and if I could 
reflect the thoughts of the gentlemen who 
compose this distinguished assemblage of 
insurance executives, it would disclose 
plans and schemes without end where- 
with to take, each of you from the other, 
the best he has in field material. 


Some Hot Shot 


As to the treatment of an agent. There 
isn’t any. It’s the agent who treats us 
just as we have trained him by our fool- 
ish and extravagant methods. We talk 
and preach of our great business, of the 
ethics of our splendid profession, when in 
reality, barring notable exceptions, we 
have just about as much ethics as the ad- 
vertising cure-all quack. Money, that 
great lure which we preach about, the 
sacredness of the widow and orphans’ 
trust, so tearfully and feelingly mentioned 
—are all too frequently forgotten when 
it comes to the hiring of men to go out 
in the broad highways of life and repre- 
sent our companies as solicitors. Sup- 
pose, for instance, the widows and or- 
phans, who are our especial and solicitous 
care, could have a share of the thousands 
—nay, millions, which have been advanced 
to agents—how great would be their joy. 

Suppose, for the sake of argument, the 
money advanced last year—just last year, 
1910, mind you—by the splendid young 
companies composing this convention, 
could be passed to surplus account instead 
of dead loss, how much better would be 
our surplus. 


Two Methods of Compensation 


There are only two ways in which an 
agent can be equitably recompensed. 
First, on a straight out commission basis; 
and, second, on the salary plan. If we 
adhere to the commission basis, abjuring 
all pleas for advance money, we shall 
have taken a long step towards solving the 
agent’s compensation problem. Many 
companies advertise and proclaim they do 
not make advances, but I fear there is 
not an executive or manager within hear- 
ing of my voice—nay, in this broad land 
—who will not fall for an advance to the 
right man, and by the right man, I mean 
the stronger personality always to be 
found “some place.” If this statement 
were not true, life insurance would not 





be written, because in every case per- 
sonal suasion and individuality have equal 
rank with the merits of the policies sold. 
The man on a commission basis, abso- 
lutely is his own master; and if he works 
and is successful, he makes money; if 
he is lazy and doesn’t work, he mars the 
face of the whole insurance map by be- 
ing a blot; and he is tne man who can 
generally put in some highty hard licks 
when talking his manager out of money. 
There’s where he shines. 

Successful Salaried Men Bare 


Now, the salaried man—successful ex- 
amples of this type of field worker are 
extremely rare, and the adoption of a 
straight salary plan would greatly disturb 
the present already upset agency condi- 
tion, even though universally adopted. 
The company might calculate that a man’s. 
entire working time is bought and sub- | 
ject to the direction of the company’s | 
supervisors on the salary basis. The 
proposition would appeal only to the ne’er- 
do-well or haphazard agent, and the gen- 
eral trend of his business would of neces- 
sity have to be discounted, because in so 
many instances his desire to make a jus- 
tifiable showing would be apt to over- 
shadow his conscientious scruples and the 
methods he might use would militate 
against the staying qualities of the busi- 
ness he would produce. A stipulated sal- 
ary and commission basis could, perhaps, 
be equitably figured out, but why digress 
from the old and tried pay-for-what-you- 
get-if-you-get-what-you-want plan. 
Good Men Demand Full Pay 
The field man with ability and back- 
bone will demand compensation commen- 
surate with his production upon the gen- 
erally accepted commission basis. On 
the salary plan, if your man is a good, 
progressive, growing field man, you do 
not want to keep him down; and if he is 
@ poor producer, you are bound to lose 
some money on him. The company, on 
this plan is the shock absorber, and when- 
ever the good man has a bad week or 
month, or without consent, splits his 
a the company stands to pay the 
s. ‘ 





Neither you, Mr. Chairman, nor any 
of the distinguished members present, can 
gainsay the statement that the agency 
problem today is in a worse tangle than 
ever—and I fear it is not growing bet- 
ter. But I believe in the eternal fitness 
of things, and I believe we can, 
will, work out our own problem, 
do but go at it in the right proper spirit. 

Cooperation Instead of Competition 

Let this American Life Convention, al- 
most a hundred companies strong, get to- 
gether on this proposition. Suppose we 
take the broad view of life insurance and 
realize that there is ten times as much 
business to be had as can be handled by 
all the legal reserve companies in ex- 
istence today and that the prospective 
field is increasing rather than diminish- 
ing each year. Now, let’s drop this bogy | 
word “competition” and substitute there: | 
fore “cooperation.” It’s a much better 
sounding word, it means more and will do 
more to build the profession along sane 
and right lines than anything you can 
conjure up in your mind. It will be far 
more profitable to agents, companies, 
stockholders and policyholders. 

Would Standardize Contracts 


Further, let us land in the center of 
the altrurian garden in one broad jump. 
Let us standardize our agents’ contracts. 
Almost all, if not all, of the companies 
composing this splendid convention are 
operating on the 3% percent reserve ba- 
sis. Therefore, it can be figured to a 
mathematical nicety just how much com- 
mission can rightfully be paid on first and 
subsequent year’s business. I recommend 
that you, Mr. Chairman, appoint a com- 
mittee of five members of this conven- 
tion to draft two standard contracts, one 
for general agents and one for agents. 
Let these contracts be known as “Ameri- 
can Life Convention” contracts. Let 
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stated. And then let each member agree 
to abide by these contracts, to use only 
them, and, further, not to hire an agent 
of another company of this association 
without that company’s consent. 

Rule Against Advances 

By doing this, at one fell swoop you 
will bring into being one more real, liv- 
ing tangible reason for the existence of 
this American Life Convention. Make a 
rule that advances cannot be given, and 
make a penalty for violation of any of 
these agreements. Then will a tremen- 
* dous load be lifted from your shoulders. 
Then can you direct every atom of your 
energy to the procuring and care of busi- 
ness. Then can you see a big improve- 
ment in your report year by year. Then 
can you satisfy every one—agent, policy- 
holder, and stockholder. Then will you 
place life insurance on a broad, conserva- 
tive business basis; you will elevate it 
to its rightful place in the highest niche 
of professional renown, and in keeping 
with the spirit of the times Then can 
you go out and engage young, forceful, 
virile men, and train them to be your 
men, and you will not be continually 
haunted by the fear that some other com- 
pany will lure them away from you in 
the dark of the night, or when your back 
is turned. 

Same Lines as Clearing House 

In talking this matter over with a 
prominent life insurance journalist, he 
remarked that such a step would be a 
long stride in advance, but he did not 
believe that other companies would agree 
to and abide by any such arrangement. 

I cannot believe he is right. The posi- 
tion I take may seem a strong one, but 
you must agree with me that some de- 
cisive action in this matter is due. 

The banks of any community are mem- 
bers of a clearing house association, and 
this clearing house stands as a bulwark 
of strength to its members. Its word is 
law, and let a member violate any of 
its rules or regulations and admonish- 
ment will quickly be followed by expul- 
sion, unless the admonished bank reform 
its ways and obeys the rules of the clear- 
ing house. And in times of stress this 
same clearing house, through its stronger 
members, will uphold the hands of its 
weaker members, if their record be clear 
and their management fair. 

How It Works 

Why not have this American Life Con- 
vention become the clearing house for 
life insurance companies? Why not 
unite for mutual cooperation and benefit? 
You know when a new bank starts in a 
community, its first act is to arrange for 
its clearings. It cannot be admitted to 
full membership until.it has been weighed 
in the balance and found not wanting, but 
the clearing house will take an interest in 
its affairs, it will keep a close watch on 
its management, a member will clear for 
the new bank and when the proper time 
comes the bank will be admitted to full 
membership. And if it does not come up 
to the requirements of good management 
and sound business principles, it is 
dropped like a hot potato, support is 
withdrawn, and in a very short time the 
bank is among the things that were. 

Now, we attack clearing houses; we say 
they are unlawful, arbitrary, monopolistic 
and in restraint of local trade, but con- 
sider if you please, the chaotic state into 

which finance would be thrown if we 

abolished them. 
Present Condition Chaotic 

What could be more chaotic than the 

Present condition of life insurance with 

nearly 200 companies, all striving for the 

Same end, but all working along different 

lines—doing anything and everything to 

secure agents, spending money like drunk- 
en sailors, violating with our every 
thought the tenth commandment, and 
changing the meaning of the word “com- 
Petition” to “destruction,” and God knows 
—— else in this mad stampede for busi- 
Why not transform this convention into 

a cooperative body to build up all worthy 

companies and discourage the tendency 

by so-called competition each to tear the 
vitals out of other members. Let it be 
known that the agents of the companies 
having our membership must be of the 
highest standard, let it be known that any 
new company desiring to begin business 
ro get a powerful help from this associa- 

on, if its management, personnel, and 
metate deserves our recognition. Let it 

. known that the agents of the compa- 

nies holding A. L. C. membership are each 

company’s most valuable asset and that 
every other member holds that asset as 
sessed as it holds the securities of an- 
other member, and would as soon steal 
he companies’ reserves as to steal its 
agents or its policies. Let us lay deep 
= foundation stones of honesty and busi- 
ay integrity, and I doubt not the com- 
wit of the dawn of a new business era 
will be realized and life insurance will 


truly become th 
the worla, e greatest profession in 





ws Many Went on East 
Many of the delegates, articular] 
these from the south, were pony route to 
tien, York and the east. For this reason 
—_ were quite a number of ladies who 
might not otherwise have attended. 





TELLS NATURD OF TRUST 
HIGH DUTY OF LIFE OFFICER 
President Randall of Minnesota Mu- 


The address of President E. W. Ran- 
dall of the Minnesota Mutual Life was 
on the subject, “Trust Relation of Of- 
ficers to Policyholders.” 
follows: 


The trust relation of officers to policy- 
holders is the soul of life insurance. 

is to life insurance what that mysterious 
and intangible something which we call 
life is to the human body. 
life insurance could not exist. 
than the atmosphere of life insurance: 
it is the thing which vitalizes the breath- 
ing, palpitating organism. The company 
as a legal entity is merely the body, and 
in this body the pervading presence of 
the trust relationship must be felt to the 
very finger-tips, in the brain and heart 
of the company’s home office and in the 
remotest agency, and in every organ or 
particle of tissue between. 


The company from which a living 
sense of this relationship has departed is 
already moribund, and only heroic meas- 
ures can save such a company from 
speedy and complete collapse. 
principle is not safe and profitable in- | D 
vestment, 
scientific management, not mortality aver- 


ages; it is trust—the relationship be- 
tween the trustee and the trustor, be- 
tween the one who is trusted and the 
one who trusts. Love has been called 
the greatest thing in the world. Trust 
is the greatest thing in life insurance. 

This trust, however, is not the ordinary 
trust of trade or business in the broad 
sense of credit or confidence. Such credit 
or confidence is, after all, under the eye 
of the creditor or the one who exercises 
the confidence. Such an one is on hand in 
person or by agent to see that his con- 
fidence is not violated, and all the ma- 
chinery of the law is at his command 
to prevent violation or to punish the vio- 
lator. 


tual Tells of Relations to 
Policyholders 





He spoke as 
No BRemedy in Court 

In life insurance, however, a man trusts 
beyond his power to supervise or to in- 
voke the machinery of the law. He en- 
ters into a relationship which is to sur- 
vive him, and for the most part into a 
contract the fulfillment of which he is to 
have no power to compel. He delegates 
to others the execution of some of his 
most sacred obligations, such obligations 
as real men hold to be among the su- 
preme things of life. He places in the 
hands of others certain sums of money, 
and says in effect: “Hold this until I 
am gone, and then give it, with accumu- 
lated interest plus purchased additions, 
to my wife, my children, my creditors, or 
my business associates.” All thinking 
men, all men of genuine sincerity and 
honor, unite in regarding this as entail- 
ing the most sacred obligation known to 
humankind. As confidence between man 
and man it is trust raised to its highest 


Without it 
It is more 


Trust is Not Credit 


This life 


ower. 
All of this, however, is a familiar tale 
to you. My purpose in emphasizing it 


not compound interest, not 











here is merely to lead to another view of 
the trust relationship between the insur- 
ance company officer and the policyholder. 
This view, which I wish to insist upon 
today, not only to you as insurance com- 
pany officers, but through you to policy- 
holders throughout the country, is one 
which, it seems to me, at least doubles 
the obligation of the trustee, and which, 
by increasing the sense of the trust re- 
lationship, the life principle of the busi- 
ness, should give even greater vitality 
to life insurance. 
Solicited Trusteeship 

The trust relationship between the in- 
surance company officer and the policy- 
holder is a solicited trusteeship. Con- 
sider what this means. The man who 
trusts in this case has not gone out seek- 
ing someone with whom to trust all or 
a part of his savings for the benefit of 
his family or others when he has “put 
off the dull impediment of time.” He has 
been approached by others, who have as 
much as said: “Place your savings with 
us for the future use of your wife or 
children, or your business associates, or 
for your own ‘green old age.’ We guar- 
antee the protection you seek, or should 
seek. There is no such word as fail in 
the bright lexicon of our business, and 
particularly of our company. In_hon- 
esty we are above reproach or the faint- 
est shadow of suspicion. Our company 
is managed with the utmost economy, 
our interest earnings are as large as is 
consistent with safety, and the security 
of our investments is equal to that of a 
government bond. 

Boast of Personal Virtue 

Remembering that the “us” of such 
persuasive talk means the company 
officers, one sees that all of it is a boast 














Unless you live to , 
learn to live— learn, you’ll never 





An Ohio Company 





in many ways. 
It has not the expansion bee in its bonnet. 


assured. 
has agents in every county. 


in all parts of the state. 


it can pay liberal dividends. 


under the most favorable auspices 
and environments should com- 
municate with it at once. 





For Good Ohio People 


The Midland Mutual Life Insurance Company is distinctive 
In the first place, it operates only in Ohio. 
; It believes there 
is ample opportunity for work in the state for some years. 
With its business close at hand in a restricted territory, its 
home office can keep in constant touch with agents and 
It believes in genuine intensive cultivation and 


The MIDLAND MUTUAL has a splendid reputation 
Because of its local character it 
is free from the large expense of young companies operat- 
ing in an extended territory. Because of its low expense, 
very favorable mortality and splendid interest earnings, 


Ohio is a great state and the MIDLAND 
MUTUAL is a great Ohio company. Agents who 
desire to work in conjunction with this company 
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of personal virtues. You cannot make 
anything else out of it. It means a group 
of men soliciting a trusteeship of* the 
most sacred sort, and doing so prac- 
tically by extolling their own moral in- 
tegrity and business acumen. I do not, 
of course, mean to say that the officers 
are all of the company, but the officers 
are a company’s brain and heart, and it 
is of their virtues that the soliciting 
agent and the flamboyant advertisement 
boast. 

You know what the feeling of the aver- 
age man is toward the man who 
a parade of his virtues. The average 
man is deeply suspicious of such a per- 
son. If he is seeking one with whom 
to trust his money he usually takes ex- 
traordinary pains to avoid such a parader 
of morality. This is doubly true of the 
man who seeks to make capital of his 
morality. 

Claim That Is Made 


Yet, in effect, the claim to high moral 
standards and business acumen is con- 
stantly made for insurance company 
officers, both by agents and advertising, 
and by this means the trust of men and 
women far and wide is sought. And 
not only are those who desire to estab- 
lish such a trusteeship sought out, but 
every man or woman upon whom the wel- 
fare and happiness of others depend is 
searched for and urged to consider his 
or her obligation to create such a trust. 

All of the arts and crafts of salesman- 
ship are used—persuasive eloquence, at- 
tractive literature, pictorial art from the 
rough pen sketch to the moving picture, 
the science of psychology. All of these 
and more are used to intensify or to 
awaken and move to action the finer mo- 
tives of the human heart, and to compel 
men to see that this or that company 
is officered by men of high moral char- 
acter and exceptional business ability, 
pledged to traditions which have in the 
past made for stability or to principles 
which give assurance of stability for the 
future. 

Magnifies Moral Obligation 

A business which depends for its 
growth in large measure upon such 
methods of solicitation, I say, magnifies 
the moral obligation of the officers. It 
offers unsolicited pledges of honor and 
unsolicited credentials of business integ- 
rity and insight as the chief inducements 
to absolute confidence on the part of the 
“prospect.” 

I think the sense of this extra obliga- 
tion has been one of the causes which 
has contributed largely to the stability 
of legal reserve life insurance, but it can 
do no harm to insist upon it again and 
again, especially if by doing so we may 
spread a completer understanding of the 
basic principle of the trust relationship 
among the people. 


Growth by Decades 


Life insurance in this country is be- 
coming a more and more important factor 
with startling rapidity. In 1860 the pop- 
ulation of the United States was 31,443,- 
821. The number of policies in force in 
legal reserve companies Jan. 1 of that 
year was only 49,608 and the total amount 
of insurance was $141,497,977. Now note 
the figures by decades: 


No. of 

Policies Amount 
695,486 $ 1,439,961,165 
1890 62,622,250 4,550,027 3,582,987,703 
1890 62,622,250 4,550,027 3,582,986,703 
1910 93,400,000 30,213,076 16,713,805,489 


Yet the growth of the business is by 
no means at an end. The vast propor- 
tions to which the business has grown, 
with the prospect of a very rapid in- 
crease, means new problems to face, a 

_ wider and more difficult field, in which 
must be exercised the obligations im- 
posed by a solicited trusteeship. It means 
the necessity of a closer scrutiny of all 
the aspects of the business in meeting 
these obligations, if officers would be 
true to the ultimate letter and the finest 
spirit of their trusts. 

Two Main Heads 

These aspects may be considered under 
two main heads—the internal and the ex- 
ternal. 

1. The internal.—There are few here 
who will quarrel with me, I think, when 
I say frankly that there is large room 
for improvement in the matter of scien- 
tific management, as one of the results to 
follow a more careful administration of 
the solicited trusteeship of Iegal reserve 
life insurance. In just so far as there 
is room for improvement both in economy 
and efficiency, officers are not as yet ris- 
ing to all of the demands of their trust. 

Of 186 of the legal reserve companies 
in the United States the ratio of man- 
agement expenses to premium income in 
1910 was 22.4 percent. It does not seem 
to be excessive. Some of the companies 
doing a very large business show a low 
ratio. It is also true that many of the 
companies doing a comparatively small 
business are managed quite as economic- 
ally as the large company. But when 
there is shown a variation from a ratio 
of about ten percent to a ratio of more 
than 200 percent there is manifestly room 
for betterment with some of the com- 


panies, 
Key to Highest Success 
I have no wish to go into a close 


analysis of the cost of management of 
our companies. My point is, that thé 


Year Population 
1880 50,155,783 
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sonable l!mits from year to year is not 
wholly trve to its solicited trusteeship. 
An improvement here should certainly 
follow an increasing sense of the trust 
obligation. A minimum expense with a 
maximum efficiency is the key to the 
highest success. 

In relation to the matter of mortality 
rates, a like observation might be made. 
The trust obligation does not cease, how- 
ever, with a careful selection of risks. 
An insurance company can do much to 
conserve the heaith and life of its risks 
by inculcating habits of living which are 
conducive to long life, and by protecting 
its risks from contagious and infectious 
diseases. These things a company may 
do by direct contact with its  policy- 
holders and by lending its influence to 
further any sane movement to improve 
or protect the public health. 


Lines for Health Movement 


All legal reserve life isurance com- 
panies, I believe, should unite in an effort 
in this direction. By so doing they would 
certainly be safeguarding their trust. Dr. 
Eugene H. Porter, health commissioner 
of the state of New York, in a paper 
read before the Association of Life Presi- 
dents last winter, urged upon life insur- 
ance just such a course. He suggested 
the immediate establishment of a health 
department by each company, and a cau- 
tious and judicious selection of lines of 
work. Among such lines he indicated— 
the instruction of medical examiners and 
agents in sanitation and preventive dis- 
ease work, the issuing of a carefully ar- 
ranged series of letters or circulars on 
health topics to policyholders, the estab- 
lishment of a health magazine or bul- 
letin, the arrangement for a series of 
public health lectures with or without 
the cooperation of local or state officers, 
the use of the press as an educational 
agent, conjoint work with city and state 
health departments, the securing of more 
uniform and better health laws, the 
establishment of a national department 
of health, giving for public use the stores 
of experiences now in possession of in- 
surance companies. 


Splendid Thing for Humanity 


There is no doubt at all that these sug- 
gestions are worthy of most careful con- 
sideration on the part of life insurance 
companies. Why not? They look to the 
preservation of the lives of policyholders, 
to a lowering of the death rate, and 
hence to a reduction of the cost of the 
trusteeship to the trustor. Furthermore, 
put into practice, they would make for 
a social uplift, so that while the com- 
panies were doing something directly to 
benefit their policyholders they would 
be doing a splendid thing for humanity 
at large, a work to lift the respect in 
which life insurance is already held to a 
still higher level, and to add immensely 
to the force of the appeal for confidence 
and trust. 

Perhaps it is not feasible for every 
insurance company in this organization 
to follow out in detail so elaborate a plan. 
For myself I see no reason why there 
should not be as an adjunct of such an 
organization as this an auxiliary body 
or committee to carry on just so much 
of this work as can be done jointly. The 
cause is a common one. he war for 
thorough sanitation in country, town and 
city, and against preventable diseases, is 
one which calls for unanimity. The 
problem is one of education, education, 
education. What can we do to solve it? 
Our obligations as trustees demand that 
we do our utmost. 


Matter of Investments 


Again, the matter of investments, in the 
light of a solicited trusteeship, calls for 
the closest attention. This is a truism. 
But the insurance man is in a dilemna. 
He has two things to consider—security 
and earnings. Both are essential, but 
there must be no taking of “sporting 
risks” simply in order to make a brilliant 
showing as to interest rates. Yet the 
matter of interest rates may usually be 
scanned with profit. A small fraction of 
improvement in the average rate means 
much by way of return on the vast sums 
invested by insurance companies. The 
total assets of 213 legal reserve com- 
panies in the United States amount to 
$4,000,000,000. One-tenth of 1 percent 
added to the interest rate on this amount 
means an addition to the income of 
American companies of $4,000,000— 
$4,000,000 for the policyholders for whom 
the total fund is held in trust. If a large 
gain in the interest rate cannot be made 
without sacrificing security, perhaps a 
small one can. 

Eye to Public Good 

There is, however, still another point 
of view from which to consider the 
handling of these trust funds. Where 
do the funds of the people go? I have 
not at hand the figures for all of the 
companies of the United States, but for 
the thirty-five companies doing business 
in New York in 1909, $1,084,345,817, or 
30 percent of the invested funds, was in 
real estate mortgages; $446,276,468, 12 
percent, was in premium notes and policy 
loans, and $1,761,404,870, 48 percent, was 
in bonds and stocks. Thus, the funds of 
policyholders go directly back into the 
hands of the people or for the advance- 
ment of such interests as ought to, and 
do, make for the prosperity of the people 
at large. 





company which fails to keep within rea- 


This is as it should be. Economic 
necessity, by a sort of evolutionary proc- 











For the 


gent 
Policyholder 
and Company 


Ohio’s Insurance Laws are Best 


Ohio is known as the greatest insurance state in the west. 
Under her laws only the righteous live. 

Her companies have always been free from objectionable 
features and have continually borne good reputations in 
the insurance world. 


Dayton (the Gem City) is Ohio’s livest manufacturing 
city. The Mecca of a Rich Territory. 


In this ideal environment—under Ohio’s supervision, 


THE GEM CITY LIFE 


is being organized. 


On January ist, 1912, will commence business with the stable financial 
backing of some of the best business menin Dayton and the Middle West. 
OHIO, PENNSYLVANIA, INDIANA and MICHIGAN are now being 
organized under District Managers who will be in direct connection 
with the Home Office. 
DISTRICT MANAGERS WANTED for each county in these states. 
Our Policies and Plans are up-to-date. 
Can We Interest YOU ? 
Franklin T. Betts, 


F. F. McGinnis, 
Vice-Pres. & Gen’l Mgr. COMMERCIAL BLDG. S 


ec’y & Gen'l Counsel 











OPERATING IN 
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ow Opi State L lfp 


OHIO 


Susurance Company 


COLUMBUS, O. 


THE OHIO STATE LIFE SUCCEEDS BECAUSE OF 





FIRST—Its safety under the strong legal reserve insurance laws of Ohio. = 

SECON D—Its management under the supervision of the able insurance department of Ohio. 

THIRD—Its distinctively Ohio character on account of its numerous influential stockholders, 
widely scattered over the State. wae ? ; 

FOURTH—The general excellence of its life, health and accident policy contracts, which 
are more liberal than necessary to meet the requirements of Ohio laws. 

FIFTH—The safe and sane methods by which the Company is establishing its business. 
No special contracts, no special inducements for early policyholders, and no contracts with 
frills or deceptive features to beguile the public. 8 . s 2 

SIXTH—A — company, paying liberal dividends, and meeting all just claims of 

icyholders promptly. 
ot SEVENTH—An Agents’ Company, offering fair and equitable contracts to the field workers 


LIFE HEALTH ACCIDENT 











Talk People’s Life to the People 


HE People’s Life Insurance Company of Frankfort, Ind. 
has its home office almost in the center of the Hoosier 
State and in the heart of the richest and choicest part of In- 
diana. Its home office management and plans mirror its en- 
vironment. It is well fed, well nourished, well grounded, well 
planned. Its management expense is normal, its policy con- 
tracts are up to the minute and its agents are amply cared for. 
q It seeks the best men to talk its policies to the best people. 
q Ithasover $125,000 surplus to policy holders. It writesboth 
participating and non-participating policies. It therefore fur- 
nishes agents with a complete kit of tools to satisfy all de- 
mands. It is noted for its fair and square treatment of agents 
and policyholders. It has nothing to hide. When you talk 
to people you need the People’s Life of Frankfort, Ind. 


PEOPLE’S LIFE INSURANCE CoO. 


A. A. LAIRD, Pres. Frankfort, Ind. E.0.BURGET, Secy. 
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ess, has brought about this condition. 
But where evolution points the way so 
clearly, is it not well to’ ask whether 
improvements cannot be made? What I 
mean is this: In investing their policy- 
holders’ money might not insurance com- 
panies with perfect safety consider the 
placing of their funds in such a way as 
to be still more profitable to the public 
at large; so as to contribute, in other 
words, even more largely to the general 
prosperity? 


Greatest Good to Greatest Number 


I am perfectly aware that this is some- 
what novel ground, not to say dangerous 
ground. Investments cannot be made ac- 
cording to any preconceived preferences 
beyond those imposed by the elements 
of profit and security. Yet the idea per- 
sists in my mind, that, other things be- 
ing equal, the officers of an insurance 
company ought in choosing between two 
investments to take that which is likely 
to bring the greatest good to the great- 
est number. Remember, I say, “other 
things being equal.’”’ The adoption of 
such a plan would mean a benefit to the 
policyholders from both ends—directly, 
in returns from profitable investments; 
indirectly, from his share in more gen- 
erally prosperous conditions. Perhaps, 
however, we as trustees have enough to 
worry us in dealing merely with security 
and earning power, and should be con- 
tent to let the law of supply and demand 
take care of the rest. 


Vastness of Life Punds 


When in doubt, it is at least safe to 
stick to the conservative way. Yet there 
is nothing inconsistent with sound con- 
servatism in keeping the facts of the 
situation clearly in mind: The insurance 
companies of the land have in their hands 
of the savings of the people $4,000,000,- 
000, about the total of the deposits in all 
of the savings banks of the country, a 
sum greater than the savings in all of 
the institutions of Germany; the finan- 
cial power of the officers managing these 
companies is enormous, and each group 
of officers, therefore, must use its frac- 
tion of that power as one holding it in 
trust for the people. 


Wisdom of Absolute Frankness 


This suggestion has really taken me 
over into the field of the external prob- 
lems of management, but before consid- 
ering these more fully, I wish to insist 
upon the perfect wisdom of absolute 
frankness between officers and policy- 
holders on altogether the same basis 
which should obtain in a personal trus- 
teeship between one man and another. In 
such a personal trusteeship there should 
be no shadow of reserve on the part of the 
trustee, no temptation to make mental 
reservations. I am perfectly aware that 
there are difficulties in the way of such 
frankness between insurance company 
officers and many of their policyholders. 
Many of the statements necessarily issued 
by insurance companies are more than 
Greek to the policyholders in general. 

It is just here, however, that I think 
officers may do a good deal to throw 
light into dark places for policyholders. 
Why not give to each policyholder, along 
with each tabulated statement, a brief 
but direct elucidation, setting forth “in 
words of one syllable” the significance of 
the figures submitted? 


Looks Like Advertising 


I know that some effort in this direc- 
tion is frequently made, but for the most 
part the elucidation looks more like ad- 
vertising designed to catch more business 
han a confidential communication from 
officer to policyholder. What is needed 
is something to establish a more con- 
fidential, a more intimate relationship be- 
tween trustee and trustor. Personal let- 
ters to thousands of policyholders are 
out of the question. The next best thing, 
I should say, would be a policyholders’ 
magazine, giving to the policyholders the 
news of the company and such part of 
the news of the insurance world at large 
as appeals especially to the insured class. 

Another means of furthering the trust 
relationship and of putting it on a still 
firmer basis is by promptness in meeting 
all obligations. Nothing ought to be al- 
lowed to stand in the way of such a rule. 
Nothing does so much to extend the con- 
fidence of the public in a life insurance 
company as the instant payment of every 
just claim, and the machinery for sifting 
claims ought to work with the speed and 
Precision of a perfectly balanced elec- 
tric engine. 


Emphasized the Peatures 
9 


2. External Relations.—Viewing life 
insurance as a solicited trusteeship im- 
Posing extraordinary obligations upon the 
Officers administering the trust, I have 
insisted upon economy of management, 
closer scrutiny of risks and means for 
Protecting risks through better public 
health conditions, a broader view of the 
investment problem to take in the inter- 
eute of policyholders through direct re- 
ations with them and through indirect 
jelations as affected by public prosper- 
ty; I have emphasized the desirability of 
Clearer and franker and more intimate 
relations between officers and policy- 
elders, especially through the medium 
of a company periodical; I have urged 


the necessity of promptness in meeting 
Sbligations of all sorts, not only as a 


ers and the public. 
Are Public Institutions 


The trust relationship does not stop 
here, however. Life insurance com- 
panies are public institutions, and as 
such they have a direct obligation to the 
public beyond the narrow or broad circle 
of their policy lists. In this obligation 
the officers and policyholders are one. 
They are the party of the first part, the 
general public is the party of the second 
part. But here again the officers act 
for the policyholders, and so continue 
their trust relationship. Here comes in 
that obligation for sane financiering al- 
ready referred to, and the duty of con- 
tributing to the social uplift through 
movements to prevent or eliminate dis- 
ease and poverty. There are three special 
avenues by which the relationship to the 
public is maintained. These are legis- 
latures, state insurance departments, and 
the public press. 


Attitude Toward Legislation 


Insurance companies have no apologies 
to make for their efforts to influence 
legislation, at least in so far as this in- 
fluence has been exercised to protect their 
trusteeships by preventing unwise and 
promoting wise legislation. The public 
has been disposed to start a hue and 
cry whenever insurance companies have 
sought to influence legislation in any 
way. They have been suspected as rep- 
resentatives of capilistic greed, whereas, 
in fact, they have been acting in the 
interests of men and women of small 
means for the most part. Indeed, not 
uncommonly the very persons who have 
sought to impose additional burdens upon 
life companies, thereby increasing the 


maintaining the confidence of policyhold- | 





cost of administering their trusts, have 
been those who would benefit most by the 
courses favored by company officers. 


Welcome Intélligent Legislation 

Honest and intelligent legislation is not 
only not opposed by wise life insurance 
officers, but, on the contrary, it is wel- 
comed. Honest and intelligent legisla- 
tion, however, in relation to life insur- 
ance, is something above many legisla- 
tors. There are prejudiced law-makers, 
who do not appreciate the fact that life 
insurance is a trust, that the soul of the 
business is the trust relationship of the 
company to the policyholder and to the 
people. Such legislators do not know 
that there are 30,213,076 insurance poli- 
cies in force among the life companies 
of the United States, and that, allow- 
ing for foreign business, there is about 
one policy for every three inhabitants 
of the country. Furthermore, they do 
not realize that most of these policies 
are carried by men and women of mod- 
erate or small means. Therefore, they 
burden life companies with troublesome 
laws and excessive taxes, blindly hurt- 
ing the small and thrifty investors more 
than anyone else. 


Oppose Only Unjust Taxation 


“But,” the demagogical outside critic 
will say, “are not the life companies in 
league with ‘the money power’? In any 
event the people get the benefit of the 
taxes imposed, and they include the hold- 
ers of your thirty million or more of 
life policies.” This kind of talk con- 
tains just enough truth to make it ap- 





pear plausible and to make it dangerous. 
Life companies do not oppose just taxa- 
tion, but they do oppose unjust and ex- | 
cessive taxation, and they are perfectly | 


right in doing so, just as any personal 
trustee is wholly justified in opposing 
double tax rates on a piece of property 
held in trust. Insurance officers would 
not be true to their trusteeship if they 


did not oppose such taxation by every 
honorable means at their disposal, 
The hodge-podge of taxation laws 


among the various states imposes ex- 
cessive burdens upon the holders of life 
policies throughout the country, and in 
just so far as it does so it interferes 
with the highest success in the admin- 
istration of the great life insurance trus- 
teeship, whether considered in direct re- 
lation to the policyholder as an individual 
or in direct relationship to the policy- 
holders of the nation as the public. 


Source of Prejudice 


One thing which has had a share in 
prejudicing the minds of legislators and 
others against life companies is the fact 
that such companies have done business 
in Wall street. This has been taken as 
prima facie evidence that the interests of 
life companies are arraved against those 
of the common people. Of course, this 
is utter nonsense. It must be remem- 
bered that Wall street is the security 
market of the nation, and insurance com- 
panies have to deal with such a market. 
It would be futile to deny, perhaps, that 
some life companies have given their 
support to the manipulation of the stock 
market at times, and possibly not alto- 
gether with the interests of their policy- 
holders in-mind, But these, I am glad 
to say, are the exceptions which prove 
the rule. As already pointed out, about 
one-third of the assets of the life com- 
panies doing business in New York is 
invested in real estate mortgages, per- 
haps a little less than one-eighth in 
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bitious life salesmen. 


SPEND THE WINTER 
WITH THE SOUTHS 
MOST PROGRESSIVE 
LIFE COMPANY 


The South offers many opportunities to am- 
It is today proportionately 
the most prosperous section of the United States. 
Southern people are optimists regarding the land 
of their nativity and are ready to back their belief 
and their faith in Southern institutions to the limit 
of their bank account. 
Leaders for three consecutive years in Georgia 
in business issued and in business gained, is proof 
within itself of the confidence of the public in the 
Empire Life—and its business methods. 

Some excellent territory open, which affords an opportunity for 
you to spend the Winter months in the balmy South, and at the same 
time enrich your bank account. 


Write Us at Once 


Empire Life Insurance Co. 


“The Company of the South”’ 
Home Office, Atlanta, Georgia 
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premium notes and policy loans, and less 
than half in stocks and bonds of all 
kinds. Of the stocks and bonds a very 
large percentage is in railroad securi- 
ties, several hundred millions are in cor- 
poration securities and about a like num- 
ber of millions are in state, county and 
municipal paper. If the money paid for 
such securities has been misused in man- 
spueSng the stock market sometimes, 
the fault is not in general that of the 
life companies. 
Remedy in Supervision 

Even admitting all that such prejudice 
claims, the way to remedy the evil and 
to help in the administration of the life 
insurance trusteeships of the nation is 
not by indiscriminate laws and multiplied 
taxes, but by intelligent and conservative 
supervision. This is the departmental 
avenue of intercourse between life insur- 
ance companies and the public. There 
is nothing to be said against intelligent 
supervision. The honest and fair-minded 
life officer courts it. It simply injects 
another element of safety into the busi- 
ness. It helps to protect the good name 
of the business. Any company which 
opposes the closest scrutiny by intelli- 
gent department heads needs to be looked 
into all the more closely. Voluntarily 
honest and conservative management is 
the best, but as an obstacle in the way 
of the opposite the ably manned insur- 
ance department is a thing much to be 
desired. 

Uniformity and Cooperation 

But even here the insurance Officer, 
bent upon performing the duties of his 
trust with the utmost one and the 
least expense, finds not a little of which 
to complain. A different system of su- 
pervision by each state in which a com- 
pany does business leads to confusion 
and useless expenditures. Uniform laws 
among all the states, with a nicely articu- 
lated supervisional cooperation, is, there- 
fore, a thing greatly to be desired. This 
should be earnestly striven for. If the 
states fail here, national supervision will 
be the only logical alternative. 

The supreme court of the United States 
has ruled that life insurance is not in- 
terstate commerce, and, therefore, that 
it is not a concern of the nation at large. 
Life insurance, however, is certainly in- 
terstate something. Therefore, it seems 
to me, if the confusion which now pre- 
vails is not remedied, it will be up to the 
executives or congressmen at Washing- 
ton to find a way out of the difficulty. 
A trusteeship, or a system of trustee- 
ships, involving investments of $4,000,- 
000,000, and potential claims of $17,000,- 
000,000, scattered throughout the length 
and breadth of the land, in the best in- 
terests of the people, will receive atten- 
tion from the federal government if the 
states neglect their plain duty. 


Show Real Conditions to Policyholders 


The publicity desired for and by insur- 
ance companies, however, is not to be 
obtained through insurance departments 
alone. An insurance department’s state- 
ment of the condition of a life company 
ordinarily does not possess the neces- 
sary “human interest” to make it spe- 
cially attractive to newspaper editors. 
Nor would it be very widely read if it 
were printed. It is the business of life 
company officers, therefore, to see to it 
that the public is made acquainted with 
conditions. Supplementary and explana- 
tory statements should be issued to ac- 
company the usually formal declarations 
of department heads. Such statements 
should tell the truth. The insurance 
officer who would hold back the truth is 
not faithful to his trust; neither to his 
present policyholders nor to those of the 
future. In fact, by misleading reports, 
he would be guilty of soliciting addi- 
tional trusteeships under false pre- 
tenses. It is just here, as a solicitor of 
trusteeships, that a life company should 
be wholly frank with the public. If the 
life company were not soliciting trustee- 
ships, but simply administering a close 
corporation trust, then the public would 
not be concerned. But the public is con- 
cerned. The obligation of frankness is, 
therefore, unavoidable. 


Public Must Be Educated 


In all of the so-called external rela- 
tions of life companies—through legis- 
latures, insurance departments and pub- 
licity—and in those internal relations 
affecting confidential intercourse with 
policyholders and the conservation of 
private and public health, there is plainly 
seen a definite need and duty of educa- 
tion. The public must be educated, so 
that the possibilities of foolish legislation 
may be greatly diminished, so that the 
fever for taxation plus taxation will 
be allayed, so that departmental su- 
pervision may be made more effective 
and less confusing and annoying, so that 
the relations of insurance companies to 
the stock and bond markets of the coun- 
try may not be misinterpreted. Policy- 
holders must be educated to greater in- 
timacy on the part of their officers, to 
habits of living conducive of long life, 
to a sense of duty toward public health. 

Use Company Papers 

The method of soreee to this seem- 
ingly enormous undertaking is not so 
difficult as it seems. Educate the policy- 
holder and you educate the public. There 
are more than 30,000,000 legal reserve life 


ers of these, and the difficulties in the 
way of the campaign will at once begin 
to vanish. Each company should be will- 
ing to educate its own policyholders as 
a means of establishing its trust rela- 
tionship on a firmer basis. 
Here, if anywhere, is where the com- 
pany policyholders’ magaziné would serve 
its highest purpose. I firmly believe in 
the press as an educative force of the 
most effective sort. Why not apply it 
directly in order to clear the way for 
the most efficient administration of our 
solicited trusteeships? It would make for 
company solidarity and for growth, for 
private and public health, and for the 
better understanding on the part of the 
public of everything relating to life in- 
surance, 

Obligations of Policyholders 
The trust relationship under discus- 
sion has its obligations for the policy- 
holders as well as for the officers. The 
policyholder enters into a trust relation 
with every other policyholder. His re- 
lationship is not that of a customer to 
@& mercantile company, but that, in a 
measure, of a cotrustee. If he defrauds 
the company he takes money from the 
pocket of his neighbor. He might just 
as well walk into a neighbor’s house on a 
dark night and steal his watch or silver- 
ware, There is a moral obligation upon 
the policyholder, therefore, to protect the 
officer-trustees. More than that, there is 
an obligation upon him to contribute all 
he can to the success of his company, 
to the success of his fellow policy- 
holders. . 

As an insured man, he is also under 
obligation to lend his support to sane 
financiering and the conservation of the 
public health. One might easily go far- 
ther into this phase of the subject, but 
it is dealing in “futures;” in ideals to- 
ward which life insurance is tending, but 
to which it has not yet attained. 

Obligation of Perfect Service 

What I have said—as much for the lay- 
man as for you officers, has, I think, been 
suggestive, at least, as to the main point: 
That life insurance in its relationship to 
the individual, to the mass, and to the 
public is a trusteeship, involving a direct 
contact with the policyholder as a man 
and an indirect contact with him through 
the people, as well as obligations to the 
public through the policyholder. As 
such it calls for a high ed of states- 
manship on the part of its executives, 
whether the company be large or small. 
The very essence of the relationship in- 
volves the obligation of perfect service, 
or as near that as may be in an imper- 
fect world like this’ of ours. 

It involves, moreover, unequivocal hon- 
esty, a broad and comprehensive business 
intelligence, and a very high type of 
moral courage. It has been men who have 
possessed these qualities who have built 
up our best insurance companies and who 
have secured for life insurance that 
splendid vitality and stability of which 
it boasts. More shrewdness, politics, 
self-interest which is honest only be- 
cause honesty is the best policy—these 
will not do. Statesmanship in the best 
meaning of the word is demanded for 
the administration of the life insurance 
trust under the conditions which ob- 
tain at the present time. 

Officer Must Be Broad 

The further point is obvious, that r 
the best administration of this trust, thas 
solicited trusteeship, the life company 
officer must be personally above reproach. 
There must fall upon his company 
through his daily walk and conversation 


no taint of suspicion or appearance of 
evil. He must be broad enough in char- 
acter not only to keep ard over his 
trust to the individual policyholder as a 
duty from man to man but to have a 
clear understanding of his duty as a 
public servant. He must be a man of 
keen insight into details and into the 
larger business relations affecting the 
public welfare. He must, also, be a man 
of quick perception and prompt decision 
and action. Such men in positions as 
officers of life companies will never for 
a moment fail to act the part of the 
faithful trustee. 

In meetings like this, “talking shop,” 
we cannot remind ourselves too often of 
the seriousness of our trusteeship, or 
give too careful study to our solicited 
and self-imposed obligations. Financial 
righteousness must be the rule in every 
insurance office, if the largest success is 
to be obtained. By deserving it, we may 
command even a larger measure of public 
confidence, and through good service make 
of each group of policyholders a pleased 
and satisfied constituency—the best asset 
any company can have. 





LINCOLN NATIONAL FAMILY 

The Lincoln National Life family 
was considerably in evidence. Among 
those from the home office were Presi- 
dent Samuel M. Foster, Secretary 
Arthur F. Hall, Superintendent - of 
Agencies W. T. Shepherd and Medical 
Director E. H. English. Secretary Hall 
is building up a strong and compact or- 
ganization which is bound to bring the 











Lincoln National to the front. He is 
giving more and more attention to field 
work and the building up of an agency 
force. Mr. Hall’s paper on “Policy 
Loans” was an interesting compilation 
of information on that subject. Presi- 
dent Foster is one of Fort Wayne’s big 
business men. Something that is not 
generally known is that Mr. Foster has 
the distinction of making and market- 
ing the first shirtwaist in America. He 
is still in the business and he and Sec- 
retary Hall are building a company 
along the lines that have made him a 
success in his business career. 





Bertram Day a Bright Light 

Some one made the statement that 
Bertram Day, of the Lafayette Life, 
was the brightest man at the Ameri- 
can Life Convention. This was prob- 
ably a pretty strong statement, but, 
though Mr. Day was not much in evi- 
dence in the discussions, it would be 
safe to say that he is one of the bright- 
est. Mr. Day took advantage of the 
convention to hold a little convention 
of his own in Pittsburg and had his 
agents meet him there. He is intro- 
ducing some original agency methods 
and making the Lafayette Life felt as 
the “largest Indiana company outside 
of Indianapolis.” 
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Ask Bourself These Questions 


Where can I find a Coneservative, Honestly Managed, Fine_Grained 
Where can I pet a Company that pays a dividend to policyholders at 


Where can I get a Mutual, Legal Reserve, Old Line Company, organized 
under the laws of a State, that properly protects assureds? 


a Where can I get a Company that is managed by men of long life Es 


Where can I secure a Company that has not the expansion bee in its 
bonnet and does not want to cover the entire territory until able 


Where can I secure a contract that has no jokers in it; one that gives 
the agent what is due him; one that can be interpreted in but one 
way; one that protects the agent under all contingencies? 

Where can I secure a contract, backed by a Company of ample resources, 
that does not have to be apologized for, whose policies are free from 
frills and cut-throat conditions, that give the policyholders a square 
deal every day in the week, including Sundays and Holidays? 

Where is the Company, whose policies will be worth their face value, 
long after I am gone, and which will meet its demands without a 


What I want is a Company that will fill the bill in every way, one that 
will stand the X-ray searchlight and not reveal anything but a 
€ healthy, natural condition, one that the plain, honest man can tie to a 


The Indianapolis Life Insurance Co. 


the answer in 


Indianapolis, Indiana 














OPPORTUNITY=THE GREATEST OFFERED TODAY—QPPORTUNITY 





IN THE MOST FERTILE AND LEAST WORKED FIELD, 
KANSAS, BY ITS GREAT HOME COMPANY— 


The Farmers and Bankers Life Insurance Company 








Capital—$250,000.00 





wpe in force in the companies of the 
nited States. Educate the resident hold- 





WICHITA AND KANSAS 


BUSINESS WRITTEN IN FIRST FIVE MONTHS, OVER $1,750,000.00 
OUR AGENTS ARE ALL MAKING MONEY, LOTS OF 


IT, BUT 


The opportunity for men who will work hard was never better than in Kansas for this 
Company. Previous experience not necessary. Half of our best men never sold insurance 
before. We furnish our men unequalled leads. We are looking for workers and stickers. 


OUR GREATEST NON-LEDGER ASSETS ARE OUR ENTHUSIASTIC STOCKHOLDERS. 
WITH THEIR CONSENT WE HAVE CAPITALIZED THEM 


Surplus—$170,000.00 


THEY’RE WORKING FOR IT. 
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POWER OF POLICYHOLDER 
ADDRESS BY ROBERT L. COX 


Says Assured Should Be United to 
Stem Tide of Harmful 
Legislation 
Robert Lynn Cox, general counsel 
and manager of the Association of Life 
Insurance Presidents, read a paper on 
“The Power of the Policyholder.” He 
gave figures indicating the power of 
policyholders at the polls and advocated 
the education of the patrons of the 
companies through the insurance as- 
sociations so that they will be united in 
checking the flood of ill-considered and 
hostile legislation. Mr. Cox’s paper was 

as follows: 


Life insurance of the kind popularly 
known as level premium or old line in- 
surance may be said to have become now 
a part of the very warp and woof of our 
modern civilization. It is an important 
factor in the upbuilding of every com- 
munity. It is to be found ministering 
to the needs of the suffering everywhere 
in times of misfortune. Criticisms of it 
are no longer directed against the insti- 
tution itself, but rather take the. form 
of complaints against the management or 
protests against its cost as involving one 
of the necessities of life. But whatever 
people may think as to what the cost of 
life insurance should be, it is in fact 
cheaper today than ever before. That 
part of the cost of living which insures 
against the cost of dying has not risen 
as other expenses have. 

Number of People Interested 

Notwithstanding all criticisms and all 
complaint, the number of policies in the 
United States increased over 85 percent 
in the last ten years, though our popula- 
tion increased during that period but 21 
percent. Such growth sp loudly for 
the confidence of the public in life in- 
surance and in the agents who are writing 
it, whose activities were thus proven to 
have exceeded by fourfold that of the 
stork. 

There existed at the end of 1910 an 
average of about one policy for each three 
persons in the United States, counting 
men, women and children. Eliminating 
from the calculation the industrial poli- 
cies, each of small amount but correspond- 
ingly numerous, we find an —— of 
one “ordinary” policy for each thirteen 
persons and that such policies average a 
little over $1,900 in amount. Making due 
allowance for the fact that many lives 
are covered by two or more policy con- 
tracts, it is conservatively estimated that 
there are within the United States today 
about 20,000,000 policyholders all told, and 
that of this number at least 7,500,000 are 
voters. 

Ability to Cooperate 

We are to consider today the power 
of this vast body of American citizens 
in its relation to the business in which 
we are engaged. My topic is “The Power 
of the Policyholder,”’ which would seem 
to contemplate a consideration of the 
policyholder as an isolated factor, stand- 
ing separate and alone. Were I to be 
thus confined in my field of thought, it 
would not take much time nor many 
words to reach the conclusion that the 
individual policyholder in such a position 
has no power worth mentioning. That 
this has been his position hitherto all 
know to be the fact, but that he will 
thus continue in the future some of us 
are led to question. The individual 
policyholder’s power is not unlike that of 
the individual voter. Unless he can find 
a common ground on which he can unite 
with others, he possesses nothing beyond 
mere nominal power. His hope, therefore, 
must lie in finding others of like interest 
and with similar desires, who can be 
united with him for the accomplishment 
of a common purpose. To his individual 
power must be added the ability to co- 
operate. Here he is brought to face the 
great problem of modern times—the prob- 
lem which confronts political parties and 

business interests—the problem of co- 

operation and how it can be brought 
about. It is the problem forced upon our 
advancing civilization by an ever increas- 
ing congestion of population, it is the 
Problem of subordinating, yet preserving, 
the individual right to freedom of thought 
and action. In reality it involves train- 
ing the individual to find pleasure in con- 
fining his ambition to doing that which 
is best for all rather than securing ad- 
vantages for himself over others and at 
their expense. It means each for all and 
all for each. 


Control by Patronage 

The figures I have given showing the 
humber of policyholders mean that those 
among them who vote are as numerous 
48 Were the votes cast for the successful 
candidate in the last presidential elec- 
tion. This suggests the thought that the 
collective power of policyholders might 
directed in two impor t channels. 
he first is in holding executive officers 
of life insurance companies to high ideals 


an intelligent exercise of their power to 
give or withhold their patronage, accord- 
ing as companies may be properly or im- 
properly managed. The real parties in 
interest in the life insurance business are 
the policyholders. By their patronage only 
can a business be built up by any com- 
pany. Their wishes and demands, if 
based upon intelligent understanding, will 
absolutely control executive officers re- 
gardless of whether it be a mutual or a 
stock company. Stockholders a company 
may or may not have, but policyholders 
it must have. 

The second and more important channel 
as we see it from our viewpoint today is 
the power of policyholders to compel the 
making or unmaking of laws and to con- 
trol the action of public officials there- 
under. This power is not problematical 
or theoretical, but actually exists and 
on the wise exercise of it depends very 
largely the future of the life insurance 
business. 

Corrective Laws Eetained 

All that is needed to stimulate interest 
and guide the action of policyholders is 
an understanding of what their common 
interests really require. This means edu- 
cation regarding the business in general 
and a breaking down of the dividing walls 
which corporation managers have built 
strong and thick, using some truth but 
more fiction, as a part of the process of 
getting business away from their com- 
petitors. The real need for setting the 
business as a whole before the public 
in its true light was not so apparent until 
competitive backbiting and personal rival- 
ries brought from the public as repre- 
sented by public officials an attack upon 
the business as a whole. This resulted 
in the enactment of laws almost without 





number. History teaches us that when- 
ever a people find it necessary to enact 
laws to cure an evil they retain such laws 
as a preventive against a recurrence of 
the evil; that instead of repeal there is 
more apt to be an elaboration and exten- 
sion of such laws. This leads me to urge 
again as I have urged before that today 
it is not so much a question of whether 
the life insurance business shall be super- 
vised and policyholders limited in their 
contractual dealings with each other as 
it is the nature and extent to which the 
supervision and limitation shall go. 
Mere Opposers Are EReplaced 

Nor is the problem of life insurance 
companies very different in this respect 
from the problems which confront other 
corporate interests. The man who harks 
back to the olden days of freedom from 
interference and advocates merely oppo- 
sition of everything that would limit his 
powers and authority as an officer of his 
company is of the kind being replaced 
and who ought to be replaced by younger 
men, 
One of the most pathetic things in this 
world is the tendency in all walks of life 
to replace, against their will, old and 
experienced men with immature and in- 
experienced youths. It seems to be as 
common as the process whereby the ma- 
tured leaf is replaced by the bud which is 
to become the leaf of the next succeed- 
ing season. So long as this succession 
of youth, energy and activity is con- 
fined to physical things, it brings no pangs 
and causes the world little regret. It is 
taken as a matter of course. It is dis- 
missed with the thought that it is the 
law of nature and as such should be ac- 
ceptable to everyone. 

Now this everlasting contest between 


age and youth, between that which is and 
that which is to be, has divided mankind 
mentally into conservatives and radicals. 
Generally speaking, the young are im- 
petuous and would hasten they know not 
exactly whither, while the older men 
counsel deliberation and conservatism. 
Age would sail by the chart of knowledge 
and experience; youth would put out upon 
unknown seas, 

While the contest is, broadly speaking, 
between the new and the old, between 
youth and age, with mankind i is not 
entirely a matter of years. It depends 
somewhat on temperament and habit of 
mind. Therefore, man, through his men- 
tal powers, finds it possible to circumvent 
or rather delay somewhat the displace- 
ment of himself by the younger genera- 
tion. That is, he may do so if he had 
the good fortune to understand that he 
can hold his place only by moving with 
the advancing tide of civilization; that 
he must think the thoughts of the new 
generation and conform to the needs of 
the new order of things. We all know 
a few men of advanced age who have 
been able to do this and we say of them 
fondly, not that they are so many years 
old but so many years young. 

Direct Activity, Wot Check It 

Experience is a great teacher and its 
lessons should not be forgotten, but it 
must be used to direct activity rather 
than check it. History is filled with the 
names of those who failed and were 
pushed aside because théy had no counsel 
to offer except that of inaction, nor any 
plea to make save to be let alone, In- 
action is not the order of a living world, 
and to be let alone is becoming less and 
less possible with the necesary crowding 
and jostling of an ever increasing popu- 











does this for him. 





ae Strict accountability. This could be 
One and to a degree is being done by 





E. W. RANDALL, President 


The Minnesota Mutual Life Insurance 
Company of St. Pau! has certain fixed 
foundation stones on which it rests. 
believes first in giving all with whom it 
has relations a square deal. 
Its policy contracts are 
clear and liberal. A policy- 
holder’s exact rights are 
carefully safeguarded. An 
assured knows that when 
he purchases a MINNE- 
SOTA MUTUAL policy, 
his dependents will be fully 
protected and the terms of 
the contract will be tul- 
filled when it becomes a 
claim. The assured will not be present 
to look after his rights, but the company 


ORGANIZED 1880 


It phraseology. 





A 
SQUARE 
DEAL 
ALL THE 
TIME 











agents. 


ST. 


because it pays. 
body of satisfied policyholders and 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


PAUL, MINN. 


Our contracts with agents carry no 
jokers, no subterfuges, no ambiguous 


We treat our agents as 


men. The company pays its agents as 


liberally as possible. It 
gives positive help from 
the home office. Its agents 
have no difficulty in in- 
teresting prospects because 
of the reputation of the 
company and the stability 
of its policies. 

The MINNESOTA 
MUTUAL is enjoying a 
healthy, steady growth. 
Its business stays 
The company has a 


If you desire to attach yourself to a square 
deal company—Write to 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


T. A. PHILLIPS, Secretary-Actuary E. S. ALBRITTON, Supt. of Agents 
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lation. Therefore, how useless the ad- 
vice and how futile the plea. 

Though speaking in general terms, I 
feel very certain that what I have said 
is true of the life insurance business. In 
fact, the ener of this business is 
bordered with the official graves of those 
who fought against inevitable tendencies 
of the day and age. Who of prominence 
is there in the business today whose time 
is so valueless as to be spent on discuss- 
ing whether or not we should have state 
supervision and statutory regulation? 
Who would spend much time urging the 
constitutional right to unlimited freedom 
of contract and portraying the outrage 
against private rights committed through 
the exercise of inquistorial powers by 
state governments? No, instead of all 
this we find it more practical to discuss 
what kind of regulative statutes shall be 
enacted, what form of contract shall be 
prescribed and how publicity of internal 
affairs may be converted into valuable 
advertising. These are practical ques- 
tions, they are the live questions that 
come to the new man in the business. 
They are the questions of youth and 
present the week-day problems. The 
others may be left to Sunday rumina- 
tions and to the historian. 

What Is the Limit? 


Not the least serious question of mod- 
ern times is how much statutory regula- 
tion can be imposed on business activities 
without taking the final step of govern- 
ment ownership and monopoly thereof. 
Many American citizens hold up their 
hand in horror at the thought of how 
badly public officers are performing their 
public duties. Yet the very same people 
urge the passing of laws affecting large 
business interests that would give more 
power and greater patronage to the politi- 
cal leaders. When and where is it all 
to end? How long will it be before the 
chairman of the state committee of the 
party in power shall be ex-officio general 
manager of all our big business interests? 
When may we expect the position of 
superintendent of our local business in- 
stitutions to be made a reward for votes 
delivered by the county chairman for the 
successful state ticket? The answer to 
these questions must come from the peo- 
ple themselves and in the life insurance 
business from policyholders. 

We have already shown that their num- 
ber is great enough to control in ever 
election—national, state and municipal. 
But if unorganized and without leadership 
they will remain helpless and impotent. 
If their minds are filled with prejudice 
and misunderstanding their power may 
be directed against their own interests as 
it ~ been on certain occasions in the 
past. 

Steam and electricity—the twin forces 
that have revolutionized the commercial 
world within the last hundred years—ex- 
isted for ages unknown for want of in- 
telligent direction and application. 


Organizing the Power of Man 


For several generations we have been 
concentrating our thoughts and directing 
our energies to the development of physi- 
cal powers. We have been investing, de- 
signing, constructing and combining ma- 
terial things. We have sought new 
sources of power and made new applica- 
tions of old forces. Have we, on the 
other hand, given enough thought to or- 
ganizing and directing the power of man 
in its application to governmental affairs 
and the solution of sociological questions? 
As to such matters we have given too 
little time and thought. 

We are speaking today of the power 
of the policyholder—not of the _ single 
policyholder acting alone, but the com- 
bined power of all policyholders acting 
together. Such a combination acting 
fairly and under proper leadership would 
be invincible in anything affecting policy- 
holders’ interests. If there is any lesson 
to be learned from experience, both within 
and without our business, it is that little 
or nothing can be accomplished without 
organization. 

All of this is so obviously true, we 
wonder why policyholders have not been 
organized and their power exercised here- 
tofore. I beg to suggest that the pri- 
mary obstacle has been and now is the 
shortsighted selfishness of executive offi- 
cers and managers. They have made it 
their business to claim for themseves and 
their particular company the only Simon- 
pure, blown-in-the-bottle brand of insur- 
ance. They have each decried all others 
and sought to inflame all sorts of pas- 
sions and prejudices against them. They 
have succeeded in keeping their respec- 
tive policyholders tied up in separate cor- 
porate groups, scarcely on speaking terms 
with each other. They have created castes 
as effective in preventing a recognition 
of their common interest as the castes 
of famine-cursed India have been in keep- 
ing the people of that country from recog- 
nizing a common brotherhood among 
themselves. 


Failure at Door of Officers 

Upon executive officers are imposed the 
duties of leadership. Upon them must 
fall criticisms for failure to lead. If 
policyholders have heretofore remained 
unorganized for the protection of their 
common interests and as a result their 
interests have not been adequately pro- 
tected, the responsibility must be laid at 
the doors of the officers who failed to 
bring about cooperation among policy- 
ya = that might have prevented such 
a result, 








What other business has ramifications 
as extensive as our business? Can you 
think of any other that might cast as 
many votes or exert as much political 
influence if acting as one body? Now is 
it not obvious that policyholders are lack- 
ing in leadership rather than in power? 
They are victims of competitive methods 
which have depended largely for their 
success upon a distortion of the real 
facts. 

Need Support of Policyholders 

I am not such an idle dreamer as to 
believe that we can now proclaim an 
end to such methods and have them 
cease as by magic. But I do believe the 
attack made on life insurance in the form 
of unwise and destructive legislation has 
gone far enough to make the up-to-date 
leaders in our business realize that it 
cannot be met effectually without the aid 
and continuous support of policyholders. 
The interest of the policyholder must be 
awakened and his powers invoked for his 
own protection. I shall not take advan- 
tage of your hospitality to impose upon 
you my views in detail as to how this 
can be accomplished. I expect to leave 
some things to your imagination, because 
the very fact that you have organized 
and maintain such an association as 
this shows me that your thoughts are 
moving along the same lines as my own. 
You evidently propose to eliminate the 
causes of public prejudice and distrust by 
seeing whatever needs reformation shall 
be reformed from within. This is the 
way we build personal reputation and it 
is not only good morals but good busi- 


ness. 
“Competitive Arbitration” 

But aside from the influence for good 
and against what is bad which the vari- 
ous organizations of life insurance officers 
and agents stand for, there is the under- 
lying fraternal principle of “live and let 
live” so essentially necessary to our fut- 
ure success and happiness. The great ad- 
vantage of peace proposals and arbitra- 
tion treaties is their effect upon the minds 
of the interested parties. Every discus- 
sion of them and the need for them has 
a tendency to make possible combatants 
less combative. So with us, every friendly 
meeting of competitors has a tendency 
to prevent competitive warfare and sub- 
stitute therefor competitive arbitration. 
The personal acquaintaince and cordial 
friendship established through such meet- 
ings as this does more than 1 else to 
do away with business hatred, allay sus- 
picion of unworthy motives and commer- 
cial murder, all of which have been too 
common in commercial competition in 
modern times. 

Means of Uniting Policyholders 

Now if, as I believe, organizations of 
this sort, through their ability to unite 
executive officers, can be made the means 
of uniting policyholders into one common 
brotherhood, we will get for the business 
all that it needs in the way of protection 
against those influences which of late 
years have been threatening its destruc- 


tion. As the security of a republic de-. 


pends upon the intelligence of its elec- 
torate, so will the future security of 
our business depend in large part upon 
intelligent discrimination on the part of 
our policyholders. This will require edu- 
cation in the ways and places in which 
the public is gaining its knowledge of 
other matters—in schools, colleges, the 
press, on public platforms and elsewhere. 
It must be comprehensive in plan and 
more extensive in degree than any one 
company can afford to undertake, how- 
ever large it may be. It will require co- 
operation by all who can lay claim to 
being worthy representatives of the life 
insurance business. 

A cooperative association cannot, of 
course, relieve executive officers of any 
part of their individual responsibilities 
to their own policyholders, nor can it be 
expected to replace them in their posi- 
tions of leadership in their own com- 
panies. But it can coordinate the efforts 
of all company officials and thereby per- 
form a function of leadership among them 
on certain matters of common interest 
that none would feel he had the right to 


assume. 
Interests are Supreme 

So I come to a summary of the 
thoughts I have tried to convey to you 
very briefly today. Policyholders have, 
in fact, created the life insurance com- 
panies of today and their interests are 
supreme and must be so regarded. Policy- 
holders collectively have latent powers 
great enough to control company action 
and might control also matters of public 
policy if they would. But power to con- 
trol in both matters is dependent upon 
their being brought to an understanding 
of their common needs and into coopera- 
tion with each other. Such cooperation 
cannot be accomplished by policyholders 
themselves, but must be brought about 
by some coordinating force and leader- 
ship such as is being used in other lines 
of human endeavor. The natural leaders 
in such a movement are the officers and 
agents of life insurance companies and 
a failure on the part of any such officers 
to bring their policyholders into coopera- 
tion with those of other companies is vio- 
lation of their obligations and duties. 
Since no organization looking to effective 
action can be built in a day or even a 
year ,it is important that every company 
should make comprehensive plans to keep 
its policyholders informed and alive to 
the questions affecting their interests and 





thus made ready for intelligent action 
= moment’s notice as emergencies may 
arise. 

In conclusion I beg to commend this 
convention for the important part it is 
playing in the movement of bringing 
policyholders together and uniting em 
for the protection of their interests. I 
bring you a cordial greeting from the as- 
sociation which I have the honor to rep- 
resent and assure you of our desire to co- 
operate wth you in every effort you may 
make for the elevation of the life insur- 
ance business, which has passed the point 
of being a commercial business in the 
ordinary sense and has become one of the 
greatest of the great economic institu- 
tions of modern times. 





CHALMERS GETS INSPIRATION 


Those who heard Hugh Chalmers at 
the American Life Convention talk on 
salesmanship wondered why it was 
that a man worth several million dol- 
lars, and the head of a great enterprise, 
should find time to attend insurance 
meetings and make talks on a kind of 
salesmanship in which he is not par- 
ticularly interested. Several men have 
noticed that there is a peculiar inspira- 
tion in talking before a life insurance 
body. While Mr. Chalmers gave much, 
doubtless he received more than he 
gave. He classed life insurance as one 
of the difficult kinds of salesmanship. 
In selling cash registers or automobiles 
a salesman is confined to certain defi- 
nite things. In life insurance his argu- 
ments may go to the fundamentals of 
human nature. Mr. Chalmers makes 
no mistake in giving special attention 
to life insurance gatherings. 





“What Wili We Show?” 


A very interesting compilation pre- 
sented at the American Life Convention 
was the statement of all the companies 
showing a total insurance in force of 
over a billion dollars, a gain during the 
year of 140 millions and admitted as- 
sets of nearly 130 millions. At the bot- 
tom of the tabulation was the signifi- 
cant question: “Next year what will 
we show?” 





ADDRESS OF PRESIDENT 


VARDELL REVIEWS THE WORK 





Tells What Convention Has Accom- 
plished and Makes Suggestions 
for the Future 





In his annual address, President Var- 
dell reviewed the work that has been 
accomplished by the convention in the 
past six years and made several recom- 
mendations for extending it for the fu- 
ture. He referred to the gain in public 
confidence ‘and predicted that before 
long, when a company applies for ad- 
mission to a state, it will be asked if it 
is a member of the convention and 
membership will be a recommendation 
for admission. His address was in part 
as follows: 


With this meeting the American Life 
Convention ends six years of earnest and 
successful work for the benefit of the 
insuring public and the betterment of 
the companies composing the convention. 


Great Sums Represented 


Condition and Achievements During 
1910-11—-During this administration the 
membership of the convention has been 
increased from sixty-one to eighty com- 
panies. At its meeting in 1910 the con- 
vention companies represented insurance 
in force, on Dec. 31 preceding, amounting 
to $710,239,023. The companies compos- 
ing the convention on Dec. 31, 1910, had 
insurance in force aggregating the mag- 
nificent sum of $1,044,913,126. 

Principles—At its meeting at Indian- 
apolis on Sept. 7, 1907, the convention be- 
gan the building of its platform and prin- 
ciples through adopting certain resolu- 
tions, which have been added to from time 
to time at its different meetings. 

These resolutions show that the con- 
vention is in favor of clean life insur- 
ance, in favor of strict state supervision, 
in favor of throwing out all abuses and 
in favor of taking the policyholders into 
the confidence of the company, in favor 
of a preliminary term valuation and in 
favor of uniform laws. 

Confidence of Policyholders—No laws, 
however perfect, can make a life company 
successful, but unwise laws may mater- 
ially retard its progress. There is no 
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doubt that in the past a great many bad 
laws have been enacted, governing the 
conduct of the business of life insurance, 
simply because the legislature did not 
know any better, or was misled by half- 
told truths. 

The average legislator wants to do what 
is right, and often the very fact that 
legislation is promoted by insurance lob- 
byists will cause honest legislators to 
be suspicious of it for fear of its being 
pushed entirely from selfish motives. Let 
a life insurance company, or any other 
insurance organization, put one over a 
legislature and get a law on the statute 
books which gives it an undue advan- 
tage, it is only natural that when the 
legislature realizes it has been hood- 
winked, it will go a great deal further 
than the mere repeal of the obnoxious 


law. 
Army of Policyholders 


I do not believe that it is necessary for 
the insurance companies of this country 
to adopt the methods of other great cor- 
porations and employ lobbyists and prom- 
inent lawyers to assist the various legis- 
latures of the country in enacting good 
insurance laws, and to prevent them from 
enacting bad insurance laws. If you com- 
panies of the convention will keep the 
platform of the convention” before you, 
and continue to live up to its principles, 
you will have an army of satisfied policy- 
holders at your backs, and can bring to 
bear at any time an irresistible force 
in favor of good legislation and against 
bad legislation. 

A policyholder whose experience of deal- 
ing with your company has convinced 
him that with your company his inter- 
ests are paramount, and that your com- 
pany is managing its affairs with the 
single thought of what is best for its 
policyholders, will not withhold his as- 
sistance in the encouragement of good 
laws or the discouragement of bad laws. 
No legislature in this country is strong 
enough to resist the demands of your 
policyholders, for they form the best citi- 
zenship in every state and they will be 
demanding only what is right. 

Preliminary Term Strong 

Policy Valuation—The convention de- 
clared for a preliminary term valuation, 
and in doing so without doubt declared 
for the proper valuation, and the only 
valuation under which a new company can 
exist and build up under the present 
stringent insurance laws on the statute 
books of most of the states. That the 
preliminary term valuation is practical is 
carried out by the fact that the com- 
panies operating under it are succeed- 
ing. That it is scientific and theoretic- 
ally correct, when reasonable allowance 
is made for the higher priced policy 
forms, is attested by the fact that many 
of the best actuaries in the United 
States lend their approval to the plan 
by accepting position with companies 
operating under it. And this despite the 
fact that for many years in the past the 
agents of companies operating under the 
so-called full reserve used it as a bug- 
bear to fight young companies. That 
this, however, has been abandoned, and 
the preliminary term is generally recog- 
nized, is further demonstrated in that 
recently an alleged “model” life insur- 
ance law has been introduced into con- 
gress which recognizes the preliminary 
term valuation, though it modifies it on 
the ordinary life plan instead of the more 
practical modification on the 20-payment 
life basis. 


Opposes Federal Supervision 
Federal Supervision—I venture the as- 
sertion that federal supervision of life 
companies will never bother any of the 
companies of our generation. If it were 
Possible and constitutional, I believe it 
would amount to virtually dual super- 
vision, which would soon become more 
burdensome than the present state super- 
vision. Federal supervision has never 
been, and never will be clamored for by 
policyholders, though circulars innumer- 
able have been sent them with a view 
of creating a demand for it. Many of 
the leading lawyers claim that it would 
be unconstitutional, and I think any small 
company, if it will consider the source 
from which most of the agitation in 
favor of federal supervision started, will 
forthwith shy from it. 
Tales of Competition 

Convention’s Future Work—When the 
Men in charge of the companies of the 
Convention meet annually and become ac- 
quainted with each other, a great step is 
accomplished toward eliminating suspicion 
and distrust and replacing it by confi- 
ence. Every one of us at one time or 
another has no doubt received complaints 
from our agents, that a certain company 
Was abusing us or was indulging in un- 
derhand methods. If you do not know 
the officers of the company complained of, 
t is only natural for you to sympathize 
—- your agent. When you have at- 
ended the convention meetings, have 
come face to face with the officers of the 
companies and know that they, just like 
you, desire to do what is right, the 


Chances fo 
eliminatea’” harboring ill feelings are 


Eliminate Irresponsible Agent 
an? should now work with a view of 
amninating the irresponsible agent. Ex- 
ple will go a long way toward doing 
the The greed for new business, as in 
i Past, is one of the curses of the life 
Surance business today. The tempta- 





tion to pay exorbitant commissions is 
strong. The temptation to meet com- 
petition in the matter of over-liberalizing 
policies and adding new benefits without 
an adequate charge, in the desire to get 
ahead of the other fellow, seems irre- 
Sistible to some companies. 

I do not believe that the policyholders 
have in the last several years demanded 
any better insurance or more liberal con- 
tracts than the companies have been is- 
suing. Competition, however, has again 
proved itself a greater force than legis- 
lation in liberalizing policies. From time 
to time new benefits have been added 
by some company, the agents of another 
company claim that they cannot sell in- 
surance without it, and forthwith the 
new benefits are adopted or surpassed. 


Where Will It Stop? 


This may temporarily make your poli- 
cies a little easier for the agent to sell, 
and may save the great executive a little 
trouble in securing men; but where is 
the liberality going to stop and what is 
going to be the result in years to come? 
Now, understand, I do not mean that a 
life company should cease to liberalize its 
policies. I believe in a thoroughly liberal 
policy. I believe our policies should be 
just as liberal as we can afford to make 
them. The point is, can we afford it? 

One of the greatest evils in the business 
today is the old trick of twisting policies. 
So much has been said along this line 
that it is almost a threadbare topic, yet I 
think every convention company should 
come out strongly against the pernicious 
practice. We should not excuse ourselves 
as new or small companies, for endeavor- 
ing to build up by twisting the business 
of older companies, nor as we grow older 
should we allow ourselves to become so 
self-satisfied, that we bring ourselves to 
believe that we are doing other com- 
panies’ policyholders a benefit in encour- 
aging, or at least not discouraging, our 
agents in twisting them to our companies 
on the ground that we are a little “holier 
than thou.” 


Near Perpetual Motion 
This twisting business comes pretty 
near solving the perpetual motion ques- 
tion. In the old days the annual divi- 





dend man went after the tontine or dis- 
tribution period policies; the tontine or 
distribution period agent was often will- 
ing to advise the dropping of an en- 
dowment to take a twenty-payment, or a 
twenty-payment to take an ordinary life, 
or the reverse. Later the agent of the 
new company advised the lapsing of old 
business on the ground of the greater 
profits that the younger company would 
make. The agent of the old company 
advised the dropping of a policy in the 
new company because of its youth and 
smallness, and in every instance the 
policyholder paid the freight, and the 
business as a whole was injured. 
Evil of Alleged Comparisons 

Another evil is the practice of using 
competitive literature containing alleged 
comparisons. I think every state should 
have a law prohibiting comparisons, un- 
less a standard comparison could be ar- 
rived at, for no company issuing com- 
parisons ever published any except those 
favorable to itself. A man soliciting life 
insurance with a solvent company does 
not need competitive literature. The 
man who uses competitive literature, and 
the man for whom it is usually prepared, 
is the man who wants to twist business. 

Recently, in a state in which the com- 
pany making the complaint was not even 
doing business, a small local company had 
an agent whom it was alleged was twist- 
ing the outside company’s business. The 
outside company promptly and rightly 
complained to the small company, and re- 
quested that the methods complained of 
should be discontinued. The small com- 
pany at once investigated, found that the 
outside company was justified in complain- 
ing and promptly insisted upon the discon- 
tinuance of the methods complained of, 
which resulted in the loss of an agent 
producing paid for business at the rate of 
between $300,000 and $400,000 a year. 


Didn’t Mind on the Other Foot 


Within a very short time thereafter, 
each of the agents of the small company 
received a comparison headed “New Com- 
panies vs. Old,” containing the names of 
several convention companies, issued by 
the company which had made the com- 
plaint. The complaining company re- 





ferred to is an eastern company writing 
new insurance well up to the limit per- 
mitted by the law of its home state, and 
possessing assets so great that it is 
scarcely possible for the average man to 
comprehend the amount of money repre- 
sented. If any company ever was in posi- 
tion to set an example of clean business 
methods and fair dealing with other com- 
panies, the company referred to is. Yet 
this leaflet entitled “New Companies vs. 
Old,” is neither decent nor fair in the 
comparisons which it contains. 

If any members of this convention have 
been seriously disturbed by the leaflet in 
question, I would recommend them to 
investigate the company issuing it, at 
about the time when it was as old as 
the average American Life Convention 
company. 


Not Damned by Stock Salesmen 


On the other hand it is just as im- 
portant for us of the younger generation 
to see that we do not permit ourselves 
to swell up with too much self-righteous- 
ness when we think of the errors that the 
older companies have fallen into. Neither 
should we predict the disaster of the 
still younger companies who have gotten 
their start by placing stock through stock 
salesmen (even though we know that 
those stock salesmen pointed to the rec- 
ords of the old-timers who did things in 
the way of issuing illiberal policies, 
through selling tontine or distribution 
period insurance, and through doing other 
things that our modern laws will not per- 
mit), for the present management of the 
new company, despite the fact that in 
selling its stock misstatements may have 
been made, may be perfectly clean, and 
the stockholders in charge of the com- 
pany may earnestly regret that the stock 
was sold to them in such a manner, and 
may be working just as earnestly to 
build up an honest company as any one 


can, 
Correction Will Come 


The American Life Convention must 
stand for clean insurance, must remem- 
ber that, as the old tontine and distribu- 
tion period policies, as the old illiberal 
forfeitable policy, as the specials and 
board contracts have all through just laws 











What the Insurance Authorities Say 


Read Carefully 


The Southern States Mutual Life was incorporated 
under the laws of West Virginia January 26th and began 
business May 1, 1906. 


This company has a substantial and reputable backing. 


Has had a good steady growth. 
are sound. 

The Southern States policy contracts are fair and liberal; 
contain the Total Disability benefits and are all on the 
Annual Dividend basis. 


This company’s business methods will be reflected in 
good dividends. 


Its actuarial methods 
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been relegated to the junk heap—even 
though incidentally they left some of the 
companies millions which otherwise would 
have remained in the hands of the policy- 
holders—just so certain will public sen- 
timent, if the companies do not do 
themselves, cause laws to be passed which 
will eliminate the misrepresentations 
which unfortunately have been recently 
and in some cases still are rampant in 
selling life insurance stock; and just so 
certain will time and the public, if the 
companies do not do it themselves, elim- 
inate any remaining disgraceful features 
from the life insurance business. 

I do not believe in making too great a 
virtue of necessity; but it is much better 
to make a virtue of necessity than to 
force the passage of laws requiring vir- 
tue, and every one of us might as well 
look necessity squarely in the face and 
be good, if for no other reason, because 
we will have to. 

Demand on Members 

The day for any form of fraud or mis- 
representation in life insurance is rapidly 
passing. Whether it is in paying small 
annual dividends, to sell tontine or dis- 
tribution period insurance, and then when 
the tontine or distribution period policy 
can no longer be sold, immediately jump- 
ing up the annual dividends to abno 
sizes to discourage any desire for tontine 
or distribution period insurance, or 
whether it is in permitting agents to sell 
board contracts and specials with repre- 
sentations which the officers of the com- 
pany may be in position to claim they 
know nothing about, or whether it is in 
fleecing the public in the sale of stock 
through irresponsible men, it must cease; ’ 
and it is up to the American Life Con- 
vention today, not only to come out 
strongly in favor of all that is good in 
life insurance, but to demand it of its 
members. There is no doubt but that this 
organization has already accomplished a 
great deal along these lines, in fact, more 
than has ever been accomplished by any 
similar organization. During the coming 
year we should do more than ever in the 
past. We should place the American Life 
Convention in such a position that when 
a company knocks at the door of a state 
for admission, it will be asked if it is a 
member of the American Life Convention, 
and, if so, that in itself will be a recom- 
mendation to its admission. 


Secretary to Give Full Time 


Recommendations—The American Life 
Convention has grown to such an extent 
that in the future we should tighten the 
lines as to admission to its membership. 
I would recommend that a change be made 
whereby some one could be employed as 
secretary or general manager, whose duty 
it should be to give virtually all of his 
time, if not all, to the affairs of the con- 
vention. That our annual meetings have 
been of great benefit there is no gain- 
saying. We should in these meetings 
have a program that will bring out for 
discussion the betterment of the com- 
panies and of the insurance business. We 
should obtain the very best talent possi- 
ble to read papers, whether that talent 
comes from members of the convention 
or not. We should encourage the medical 
section to hold at least one independent 
meeting, as they did during last year. 
I would recommend that the companies 
endeavor to have their legal advisers 
meet with the convention, and try to 
bring closer together the legal section. 


Create an Actuarial Section 


I recommend that steps be taken at 
this meeting to create an actuarial sec- 
tion. In my opinion this section should 
be composed of the actuaries of the com- 
panies, and should not be in any manner 
connected directly or indirectly with any 
actuarial society, nor attempt to hold ex- 
aminations or confer degrees. I believe 
that it will be well if this section could 
have at least one independent meeting 
yearly. 

I would recomend that the executive 
committee hold, subject to the call of the 
president, at least one meeting, and more 
if necessary, between the dates of the 
convention. I think the convention is 
now strong enough to afford, and should 
pay the traveling expenses and hotel bills 
of the members in attending these meet- 
ings. In the past the members of the ex- 
ecutive committee have paid their own 
expenses. 

In looking to the future of the con- 
vention, there unrolls before us an op- 
portunity for good unsurpassed. The 
day for a few companies doing the life 
insurance business of this great country 
of ours is past. There is no argument 
in favor of it. I do not for one instant 
think that the large companies will not 
continue to be monuments to the genius 
of the men who conceived them and of 
the man who carry on their gigantic 
affairs; but the older and the larger com- 
pany must in the future recognize the 
small company and the sooner this idea 
is brought home to them the better it 
will be for both. The life insurance busi- 
ness is rapidly taking its proper place 
as the greatest business in the world. 





“Many a person who boasts of his 
genealogical tree can’t even spell it 
without the aid of a dictionary. Don’t 
have it said that the best part of you 
is in the grave. Make something of 


CALCULATES THE LIMITS 


PROBLEM OF YOUNG COMPANY 


Actuary Cathles Discusses Amount of 
New Business That May Be 
Written with Safety 


A paper that may well be studied by 
managers of the newer life companies 
was the one prepared by Lawrence M. 
Cathles, secretary and actuary of the 
Southwestern Life, and read by him at 
the convention. His subject was “How 
Much Business Is It Safe for Young 
Companies to Write During the First 
Years of Existence?” 

All companies have a certain home 
office expense, and Mr. Cathles’ paper 
shows that in order to pay expenses and 
make a profit there is a minimum as 
well as a maximum figure. He pre- 
sented calculations based on first year 
cost of new business of 80 percent, 90 
percent and 100 percent, with no re- 
newal commissions 

His paper was as follows: 


The fact that this question has been 
suggested by the executive committee of 
the American Life Convention as a prop- 
er one to be discussed, is significant of the 
development of the younger life insur- 
ance companies of the country. 


View at Beginning 

Special Problems of New Companies.— 
To begin at the beginning and get a prop- 
er viewpoint from which to consider our 
problem, let us take a new company at 
the moment it receives its license to 
transact the business of life insurance in 
its home state. As most of the new com- 
panies in recent years have been organ- 
ized on the stock plan, we will assume 
that the stockholders have elected a 
board of directors for the transaction of 
the company’s business, giving them in- 
structions to write life insurance and to 
produce dividends on the company’s stock. 

Managers Have “Scarcity” Value 

Management.—Neither laws nor insur- 
ance departments can e an insurance 
company successful; it is necessary for 
the company itself to have an experienced 
and competent management. Competent 
and experienced insurance company exec- 
utives have today almost a “scarcity” 
value because the abnormal increase in 
the number of new companies in recent 
years has more than absorbed the visible 
supply, and it probably costs more today 
to secure the highest grade of insurance 
executive for a young and moderate 
sized company than ever before in the 
history of the business. Yet the selec- 
tion of such a man is without doubt of 
the most vital importance to the company, 
besides having a special bearing on the 
amount of new business to be written. 


Must Develop System 

The chief executive who has a working 
knowledge of the details of a life insur- 
ance company and who is himself capable 
of fulfilling any of the multifarious duties 
may make a perfect head for a company 
while it is possible for him to oversee all 
the details. A man of this kind may be 
at the same time incapable of developing 
a system of management for his company 
which will adequately take care of the 
business when it grows beyond the limits 
of his immediate supervision. 

The head of a new company who is un- 
able to build up an organization in his 
home office which will perform all the 
ordinary duties practically without assist- 
ance from himself may successfully man- 
age a small and slow prowme company, 
but is not fitted to be the chief executive 
of a company which is writing each year 
a very large volume of business. It is 
impossible for any man to give to the 
general administrative problems which 
continually arise, and to the very serious 
financial and other questions which are 
forced upon a rapidly growing company 
anything like the careful thought and 
attention which these important questions 
require, if he is continually interrupted 
and his time taken up with comparatively 
unimportant questions of office manage- 
ment and ordinary routine. 

Getting the Business 

Agency Department.—Its managers se- 
lected, unquestionably the first great need 
of a new company is life insurance, for 
without that it can certainly never be- 
come a real life insurance company. It is 
natural that in such circumstances the 
agency department of a company should 
receive most attention and it is excus- 
able that other departments should, at 
least temporarily, be pushed into the back- 
ground. 

The first step, of course, is to obtain 
agents and the new company is at once 
in competition on a very mercenary basis 
with all the existing companies. [If it 
does not fix upon a definite commission 
scale, it must at least have some defi- 
nite ideas regarding what it will pay for 
business. In regulating this part of the 


often be met 
the agency department that it is impos- 
sible to obtain business unless a certain 
rate of commission is offered as a min- 


with the statement from 


imum, 
May Mean Incompetence 

The agency department is closest to the 
producer and has the best chance of 
knowing what his compensation ought to 
be, but it should be remembered that the 
more*competent the head of the agency 
department, the more cheaply can he ob- 
tain the necessary business, and that a 
request from the agency department for 
an extravagant rate of commission may 
be an admission of incompetence. 

After the commission scale has been 
decided upon the experienced agency 
manager will carefully pick his agents, 
because he knows that every new com- 
pany is a bright and shining mark for the 
“rounder” and the worthless. He will 
investigate carefully every prospective 
agent, insisting upon full details regard- 
ing previous connections and actually re- 
ferring to those companies for informa- 
tion. He will naturally seek first of all 


will not overlook the saving to be made 
se J getting as permanent a force as possi- 
e. 


Same Reputation as Agents 


ize from the outset that the men with 
whom he contracts are the men who will 


company in their respective localities, 
and that it will be exceedingly difficult for 
his company to have a reputation better 
than its agents bear personally. A life 
insurance company is so dependent upon 
the confidence and good will of the pub- 
lic for permanent success that the impor- 
tance of employing none but first class 
men as agents cannot be overestimated. 
I am convinced that every agency exec- 
utive present will admit that (leaving out 
of account the amount of new business 
produced) it is vastly more important to 
their own departments as well as to the 
company as a whole that their forces 
should be composed of men of high char- 
acter, than that these men should be pos- 


an agency force which will produce, but | 





Such an agency manager will also real- | 


be the only physical representation of the | 





sessed of long experience in the busi- 
ness or exceptional powers as large pro- 
ducers. If this is true how much quality 
is it permissible to sacrifice for the sale 
of quantity? 


Carelessly Drawn Policies 


Policy Contracts.—Then there is the 
question of making policy contracts and 
deciding upon the rates of premium and 
guaranteed values applicable thereto. 
These things form the very foundation of 
the company’s business. A_ carelessly 
drawn policy contract may cause no em- 
barrassment for years after it is issued, 
and then be shown up when many hun- 
dreds are on the books, only because of 
the unfortunate outcome for the com- 
pany of a claim for a benefit not intended 
to be given. Insufficient premium rates 
may not become evident for years unless 
the gain and loss exhibit is compiled 
with more than ordinary care and a prop- 
er interpretation is put upon the policy 
contract in figuring net premiums and 
reserves. Too liberal surrender values 
or improperly calculated surrender values 
are not the least insidious of evils. They 
also may lie undiscovered for years, de- 
veloping suddenly a serious menace to the 
company’s presperity. 


Errors Cannot Be Corrected 


A policy contract once issued from the 
home office cannot be recalled except with 
the permission of the policyholder; errors, 
therefore, whether in the wording of the 
contract or the premium rate or the guar- 
anteed values, cannot be corrected when 
discovered. The injury, in this respect, 
which has been inflicted upon many new 
companies and some old ones, by un- 
trained actuaries, is much greater than 
is commonly known. 

A large volume of business because of 
too great liberality or errors in policy con- 
tracts is scarcely to be desired. 

Training of Medical Director 


Medical Selection.—A force of medical 
examiners must be organized by the com- 
pany’s medical director. He may be so 
fortunate as to obtain a list of the med- 
ical examiners of some already estab- 
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lished company, so that the actual exam- 
inations will be made with some degree 
of intelligence and safety from fraud, but 
it is not the examiner who passes upon 
the acceptability of any risk—he is merely 
the eyes through which the company sees 
the risk. The experienced medical direct- 
or who has grown up with the company 
has educated himself in the special lore 
of medical selection for life insurance, 
exchanging ideas and experience with 
many other medical directors and becom- 
ing an expert in the particular science of 
determining who is and who is not a safe 
subject for life insurance. 

The average medical director of a new 
company is usually a thoroughly well 
qualified physician, with more or less ex- 
perience in the examination of applicants 
for insurance, but with little or no expe- 
rience in the actual selection of risks. In 
a large percentage of cases little skill is 
of course required to classify applications 
as good or bad, but there is always a con- 
siderable percentage of ‘“‘border-line” 
cases, and it is here that a medical direct- 
or with experience is needed. 


Must Have Mortality Gains 


There are of course text books on the 
science of selecting risks and in doubtful 
cases the specialized mortality experience, 
published by the Actuarial Society of 
America, giving data regarding the mor- 
tality in special classes of impaired risks 
is a very valuable guide to the medical 
director of a new company if the intro- 
ductory remarks in the published volume 
are carefully studied before the percent- 
ages of actual deaths to expected deaths 
in the different classes are freely used. 
But no amount of information in books 
can take the place of personal experience 
and efficiency, and it is certain that the 
more badly selected business any com- 
pany has the less will be its chance of 
financial success. In fact, without large 
mortality gains in its early years, it is 
not possible for a company to make ends 
meet at all. 


Bad Selection Not Soon Apparent 


If the medical department is not thor- 
oughly organized and efficient the pres- 
sure of a large and constantly increasing 
number of applications is certain to re- 
sult in a less careful and less efficient 
selection of risks. One of the worst fea- 
tures of poor selection is that it may not 
show up immediately. I know of one 
company, for example, which went three 
years after organization without a death 
loss, and inside of ten years had a mor- 
tality rate approaching one hundred per- 
cent, with little prospect of very mate- 
rial reduction from this rate in the near 
future. 

Expenses at Home Office 


Home Office Organization—A _ general 
scheme for handling the work at the 
home office has to be worked out and 
this deserves more consideration than it 
sometimes gets during the first few years 
of the company’s existence. One of the 
heaviest burdens the new company has 
to bear in the first years is the salaries 
of officers and employes and the inevit- 
able general expense at the home office 
for printing and stationery, rent, taxes 
and the hundred and one other items that 
wage incessant war upon the company’s 
income. 

It is a common saying in the business 
world that dividends are paid out of the 
savings on the expense account, but in 
insurance, as in most other walks of life, 
the natural preference is to increase the 
business sufficiently to justify the ex- 
pense account rather than reduce the 
expense account to the amount justified 
by the business. In a new insurance 
company where experienced and able 
management is so peculiarly essential, I 
think there is little question that if an 


increased business will justify an _ in- 
creased expense account the business 
should be increased, and the increase 


continued so long as it acts that way 
and does not injure in other respects. 
Loss from Bad System 

An imperfect system of keeping the 
home office records invites carelessness 
and errors, and even defalcations. The 
waste in effort (and consequently in 
money) and the lack of definite knowl- 
edge regarding the progress and de- 
velopment of the company, the strain and 
confusion of an inefficient or unwisely 
arranged office staff, a low rate of re- 
hewal due to lack of proper care in 
notifying due dates of premiums and lack 
of brains in coaxing the second premium, 
Particularly out of the pocket of an un- 
decided policyholder, are a few of the 
grains of sand which may be found in 
home office machinery which is roughly 
Put together. It stands to reason that 
the faster a machine goes, with grit in 
its bearings, the more friction there will 
be and the greater chance is there of a 
breakdown. 

Danger in Inexperience 

Investment Department—At least in the 
agency department of life insurance com- 
Panies in this country there is no dis- 
Position to stint the ox that treadeth out 
the corn and in new companies there 
Will be little need for an investment de- 
Partment for a few years, once the capi- 
tal stock is put out at interest. 

I think it was the late Professor Zart- 
man who showed that in the past the 
most fruitful cause of failure of life in- 
Surance companies had been unfortunate 
°r dishonest or careless investment of 





funds. In spite of the much more severe 
legal restrictions regarding the kinds of 
securities in which funds of life insur- 
ance companies may be invested, there is 
still danger from this source, although 
probably the most frequent cause of fail- 
ure in the immediate future will be in- 
experienced or incompetent management 
and extravagance either in the home office 
or in the field, or in both places. 
Prompting of Finance Committee 

In many new companies the investment 
of funds is entrusted to a finance com- 
mittee of the board of directors or to a 
treasurer. It is not possible for a finance 
committee composed of men who are 
quite strange to the business of life in- 
surance to invest the funds of a life in- 
surance company with anything like the 
efficiency of a similar committee who have 
been long connected with the business of 
insurance, realize its particular needs in 
the way of investments and are prompted 
by an executive officer with broad experi- 
ence in the investment as well as in the 
other departments of the company. 

Temptation to Speculate 

It is quite probable that the invest- 
ments made by such finance committee 
will be safe and, at least in the west and 
south, it will be easy to obtain a re- 
munerative rate of interest. There is, 
however, always the danger that local 
prejudice will warp the judgment of the 
committee in valuing securities for loans 
and it is naturally difficult for such a 
body of men to attain immediately a full 
realization of the trust nature of the 
funds which they handle. These funds 
form a trust which is almost sacred in 
its nature. They are made up of the 
contributions of the public for the pro- 
tection of wives and children and often 
form the only means of sustenance of 
widows and orphans. Speculation with 
such funds would be a crime, and yet it 
cannot be denied that in a company where 
the writing of a large new business has 
depleted the surplus fund there will be 
a great temptation to speculate. 

Bearing on Stockholders’ Dividend 

Responsibility for Stock Surplus—There 
is another aspect of the case which is 
entitled to consideration. The _ stock- 
holders of a new company who have sup- 
plied the sinews of war may not have 
expressed definite wishes regarding the 
use of the money which they have con- 
tributed—whether it shall be carefully 
husbanded and a moderate business writ- 
ten, or whether it shall be quickly spent 
in the effort to obtain in the least possi- 
ble time a large amount of insurance. In 
almost every instance, however, it is 
practically certain that some representa- 
tions have been made to them regarding 
the returns which they will receive on the 
money they invest. The amount of in- 
surance which the company writes has a 
direct relation to the amount of the origi- 
nal surplus fund which will be used up 
and to the amount of the dividends which 
it is possible to pay on the stock. There 
is, therefore, a considerable responsibility 
upon the management so to conduct the 
business of the company that the stock- 
holders whom they represent will secure 
the returns on their investment which 
have been promised, if that is at all pos- 
sible. 

Use of the Surplus 

In the ordinary industrial concern the 
paid-in capital is used, first of all for the 
erection of a manufacturing plant and 
for raw material, wages, etc., and then 
for the development of the sales depart- 
ment. This is the legitimate and avowed 
purpose of capital stock. In life insur- 
ance, capital stock, being a margin of 
safety and a guarantee for the fulfillment 
of policy contracts, is properly hedged 
about by laws designed to preserve its 
integrity. To get around the legal re- 
strictions upon the use of capital in the 
life insurance business, promoters of new 
companies have secured additional capi- 
tal and labeled it “surplus.” These pro- 
moters may not all have explained to the 
purchasers of stock that the amounts 
paid in by them to surplus fund are to 
be partly or entirely used in establishing 
the company, but the mere fact that part 
of the money paid in by purchasers of 
stock is definitely labeled surplus, is prob- 
ably reasonable and sufficient notice that 
to the extent of this surplus the payments 
made by the stockholders are beyond the 
control of any law except the necessities 
of the company as determined by its man- 
agers. 

Cannot Escape Responsibility 

Although this paid-in surplus is thus 
placed at the disposition of the company 
without legal restraint regarding its ex- 
penditure, the management of the compa- 
nies in my opinion cannot escape respon- 
sibility for this fund any more than they 
can escape responsibility for any other 
funds entrusted to them. If this paid-in 
surplus is used up in expenses of organ- 
ization and in establishing the company, 
then there is clearly a responsibility upon 
the management to show that the money 
has been used to good purpose and not 
extravagantly. 

An efficient home office staff and or- 
ganization is undoubtedly worth a great 
deal to a new insurance company and 
therefore justifies the expenditure of 
money in its procurement. well or- 


ganized medical department and agency 
force is likewise of value and good rea- 
os oe more expenditure of the surplus 
und. 


The new insurance procured by 








the company is likewise of value and 
justifies the expenditure of surplus funds. 
All these things form good explanations 
for a certain amount of the company’s 
expenditures, and have undoubted value to 
the company as a going concern. 
Market Value the Measure 

The market value, however, is the only 
practical measure of their value as as- 
sets. The home office organization and 
force of medical examiners have prob- 
ably no market value. The agency or- 
ganization may perhaps be said to have 
a market value provided the scale of 
commissions on which the force is built 
does not exceed the average. New insur- 
ance on the books of a new company may 
be said to have a market value, although 
I am personally of the opinion that this 
market value is over-estimated by most 
of the new companies—partly through ig- 
norance regarding what elements con- 
tribute to value and what do not, and 
partly from a natural desire to justify 
the expense of its procurement. 

Must Measure Up to Standard 

Nonparticipating insurance on the books 
of a new company, if it is properly se- 
lected, written upon safe policy forms 
with adequate premium rates and reason- 
able surrender values, has undoubtedly 
a market value, but if it does not measure 
up to standard in any of these particu- 
lars its value is problematical. 

After a company has been in existence 
for a few years it has of course its own 
experience by which it can be guided, 
and an intelligent analysis of the annual 
statement with a careful study of the 
gain and loss exhibit will be more illum- 
inating than any amount of theoretical 
figuring or discussion. By tabulating for 
each year the principal items of profit and 
loss, and the figures which indicate the 
company’s growth and development, the 
management of any company can watch 
as closely as it pleases the tendencies 
and actual experience of the company. In 
such case, however ,the present discus- 
sion and tables which follow may be of 
some value as a standard for compari- 


son. 
Participating Policyholders 

Responsibility to Participating Policy- 
holders—I have probably already laid my- 
self open to the charge that I have wan- 
dered from the text and overstepped the 
limits of the subject assigned, but it 
seems to me that this paper would be 
incomplete without still another digres- 
sion. So far we have discussed only the 
strain of different amounts of new busi- 
ness on the young company, assuming 
that the financial strain was- entirely 
borne by stockholders, 








Some of the young companies have par- 
ticipating as well as nonparticipating 
business on their books, although most 
are writing practically nothing but non- 
participating business today and perhaps 
it is not altogether inexcusable to in- 
vestigate the fairness of using, in the 
purchase of new business, the surplus ac- 
cumulations on existing participating 
business. Several states have already 
passed laws requiring that separate state- 
ments of gain and loss on participating 
and nonparticipating business shall be 
made up each year, but this is not yet 
required in a majority of the states in 
which the members of this convention 
do business. 


Use of Earnings for Expenses 
In the absence of special calculations 
it is of course impossible to know how 
much of the net increase in surplus real- 
ized by the company is derived from the 
participating business and how much 
from the nonparticipating. Assuming 
that both are profitable and that the com- 
pany has a reasonable capital stock and 
surplus, is it permissible for such a com- 
pany to write so much new insurance 
each year that part or all of the surplus 
actually arising on the existing partici- 
pating insurance is used up in first year’s 
expense? 
Participating Rates Made High 


When old-line life insurance was first 
developed rates were deliberately made 
large enough to be absolutely safe. They 
were based upon very inadequate data 
and proved to be much higher than neces- 
sary. In order to reimburse the insured 
the companies inaugurated the system of 
bonus distributions. This was how par- 
ticipating insurance started. If the com- 
pany’s experience was favorable a return 
was made to those who had overpaid. 
The reason for the high premium was 
that the company should be safe beyond 
question. 

This remains today one of the reasons 
for the difference between participating 
and nonparticipating premium rates, al- 
though more accurate mortality tables 
and clearer knowledge of the business in 
other directions have diminished greatly 
the necessity for the margin. 

Risks of Participating Members 

The fact that at least to some extent 
the participating policyholder guarantees 
the safety of the company justifies his 
claim to a share of the general profits 
of the company in addition to the return 
of his overpayment with interest. I am 
very doubtful whether the fact that the 
participating policyholder knowingly 
guarantees the solvency of the company 
gives to the company’s management any 
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right to use his overpayments in the 
procurement of new business. I think 
that it is even doubtful whether the 
=e arising from the ae a hegen spam 
usiness of the company should be so use 
except to the extent that they belong to 
the stockholders, It may be urged that 
unless the participating policyholders 
stand some chance of loss from the new 
business they should not be entitled to 
any of the profits, but it must be re- 
membered that so long as the overpay- 
ment of the participating policyholders 
and the profits equitably belonging to 


them remain in the hands of the com-- 


pany they are subject to assessment for 
the company’s losses and therefore are 
at risk whether the company does new 
business or not. 

Overpayments Should be Returned 

Of this I am quite convinced—that an 
acute responsibility rests upon the man- 
agement to see that any portion of the 
participating policyholders’ overpay- 
ments and profits which is used in the 
extension of the company’s business is 
so invested that proper returns are as- 
sured within a reasonable time. 

It seems to me too plain a proposition 
to recuire argument, that to a very large 
extent participating insurance is applied 
for in the expectation that the policy- 
holder will receive in return, in addition 
to the insurance, something more than 
his overpayment with interest. This 
makes of the participating loading, not 
an additional “expense fund” to be spent 
without thought of an accounting, but a 
“trust fund,” the proper investment of 
which deserves the serious consideration 
of the company. 

’ The gain and loss exhibit treats all the 
loading on participating policies as ex- 
pense loading and in directing the busi- 
ness of the company it should be remem- 


posed that at least part of it is a trust 


un 
Basis of Piguring 

Financial Strain of New Business—In 
order to obtain some indication of the 
effect of varying amounts of new insur- 
ance upon the surplus of a new company, 
I have made some rough calculations, 
based upon the following assumptions: 

All policies issued at age 35, for $2,000. 

Sixty percent of the business being on 
the 20-payment life, 30 percent on the 
ordinary life, and 10 percent on the 20- 
year endowment plan. 

All policies isued on the nonparticipat- 
ing plan at the following average prem- 
ium rates: 


Ordinary life........ce0e. $22.30 per $1,000 
20-payment life.......... 30.30 per 1,000 
20-year endowment....... 43.90 per 1.000 

Rate of termination, including deaths: 
WEPSt FORP. 2 cc ccc ccsccccccvcses 30 percent 
Second, third, fourth and fifth 

DED canet soo 0ed6 en ieethoean 5 percent 
SERRE FOR. ccccccccvecssevoces 4 percent 
Seventh YOR... ccccccscccccces 3 percent 


Bighth and subsequent years.. 2 percent 

Interest: 5 percent per annum net upon 
the company’s funds. 

erve basis: American 3% percent 
preliminary term modified on the 20-pay- 
ment life plan. 

Agency expense (including all agency 
expense of whatever nature—commis- 
sions, agents’ licenses, advances, net 
premiums not paid over to the company, 
traveling and branch office expense, etc.): 
80 percent of first year premiums. No 
renewal commissions. 

(For purposes of comparison, calcula- 
tions have been made at other rates, but 
80 percent is the basis of all tables un- 
less otherwise stated.) 

Death losses: First year, 50 percent; 
second year, 65 percent; third year, 75 








TABLE NO. 1 


Contributions to home office and general expense which may be expected from an 
annual new business of $1,000,000, written and paid-for. (Minus signs indicate losses.) 


80% 


Year of Company. Agency Expense. 


Per $1,000 Ins. 


Total. in Force. 
Dikee Vb desdaree $—3,427 $—3.43 
ERT ab > acwee eee 1,125 6 
ee 4,547 1.92 
se elie ue.o0e 68 7,416 2.47 
Ea ek: 6 dort 4-05.00 9,798 2.72 
Mids d's 0's oe oe 11,837 2.84 
a Oeitlne dese 60s 13,834 2.93 
_ he a ae 15,929 3.04 
OES ae 18,170 3.15 
A 20,560 3.28 


90% 100% 
Agency Expense. Agency Expense. 
Per $1,000 in Ins. Per $1,000 Ins. 


Total. in Force. Total. in Force. 
$—6,277 $—6.28 $—9,137 $—9.14 
—1,774 —1.04 —4,6 —2.75 
1,648 -70 —1,25 — .53 
4,517 1.51 1,615 54 
6,899 1.92 3,997 1.11 
8,938 2.14 6,036 1.45 
10,935 2.32 ,033 1.70 
13,030 2.48 10,128 1.93 
15,271 2.65 12,369 2.15 
17,661 2.81 14,759 2.35 


percent; fourth year, 85 percent; fifth 
year, 95 percent; sixth and subsequent 
years, 100 percent of mortality, accord- 
ing to American Experience Table. 

Cost of medical examinations and in- 
spections, $6 for each $2,000 policy. 

Calculations in conforming with the 
title of this paper have been made for 
only the first ten years of the supposed 
company. 

Contribution of Average Policy 

I first ascertained how much the aver- 
age policy would provide for the expenses 
of management at the home office of the 
company, if the company’s experience co- 
incided with the foregoing assumptions. 
The first step in the necessary calcula- 
tions is, of course, familiar to all of us, 
a the 20-payment life plan for illus- 
tration. 











WOU” np nnwhed don tbccdaws sy ocved $60.60 
First year agency expense, 
SO POTOSI. ccd cccccsccccese $48.48 
Medical examination......... 
TMOPOOIER. BOGs 2 ceccccccéasce 1.00 54.48 
$ 6.12 
Interest on balance for one year 
St DB PORCOEs, css cccdicccceseccere 
$ 6.43 
50 percent cost of insurance...... 8.94 
Balance available for home office 


expenses, minus..... os bah eeeee $ 2.51 
Meaning that if the agency expense of 
obtaining a 20-payment life policy for 
$2,000 at age 35 is 8 percent of 
the premium, every such policy instead 
of bearing its share of the general ex- 
pense at the home office in its first year 
is a direct drain on the company’s sur- 
plus of $2.51. Exactly similar calcula- 
tions were made for nine succeeding years 
of the policy and its contribution to home 
office expense during the first ten years 
of its existence thus obtained. 

Contribution of $1,000,000 of Business 

I then ascertained how much $1,000,000 
of annual new business of the character 
assumed would provide each year for 
home office management expenses. The 
following table No. 1 shows’ these 
amounts after the calculations have been 
adjusted so as to give results according 
to calendar years, assuming that the 
company commenced business Jan, 1 and 
that the average date of issue of all 
policies was June course the 
figures for other amounts of new busi- 
ag we be in proportion. (See table 
je 1. 

I have completed the calculations to 
this point so that they may be of use 


to different companies with different home 
office expense, differing amounts of new 
business, and differing incomes from 
paid-up capital and surplus. 

Assumptions of Home Office Expense 

In extending the calculations I have 
assumed a capital of $100,000 with a sur- 
plus of the same amount paid in by the 
stockholders, and a general home office 
expense as given in the following table. 

The home office expenses assumed is 
intended to cover all expenses incurred 
by the company except the agency ex- 
pense, medical examination and inspec- 
tion fees—that is to say, all expenses 
which are not already allowed for in the 
first set of calculations which produces 
the results shown in table No. 1. See 
table No. 2.) 

Business Assumed in Force 


The following table, which shows the 
total amount of insurance in force from 
year to year, according to the assumed 
rates of new business and termination, 
may be interesting. It will be noticed 
that the effect of the rate of termination 
assumed is to leave in force at the end 
of ten years over 60 percent of the in- 
surance written during that time. This 
is probably a slightly better showing than 
is hg 3 made by new companies today. 
(Bee table No. 3.) 

Estimated Profit and Loss 


The estimated profit and loss each year 
from different amounts of annual new 
business on the assumed basis is shown 
by the following table. (See table Mo. 4.) 

This table gives the estimated profit 
and loss provided no dividends are paid 
to stockholders and indicates the possi- 
bility of 10 percent dividends (being 5 
percent return on the total amount paid-in 
to the company after deducting organi- 
zation expenses) as follows: 


Annual. new business, $1,000,000—not 
Annual new business, $2,000,000—not 


Annual new business, $3,000,000—end 
of 8 years. 
Annual new business, $4,000,000—end 


Annual new business, $5,000,000—end 
of 5 years. 

Annual new business, $10,000,000—end 
of 4 years. 

Of course such dividends if paid would 
in a sense be simply repayments of sur- 
plus paid in by stockholders, the amount 
of such surplus remaining being still less 
than the amount paid in. 

The following table shows the influence 
of the profit and loss indicated in table 








TABLE NO. 2 
Amounts of home office and general expense assumed on different amounts of 


annual new business written and paid-for. 
Annual New Business 





t 
One Two 
Yr. of Co, Million Million 
CIEL con ce qe 20,000 22,000 
Mbit e sieve cee 17,000 20,000 
SEES Te 19,000 23,000 
tebe boebt caves 21,000 26,000 
ERS ee hp 06 p eo 23,000 29,000 
EE 25,000 32,000 
Med kv ob's60 o 60 27,000 35,000 
Ma ke6 o's n 4.0070 chee 29,000 38,000 
AE 31,000 41,000 
MPa gehetsehecows 33,000 44,000 





" 
Three Four Five Ten 

Million Million Million Million 
24,000 26,000 28,000 38,000 
22,000 24,000 26,000 37,000 
26,000 29,000 32,000 48,000 
30,000 34,000 38,000 59,000 
34,000 39,000 44,000 70,000 
38,000 44,000 50,000 81,000 
42,000 49,000 56,00 2,00 
46,000 54,000 62,000 103,000 
50,000 59,000 68,000 114,000 
54,000 64,000 74,000 125,000 





TABLE NO. 3 
Total insurance in force on basis of different amounts of annual new business. 





— 
One 


Two 
Yr. of Co, Million Million 
aS 60 6.666% 90 1,000,000 2,000,000 
Dh wees enisee 1,700,000 3,400,000 
ee 2,365,000 4,730,000 
eae wo.et'se 2,997,000 5,994,000 
isa ede sleheces 8,597,000 7,194,000 
Te he's. b olh"6 k's 5 4,167,000 8,334,000 
EM dig Lb G¢.0-6's o's 4,714,00 9,429,000 
bead dhacets 4 5,245,000 10,491,000 
CS ds hed-0 9.6 8-0 5,766,000 11,531,000 
Chain he's bare 6 6 6,276,000 12,551,000 


Annual New Business 
ur 


12,501,000 


18,827,000 





7 


Five Ten + 
Million Million Million 


4,000,000 5,000,000 10,000,000 

6,800,000 8,500,000 17,000,000 

9,460,000 11,825,000 
11,987,000 14,984,000 
14,388,000 17,985,000 
16,668,000 20,835,000 
18,858,000 23,572,000 
20,981,000 26,227,000 
23,063,000 28,828,000 
25,102,000 31,378,000 


hree 
Million 


3,000,000 
5,100,000 
7,095,000 
8,990,000 
10,791,000 35,969,000 
41,671,000 
47,144,000 
52,453,000 
57,656,000 
62,755,000 


14,143,000 
15,736,000 
17,297,000 





TABLE NO. 4 
Estimated profit or loss each year after crediting to income 5 percent interest on 


all capital and surplus. 
(Minus signs indicate losses.) 





One Two 

Yr. of Co. Million Million 
Disc ciabitvceonee $—13,427 $—18,854 
Pe rere ee — 6,54 — 8,6 

has ea esta geens — 6,45 — 5,283 
tonne eae > 666 é-< — 4,855 — 2,80 
agh we ce ee so ee — 4,716 — 1,186 
EE ales dir «0-5 oe — 4,913 — 168 
PRP PAR Vere — 6,161 818 
ins eb. bib Sn 60 010.0 — 6,324 2,049 
vines Swen a ss,s — 5,350 3,633 
Pas ebAs su bese e — 5,227 5,595 


Annual New Business 


(Total agency expense 80 percent of first year premiums.) 





Three Four Five e 
Million Million Million Million 
$—24,281 $—29,708 $—35,135 $—62,270 
— 9,840 —10,986 —12,132 —18,8 
— 4,06 — 2,847 — 1,6 3,413 

38 3,486 6,635 21,273 
3,501 8,189 12,876 35,157 
5,793 11,754 17,71 46,305 
8,074 15,330 22,586 57,590 

10,762 19,476 28,190 70,420 
14,024 24,414 34,80 85,351 
17,895 30,195 42,495 102,568 





Balance of original $200,000 capital and surplus. 


first.year premiums.) 





One Two 

Dec. 31 of Yr. Million Million 

Cg Are 186,573 181,146 
ee 180,027 172,458 
Eves Cisne bie 174,575 167,170 
Rk ta discards ae 169,720 164,361 
Se PVA Sn A068 8 165,004 163,175 
SRE ae vpn 160,091 163,007 
ciate Apatite bcm AN 154,930 163,825 
Te dednekraesee 149,606 165,874 
Pesw Ces eves ds 144,25 169,507 
9 le Be ee 139,029 175,102 


Annual New Business 


(Agency expense 80 percent of 





Three our Five Ten 
Million Million Million Million 

175,719 170,292 164,865 

165,879 159,306 152,733 

161,813 156,459 151,104 

162,151 159,945 57,73 

165,652 168,134 170,615 

171,445 179,888 188,330 

179,519 195,218 210,91 

190,281 214,694 239,10 

273,911 


204,305 239,108 
0 269,313 





sie $—24,554 
‘ie 6 





TABLE NO. 6 
Estimated profit or loss each year. 
premiums.) 


(Total agency expense 90 percent first year 
(Minus signs indicate losses.) 


Annual New Business 





Three Four Five Ten 
Million Million Million Million 
$—32,831 $—41,108 $—49,385 —90,770 
—18,9 —23,1 —27,3 —49,27 
—13,646 —15,621 —17,596 —28,52 
— 9,721 — 9,926 —10,131 —12,258 
— 7,061 — 5,894 — 4,72 —_ 5 
— 5,297 — 3,033 — 769 9,336 
— 3,571 — 19 3,178 18,773 
— 1,465 3,174 7,812 29,662 

1,185 7,296 13,407 42,555 
4,414 12,221 0,02 57,582 





cent of first year premiums.) 





One Tw 

Dec. 31 of Yr. Million Million 
Se 183,723 175,446 
— ree oe 4,135 160,670 
— Re er ee 165,490 149,000 
RRS eee ee 157,282 139,484 
Se ee 149,045 121,256 
| EES ee eS 140,435 123,695 
re eer 131,392 116,750 
_ SE Seen ee 121,992 110,648 
Pee eee 112,363 105,722 
: Perey. Tree 102,642 102,330 


os New Business 


TABLE NO. 7 
Balance of original $200,000 capital and surplus. 


(Total agency expense 90 per- 





hree our Five Ten 
Million Million Million Million 
167,169 158,892 150,615 109,230 
148,205 135,741 123,276 59,95 
134,559 120,120 105,680 31,430 
124,838 110,194 95,549 19,172 
117,777 * 104,300 0,82 19,121 
112,480 101,267 90,052 28,457 
108,909 101,070 93,230 47,230 
107,444 104,244 101,04 76,892 
108,629 111,540 114,449 119,447 
113,043 123,761 134,476 177,029 





Estimated profit or loss each year. 
year premiums.) 





” 
One Two 

Dec. 31 of Yr. Million Million 
rp ae $—19,137 $—30,274 

Mie kthik's 5.5 a's aie —12,63 —20,86 
eee —11,842 —18,065 
Se ae —11,566 —16,230 
RR er —11,762 —15,278 

Wiiiued sd etecanna —12,311 —14,96 
a teil ache athe —12,93 —14,718 
Dis wide ae aeneen —13,481 —14,264 
EE eee —13,914 —13,495 
ea a ae —14,220 —12,390 


TABLE NO. 8 


(Total agency expense 100 percent of first 
(Minus signs indicate losses.) 


Annual New Business 





Three Four Five Ten 
Million Million Million Million 
41,411 $—52,548 $—63,685. $—119,370 
—28,099 —35,33 —42,564. —79,728 
—23,237 —28,410 —33,582 —60,495 
—19,792 —23,35 —26,917 —45,830 
—17,636 —19,994 —22,352 —35,301 
—16,401 —17,838 —19,275 —27,676 
—15,230 —15,742 —16,254 —20,090 
—13,706 —13,149. —12,591 —11,145 
—11,669 — 9842 —8016 — 29 
— 9,082 — 5,774 — 2,467 12,594 





cent of first year premiums.) 











r 
One Two 
Dec. 31 of Yr. Million Million 
,863 169,726 
168,230 148,860 
156,388 130,795 
144,822 114,565 
133,060 9,287 
120,749 84,323 
107,819 69,605 
94,3 55,341 
80,424 41,846 
66,204 29,456 
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Balance of original $200,000 capital and surplus. 
(Minus signs indicate losses.) . 


(Total agency axpense 100 per- 





Annual New Business ‘ 
hree our Five Ten 
Million Million Million Million 
58,589 147,452 136,315 80, 
130,490 112,121 3,7 9 
107,253 83,711 60,169 — 59,593 
461 60,357 33,252 —105,423 
69,825 40,363 10,900 —140,724 
53,424 22,525 — 8,375 —168,400 
38,194 6,783 —24,629 —188,490 
24,488 — 6,366 —37,22 —199,635 
12,819 —16,208 —45,236 —199,927 
3,737 —21,982 —47,703 —187,333 


September 28, 1911. 
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No. 4, upon the original paid-in capital 
aos = of $200,000. (See table 
‘0. 


Tables 4 and 5 show generally that if 
the company writes on a paid-for basis 
only $1,000,000 of new insurance each 
year, it will continually lose money, the 
amount of loss averaging over the first 
ten years about 6 percent per annum upon 
the capital stock, and the amount of capi- 
tal and surplus remaining at the end of 
ten years being $139,000—showing a total 
loss in ten years of $61,000 plus all the 
interest earned upon the capital stock 
and surplus. 

What Tables Show 


If $2,000,000 of new insurance is writ- 
ten each year the loss will be heavier dur- 
ing the first two years and lighter there- 
after, the total strain on the company’s 
finances being greater until the sixth 
year, and thereafter less. Writing this 
amount of new business the company 
would end the ten year period with a 
capital and surplus of $175,000, or just 
$25,000 less than it started with. 

A similar condition is shown for an 
annual new business of three, four, five, 
and ten millions, the actual loss being 
greater during the first two years as the 
amount of new business increases, and 
the strain upon the company’s finances 
being more severe in each case up to 
the end of the fourth year and less severe 
thereafter. This recovery where large 
amounts of insurance is written is, of 
course, caused by the increase in the 
amount of business which has passed its 
first year and commenced to contribute 
to the company’s expenses. 

Table No. 5 indicates the strength of 
this recovery by showing that if $3,000,- 
000 of insurance is written the original 
$200,000 of capital and surplus is made 
up after nine years. On a $4,000,000 
basis, after seven and one-half years; 
on a $5,000,000 basis ,after six and one- 
half years, and on a $10,000,000 basis, 
after about five and one-half years. It 
is, however also clearly indicated that 
as the amount of new insurance in- 
creases beyond five millions it commences 
to lose in recuperative power though still 
providing larger profits after a number 
of years. 

Conditions to Be Remembered 

I did not. make calculations for an an- 
nual new business greater than ten mil- 
lion because that amount is probably al- 
ready beyond the limit which any new 
company could secure at the assumed 
rate of expense. In this connection it 
might be proper to again point out that 
the agency expense of 80 percent of first 
year’s premiums includes not only first 
year commissions but, in addition to first 
year commissions, every other agency 
expense of the company except that which 
may be reasopably classified as home 
office expense. It should also be remem- 
bered that the calculations assume that 
no renewal commissions whatever are 
payable. 


Results on 90 Percent Expense 


The estimated profit or loss each year 
from different amounts of annual new 
business on the assumed basis with 90 
percent agency expense is shown by the 
following table. (See table Mo. 6. 

This table gives the estimated profit 
and loss provided no dividends are paid 
to stockholders and indicates the possi- 
bility of 10 percent dividends (being 5 
percent return on the total amount paid-in 
to the company after deducting organi- 
zation expenses) as follows: 


Annual new business, $1,000,000—not 
in 10 years 

Annual new business, $2,000,000—not 
in 10 years 

Annual new business, $3,000,000—not 
in 10 years 

Annual new business, $4,000,000—end 
of 10 years. 

Annual new business, $5,000,000—end 
of 9 years. 

Annual new business, $10,000,000—end 


of 9 years (capital being impaired until 
that time). 

Of course, such dividends, if paid, 
would, in a sense, be simply repayments 
of surplus paid-in by stockholders, the 
amount of such surplus remaining being 
still less than the amount paid in. 

Effect on Surplus at 90 Percent 

The following table shows the influ- 
ence of profit and loss indicated in table 
No. 6, upon the original, capital and sur- 
Plus of $200,000. table Mo. 7.) 

Tables 6 and 7, showing the effect of 
a total agency expense of 90 percent of 
the first year premiums indicate that 
on the basis of $1,000,000 of new insur- 
ance each year, the company would con- 
tinually lose money at the average rate 
of nearly 10 percent per annum on the 
original capital, having left at the end 
of ten years only $103,000 out of the 
original $200,000 capital and surplus and 
having nothing to show for the interest 
earned on capital and surplus paid in. 

On a basis of $2,000,000 of new insur- 
anes each year the initial loss during the 
— few years would be still heavier, but 

€ yearly loss would decrease and the 
amount of the original capital stock and 
Surplus remaining at the end of ten years 
bs Seg -e be approximately the same as on 
— of $1,000,000 of new insurance 


~ On a basis of $3,000,000 of new in- 
urance each year the loss in the earlier 
years will be still heavier, but profits 
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would commence to be realized in the 
ninth year and at the end of ten years 
the company would have $113,000 of capi- 
tal and surplus out of the original $200,- 
000. The losses in the earlier years 
would continue to increase as the amount 
of new insurance increased and with 
$4,000,000 a year, the entire surplus 
would have practically disappeared at the 
end of seven years, although the com- 
pany would then begin to make some 
profit and would end the ten year period 
with $124,000 of the original $200,000. 
Impairment in Six Years 

If $5,000,000 of new insurance were 
written the entire surplus of the com- 
pany would disappear in three and one- 
half years and at the end of six years 
the capital would be impaired to the ex- 
tent of $10,000. The company would 
thereafter, however, begin to realize 
profits, and would end the ten year per- 
iod with $134,000 of the original $200,000. 

On a basis of $10,000,000 of new in- 
surance each year the company’s sur- 
plus would almost entirely disappear in 
the first year and its capital would be 
impaired 81 percent at the end of five 
years. The recovery thereafter would 
be rapid, but at the end of ten years the 
company would still be $23,000 short of 
je original $200,000 of capital and sur- 


us. 

These tables show that upon 90 per- 
cent total agency expense basis, the com- 
pany would require to write more than 
$2,000,000 per annum and could not write 
more than $4,000,000 per annum without 
impairing its capital stock. 

Worked Out on 100 Percent Expense 

The estimated profit or loss each year 
on different amounts of annual new busi- 
ness on the assumed basis with 100 per- 
cent agency expense is shown by the 
following table. (See table No. 8.) 

This table shows, of course, that there 
would be no possibility of dividends on 
the capital stock for at least ten years, 
no matter whether the volume of new 
insurance was small or large. 

Influence on Surplus 

The following table shows the influence 
of the profit or loss indicated in table 
No. 8 upon the original paid-in capital 
a6 — of $200,000. (Bee table 

oO. 9. 

Tables 8 and 9, showing the effect of 
a total agency expense of 100 percent of 
the first year premiums, indicate that 
such an expense will eventually ruin a 
company, whatever volume of business is 
written. 

On a basis of $1,000,000 of new insur- 
ance the capital would be impaired in 
eight years. On a basis of $2,000,000, in 
five years; on a basis of $3,000,000, in 
four years; on a basis of $4,000,000, in 
three years; on a basis of $5,000,000, in 
two years, and on a basis of $10,000,000, 
before the end of the first year. 

On a basis of $1,000,000 of new insur- 
ance only $66,000 of the original capital 
and surplus would remain at the end of 
ten years; on a basis of $2,000,000, only 
29,000 would remain; on a basis of 
3,000,000, less than $4,000 would remain 
out of the original $200,000, and at 
$4,000,000 a year the company’s entire 
capital and surplus would disappear in 
seven and one-half years. On a basis of 
$5,000,000, in five and one-half years, and 
on a basis of $10,000,000, in two years. 

Minimum as Well as Maximum 

General Conclusions—Generally speak- 
ing, the calculations indicate that so far 
as the financial strain upon its resources 
is concerned, if a young company’s ex- 
perience coincides with that assumed, it 
should write at least $2,000,000 of new 
insurance each year, and if its total agency 
expense does not exceed 80 percent of 
first year premiums it can afford to write 
as much as $10,000,000 annually without 
materially threatening its solvency. If 
the total agency expense exceeds 80 per- 
cent of the first year premiums it is 
clear that there is a limit to the amount 
of new business which it can safely write, 
the limit on a 90 percent agency expense 
being $4,000,000. Of course the less ex- 
pense incurred in procuring any given 
amount of new insurance, the sooner will 
dividends be earned on the capital stock, 
and the more business produced at a 
moderate expense the sooner will such 
dividends be earned and the greater they 
will be. 

Assumptions Should be Remembered 

In considering the results given in this 
paper and the conclusions suggested, the 
original assumptions as to distribution 
of business, premium rates, terminations, 
death rate, interest, reserve and expense 
should be kept in mind and it should be 
remembered also— 

That the assumed company has the 
benefit of 5 percent interest on capital 
stock and surplus paid in by stockholders, 
which means anh initial subsidy of $10,000 
each year and to get the true underwrit- 
ing profit or loss, this amount should 
be deducted from the amounts shown in 
tables 4, 6 and 8. 

That the size of the capital stock and 
surplus, the consequent annual subsidy 
therefrom, and the willingness of stock- 
holders to wait for dividends have all a 
very decided influence upon the a 
ability to write safely any particular 
volume of business. da 

Lapse Increases with Commissions 

That the amount charged to the pur- 
chasers of stock for expense of organi- 


AA TTSVIIVMn Tre 2. ue 


zation and commissions to stock sales- 
men has not been taken into account at 
all, although the stockholders undoubt- 
edly expect to receive a reasonable re- 
turn on this amount as well as upon the 
capital and surplus which reached the 
treasury of the company. And 

That there is a decided tendency for 
the rate of lapse to increase with the 
rate of commission paid to agents, and 
that this is a point worthy of serious 
consideration whenever the total expense 
of procuring insurance exceeds the total 
expense allowance in the first premium. 


TALK ABOUT COMPANY STATUS 








Some Comment on Action of Insurance 
Department Officials as to Acci- 
dent Institutions 





Many of the American Life Conven- 
tion companies also have monthly pay- 
ment health and accident departments 
and there was considerable interest 
shown in the recent investigation by 
the insurance departments of the claims 
of a number of the health and accident 
companies. Mr. Deitch, counsel of the 
Reserve Loan Life, who read a paper 
dealing with the supervision of the de- 
partments, used the action of the New 
York and Michigan departments in de- 
manding the resignation of the officials 
of a certain company as an instance 
of the arbitrary use of power entirely 
unjustified by the authority actually 
possessed. 

While most of the companies wish to 
conform in every way with the require- 
ments of the various departments there 
was a feeling at this convention, similar 
to that which has been shown at other 
recent insurance meetings, that insur- 
ance departments generally are taking 
quite too much upon themselves. 

The convention itself is very jealous 
of the reputation and standing of its 
membership. There was a well backed 
movement to have an investigating or 
examining committee which would not 
merely pass upon but examine into the 
eligibility of companies applying for 
membership, and it was even proposed 





to extend this to companies already 
members. The thought was that the 
departments of a number of states are 
not careful or strict enough in issuing 
licenses, and that in these states it 
would not be impossible for a company 
entirely unworthy to start business. A 
good contingent felt that, generally 
speaking, the issuance of a license by 
a company’s home department was a 
sufficient guarantee of its standing, and 
it was not on the whole deemed neces- 
sary that the convention should have 
a special examining department. The 
tests of eligibility, it was felt, should 
be rather those of respectability and 
standing than any financial standard; 
that a company, for instance, which was 
still in the hands of stock promoters, 
although financially strong, should not 
be admitted, but that as soon as such 
a company should pass into the hands 
of reputable insurance men it would be- 
come eligible. The action of insurance 
departments generally meets with the 
approval of the companies but there 
have been flagrant cases of interference 
and encroachment which must be met 
by decisive opposition. 





Johnson Strong in His Section 

One of the strong figures among the 
southern members of the American 
Convention is M. D. Johnson, president 
of the Florida Life. Mr. Johnson made 
the response to the address of the may- 
or of Pittsburg in welcome. In con- 
nection with legislation in Florida dur- 
ing the last session Robert Lynn Cox, 
of the Life Presidents’ Association, 
stated that Mr. Johnson had been of in- 
valuable assistance and had caused a bill 
increasing the tax on bdutside compa- 
nies and decreasing it on home com- 
panies to be killed. Mr. Johnson is 
not only president of the Florida Life, 
but the moving spirit in the Peninsular 
Casualty, one of the growing companies 
of its class in the south. The American 
Life Convention has few more able sup- 
porters than Mr. Johnson. 











“Al Conservative With a Move On’’ 








The Security Life & Annuity Co. 


GREENSBORO, N. C. 


The Pioneer North Carolina Life 
Insurance Company, the Com- 
pany that has made good, closed 
its tenth year on September 2nd, 





1911, with 


Insurance in force . . 


J. VAN LINDLEY, Pres. 
Cc. C. TAYLOR, Mgr. Agts. 





a a a 1,500,000.00 


DR. J. P. TURNER, Med. Dir. 


$16,000,000.00 


GEO. A. GRIMSLEY, Secy. 
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Roster of the Convention 








AMERICAN CENTRAL LIFE, Indianapolis, Ind. 
M. A. Woollen, President. 
Dr. H. M. Woollen, Vice-President. 
C. B. Carr, Secretary and Actuary. 
AMERICAN NATIONAL LIFE, Lynchburg, Va. 
Wallace A. Taylor, President. 
BANKERS RESERVE LIFE, Omaha, Neb. 
B. H. Robison, President. 
R. L. Robison, Vice-President. 
CENTRAL LIFE ASSURANCE SOCIETY, Des Moines, Iowa. 
George B. Peak, President. 
CENTRAL LIFE OF ILLINOIS, Ottawa, Ill. 
W. F. Weese, Vice-President. 
S. B. Bradford, Secretary. 
Dr. T. W. Burroughs, Medical Director. 
CITIZENS NATIONAL LIFE, Louisville, Ky. 
W. W. Moore, General Manager. 
Dr. Thomas H. Stucky, Medical Director. 
CLEVELAND LIFE, Cleveland, Ohio. 
sr H. Hunt, President. 
L. QO. Rawson, Secretary. 
COLUMBIA LIFE, Cincinnati, Ohio. 
Dr. Felix G. Cross, President. 
S. M. Cross, Secretary. 
COLUMBIA LIFE & TRUST, Portland, Ore. 
S. P. Lockwood, Vice-President. 
COMMERCIAL LIFE, Indianapolis, Ind. 
William A. Pickens, Vice-President 
Dr. G. W. Foxworthy, Medical Director. 
sees gg pace LIFE, Louisville, Ky. 
I. Smith Homans, Assistant Secretary. 
CONSERVATIVE LIFE, Wheeling, W. Va. 
Clem E. Peters, Secretary. 
C. E. Flanagan, Actuary. 
a3 P. O’Brien, General Counsel. 
CONTINENTAL LIFE & INVESTMENT, Salt Lake City, Utah. 
W. H. Cunningham, Vice-President and General Manager. 
DES MOINES LIFE, Des Moines, Iowa. 
Dr. J. M. Emery, Actuary. 
EMPIRE LIFE. 
Thomas M. Calloway, Secretary. 
Dr. E. J. Spratling, Medical Director. 
FEDERAL LIFE, Chicago, II. 
Isaac Miller Hamilton, President. 
C. A, Atkinson, Vice-President and General Counsel. 
T. W. Appleby, Secretary and Actuary. 
Dr. F. L. B. Jenney, Medical Director. 
FLORIDA LIFE, Jacksonville, Fla. 
M. D. Johnson, President. 
W. P. Douglas, Secretary. 
FRANKLIN LIFE, Springfield, Il. 
Henry Abels, Secretary. 
GEORGIA LIFE, Macon, Ga. (Application Pending). 
Dr. J. C. McAfee, Medical Director. 
GREAT SOUTHERN LIFE, Houston, Texas. 
O. S. Carlton, Vice-President. 
Dr. J. H. Florence, Medical Director. 
GREAT WESTERN LIFE, Kansas City, Mo. 
James Chappelle, Secretary. 
GREENSBORO LIFE, Greensboro, N. C. 
Julian Pryce, Secretary. 
C. W. Jackson, Actuary. 
GUARANTEE LIFE, Houston, Texas. 
F. W. Cochnower, Actuary. 
rs LIFE, Davenport, Iowa. 
r. J. M. Emery, Actuary. 
INDIANA NATIONAL LIFE, Indianapolis, Ind. 
S. C. Renick, Treasurer. 
Everett Wagner, General Agent. 
E. C. Wagner, Assistant General Agent. 
INDIANAPOLIS LIFE, Indianapolis, Ind. 
Frank P. Manly, Vice-President. 
INTERMEDIATE LIFE, Evansville, Ind. 
M. J. Bray, President. 
J. F. Baker, Assistant Secretary. 
F. G. Johns, Superintendent of Agents. 
INTERNATIONAL LIFE, St. Louis, Mo. 
J. L. Babler, Vice-President. 
Dr. E. A. Babler, Medical Director. 
J. W. Bryan, Assistant to the President. 
pes ee: STANDARD LIFE, Raleigh, N. C. 
D. Gold, Jr., First Vice- President and Manager. 
Dr. Albert Anderson, Medical Director. 
KANSAS CITY LIFE, Kansas City, Mo. 
J. B. Reynolds, President. 
F. W. Fleming, Vice-President. 
Dr. Ambrose Talbot, Medical Director. 
LAFAYETTE LIFE, Lafayette, Ind. 
Bertram Day, President. 
Dr. M. M. Lairy, Medical Director. 
Dan W. Simms, General Counsel. 
LINCOLN NATIONAL LIFE, Fort Wayne, Ind. 
Samuel M. Foster, President. 
Arthur F. Hall, Secretary. 
W. T. Shepherd, Superintendent of Age ncies. 
Dr. E. H. English, Medical Director. 


| 


LAMAR LIFE, Jackson, Miss. 
- W. Welty, Actuary. 

r. J. F. Hunter, Medical Director. 
MAJESTIC LIFE, Indianapolis, Ind. 

F. W. Killen, President. 
R. M. Ayers, Secretary. 
G. A. Deitch, General Counsel. 
MERIDIAN LIFE, Indianapolis, Ind. 
Claude T. Tuck, Agency Manager. 
Dr. Albert Seaton, Medical Director. 
MICHIGAN STATE LIFE, Detroit, Mich. 
Franklin B. Mead, Secretary and Actuary. 
Dr. Victor C. Vaughan, Jr., Medical Director. 
MIDLAND MUTUAL LIFE, Columbus, Ohio. 

Dr. E. J. Wilson, Medical Director. 

MINNESOTA MUTUAL LIFE, St. Paul, Minn. 
E. W. Randall, President. 
MISSISSIPPI VALLEY LIFE, Little Rock, Ark. 
William Mitchell, President. 
NATIONAL LIFE, U. S. A., Chicago, Ill. 
A. M. Johnson, President. 
Robert D. Lay, Secretary. 
NORTHERN LIFE OF ILLINOIS, Rock Island, Ill. 
Joseph Tuteur, Vice-President. 
NORTH STATE LIFE, Kinston, N. C. 
J. A. Herndon, General Manager. 
NORTHWESTERN NATIONAL LIFE, Minneapolis, Minn. 
Dr. S. H. Baxter, Assistant Medical Director. 
OCCIDENTAL LIFE, Albuquerque, N. M. 
J. H. O’Reilly, Secretary. 
OHIO STATE LIFE, Columbus, Ohio. 
John M. Sarver, Secretary. 
Irving S. Hoffman, Vice-President. 
W. Scott Boynton, Superintendent of Agencies. 
PEORIA LIFE, Peoria, Ill. 
Emmet C. May, Vice-President and General Counsel. 
Dr. Geo. Parker, Medical Director. 
Warren Sutliff, Secretary. 
RELIANCE LIFE, Pittsburgh, Pa. 
Dr. O. M. Eakins, Medical Director 
Sinclair E. Allison, Actuary. 
Dr. George J. Wright, Assistant Medical Director. 
PITTSBURGH LIFE & TRUST, Pittsburgh, Pa. 
W. C. Baldwin, President. 
J. H. Mahan, Secretary. 
F. C. Parsons, Comptroller. 
Dr. H. A. Baker, Medical Director. 
Dr. Harold A. Miller, Medical Director. 
E. O. Dunlap, Actuary. 
Frank H. Ewing, General Attorney. 














reduction policy with coupons attached that strikes the 

public favorably. Agents find that these policies sell be- 
cause the averag2 man wants to get his insurance at the lowest 
cost commensurate with safety. In other words, the public these 
days, desires all the insurance a dollar will buy. The INDIANA 
NATIONAL’S policies are non-participating. There is no over- 
charge and no dividend fund to juggle with. The policyholder 
sees plainly what he is getting. There are no estimates and no 
promises, just guarantees. 


7:3 INDIANA NATIONAL LIFE has devised a premium 


In a competitive field, the agents of this company find they 
can hold their own against all comers. The company boosts the 
agents, the agents do not have to boost the company. 


AGENTS WANTED—Apply to EVERETT WAGNER, Gen- 
eral Agent, E. C. WAGNER, Ass’t General Agent. 











“Premium Reduction Contracts’ 
Are Easy Sellers 


Indiana National Life 


Insurance Company 
of 


INDIANAPOLIS, IND. 








Cc. D. RENICK President 

Cc. B. BOLINGER Vice-President 
G. C. BROOKS Secretary 

S. C. RENICK Treasurer 

DR. H. A. MOORE, Medical Director 
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RESERVE LOAN LIFE, Indianapolis, Ind. 


W. K. Bellis, Secretary. 


Guilford A. Deitch, Vice-President and General Counsel. 
G. K. Stayman, Assistant Secretary. 
ROYAL UNION MUTUAL LIFE, Des Moines, Iowa. 


Sidney A. Foster, Secretary. 


SAM HOUSTON LIFE, Dallas, Texas. 


Dr. C. M. Rosser, Medical Director. 


SCRANTON LIFE, Scranton, Pa. 
J. S. McAnulty, President. 
W. M. Napier, Secretary. 


Dr. A. G. Connell, Vice-President and Medical Director. 
Dr. George G. Lindsay, Assistant Medical Director. 
SECURITY LIFE & ANNUITY, Greensboro, N. C. 


G. A. Grimsley, Secretary. 
C. C. Taylor, Agency Director. 
Dr. 


J. P. Turner, Medical Director. 


SECURITY MUTUAL LIFE, Lincoln, Neb. 


W. A. Lindly, President. 


SOUTH ATLANTIC LIFE, Richmond, Va. 


Charles G. Taylor, Secretary. 


Dr. Fred M. Hodges, Assistant Medical Director. 
SOUTHERN STATES MUTUAL LIFE, Charleston, W. Va. 
John C. Riheldaffer, Vice-President and Secretary. 

Dr. H. H. Young, Medical Director. 


J. P. Bowerman, Actuary. 
W. G. Breg, Director. 


SOUTHERN UNION LIFE, Waco, Texas. 
A. W. Koch, Vice-President and General Manager. 


Dr. N. A. Olive, Medical Director. 


SOUTHLAND LIFE, Dallas, Texas. 
James A. Stephenson, President. 
S. P. Smith, Secretary. 


Dr. John S. Turner, Medical Director. 
SOUTHWESTERN LIFE, Dallas, Texas. 


T. W. Vardell, President. 


Lawrence M. Cathles, Secretary and Actuary. 


sine LIFE, Indianapolis, Ind. 


S. Wynn, Vice-President, Secretary and Actuary. 


Charles F. Coffin, S 


econd Vice-President and General Counsel. 


Dr. Allison Maxwell, Medical Director. 


STATE MUTUAL LIFE, Rome, Ga. 
C. R. Porter, President. 
B. Barclay, Secretary. 


Dr. J. W. Curry, Medical Director. 
C. C. Odell, Vice-President and General Manager. 


L. A. Dean, General Counsel. 
TEXAS LIFE, Waco, Texas. 


Dr. M. M. Curtis, Medical Director. 
UNITED STATES ANNUITY & LIFE, Chicago, Ill. 


Lucius McAdam, Actuary. 


Dr. J. H. Stowell, Medical Director. 


George J. Kuebler, General Counsel. 
VOLUNTEER STATE LIFE, Chattanooga, Tenn. 
Samuel B. Smith, General Counsel. 
WEST COAST LIFE, San Francisco, Cal. 


H. J. Crocker, President. 


Thomas L. Miller, Vice-President and General Manager. 
WESTERN. MUTUAL LIFE, Council Bluffs, Iowa. 


C. M. Atherton, President. 


WESTERN RESERVE LIFE, Muncie, Ind. 


D. J. Campbell, President. 
H. H. Orr, Secretary. 


WESTERN UNION LIFE, Spokane, Wash. 


O. L. Olsen, Agent. 





Coffin a Tennis Fan 

Charles F. Coffin, vice-president and 
general counsel of the State Life, has 
charge of the agency department and 
is one of the men who deserted the 
law to take up insurance. Mr. Coffin 
is really becoming more of an insur- 
ance man than a lawyer, though he 
has made a success of both. He still 
ranks as one of the leading lawyers of 
Indianapolis and has tried every case 
the State Life has had for five years. 
His recreation is tennis and he is one 
of the greatest tennis fiends in the 
American Life Convention. Naturally 
ke was much interested in the tennis 
tournament which was being held in 
Pittsburg near the Schenley, in which 
May Sutton and other stars were entered. 





Strength of the South 

The south certainly has no cause to 
teel dissatisfied with the treatment 
which it has received in the American 
Life Convention. A few years ago 
there was talk about organizing a sepa- 
fate southern body, but this would un- 
doubtedly have been a mistake. Of the 
eighty members thirty-four are from 
the south and yet the southern con- 
tingent has perhaps as great an influ- 
ence as the west. This year a southern 
President was elected to succeed an- 
Other southerner. 
‘Onvention was presided over by S. B. 


At Cincinnati the. 





Smith of the Volunteer State of Chat- 
tanooga. Ex-President Vardell, Presi- 
dent Gold and George A. Grimsley of 
North Carolina are members of the ex- 
ecutive committee. While the west 
gets the conventions, as a rule the south 
seems to get most of the offices. 





Medical Examination Fee 


The movement begun by some of the 
older companies to limit the cost of 
medical examinations on small policies 
to $3 received impetus in the Ameri- 
can Life Convention by the passage of 
a resolution that the committee on 
medical examinations be requested to 
consider and recommend a plan where- 
by this can be done in cases of policies 
of less than $5,000. Several companies 
are now allowing but $3 on the smaller 
policies. 





Bope is Heavily Insured 

Colonel H. B. Bope, who was one of 
the speakers Friday evening, is one of 
the interesting men of Pittsburg. He 
is vice-president of the United States 
Steel Corporation, manages sixty-eight 
steel mills and his various salaries are 
said to aggregate $250,000 per year. 
He is somewhat heavily interested in 
life insurance as he carries a million 
dollars on his own life. He is a fluent 
and ready speaker, and naturally has a 
grasp of large problems. 





IS DOING A GREAT WORK 


MEDICAL SECTION’S MEETING 





Excellent Program Is Given—Seventy- 
Nine Companies Are Now Mem- 
bers of the Bureau 





The Medical Section was very much 
in evidence. No fewer than thirty-two 
medical directors showed on the roster 
and discussed a program which Dr. 
Ravold, chairman of the section, de- 
clared to be the most. important yet 
arranged. The medical section takes 
on importance through its bureau for 
the interchange of information regard- 
ing impaired risks. The Medical Sec- 
tion was born on June 3, 1910, and the 
first meet was held on Sept. 15 of the 
same year. There are now seventy- 
nine companies in the medical bureau, 
which gives it a larger membership 
than any other similar organization. 
It has already reported 16,900 impair- 
ments. It has held two notable meet- 
ings, the one at New Orleans having 
been of exceptional value and ftnterest. 
Dr. Ravold stated that the paper at 
New Orleans, by H. A. Baker of the 
Pittsburg Life & Trust, on sub-standard 
risks, was epoch-making in life insur- 
ance medical progress. 

of Meeting 

The Medical Section held its meet- 
ing at Pittsburg the day before the 
regular convention with the following 
program: 

“The Transmission of Tuberculosis, 
During Foetal Life,” Dr. Harold A. Miller, 
Pittsburg Life & Trust. 

“The Healed Tubercular Lesion from a 
Life Insurance Standpoint,” Dr. George 
W. Parker, Peoria Life. 

“Blood Pressure and Prognosis,” Dr. 
ery W. Cook, Northwestern National 


“Nervous Diseases, as Applied to Life 
— Dr. John S. Turner, Southland 
e. 


Perhaps the most important paper of 





— ——;—— 





the meeting was that of Dr. Miller on 
hereditary tuberculosis. The medical 
directors are making great progress in 
their organization and are an important 
part of the convention. Like the other 
sections of the life convention, the med- 
ical section is building from the ground 
up, organizing its own bureau and do- 
ing considerable research work. 
Champion Board of Health 

One of the important aims of the 
Medical Section, especially championed 
by Chairman Ravold, who, by the way, 
is one of the most popular men in the 
convention, is the establishment of a 
National board of health. The mem- 
bers of the American Life Convention 
at large, as well as its Medical Sec- 
tion, are solidly in favor of this board. 
The younger companies have had an 
especially favorable mortality record, 
and this fact has contributed very large- 
ly to their success. The companies rec- 
ognize the importance of thorough and 
up-to-date work in their medical de- 
partment, especially in their earlier 
years, and they are alert to every move- 
ment looking to the improvement of 
general conditions. 

At previous sessions the legal and 
actuarial sections were very much in 
evidence, especially the legal section. 
The companies may be said to have 
progressed beyond the stage when ‘egal 
problems were uppermost and it is a 
good sign that so much attention is 
now being given to the madical de- 
partment. 





First to Use Colored Ink 

William R. Pickens, who as vice-presi- 
dent and general counsel represented 
the Commercial Life of Indianapolis, in 
his earlier days ran a newspaper and 
has the distinction of having been the 
first publisher to use colored ink in a 
newspaper in this country. This was 
in the days before he became famous 
as an attorney. Life insurance is only 
a side line with him as practicing law 
is his vocation. 








cal Service. 


its actual cash value. 


State in the Union. 


HENRY A. HODGE 
President 





From the Land of Prosperity 


Comes the First Annual Report of 


The San Antonio Life 


The experience of the pasi year has demonstrated: 
1st—The high character of the Company’s Agency and Medi- 


2nd—Its care in the selection of its investments. 
3rd—The Scientific Accuracy of its Actuarial Methods. 


The results achieved by reason of the above are indicated by 
The Low Cost of the Year’s Business. 
The Kind and Character of Its Investments. 
And the Extremely Low Death Rate. 


The expected mortality for the year was $11,035.00, while only 
$2,000 was actually experienced (just 18.1%), a saving of $9,035.00. 


The investments which brought excellent returns are com- 
prised of only first mortgages on real estate at less than 50% of 
All investments are in strict accordance 
with the laws of Texas, and to our knowledge comply with every 


FIRST ANNUAL REPORT 


ASSETS - : - - - $ 426,085.00 
SURPLUS TO POLICYHOLDERS - 405,844.00 
INSURANCE WRITTEN IN 1910 - - 3,111,400.00 


1911 Promises Even Greater Success 
“Join Us in the Land of Opportunities” 


SAN ANTONIO, TEXAS 
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SECRETARY’S SUGGESTION 
REPORT GIVEN BY BLACKBURN 





Number of Valuable Recommendations 
Are Furnished, One Dealing With 
Companies in Distress 


Secretary T. W. Blackburn has 
served the American Life Convention 
for six years. His reports are always 
interesting. His proposed method of 
dealing with companies in distress is a 
unique one. He said: 

During the past year ag treasurer has 
received from the members of this organ- 
ization $9,127.50. Adding the $2,762.68 
carried forward from the preceding year 
the receipts amount to $11,890.18. The 
expenditures reached $6,671.77, leaving a 
Srrwrm on hand as of Sept. 11, of $5,- 

The report of the secretary to the com- 
mittee on agents and agencies shows a 
gain in that department but it also shows 
that many companies are making no use 
whatever of this valuable bureau, and 
warrants the remark again, that com- 
plete success in the agency bureau is only 
possible with complete, cordial, constant 
and efficient cooperation. 

The work of the Medical Section and 
the Bureau of Exchange speaks for 
itself. The secretary has been only inci- 
dentally identified with this invaluable 
auxiliary, but he has given it a good deal 
of direct attention d feels very proud 
of the excellence achieved. 

Big Legislative Grist 

The legislatures of forty-four states 
were in session since our last meeting. 
At least two held a regular and an extra 
session. Hundreds of bills affecting life 
insurance were offered and most of them 
were ill-considered efforts either to at- 
tract attention to some budding states- 
man or some brass-band reformer of a 
commissioner, or were offered “by re- 
quest.” The old fashioned crook who 
gets bills introduced for the purpose of 
shaking down a fee for causing their 
death is not yet chloroformed. When he 
joins hands with a corrupt legislator or 
an easy insurance commissioner, he some- 
times compels somebody to take notice. 
The other legislative parasite who is a 
general agent of one of the big eastern 
companies and wants “to put a crimp 
into the young companies” is on his last 
legs, but he was still breathing when the 
Pennsylvania and Idaho legislatures ad- 
journed. 

Effective Work Was Done 

The secretary hired no lobbyist, did no 
lobbying and the companies composing 
this organization were not parties to any 
system of approaching men in the legis- 
lature through combinations for control 
of legislation. Quietly but effectively the 
local companies, cooperating with the sec- 
retary and the Presidents’ Association, 
succeeded in defeating nearly every ob- 
jectionable measure proposed in nearly 
every state in the union. We were not 
so successful as we might wish in repeal- 
ing some hurtful laws, but even in this 
particular there was _ substantial prog- 
ress, particularly in Montana and Ala- 
bama. The cooperating forces were more 
anxious to prevent evil legislation than 
to enact new laws. The Pvesidents’ Asso- 
ciation, with larger rescurces, made more 
noise and did more active campaigning 
than the American Life Convention, and 
may have impressed some of the compa- 
nies as being more effective for this rea- 
son, but Mr. Cox will cheerfully agree 
that the detail work was in every case 
performed by the “home companies” and 
these “home companies” are mostly mem- 
bers of the American Life Convention. 

Shovid Have State Help 

It is extremely desirable to have at 
least one member in each state for the 
purpose of proper cooperation in matters 
of legislation and the prospect now is 
that there will be at least one eligible 
company in each state west of New York, 
excepting perheps Nevada, Arizona and 
Wyomiug. We want companies in Kan- 
sas, Oklahoma, Maryland, South Carolina, 
Delaware, Wisconsin, North Dakota, South 
Dakota, Montana and Idaho to complete 
our complement of coworkers and in each 
of these states vigorous and promising 
young organizations are making a place 
for themselves in the life insurance field. 

Bulletins Give Information 


The bulletins mailed from the secre- 
tary’s office acquainted the membership 
with the progress of legislation and no 
specially unfavorable laws were enacted 
in any of the states in which our compa- 
nies were interested, if we except the 
Idahc code, the laws of Wisconsin and 
possibly one or two matters of regula- 
tion in Pennsylvania and California. Con- 
sidering the chances of trouble the life 
companies are certainly to be congratu- 
lated upon the results. 

This annual talk of the secretary 
would not seem normal if no suggestions 
for the future were brought forward. 
Year by year it has been urged that the 
American Life Convention should so de- 
velop its code of ethics and bring about 
such rules governing the membership as 





would make membership herein a pass- 
port not only to unquestioned public 
favor but likewise to admission to any 
American state. 

Membership Is Increasing 

This is no vain hope or mere vagary of 
a vivid imagination. We have 78 compa- 
nies today. Within a year the number 
will be increased to 85 and within five 
years there will be one hundred American 
life companies in this organization and 
the present members will be at fault if 
they are not recognized by the insurance 
press, insurance commissioners and the 
public generally as the best hundred com- 
panies in the business. 

There are three things which in my 
judgment will vastly aid in bringing this 
to pass: 

1. A code of ethics adhered to which 
shall bar every company guilty of any 
form of questionable, irregular or dis- 
honest conduct, whether viewed through 
the eyes of the intelligent policyholder, 
the fair insurance examiner or the honest 
competitor. 

System of Inspection 

2. A rigid system of inspection by a 
competent convention actuary, reporting 
to a capable membership committee, as a 
prerequisite of admission. 

38. A campaign of education which shall 
make the policyholder know that his com- 
pany is honestly managed and entitled to 
his confidence and cooperation and that 
unwise laws and pernicious departmental 
incerference are hurtful to him person- 
ally as well as his fiduciary partner, fhe 


company. 
Code of Ethics 


Our code of ethics need not be an elab- 
orate set of bylaws. Honesty and safety 
are the fundamentals and courtesy and 
consideration the elaboration of this idea. 

the management is honest and its 
methods of business are safe, the public 
can not complain and if that same man- 
agement courteously behaves towards a 
competitor, consideration for the welfare 
of the business will avoid twisting, mis- 
representation, rebating and all forms of 
cut-throat tactics. 

When the convention fixes a standard of 
admission and a standard for continuance 
of membership, based upon conditions as 
to its solvency, expense, fairness in com- 
petition and honesty in conducting the 
business, and provides facilities for de- 
termining whether or not its members 
are maintaining themselves accordingly, 
legislatures, commissioners, magazine 
muckrakers and blackmailing journals 
will have no terrors to the members who 
have passed muster, and courts, juries 
and policyholders will be friends upon 
whom the companies may rely. 

With the-code established and enforced 
and the fact made known the policyholder 
will do the rest for he not only pays the 
freight, but he owns the track, makes up 
the train, determines the schedules and 
operates the block signals. 

Prophecy as to New Companies 

It has been suggested by one or more 
observers that as many as fifty compa- 
nies will go out of business within the 
next five years. Some will quit because 
they did not get fairly started. Others 
will cease to be factors because of fric- 
tion in the management or among the 
stockholders, and still others will fail 
from lack of ability, knowledge or other 
reasons. These companies will have busi- 
ness written and field forces organized. 
Under proper conditions they might suc- 
ceed, for there is room for 300 American 
companies, but they will go to the wall as 
business undertakings. If they disappoint 
their policyholders and fail to meet their 
policy contracts, the business generally 
will suffer. his is wholly unnecessary 
and should be avoided. 

No Policyholder Should Lose 

The American Life Convention has the 
power and the financial ability to say that 
no policyholder shall lose a penny and no 
beneficiary shall be deprived of a dollar 
because of the failure of any company 
in the south or west. The secretary has 
outlined and submitted to the executive 
committee a plan for a company created, 
capitalized, officered and controlled by the 
executives of the American Life Conven- 
tion to foster the growth of the compa- 
nies in this organization and protect the 
business from the evils certain to follow 
disastrous failures. To this and such a 
cooperative company should be given the 
reinsurance and the excess business of the 
constituent companies of this convention. 
Companies in the convention which may, 
through no grievous fault, find themselves 
embarrassed could be and should be af- 
forded temporary aid. The general good 
of all would be conserved by a system of 
cooperation not unlike that of a clearing 
house association of banks. If the com- 
pany were organized under the laws of 
Kentucky, for instance, it could not only 
actually reinsure and take over the busi- 
ness of a company in danger of failure 
and so protect the policy contracts, but 
under proper conditions might take tempo- 
rary or permanent control of and operate 
a promising organization in its own ter- 
ritory. My idea may be impracticable 
under existing competitive conditions, but 
I am hoping it has in it the germ of a 
system of conservation which may be- 
come useful to life insurance. 


Suggestion Is Made 
Finally your secretary suggests that 
convention matters deserve the careful 
consideration of every executive officer 








of each company. This is an organization 
of executives and the only one of its kind 
in existence. If each company would del- 
egate to one of its executives the con- 
vention correspondence and consider con- 
vention topics as company matters to be 
taken up, discussed and disposed of just 
as other important company affairs are 
treated, the convention and the company 
will both be directly benefited. In this 
way the company is reasonably certain to 
secure from the convention the greatest 
possible service and the American Life 
Convention will be what it should be—a 
vibrant, constant and effective influence in 
the common field of life insurance en- 
deavor, useful to all alike and the great 
composite of the best there is in the busi- 
ness. 





HUNT IS ALL-AROUND MAN 


President of Cleveland Life Has Many 
Interests Outside of His Busi- 
ness Activities 


President W. H. Hunt of the Cleve- 
iand Life has the look of an artist and 
a dreamer, and while he has that desir- 
able combination he is beside a good, 
hard headed business man. He owns a 
controlling interest in his company and 
is conducting it along conservative and 
carefully thought out lines. 

He is a bachelor and lives with a 
favorite sister. A true Bohemian, a 
globe-trotter and a patron of art, he 
has not negiected material affairs. He 
sold out his business a few years ago 
to the brick trust and was forced into 
the life insurance business to protect 
his investment. He found an environ- 
ment to his taste and the “apple of his 
eye” is the Cleveland Life. 

Mr. Hunt evidently thought better 
of his announced proposal to take up 
the fight against the Ohio National Life’s 
stock selling methods on the floor of 
the convention, as nothing was heard 
of it. The fact is that many members 
of the convention have had to go 
through the promotion stage in which 
practices not wholly praiseworthy were 
indulged in. Stock salesmen of the 
Ohio National, working under a con- 





tract made before Judge Lemert be- 
came president, made unauthorized 
statements to the effect that the Ohio 
National contemplated absorbing some 
of the other Ohio companies. It was 
very natural that the Ohio companies 
mentioned, and it would seem that they 
were all mentioned with the exception 
of the Union Central and the Western 
& Southern, should hotly resent the 
suggestion. The Ohio National has an- 
nounced that it will discontinue selling 
stock on Oct. 1 and give its attention 
wholly to the life insurance business. 
Mr. Hunt certainly had cause to feel 
aggrieved, and he perhaps took the 
quickest and best means to dissipate 
rumors which might have been injuri- 
ous to his own and other Ohio com- 
panies. 


VISITORS AT THE CONVENTION 


Among the visitors who attended the 
meeting of the American Life Conven- 
tion at Pittsburg were: 


Dr. S. T. Vineyard, Amarillo National 
Life; H. E. Vineberg, American Bankers; 
L,. H. Oberreich, Anchor Life; Charles F. 
Nettleship, Colonial Life of New Jersey; 
Franz Wilson, Commonwealth Life Asso- 
ciation; Dr. Frederick J. Combe, Equitable 
Life of San Antonio; W. A. Fricke, Great 
Northern Life of Wausau; Dr. E. B. Kyle, 
Home Life of Philadelphia; Daniel Boone, 
Jr., Midland Life of Kansas City; Dr. D. 
Cc. Brooke and Odell N. McConnell, Mon- 
tana Life of Helena; H. G. Austin and 
Dr. A. L. Craig, Old Colony-Commercial; 
W. A. Watts and Dr. Alex M. Campbell, 
Preferred Life of Grand Rapids; H. A. 
Hodge and Dr. J. Shankford, San Antonio 
Life; Frank A. Wesley, Standard Life of 
Pittsburg; Wilbur Wynant and Dr. R. S. 
Walker, Toledo Life; Walter C. Hill, At- 
lanta, Ga.; J. C. Porter, Rome, Ga.; Dr. 
A. E. Eggert, Chicago; E. P. Kenyon, Chi- 
cago; George O. Bland, Atlanta; R. 5 
Hughes, Indianapolis; M. A. Odenthal, Los 
Angeles; Dr. William F. Williams, Beau- 
mont, Texas; Dr. I. W. Porter, Omaha; 
F. W. Bosworth, New York. 








Agent—This is an unexpected pleasure. Didn’t 
expect this visit. Glad to see you. Say, did 
you ever know of anything so unsettled as the 
weather we've had this week? 

Special Agent—Well, yes. Your account, for 
instance; and that’s what brings me. 
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ASSETS 


Kansas City 





THE 


Great Western Life 


of 
KANSAS CITY, MISSOURI 


GEORGE STEVENSON, JR., PRESIDENT 


. . . $ 1,000,000.00 
Insurance in force (over) 


Policies the very best 
Operating in Missouri, Kansas, Oklahoma, 
Texas, Colorado, Utah, New Mexico 


Strong, clean, up-standing men who be- 
lieve in doing business in a businesslike way 
and who can support themselves for at least 
thirty days, can obtain top notch renewal 
contracts by writing the Home Office. 


Company 


1 4,000,000.00 


Missouri 
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MADE RECOMMENDATION 
EXECUTIVE COMMITTEE PLANS 


Calls Attention to the Work That Was 
Done in the Convention Dur- 


ing Year 
The executive committee of the 
American Life Convention made its 


report as follows: 


Your committee begs leave to report 
that it has held four meetings during the 
year; one on Sept. 17 in Des Moines, after 
the annual meeting; a two days’ meeting 
in Chicago, Dec. 9-10, and at Pittsburgh, 
Sept. 20-23. 

The business of the convention for the 
year has moved along smoothly and har- 
moniously, and the committee believes 
effectively throughout the convention year. 
The treasurer’s report shows a balance 
on hand of $5,218.41, with all dues paid. 

During the year the Colorado National 
was consolidated with the Columbian Na- 
tional of Boston, and the Colorado Na- 
tional therefore retires from membership 
in the American Life convention, but 
with its dues paid. 


Applications for Membership 


Thirteen applications for membership 
have been received and favorably acted 
upon by the convention. Two additional 
applications are now pending on refer- 
endum vote. If both these companies are 
enrolled the total membership of the con- 
vention will be seventy-nine. The secre- 
tary has information from five or six 
other companies that express their pur- 
pose to make application for membership. 
It is believed by the date of the next an- 
nual meeting that the total membership 
will have reached at least eighty-five. 

The executive committee is of the opin- 
ion that the time has arrived for estab- 
lishing a more rigid system of examina- 
tion and inspection as to qualifications 
for membership. 

The success attending legislative mat- 
ters during the past year vindicates the 
policy of the convention in this particu- 
lar, but it is suggested that a more sys- 
tematic method of collecting and trans- 
mitting information relative to legislative 
proceedings should be devised, and inas- 
much as but eleven states will have ses- 
sions of legislatures during the coming 
winter, it would be well to formulate 
such plan of cooperation as will be most 
effective in protecting the interest of life 
insurance as it is related to the enact- 
ment of laws. 

Departmental Supervision 

The committee commends to the atten- 
tion of the convention the general prob- 
lem of departmental supervision, and be- 
lieves the time has arrived for a forward 
movement in this particular which shall 
bring about a closer cooperation between 
the companies represented in this conven- 
tion and the insurance departments of 
the several states in which the companies 
engage in business. 

The committee believes the time is fast 
approaching when the secretary should 
devote his entire time to the work of the 
convention, under the supervision and 
direction of the executive committee, and 
in its opinion the incoming executive com- 
mittee should during the year propose a 
plan for bringing this condition to pass. 





Actuarial Movement Fails 


The movement to organize a distinct 
actuarial section similar to the medical 
and legal sections fell through a com- 
mittee, consisting of Franklin B. Mead 
of the Michigan State Life, C. B. Carr 
of the American Central Life, C. W. 
Jackson of the Greensboro Life, Law- 
rence M. Cathles of the Southwestern 
Life and Emmet C. May of the Peoria 
Life, Mr. May having been added as an 
attorney, was selected to consider the 
matter. There was considerable objec- 
tion to the establishment of an actu- 
arial section by reason of the existence 
of the American Institute of Actuaries 
to which many of the American Life 
Convention actuaries belong. There 
was considerable debate on the floor 
and the final result was that no actu- 
arial section will be organized, the feel- 
ing being that the regular actuarial 
body is sufficient. 





Hamilton’s Good Work 

Isaac Miller Hamilton of the Federal 
Life put in some good work for Chi- 
cago as the next meeting place of the 
convention, and gained his point. Mr. 
Hamilton is proving out his mettle as 
a life insurance executive, and is by 
this time well trained and seasoned. 
Perhaps no one at the head of a com- 
fany had more difficulties to contend 
with than did Mr. Hamilton in get- 





ting the Federal Life started on the 
right road in its earlier years. Mr. 
Hamilton won his fight by sheer native 
strength and ability. Of the companies 
destined to represent the great western 
metropolis in the life insurance world 
Mr. Hamilton’s company stands among 
the foremost. 





MEETING OF LEGAL SECTION 





C. A. Atkinson of the Federal Life is 
Chosen Chairman and Emmet 
C. May, Secretary 





Guilford A. Deitch, of the Reserve 
Loan Life, retired as chairman of the 


legal section, his successor being C. A. | 


Atkinson, of the Federal Life of Chi- 
cago. Hope Thompson of the North- 
ern Life of Illinois retired as secretary, 
and was succeeded by Emmet C. May, 
the brilliant young vice-president and 
attorney of the Peoria Life. Mr. 
Deitch presented a very interesting and 
timely paper on the subject of the “Life 
Insurance Company and the Insurance 
Departments” before the regular con- 
vention. The paper specially prepared 
to be delivered before the legal section 
was on the interesting subject of the 
legal aspects of “Death by Disappear- 
ance,” and was by George J. Kuebler, 
former editor of the Insurance Green 
Bag, and now with the United States 
Annuity & Life. This paper was pre- 
sented before the whole convention in- 
stead of the legal section only as was 
intended. Mr. Kuebler traced the his- 
tory of death by disappearance, or as 
he termed it, “the human foible of sud- 
denly dropping out of sight, without a 
forwarding address” from the time of 
Cain down to the present. The old 
principle that if a man is not found for 
seven years he is presumed to be dead 
was followed out through the court 
decisions from the old English law. 





THE GOD OF THE MEN WHO DO 
THINGS 
The cause is all and the triumph naught 
To the God of the men who do things, 
He scorns the “Don’t” and leaves the 
“ought,” 
This God of the men who do things. 
He has one motive and only one, 
He loves things doing and loves things 


done, 
As all his battles are fought and won, 
The*God of the men who do things. 


He knows high purpose, He works things 


out, 
The God of the men who do things, 
Though the lazy lie and the righteous 
s 


cout, 
This God of the men who do things, 
He cares not a whit for the common 
mould, 
He burns the dross to refine the gold 
He connot be bought, He cannot be sold 
The God of the men who do things. 


He hates things weak, He loves things 
strong, 
This God of the men who do things, 
In soul or body, in right or wrong, 
The God of the men who do things, 
He knows there is hope for the men who 


ry, 
He sees them fail and he sees them die, 
For they will win to Him, by and by, 
The God of the men who do things, 
—Exchange. 


CULLING OUT A LIST 


A life agent gives a plan he adopted 
in getting a list of prospects that is 
rock bottom. He took the telephone 
directory and jotted down the names 
that he knew were insurable risks, that 
is so far as the agent could ascertain. 
He started on the list, beginning with 
the A’s. Every one soon knew that 
the agent was in the life business. On 
the first round he secured ten applica- 
tions. He keeps a card record of each 
man interviewed, giving full informa- 
tion about each prospect. After work- 
ing the town, he took the telephone di- 
rectory again and, after consultation 
with the banker and others, selected a 
list out in the country and then con- 
tinued the work in adjacent towns, 
using the telephone directory all the 
time as a basis. He states that by this 
systematic method he has been able to 
build up a clientele of policyholders. 
He keeps in touch with them and they 
render him considerable service. 








SEE ELEMENT OF PERSONALITY 


Some of the Features that Enter Into 
the Success of Younger 
Companies 


When one considers the remarkable 
progress of the American Life Conven- 
tion companies it is surprising to note 
that there is hardly a member from the 
east. The new company idea has not 
taken root in the east, not only be- 
cause there are companies well estab- 
lished there but because the temper of 
the people is different from that of the 
west. It cannot be denied that the ele- 
ments of local pride and of personality 
have been the saving ones in not a few 
of the younger companies, instead of 
that of cost. People are wont to take 
for granted that, inevitably, economic 
laws govern success in business in the 
final analysis. There are doubtless old- 
er companies which can furnish insur- 
ance at a lowef cost than is being done 
by many of the younger ones, and it is 
quite likely that the people that take 
insurance in the younger companies 
some of them at least, are aware of this 
fact. In the east the sway of economic 
principles is more general and com- 
plete. In the west and south there is a 
greater play of personality and more 
opportunity for other elements to enter 
into the calculation. Of course it may 
be said that the disclosures of the Arm- 
strong investigation were used to good 
effect in the west and south, but this 
was also true of the east, and the 
younger companies were not the only 
ones which made use of the disclosures 
or took advantage of them. Most of 
the younger companies have now got- 


ten past the point of danger of elimi- 
nation. 





“The much encouraged habit of saving for a 
rainy day sometimes grows to the dimensions 
of providing against another deluge.” 





“Better is the young agent who seeketh in- 
struction than he whose experience will no more 
be admonished. 





GREETING FROM W. C. BALDWIN 


President of the Pittsburg Life & Trust 
Delivers Welcome Address to 
the Convention 





After a few cordial words of welcome 
to Pittsburg, President Baldwin of the 
Pittsburg Life & Trust said in his ad- 
dress: 


It may be of benefit to review the mag- 
nitude of the business, as that will bring 
more forcibly to your attention the fact 
that you are administering a sacred trust, 
There are insured in the United States, in- 
cluding industrial, approximately 29,000,- 
000 people, the insurance carried amount- 
ing to approximately $16,000,000,000, or 
an average of about $500 to the life. 

The citizens of Pennsylvania make up 
approximately 3,000,000 of this number, 
with insurance amounting to more than 
$500,000,000, or about 10 percent in num- 
ber and amount, 

The large percentage carried in Penn- 
sylvania companies would indicate that 
they stand well at home, and the fact that 
they have at risk so large a percent of 
the total insurance carried in the United 
States is evidence that they are well con- 
ducted. 

As life insurance companies hold funds 
belonging to citizens of our great repub- 
lic amounting to approximately $3,226,- 
000,000, you would be unworthy of your 
trust if you did not enter upon your de- 
liberations seriously and with influences 
around you for all that is good. 

It will be noted, by apportioning the 
amount of funds held for the number of 
persons insured, that they would equal 
about $111 to each person, so it is plain 
that the savings of about one-fourth of 
the inhabitants of our country are en- 
trusted to the life companies for safe- 
keeping and are undoubtedly of a fidu- 
ciary nature. 

"A life company must be of high stand- 
ard, regardless of size, as in this age the 
possession of a large amount of funds 
does not measure the standard of an indi- 
vidual or establish character; neither does 
it now, nor will it in the future, do so 
for a life insurance company. 

Therefore, it is proper that you should 
gather in the Keystone state of the states 
composing the greatest republic on earth 
for your deliberations, and I take great 
pleasure in welcoming you here. 





“A sensitive conscience is a good possession 


unless it is limited to dealing with the sins of 
others.” 








TO ACCIDENT AGENTS. 





higher commission. 


do this. 





You Can Make More Money by Representing Us. 


We have optional health and accident 
clauses in our life insurance contracts. 
These features cost much less than the 
standard accident rates, and we pay a 


There are sound reasons why we can 


Get in with a live, active, sound, grow- 
ing Western company. 





Assets July Ist, 1911 - - 


Increase in Six Months - 





Write to-day. 


Continental Life Insurance and 
Investment Co. 


W. H. Cunningham, General Manager. 
McCornick Block, Salt Lake City, Utah. 


$87 1,489.56 
50,212.06 
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A Luttle 
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to Springfield. Lhinois 
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he old town of Springfield, Illinois, is an interesting point 
to visit. It is the capital of the State and hence 1s the 
head of all the state governmental activities. It is rich in 
its historical associations, for twas within its gates that 
the Great Emancipator lived and worked. It was from 


this city that he went to take the highest place the Nation gives to 
her sons. And it was back to Springfield that he was borne to rest 
in eternal peace after his immortal work had ended. 


Among the many excellent and successful insti- 
tutions of Springfield, there is none more highly 
regarded and more thrifty than The Franklin Life 
Insurance Company. I like its name. There is 
a magic in the name of Franklin. Ben Franklin 
was more than a genius. He was a philosopher. 
He solved life’s deepest meaning and gave to its 
great work his fullest powers. He lived it com- 
pletely and bequeathed to his own generation and 
to posterity a rich legacy of truth and achieve- 
ment. 

What an appropriate name, therefore, for a 
life insurance company, and The Franklin Life in 
its corporate capacity through its finely organized 
home office and field force, is carrying out the 
plan laid down by Franklin. It is bringing down 
from heaven something of its sublime beneficence 
and happiness to earth. 


The Franklin Life is. fortunate in its home 
office management. I have never found a better 
rounded out set of officials. President Edgar S. 


Scott is a man of excellent executive and adminis- 
trative ability. There is no stronger agency man 
in the country than Vice President George B. 
Stadden, and I will have to be ‘‘shown’’ any man 
who is more gifted in overseeing a secretary’s office 
than Henry Abels. This trio of men are examples 
of the personnel of The Franklin Life staff. All of 
them tried men and true who are aiming at 
big things for the Company. They are making 
it interesting for agents. Some of the best 
producers of the day are connecting with The 
Franklin because they believe in the sincerity and 
ability of its management, the salability of its poli- 
cies, the returns to policyholders, and the general 
all-round desirability of working for a successful 
and harmonious institution. And these agents 
are making money. 


Honestly, if I were giving advice to a man or 
woman whointendstogointothelife insurance busi- 
ness or one who desires to make a connection with 
a company which does things, I would recommend 


The Franklin Life Insurance Company 
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